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Style-setting shoes 
like John Marino’s 


must be made of a 







splendid, quality leather. 
Colonial Gunmetal Patent, a glistening, metallic grey, 


gives shoes the opulent look of this season’s fashions. 


Colonial Gunmetal Patent can be attractively combined 
with other leathers, too. However you use it, your shoes 
will be more fashionable — and they'll be increasingly 
more profitable! 


ONIAL TANNING COMPANY. Ine.. Boston II, Massachusetts 
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| | 
| PATENT LEATHER 
MARY JANE STRAP 
1530 — 81% to 12 AAtoE 
, 1530 — 121% to 3 AAtoE 
: 
! | 
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| NEVER A COMPROMISE 
WHEN IT COMES TO QUALITY 

IS WHAT MAKES KALI-STEN-IKS — 
_ FOR CHILDREN, MISSES AND SENIOR MISSES — 
: A CAPITAL ASSET IN ANY STORE. 
| 
t i 
“KALI-STEN-IKS” on display 
| a during the National Shoe Fair at 
ROOM 813-814 PALMER HOUSE 
| 
i | 
THE GILBERT SHOE CO. - THIENSVILLE, WISCONSIN 
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Exhibiting at the 
National Shoe Fair 
Chicago — 
October 25-28 
Palmer House, 
Room 762 


Every Holland-Racine Shoe 

is a value. Add to this 

the complete ranges of price 

and style; the special 

construction features that make 

each sale easier and build 

repeat business, and you have 

the reason that more and more retailers 
are making Holland-Racine their featured 
shoes. See them at the Chicago show. 


HOLLAND 
MICHIGAN 
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movie glamour gams 
are going steady with 
ALL-WHITE SHOES! 











Even the occasional movie-goer 
becomes aware of all the white shoes 
being worn in recent pictures 

by the stars and starlets 

of Hollywood studios. 


Millions of girls and women 
see movies more than once a week. 
Consciously or subconsciously, 

most of the girls in the audiences 

picture themselves looking just like their 
favorites . . . right down to the shoes. 


Because so many studio designers are selecting 
white shoes for dramatic costume effect, 

it’s a cinch you should count on white shoes 

also for the same eye appeal to your customers. 





White Kid 


suede + glazed - flexy 


G. LEVOR & CO., INC. Tanners Since 1876 GLOVERSVILLE, N. Y. 








you need all four ‘vitamins for a 


healthy children's shoe business! 





er ANAK EE atte atter Sse tet ete 


(A) a brand that mothers know and respect 


‘ (8) construction features you can promote 


perfect fit for every foot 


sa) one resource for tots through teens 


If you're missing one or more of these 4 ‘'vitamins’’ with your present brand or brands, 





Pollyannas can stimulate your children’s shoe business! Send for our salesman to prove it. 








STYLE No. 8828 


A. S. KREIDER SHOE CO. ANNVILLE, PA. 
New York City Showroom * Marbridge Bidg., 47 W. 34 St. 
West Coast Representative: J. R. Hamelin, 219 West 7th Street, Los Angeles 
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For the new seasons news %& 
tn mens shoes 


ROOM 1002, STEVENS HOTEL 





ROOM 784, PALMER HOUSE 





/ Geo. E. Keith Company, Brockton 63, Mass. 











HOW JOYCE USES CUSHION CORK 
to add extra resilience to Turf Toppers 


The diagram above shows how Joyce Inc., of 

Pasadena, California, makes its Turf Toppers 
more comfortable by using a 48” thick forepart 
platform of Armstrong's Cushion Cork. 

In the Joyce Turf Topper, the Armstrong's Cushion 
Cork is joined to a resilient wedge heel. A Neoprene 
crepe outsole is then attached to the heel-platform 
element. Neoprene crepe in a contrasting color is 
used to bind the edge of the completed platform 
unit. Meanwhile, the upper has been lasted to an 
insole. This lasted upper then is cemented to the 
platform unit to complete the shoe. 





The Cushion Cork used in Turf Toppers is a com- 
bination of springy cork particles and a sponged 
binder. This resilient material flexes easily, yet firmly 
supports the foot. Since Cushion Cork adds insula- 
tion, it helps protect the foot against heat and cold. 

You probably carry lines built with Armstrong's 
Cushion Cork. Show these shoes to your customers 
and tell them about the extra comforts of Cushion 
Cork during the try-on. A few steps down the 
aisle will do the rest. Armstrong Cork Com- 
pany, Shoe Products Department, 9610 ® j 


Arch Street, Lancaster, Pennsylvania. 


CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 


SHOE PRODUCTS 
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The SERENE 


No. 11070—Biack Satin Mat 
Kid, Potent Trim, Extra Eye- 
let fer Fine Fitting, Extended 
Arch Rest Insole, Pedic 5 Last, 
15/8 Patent Cuban Heel, $7.50 
















a ° [ mo- 
qualities will know 1 a 










Pe *A9. Ne. 15070 — Sea No. 

Lasts - e's THE LINE for 11070 in Block Suede with 
™ that her Patent Trim .......... $8.00 
me pot n- No. 31070 — Same as No. 





11070 in All Over rye 






IN STOCK 






The FALL 


No. 32194 — Hubschmon Mink Brown 
Calf, Extra Eyelet for Fine Fitting, Ex- 
tended Arch Rest Insole, 95 Last, 14 

Spectro Square Leether Heel... .. $7.60 
No. 12194 — Same as No. 32194 in 
Bright Finish Charcoal Block Calf, $7.35 


; : ia 








THE IRVING DREW SHOE CORPORATION, LANCASTER, OHIO 


NEW YORK OFFICE, 746 MARBRIDGE BLDG. °¢ ALSO MAKERS OF DR. HiSS' BALANCED SHOES 
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—casual shoes in a class by themselves! Kitten-soft 
suede on contrasting color crepe rubber soles. 


Green ‘n’ red, grey ‘n’ blue, black 'n’ grey, brown ‘n’ 





green—and other combinations of gay colors! 


<eS it had to happen! The famous, sensationally-popular 


Patty last on a rollicking crepe rubber sole. Unquestionably this season's 
smash hit in the shoe field! Just introduced—yet orders are pouring in 
by mail, long distance, wire, and over the transom! It's understandable—because, 
of course, they re KICKERINOS! Patty de Crepe is just one of many new smash 


hits for spring ... shoes that capture attention wherever they're 


seen—in store windows and shoe departments everywhere... 


<—F 


in national magazine ads—and on millions and millions of pairs 


of young, pace-setting, fashion-wise feet! 


BE SURE TO SEE THE ENTIRE KICKERINOS LINE AT THE 
NATIONAL SHOE FAIR IN CHICAGO, October 24 through 





October 28, Suite 522-524 
Morrison Hotel. 


a Kickerines 


DIVISION 

MARILYN SHOE COMPANY 
MILWAUKEE 5, 
WISCONSIN 
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Carrying on the Conrad crusade for smarter styling in 
the men’s shoe field, we offer the colorful “Crusader” in 
rich French imported suede and alligator calf combina- 
tions. 











You 


DICTATE THE MARK-UP 


YOU SET THE RETAIL 
PRICE WITH 


YOUR BRAND 


You can feature the exclusive 
“Crusader” under your own brand, 


and you dictate the mark-up. It’s 
STYLES OUTSTANDING good business for you to feature 


the hundreds of available Conrad 


shoe designs under your own name 
SHOE COMPANY 


to build a reputation as a local 
style leader in men’s fine shoes. 
by STYLE MAKERS 
NO. ABINGTON, MASSACHUSETTS 


New York Office: Room 1232 Empire State Bldg. 


@ WINE ON WINE 
@ BLUE ON BLUE 
@ GREY ON GREY 
@ BROWN ON BROWN 






Write now for information. Pro- 
mote the “Crusader” under your 
own brand. 





Detroit: Room 511 Empire Bldg. 














Arcn 


CRADLE 
CONSTRUCTION 


REQUIRES NO NEW LASTS, 
gi GOIN S ey ee “i PATTERNS, OR DESIGNS 





TH 1 AEA, ARCH SUPPORT 


or mens, women's, juvenile’s shoes 


@ Arch-Cradle construction creates a 
beneficial, resilient arch-support that is 
comfortable, flexible, and adds no weight to 
the shoe. It is a great improvement over 
former bulky, rigid supports, and consists 
of a strip of specially woven SHUGOR 
stitched at the proper points and suspended 
at an angle, as shown above. 

The new simple Arch-Cradle construction 
can be easily incorporated in the shoes 
you are now making. Arch-Cradle develops 
a constant exercising action on the inner 
longitudinal arch and tends to keep this arch 
in natural alignment. Chiropodists say it 
maintains balance, and tends to prevent 
fore-foot angulation, acts as a stabilizer, 
and promotes straight line walking. It 
automatically adjusts itself to each 
individual foot. 





Arch-Cradie shoes have been produced in volume. Their 
construction is protected by U. S. Pat. No. 2,188,182. 


THOMAS TAYLOR & SONS, 


incorporated 


Hudson, Mass. 
Copyright 1948, Thomes Taylor & Sens, Inc. 
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AT ROOM 705 
PALMER HOUSE, CHICAGO 
NATIONAL SHOE FAIR 


let him know real foot luxury .. . 


Let him see it in the rich lustre, the long life of this Imported 
Martin’s Scotch Grain. 


Let him feel it in the stamina of this bespoke Blucher Pattern, 
cut with Bellows Tongue . . . in the heel-to-toe softness of the 


Full Leather Lining. 


STYLE 6042 will retasl about $14.95 
featured in TUAE and NEWSWEEK 


Style 6042 is one of 58 Styles in Stock. Write Dept. 7 for New Fall Catalog. 


E. E. TAYLOR CORPORATION = MANUFACTURERS - BOSTON. MASSACHUSETTS 
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GOODYEAR WELT PROCESS 


FIVE WIDTHS 
SIZES TO 10 


— - os $= 95 Qs 


ie RED and WHITE 
ie BLACK and WHITE . Cs mel 
SADDLES 


Year after year, are popular sellers for 


. GREEN and WHITE school and casual wear. These easy-fitting, 





*« BROWN and WHITE 


+ long-wearing sport welts make money for 
BLUE and WHITE the dealer who wants a basic, low inven- 
tory line that is priced for volume turnover. 


WRITE FOR OUR CATALOG 
SAMPLES ON REQUEST 


Morrison Hotel 
Rooms 727 & 728 


National 


SHOE FAIR 
Hayy Skene Sek, 


GRINNELL, IOWA 
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The New STADIUM 


by THE Cambridge RUBBER COMPANY 


The Top-Flight Fashion and Volume Boot Sensation 



















The new revolutionary Cambridge Rocker Last 
—an exclusive creation of The Cambridge Rubber 
Company’s own Last factory—is your assurance 
of smartly fashioned, balanced comfort-fit in this 
popular styling. . . . This remarkable popularity 
has grown so universal that this boot is now worn 
over shoes with all heights and shapes of heels— 
a challenge of utmost importance to you! 


To meet this challenge, the New STADIUM 
by The Cambridge Rubber Company brings you 
another vital FIRST—a uniquely reinforced Heel 
Seat that assures wearing-satisfaction. 





Available in Women’s, Misses’ 
and Children’s in Black, Brown, 
Red, White 


NEW STYLES ON DISPLAY 
National Shoe Fair 
October 25 — 28 

Hotel Morrison, Mezzanine Floor 


THE Cambridge RUBBER rm 


FURST in Pott Fashion 


CAMBRIDGE 39,MASSACHUSETTIS 
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behind this door 
are displayed 


Zhe mosl walked abcd shoes tra America 





FLORSHEIM 
Shoes for Wemen 


1949 
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NEW STYLES, NEW MATERIALS, 
NEW LOOK! 


See our fascinating new 
“airborne” breezy line of 
fabric casuals. 





FALL STYLES ON DISPLAY 
National Shoe Fair 
October 25 — 28 
Palmer House, Chicago 











THE NAHANT 


Brilliantly colorful multi-color 


~ SS stripe upper of airy woven fibre 


dat with mercerized cotton back for 


smooth foot comfort. 


we Cambridge re come 


FURST i Fost Foshion 


Ga B98 8 1 80 8. 3-9, BASIE A CH US ET tS 





October 15, 1948 








+ a 
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5 % 
iting 5 : See fine quality at low, volume prices 


| maieking : : Learn how Lion Sandals, one of the 
largest firms of its kind, _ pa you make top profits, 
_ with quality footwear at amazingly low prices. 


SEE THE LION SANDAL EXHIBIT AT 

THE NATIONAL SHOE FAIR 

PLACE: PALMER HOUSE, CHICAGO, ROOM 968W 
TIME: OCTOBER 25-28 
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YOUTHS 3 BOYS BIG BOYS 
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MOUNT JOY an 
PENNSYLVANIA ‘* 
OFFICES: NEW YO \/ lg. 
BRIDGE BUILDING, t 
405 © LOS ANGELES) 2197~ 


WEST 7th 
BUILDING, 
PHILADE 
BUILDIM 











LET US SHOW YOU 
WHY YOUR 8B.S. 8B 
is. Fe eer F.m. 8 
























successfyl | men explain the fame 














The success story of Freeman Shoes is the story Freeman’s 27 years has a finer line been con- 





of successful men—the successful men who make ceived and crafted than the line to be shown at 


them ...the successful men who se// them... the Shoe Fair in Chicago, Oct. 25-28. A great 


the successful men who wear them! Never in line—with success written all over it. 


FREEMAN SHOE CORPORATION e GENERAL OFFICES, BELOIT, WISCONSIN 






Shown: The Freeman “Broadside” for Fall 


~ 
ee 
ee ee ee 


AT THE SHOE FAIR 
Visit us in Chicago, Room 759, 
Palmer House. See the current 
Fall styles displayed by 


Cpe LG" 


Wabash Avenue at Madison St. 


Hs a FREEMAN Shoe 


THE FOOTWEAR OF SUCCESSFUL MEN 
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You're looking at them — 
the self-same Godman 
shoes that are creating 
such a sensation this fall — 

TARSAL TRAVELER TRAVELITES! 

And now . . . new patterns, colors, materials 

in an exciting selection sure to open 


customers’ purses wider and oftener! 


Travelites are exceptionally light, the average 


sample weighing but 6 ounces. 

Travelites are extremely flexible, too — 
comfortably responding to each bend of the foot. 
A quality shoe with assured wear and fit at 

a price teen-age budgets can afford! 


See Godman Travelites at the National Shoe Fair! 


nationally advertised... 


im-stock service 











Last spring you asked for it, and 

Godman gave it to you — a complete 

line of beautifully styled, 

comfort-fitting, quality made women’s 

shoes to retail at the most-wanted 

price of $6.95! You know 

the story ... it was a case of Godman 

pricing you in the market, not out, 

with the superb, nationally 

o/ \ advertised Tarsal-Tred line that today 
continues to stand as America’s 

finest shoe value! Now new additions — 
platforms and full-grain calfskins — give you 

a more rounded Tarsal-Tred line still ranging in 
the popular $6.95 — $7.95 brackets. 

Definitely “class” shoes, you'll want to see these 
breathtaking new-comers at the Godman 

display room, 884 Palmer House, during the 


National Shoe Fair! 


nationally advertised... 


in-stock service 








look at the styling... look 


at the materials...look at 


the retail price! 


compare! then you ll know 
why shoe retailers the 
country over are saying, 
“GODMAN PRICES US 

IN THE MARKET, NOT OUT!” 








retailing at 
‘quick-action prices 


Leave it to the girls to know a thing or three 
about what gives in smart casuals and sports! And 
leave it to Godman to give it to them at a 

price that pleases their purse! 

That would mean, of course, pert, slick 
Tarsal-Travelers of which these three are but a 
suggestion of the many styles that discriminating 
youngsters look for, insist on. Better be sure 
your stocks include plenty of Tarsal-Travelers. 
AAA-EEE; 31-10. See the impressive 

display at room 884 Palmer House, 


during the National Shoe Fair! 


nationally advertised... 


im=-stock service 
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The MECCA 
Style No. $1175 
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; Johnson-Stephens & Shinkle Shoe Co. 
CHERRY RED .. . a favorite among Seint Louis, Missouri 


the many eye-appealing colors in 
Rueping’s KANKAKEE. Shoe stylists 
and manufacturers everywhere specify 
KANKAKEE for added character 
and smartness in men’s, women’s 
and juvenile footwear. 
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No flight of imagination or fling 
of adjectives is necessary to em- 
phasize the merits of Tandrite 
Calf. @ Known definitely to all 


shoe designers, manufacturers, 





retailers and consumers are... 


TANDRITE 











GROSSMAN'S SHOES, INC. 
Brooklyn 5, N. Y. 
Open shank step-in offswept model 
with medium (17/8) heel, closed 
toe, closed back, and clev- 
erly aped vamp treat- 
ment. Tandrite 

Calf, Color 
524 


E. HUBSCHMAN & SONS, INC. 
PHILADELPHIA, PENNSYLVANIA 
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TO RETAIL 
$7 TO $3-% 


A FEW STYLES 
SLIGHTLY HIGHER > © 


Sir Walter 
Shot 


NATIONAL SHOE COMPANY Division of Craddockilifeery 
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TO RETAIL 


$6-° TO $7-50 










Also Makers Of 


LION 


Shoes 


TO RETA 
$5-9 TO $9-% 
Some Styles Slightly Hj 








25 











Fashion-righi, quality-right, value-right... 
and backed by a consistent, extensive program of 
national advertising...that’s a capsule biography of the shoes 
| that are in coristantly increasing 


rhe demand season after season. 


>. 26. - 
gerobe Room 
wo <eL 
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WOHL SHOE COMPANY « SAINT LOUIS, MISSOURI 





ON DISPLAY — National Shoe Fair, October 25-28, Hotel Morrison, Mezzanine Floor, Chicago, Illinois. 








“In their desire for style in their dress-up - 
g footwear,.school age youngsters are no. 
7 __ different from their older sisters. 
LAL VAT : The modem miss knows “what they are 
TWELVE IS THE SAME AS TWENTY wearing.” She knows what she wants. And the 
° ead shoes she picks instinctively — shoes 

that later live up to her expectations — are 

made of Empire Kips. 








AMERICAN HIDE and LEATHER COMPANY 
BOSTON | ; 
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"PH ENOMEN, Al’ is the word for 


Golo OF DUNMORE’s SUCCESS 


The entire production of our 











factory has been constantly “sold 
up” necessitating a continuous ex- 
pansion of production. 
And good reasontoo! \nthe eyesot 
smart young campus queens...chic young 
business women...Golo’s are a “good 
buy.” They're highly styled...low in cost. 
Designed by master craftsmen...each Golo 
creation combines casual comfort and appear- 
ance with Genuine Goodyear welt fit and wear. 
Re-orders that pour in daily from dealers in 
every corner of the land tell over and over again 
the story of Golo’s sensational success...dynamic 
salability. Let their sell-on-sight appeal ring up extra 
sales and extra profits for you. Write us today for full 
details on the complete Golo of Dunmore line! 


Famous bwilt-in quality featured in GOLO OF DUNMORE will be at the Palmer House 
15 fast-selling styles, all superb in Chicago from Oct. 24-28 during the National 
Goodyear welts with channelled Shoe Fair. The Booth number is 956... won't you 
flexible leather insoles. come and pay us a visit? We'll be looking for you! 


4 | 
(olo OF DUNMORE «¢ Division of Golo Footwear Corp. 


eee aes ees 
U @laaic 29 Duane S LY: TS ee: 


FACTORY: Golo Park, Dunmore SALES 
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HERE’S HOW 


Automatic Re- 

Sizing gives at 
least Z—Times 
Annual Turnover 


IN STOCK 
“ROYAL GUARDS” 


America’s most distinc- 

tive all-weather Brogues 

...now *Double Weatber- 

Sealed ...s0 water stays 

out, feet stay dry without 

rubbers...in five top 
styles. 





: 3604 Wine 
Magic Ticket see 3115 Tan 
packed with every pair of Etonic First-in-Fit * A-E 
Shoes, gives stock number, size and width. 

Every time you sell a pair, you place the 

_ ticket in this Eronic Automatic Re-Size Box. 






IN STOCK 
“SAMOSETS” 


Free Fitting Norwegian 
Moccasin Blucher with 
smart heavy harness 
stitching . .. They’re 
*Double Weather-Sealed. 


Each Week... - 

you slip the collected tickets in this ready- 
addressed postpaid envelope and drop it ip 
the mail to us. 

We Replace... 


your stock direct from the tickets as soon 
as they reach our In-Stock Deparment. 


We Write Up ... 


the order for you, send you a duplicate. 





In A Few Days... 


the numbers you sold are back on your 





» shelves! This way —you can tura your stock 3126 Tan 
4 of more times a year . . . we carry your \ 3626 Wine 
 feserve stock for you! A-E 
Get Details of ... 
Automatic Re-sizing! : 
and Big 4 Profit Plan! | . as ill 
SEE THE SPRING ETONICS— 
MAIL THIS COUPON TODAY! " 
evecceccuceucervecucsrere » "at the National Shoe Fair, Palmer House, Chicago — Rooms 734-735. 
Cuar.es A. EATON COMPANY : i ; : re Kee 2s : 
Brockton 64, Mass. ‘4 For a totally new style note in men’s shoes for Spring, see the 
Please send me full information on » I Fe ae ane : oy spare ne ee 7 es ae ae 
Etonic Automatic Re-Sizing Plan and NEW’ First-in-Fit Etonics. There will be new long lines of two- 
Big 4 Profit Plan. tones, wovens, ventilated, Tofler teless and popular, fast selling 
Store —_— staples. Many are *Double Weather-Sealed, all will be well worth 
ag : seeing . . . made in America’s largest range of sizes and widths. 





Address 





** OrAumeriias best litled men 





IN STOCK 
RAFS 


21 different, youthful two 
eyelet tie bluchers... 
styled in the British Mili- 
tary manner for young 








3686 Wine 
3186 Tan 
A-EEE 





‘IN STOCK 
“STORMY BROGUES” 


One of Etonic *Double Weather- 
Sealed Styles made with water- 
proot-vulcanized leather soles 
and sole seams by the exclusive 
Belgian Process ... so water 
Stays out... feet stay dry 
without rubbers! 
“Pat. Pending 






3641 Wine / 
A-EEE 


ETONIC 


5 Fiutn Fee SHOES, 





1g 
a. BOOTMALERS ACE 1764 


MADE IN THE BOOTSHOP OF CHARLES A. EATON, 





BROCKTON, MASSACHUSETTS .«. Fine Bootmakers Since 1876 





IS A 
FAMILY 
LEATHER 





Less than a hundred years ago, the family cobbler, the town shoe- 
maker, the city bootier cut, fit, stitched shoes for every member of 
the family. Leather was selected as carefully as the material for a 
suit, a dress, a cloak. Kidskin was almost unrivalled. Today if 


customers culled their individual shoe leathers, few would knowingly 


by-pass the gentle strength, the comforting softness of Kidskin. 
STANDARD DIVISION NEW CASTLE DIVISION MCNEELY DIVISION 


_.-"_ ~ STERLING DIVISION-= Z.) | QUAKER CITY_DIVISION 


a3 val . 
‘ 
~ j 





ALLIED KID COMPANY 


BOSTON «¢ NEW YORK e PHILADELPHIA e. WILMINGTON «¢ CAMDEN 
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BEAUTIFUL SHOES 





TO RETAIL PROFITABLY 
Fashion Craft $0" 
‘Some Styles Slightly Higher — 







Fashion Craft Casuals 


$5°% To $6°* 





KEEP AN EYE ON- 
FASHION CRAFT 


and 
FASHION CRAFT CASUALS 
NATIONAL SHOE FAIR 
CHICAGO, ILLINOIS 
OCT. 25th - 28th 1948 


PALMER HOUSE 
ROOM 860 








METROPOLITAN SHOE COMPANY Diwision of Craddock-Terry Shoe Corp., Lynchburg, Va. 


October 15, 1948 
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4 brand new YOUNG ideq! 
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wateh it qrow.. ae > ANd watch your sales 


GOW with it 


@ These adorable young-sized slippers are junior 
carbon copies of grown-up OOMPHIES successes... 
cushion soles and all! 


@ Built, of course, on children’s shoe lasts . . . for 
better fit, for healthy comfort. 


@ These most-waited-for slippers will be on the 
counters of leading stores this Fall. Have them on 
your counters, and watch your sales shoot up with 
this fresh, young, growing OOMPHIES market. 











Your 
Upper | 
Quality 
Guide 





for the 


QUALITY . .. LIKE CHARACTER . . . ENDURES 


WANANS. rebated ste! | 


The Pace-Setters of the Sh O e me [ r 
High Quality Field - oe i iaerere 


for 99 years 


ROOM 796 
PALMER HOUSE 
made by 


HANAN & SON, Inc. 
Chicago 











on Display 
October 24-28 
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Across the country the news is coming in: families everywhere 
are casting their ballots for fashion in footwear — but at a price 
their budget allows. That’s why LaCrosse is featuring 

top ranking style this yéar (with no sacrifice in famed LaCrosse 
quality) with a merchandising setup that permits you to sell 
iaiiene rubber footwear profitably at prices people like 


to pay. It’s a sales winning platform! 
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Quality Com Fast 
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LA CROSSE RUBBER MILLS COMPANY «© taCrosse, Wisconsin 
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tow to make MEW customers OLD customers: 


, CUSTOMERS count on your expert knowledge 
of shoes for the special, built-in features they can’t 





Other Features That Bring 


Customers Ly 
see, but that make so much difference in comfort and Back For More! 
wear. TUFSTA, the original unwoven, non-fray cotton base reinforcing 
material, gives extra strength to shoes wherever there 
Features like the new Resproid #1000 for sock Seer 
ini y i TUFSTA DOUBLER, the original unwoven, non-fray cotton base 
linings and heel pads. It’s a new, tougher ~amanicnd pone i m, non 
that will outwear and outlast anything we’ve ever 
made. On an ufwoven, non-fray, cotton Tufsta aoe — Se: meee — end quarter Uniag 
~ base, it’s coated with a heavy film of Resproid vinyl 
* a 2 DURAKAILF, a highly efficient leather replocement for shoe 
plastic, unusually resistant to abrasion, scuffing and linings. 
perspiration. It. means longer wear for the shoes — DURAKALF NON-SLIP, designed specifically os @ i 
greater satisfaction for your customers. It means high counter pocket in shoes. 
quality for medium and lower priced shoes. nana. @ high quality pyroxylin-coated sock lining ond heel 


It can mean customers who will think of you first 
every time they need a new pair of shoes. Remember 
that next time you buy. 


ALL MADE BY 
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* BETTER QUALITY 
* BETTER STYLING 
* BETTER TURNOVER 
* BETTER MARK-UP 













Golures“ 


by GERDA ‘ 
NEW YORK 




















Women's Embroidered Si Sa 
Gore Back, Hard Sole. ite. 958 ay 
sera pare Blue, Light Women's Panne Satin Slipper. ee 
st Satin Bow, — — Hard . 
izes: Sole. Royal ser 
$1.85 Blue, Pink, “Black, Re nt Bive, 


Sizes: 4-9 
$2.45 























Write for our New Catalog. 


No. 971 


> Closed iit- 
Hard ‘Sole. Colors taht No. 319 


t — Royal Blue, Pink, ber ggg Be Satin ee~._¢ _ 
ck, Hard 
Sizes: 4-9 on _ Royal Blue, Pink tL Light 
. _ 49 
$1.90 
No. 960 
No. 922 epee te ol Satin = 
. mreagag' Pleated Vamp Slip- Hard Sale. Coates =. Roya ai 
Back, Hard Sole. Red, Light Blue, Pink, 


Rs Oe Royal Biue, Red, Light 


a = —_—— Beck, | 
$1.90 $2.45 

SEE US AT 
Hetel New Yorker, Reom 707 
Oct. 17-21 
National Shoe Fair The Gerda formula for volume slipper selling is a proven one . . . and hundreds of new 
Room 1115, Hetel Morrison, dealers each season prove that it can work for them. Here it is, simply stated. You 
a a = must have styles and materials that women want and you must have adequate sizes to 

fit them. Gerda brings us both. Keen yet sensible style selections and same day ship- 


ment to keep your sizes up to scratch. Put the Gerda plan to work today. 


va —_“ 7S a a> - 
“GERDA § FOOTWEAR COMPANY, INC. 


“GERDAGRAM” Yor Exgor 
158 DUANE STREET ° NEW YORK 13, N. Y. 












What Woman Wouldn't Love 
| these 





Complete In-Stock Service 
To Retail at $5-95 to $7- 


ee | oe bh) 4 


eo pare Pe: 

~ Hotel New Yorker to SEE the Morrison Hotel 
Room 631. : Rooms 1129-1130 
=? NEW 


FRENCH MODERNS 


D. MYERS & SONS, INC. | 
Manufacturers and Distributors * Baltimore 18, Md. = Est. 1910 


Show Rooms: Boston * St.Louis * Dallas * Charlotte = Pittiburgh * Hovana, Cube = Son Jvon, Puerto Rico 
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THIS SOLE helps 


HEN youre looking for ways to easier sales 
W —don’t overlook NEOLITE! 

For today, NEOLITE acceptance is bigger than 
ever. No customer resistance . . . no high-pres- 
sure salesmanship needed! NEOLITE actually helps 
you make the sale! 



















Its quality has been proved and approved by 
25,000,000 steady users on the streets and side- 
walks of America. Steady users who know there 
is no substitute for NEOLITE! 


What’s more, we're telling and selling millions 
more with the biggest 3-way advertising cam- 
paign ever put behind a shoe sole. Radio mes- 
sages to 50,000,000 listeners each week . . . full- 
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you make the sale! 


page, full-color ads reaching 27,000,000 readers 
of Lire Magazine ... . 80,000,000 messages in 
leading newspapers from Coast-to-Coast! 

All this has won for NEOLITE overwhelming 
acceptance among. the trade and customers 
everywhere! Acceptance that is proved by re- 


ports from thousands of shoe retailers. 


So get on the NEOLITE bandwagon now! Spec- 
ify NEOLITE on all your lines—and make your 
selling job easier! 


* MARK 
THIS MARK! 


Without this name, 
it’s not the same— 
insist on genuine 
“NEOLITE”’ 


We think you'll like “THE GREATEST STORY EVER TOLD’ Every Sunday—ABC Network 
October 15, 1948 











WHAT YOU Will SEE AND HEAR AT 
DR. SCHOLL'S EXHIBIT AT THE 
SHOE FAIR MAY OPEN YOUR EVES! 
/ URGE YOU NOT TO MISS IT! 





New Avenues Of Profit! 


By all means visit Booth No. 94 ee! iy / I DR. SCHOLL FOOT COMFORT DEPT.: 


: aaa rie \\ aoe Compact method of attractively displaying 
in Exhibition Hall and Exhibit \ sesienaliy aibeistiead the. Salita Mide ber tee 


Room No. 624, Palmer House, ~ Bae Af Fd J Feet; supplemented by promotional literature, 
when youattend the NationalShoe “/ > sy 7 modern display material and pre-tested news- 


: —t / paper ads. Includes free training of one of your 
Fair and let us show you how...> ‘. \~ staff. Investment required is small. Turn-over 


9 z : et : y and profits will amaze you. 
f _ ™. =3=—Ssé«\ — DR. SCHOLL FOOT COMFORT SHOP 
= -ke= 7~—C~sésS-. FRANCHISE: AA bussiness all its own, dealing 


fe sj ~ exclusively in foot relief —Dr. Scholl's Shoes for 

Pre- Tested, Fool-Proof ~~ J. menand women, Remedies, Appliances and Arch 

° “13° 7 .. Supports. Because of the almost universal need 

Business-Building Plans i der thie einen sell hike tiacwednn ae 

Give You These Unique |_| ~ kindinacity, youcan depend upon exceptionally 

Ad t P ’ |_™ successful operation right from the start. Full 
vantages: “details on request. 

1. A distinct and decided adoantage over 

competition . . . 

2. Handsome profits, big dividends in good- 

will and steadily rising volume sales . . . 

3. A type of business that is the last and the 

least to be affected by adverse trade 
influences. 


If you are not planning to attend the 
Shoe Fair, write us for complete in- 
formation concerning these plans. 


THE SCHOLL MFG. CO., INC. 


213 West Schiller Street, Chicago 10, Il. 
62 Wesi 14th Street, New York 11, N. Y. 
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A NEW MILLER MONEY- MAKER 
..e the Ski Boot Tree! 





Here's a natural for tie-in sales... plete information on Miller Ski 


sell Miller Ski Boot Trees with Boot Trees today! Now’s the Time to Re-order 


MILLER TREES 
every pair of ski boots. FOR STREET SHOES 


Skiers value their shoes and their 


Miller Ski Boot Trees have the same For added profits remem- 
ber — “Money Grows 


on Miller Trees.” 
Flat Miller Trees. Each size tree is easily Order today! 


feet. They'll appreciate the oppor- 
durable construction as regular Pack 


tunity of getting a good ski boot 


tree. If you're selling ski boots, adjustable to several shoe sizes—auto- 


don’t fail to take advantage of this matically adjusts for width. Attractive 








easy extra sale. Write for com- walnut finish on finegrained hardwood. 





O. A. MILLER TREEING MACHINE COMPANY 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 








" 
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LT-IN FLEXIBILITY 


Rugged .. . bold-looking . . . yet unbelievably light weight. 
Complete flexibility, sheer, solid comfort with your first step. 
That’s CURTIS Burly-Flex—shoes with CURTIS’ exclusive 
construction for permanent flexibility, permanent foot- 
cradling comfort, extra long wear. Finest quality, wide style- 
range, always in good taste...and moderately priced. 


See Burly-Flex shoes at your CURTIS 
dealer... where you get America’s finest 
shoe values. For his name write 

Curtis Shoe Company, Inc., 
Marlboro, Mass. 


Copyright 1948, Curtis Shoe Co., Inc. 


MODEL 853 
Reversed Beau-Veal 
Seamless 











Because it provides the utmost in rigidity, 
the Vita-Tempered APEX shank with either 
two or three ribs is first choice for work 
shoes and other heavier types of footwear. 
And, like all United shanks, the APEX is 


fitted to the shoe manufacturer's run of lasts. 


Vita-Tempered 


STEEL SHANKS 
are Tough, Hard, Uniform 


e Fit like master models 
e Clean, ready to use 
e Preserve balanced tread 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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he war-time boom and sell- 
er’s market honeymoon are 


OVER... 


Today, your customers for chil- 
dren’s shoes are primarily inter- 


ested in QUALITY ... 


They want those quality shoes at 
a FAIR PRICE... 


Here at Eby Shoe Corporation, 
we are working steadfastly to 
CONTINUE giving the trade 
QUALITY SHOES at a FAIR 
PRICE... 


We cordially invite you to see the 


complete line of FLEET-AIR 


Normal Arch Health Shoes at the 
National Shoe Fair. 


PALMER HOUSE 
ROOMS 904-905 
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STYLE 
m 5553 


FINE GOODYEAR WELTS 











FL 


°Tmalarch health shoes 


*In the heart of the Pennsylvania Dutch country, where the 
making of good shoes is a traditional art. 


by EBY- EPHRATA 


EBY SHOE CORPORATION Ephrata, Pennsylvania 
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UP or DOWN..|.there’s an 


we Opus’ indsoue 
































The superior quality of ONCO INSOLES 
insures a better shoe, whatever its price tag. Look 
to all Onco Insoles, regardless of grade, for 
stronger internal ply strength... absolute uniform- 
ity of shoe-making characteristics . . . economy 
of cost over other types of insoles . . . superior 
comfort and flexibility for the wearer. 


Up or down, then, you'll find an Onco Insole 
to fit your problem and your price. Just specify 
ONCO INSOLES — and nothing but! 





for any prrice line 



































Bulletin to Buyers... 


insist on = INSOLES = 


{ 





ONCO BASE 
for sock Linings and Heel Pads — 


ONCO PLUMPER STOCK for backing 
and reinforcement purposes — all 
are products of 


BROWN COMPANY 
500 FIFTH AVENUE 
NEW YORK CITY, N.Y. 


*e 


ONE-COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 
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’ BE SURE 
TO VISIT 


/ ROOMS - 
¢971W, 972W, 973W 


% PALMER 
\ HOUSE 


THE YANKEE SHOEMAKERS * DIVISION OF SAM SMITH SHOE CORPORATION + NEWMARKET, N. H. 
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Sheil 





@ Leather Top combined 


@ FULL SHEARLING LINING 
@ Electrified Shearling Cuff 











‘sili 
LC 
Desi 
shoe 
Combines all the comfort and fifty 
warmth of the conventional leather e At 
storm boot with the waterproof be 
qualities of the rubber boot. pl 
evi 
@ Extra Heavy Duty Zipper fj to 
p i th 
wih Rubber Sele end © Comfortable—Smart fi pr 
ing | eG 

@ Available in Black & 

Brown 

bane 











the “after-sport” shoes 


For men and women to wear 
before and after outdoor 
sports or as a warm but light 
and comfortable spectator 
shoe. 
9006—Men's Zipper-Lace 
Boot 
7006 — Women's Zipper Lace 
Boot 









9066—Men's Moccasin 
9067 — Women's Moccasin 


Available in crepe or leather 
soles. 


Feature this Mother-Daughter 
Combination for added 
sales. 


7470 Women's Bootee, 
with electrified shearling cuff 
ond full shearling lining. 





FAIR © 


pe 


Re es 









Promote the solid comfort 
of shearling lined slippers 





OCT. 











always popular 


ia 


é 


1000 Men’s Opera 
Smart, yet sturdy, this opera 
is always a leading number. 
One of a wide range of 
styles available. 


$470 Matching Child- 
ren's Bootee with the same 
quality features. 


25T0 289 ° 
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OFFERS... 








LOOK AT THESE FEATURES! 


Designed and built as a GOLF shoe, not a street 
shoe, by a company that has built athletic shoes for 
fifty years and knows how. 


@ Athietic shoe design permits @ Moccasin Style design 
better and more efficient 
placement of spikes. 


@ Vanadium steel plate in sole, © Oiled Waterproof sole 


to keep spikes from driving © Phill P 
thiceadh it to thek aieh te Phillips Detachable Spikes 


prevent “humping” of soles. 


@ Brown Elk uppers 


@ Goodyear Welt construction. 





746— Women's Smoked Elk Bow!- 


736— Women's All White Bowl- 


ATHCO. ™ 


GOLF SHOE 


BUILT ON AN 
























ing Oxford Bowling Oxford 


ing Oxford Sian. cae 


756— Women's Black and White 


A smart, ever-popular design that 
is a “Must” for your bowling 


bowling shoes 


A complete line, all with non-marking rubber soles and 
heels, and especially designed tips for ample toe room. 


759—Men's Black Lace-to-Toe 


Oxford 


749—Men's Smoked Elk Oxford 
769—Men's High Bowling Shoe, 


Black 








753—Men's Black Moccasin Style 
(Patented) 

An outstanding shoe for your dis- 

criminating customers. Also avail- 

able for women No. 752, Brown 

and Tan two-tone combination, 

America’s smartest bowling shoe. 
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OVERLACE. 

Dainty black overlace design 

woven directly over rayon satin. Black 
shirred elastic heel strap on women’s sizes; 
matching color strap on children’s sizes. 





















MOTHER-DAUGHTER *BEDTIMERS... 
“DOUBLES” TO DOUBLE YOUR CHRISTMAS SALES! 


This year you can offer mother-and-daughter slipper combinations 
that match in every way! The children’s indoor slippers have the 
same fine styling, lovely colors and pretty detail that your customers 
appreciate in Kleinert’s grown-up Bedtimers. 
This is exciting news for holiday shoppers! And it’s good sales news 
for you! Right now, we're pushing these slipper-combinations in 
full-color advertising. 

Ready for delivery November 20th, so get your order 

in promptly—for merry Christmas selling! 


Overlace style in ice-blue, nude-pink and red; 
other two styles in black, also. Rayon satin. 
Women’s sizes 4-9, to retail at $3.95; children’s 
sizes 8-3, to retail at $2.95. 


SABOT. e 
Elastic insert on heel strap; elasticized 
sabot strap across instep. Golden button 


on the side. e Prices slightly higher 


on West Coast 


POM-POM. 
Platform sole. Shirred elastic sling back. 
Open toz topped by a large, gay pom-pom. 





See us at Chicago 
Stevens Hotel 
ROOM 556 











“It pays to show 


the name they know” 


€ 





as 485 Fifth Avenue, New York 17, N. Y. 
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IN-STOCK Fp 
IMMEDIATE rhea 


to retail at $795 zs $7095 


at the Chica 
go Sh 
Morrison Hotel, cada po 


GARDINER SHOE CO., INC., GARDINER, MAINE 
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For Your Store 


The Finest in X-Ray Shoe Fitting equipment is also 
a harmonious unit in your decorating theme. In a 
larger store, the Adrian senior model is an attrac- 
tive addition. The junior model, requiring only 
21 x 31” of floor space, has been specially designed for 
the department where space is at a premium. 
Whether your furnishings are traditional, early American 
: or bright modern, the Adrian can be finished for perfect 
ape ee Seoet conformit 
X-Ray Shoe Fit- y- 
ting at the Write for full information. 
National Shoe 


ir, Palmer 
ek Baw. Mm. 8B. OHORIAN ® sons 


X-RAY COMPANY 
Origemciors of X-Ray Shoe Gillin 


2507 S. HOWELL AVE. MILWAUKEE 7, WIS 
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* Yields with every step 
% Absorbs shocks, jars 


*% Keeps you foot-fresh 












Massagie Conifert oon Smart Styling 
Pack Plenty of 


Sales Punch! 





WEYENBERG \ y¢ 


WiSNiGICyS 


i, 
Ain Ceéabetor. Sh0€0 


This famous line also sold and advertised 
under the name — Porto-Ped Air Cushion Shoes. 











That rare combination of genuine comfort plus to offer tomorrow's styling today...and their 
distinctive smartness gives Massagic Shoes their built-in resilient cushion and flexible Arch Lift 
hard-hitting sales punch. First sales come easy assure lasting foot comfort. No wonder Massagic 
.--but it’s their remarkable ability to build steady Shoes hit an all-time high in sales power! 
repeat sales that really counts! They enable you WEYENBERG SHOE MFE. CO., Milwaukec 1, Wis. 









Backed by consistent, month-after-month advertising in 
LIFE + SATURDAY EVENING POST + COLLIER’S + ESQUIRE - TRUE + PIC + HOLIDAY 
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Advertised in 
LIFE, POST, HOLIDAY and PARENTS Magazines 


























DICKERSON 
SHOES 


ROOMS 


649-651-653 


) =_—— Jial 


W. T. DICKERSON 0. H. DICKERSON 
President Vice-President 


THE WALKER T. DICKERSON CO. 


COLUMBUS -- -- OHIO 
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—— BLACK Bey 


reallalaletal AING 
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BLACK GLAZED 
BLAC K SATIN 


William AMER Company G@ —......*:* 


BLACK SUEDE 
PHILADELPHIA, PA. ESTABLISHED 1832 LINE GARMENT LEATHER 
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Julius Altschul Inc. 
Avon Shoe Co. Inc. 
” Beker & Friedman Shoe Co. Inc 
In Beleganti Inc. 
Bon Tell Footwear Corp. 
t Cardone & Baker Inc. 
{ Carlton Shoe Corp. 
he Caughey Footwear Inc. 
M. Cohen & Sons Shoe Co. !nc 
Crik-Ettes Inc. 


footwe LY vette Festa 


Delman Inc. 





Dorina Shoes Inc. 


Shoes by Elias Inc. 


ot ss an aii 
| ‘2 / Everite Footwear Inc. 
| ; / / Excel Footwear Inc. 
Faleck & Lamkay Co. 
_ Henry Flatow 


Fox Shoe Mfg. Corp. 


a 





‘ . Gelburn Shoe Mfg. Co. Inc. 

: : 1S Andrew Geller Shoe Mfg. Co. In 
3 SS, : 

i Gloria Shoe Co. Inc. 


Gramercy Footwear Inc. 


Grossman's Shoes Inc. 
1é : Harlyn Footwear Inc. 


Jerro Bros. 


5 M. Lauer 
world a, LaValle Inc. 
: Ne Mackey Starr Inc. 
5 D. Mangiardi Co. Inc. 
| f ™ h ” John Marino Ine. 
i as 1oOn Mel Preston Shoe Corp. 
4 Miller & Bergmann 
Modiste Shoes Inc. 

t Monburt Shoe Mfg. Inc. 
cen er Myra Shoe Co. 
Palizzio Inc. 
Palter De Liso Inc. 
Pincus & Tobias Inc. 
Premier Shoe Mfg. Co. Inc. 
M. Radeschi Inc. 
Rao Bros. Footwear Corp. 
Reichert Footwear Inc. 
Robern Shoe Mfg. Corp. 
Rogers Footwear Co. 


As New York shoe styles go— 
q Schwartz & Benjamin Inc. 





: ao Setroy Inc. 

3 80 goes the nation’s footwear! The fashion pace is established here. The world’s leading Tailorcraft Shoe Co. inc. 
Tupper Shoes Inc. 

Van Arden Inc. 
Waverly Shoes Inc. 

M. Wolf's Sons Inc. 


designers, the most experienced craftsmen, the greatest facilities for producing fine footwear 


are all in New York. The Manufacturers listed at right are responsible for this leadership. Zuckerman & Fox Inc. 
Shoe Manufacturers’ Board of Trade of New York 
: 11 West 42 Street, New York 18, N.Y. 


? October 15, 1948 
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CONSISTENTLY UNIFORM 
ALWAYS DEPENDABLE 


T.M. REG. U.S.°PAT. OFF. 





URPASS 


is THE NAME 


ron THE FASHION-RIGHT KIDSKIN 


SPRING and Summer ‘49 holds every indication of sustained interest in simple, 








classic shoes with a revival of emphasis on leather colors and surfaces making 


Surpass, the Fashion-right Kidskin more desirable than ever. 


While in ‘49, as in recent seasons, all your patterns cannot be developed in Surpass 
Kidskin, those patterns which your resources can deliver in Surpass Glazed Kid 
and Suede will be more: consistently uniform, beautiful and dependable because 


they have been made of this superb Kidskin. 


URPASS LEATHER COMPANY 


9th & WESTMORELAND STREETS e¢ PHILADELPHIA 40, PA. 
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PAREN 


MAGAZINE 





FOR ALL THE FAMILY 


October 15, 1948 






promotes 
“Shoes for All the Family’’ 


under 


ONE NAME 


3 ; Eighty-three daily newspapers carrying regular, large-space 


a advertisements. 


<4 Eleven major Sunday newspapers using 
rotogravure in the popular magazine 
section. 


Parents’ Magazine whose Seal of Commendation is an added feature of 
Sundial’s juvenile line. 


® 
a 

« 

P PLUS — A complete and effective program of 
e newspaper, radio, direct mail and display adver- 
e tising for Sundial dealers, with frequent special 
© promotions in addition. 

r) 

* 





SUNOS LAG. SHOE. COMP AN Y 
MANCHESTER, NEW HAMPSHIRE 
Division of International Shoe Company 





ol 






















Style #3-6607. The 
Ballerina, in child's, 
misses’ and women’s 
sizes. Black, red or 

green. Norzon uppers 
and rubber soles. 


Style #486. Rubber sole 
oxford or loafer. 
Women’s sizes 3 to 9; 
misses’ sizes 12/2 to 
3. Blacks, reds 


or browns. 


@ BATA’S better-built footwear are sure busi- __ 
ness builders for you! Made in our own modern 
factories under our careful supervision, BATA 
shoes ore your assurance of top quality-and- 
dollar value. increase your soles ond stock 
turnover by featuring BATA shoes—alwoys o 
step chead in value! : 





Style + 4-6235. 
Superior quality tennis 
shoe. Black, brown or 
blue. Sizes for men, boys, 
youth. Also available 

as oxford. 







7 Cesc cet eenee 





SHOE COMPANY Inc. — 
Style + 5-6644. Women’s zipper boot, " : Bas 
in black, brown, red or white. Flat | : Belcamp, Maryland 
or college heel. Also available: children’s, es ’ ranks ae : 
misses’ and women’s pullover boots, 


red tops, dress rubbers, work rubbers, : Rubber & Athletic Footwear for Yomen, Children, Men 


knee-boots and 4-buckles. e =e 


PEF SES 


esa 
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See 


Sce Us at the Mational Shoe Fatr, Chicago, Morrison Hotel, Room 620 


Boot and Shoe Recorder 








ge eats 2 spe eos 
. 


62 





ild’s, 
nen’s 
d or 
pers 
oles. 


ole 
er. 


a: 


ods 


ns. 











brats OS Ey: 


5a RAM ETI ag 


Seo ae 





CARS 


MR AG el RE BIEL, 


EP TAME BOAO RS 


LMAO RB gs0 9 A ea 













Means GOOD Shoes 
Priced RIGHT! 


When planning new styles to fit into a definite 
price groove ... When lining up your new . 
season’s production ... SEE your Brezner 


agent for recommendations and quotations. 


Mr. Cobbler; ght 


< 


4 










> 


2 9 
4 aX 


o <¢ 
Emax REG'? 


N. BREZNER & COMPANY, Ine. 


121 BEACH STREET, BOSTON 11, MASS. © TANNERY: BREZNER TANNING CORP., PENACOOK, N. H. 


Agents 
H. B. Avery Co., St. Louis, Mo. « Homer Bear, New York, N. Y. « D. Chouinard, Montreal, Canada « Edward F. Holmes, Chicago 6, Ill. » Ed. R. Lewis Leather Co., Lid., 
Toronto, Canada « Ruse White Co., Los Angeles, Cal. « John E. Graham, Rochester, N. Y. « Gordon A. Brawley & Associates, Columbus, Ohio and Harrisburg, Pa. 
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HOW >o FOOT PaLs GIVE 


Quality 


a grade above their price? 


WALL-STREETER SHOE CO. 
North Adams, Mass. 


rit F 00T FALS 


‘SHOES FOR MEN 
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’ Note: Cements made from natural latex are com- 
Be Be Bond patible with natural solvent cements — Synthetic 
latex cements are compatible with synthetic 

solvent cements. 


Be Be Tex Cements 


. Want information about MORE shoemaking < 
Products of BB Chemical Co. cements? ... you'll find it in a concise 8-page 


guide titled “U/C ADHESIVES.” Ask your 
United sales representative for the latest copy. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 


October 15, 1948 


FOUR 
ailored-to-the Job 


CEMENTS 


for Slip Lasting 


UY 


These cements are designed to help you in slip lasting 


‘operations . . . first, by providing the cement characteristics 
necessary to do a specific job . . . second, by fitting into your 
work schedule. 


Be Be Bond 542 (SOLVENT type). A popular general use cement for 
covers, platforms and sock linings. Applied by hand. Crude rubber base. 


Be Be Tex 888H (LATEX type). Cover cementing. A fast drying cement 
with exceptionally strong bond, long week-end tack and good layout. May 
be applied by hand, machine or spray. Natural latex base. 


Be Be Bond S-759 (SOLVENT type). Provides a week-end tack and a 
strong bond . . . for covers, platforms and sock linings. Hand or machine 
application. Synthetic rubber base. 


Be Be Tex 7788 (LATEX type). This cement with overnight tack is a 
fast drying cement with a good bond. Use it on sock linings, platform covers 
and inner or outer platform surfaces. Spray, hand or machine application. 
Synthetic latex base. 
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GEILICH LEATHER CO., TAUNTON, MASS. 


















The Kiltie 
Ghillie Oxford 


R4204—Black Norzon — Red Crepe Scle R4200—Black Norzon — Red Crepe Sole 
R4205—Black Norzon — Green Crepe Sole R4201—Black Norzon — Green Crepe Sole 
R4202—Brown Norzon — Green Crepe Sole 
R4203—Pine Green Norzon — Green Crepe Sole 


R4208—Black Norzon — Red Crepe Sole 
R4209—Pine Green Norzon — Green Crepe Sole 





The 
Buckler 





See us 
at the Chicago Show 
October 25, 26, 27, 28 


Hotel Morrison R4206—Black Norzon — Red Crepe Sole 
Rooms 1127, 1128 R4207—Black Norzon — Green Crepe Sole 


IMMEDIATE SHIPMENT M WIDTHS 4/8 4/9 5/9 
Shipped 36 and 18 pair lots. Net 30 days F.O.B. BOSTON. 


ler October 15, 1948 ™ 
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v Flexible -tylish frees 


y Smooth. functior 


ff 
over the instep’ / 


of Long-life durabi 


is that of star performer or spectator. needs 


appreciates built-in quality shoe gorings that 


controlled by the precise Uniform Tension and Uni 


Size which is the basis of Fulflex Quality Elasties. 








BRISTOL. RHODE ISLAND 


THE QUALITY ELASTIC 
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Silka Suede 


steps up its Leadership 
é * 
with a 


qe feature 








i 
SSilka | ‘ Mode 


Now the Queen of Suedes offers you this wonderful improvement in 
several colors. It will not smut your hands—or a lady’s stockings. We 
2k LICENSED UNDER know it’s hard to believe, so we'd like to send you detailed information 


PATENT NUMBER ey 3 
2,294,069 about this important new development. Write for it today. 


Colonial Tanning Company, Inc. * BOSTON 11, MASSACHUSETTS 


October 15, 1948 





for today’s young women at work or at play .. . the choice 
of girls who use their heads about their feet. 


eo - oY 

TY Yaa) Tyner 

ad BY GALE 
miss , 


for little sister — and brother, too 


nature 


footwear 


for retailers who use their heads about 
balancing their stocks. They’re all by 
Gale, makers of good shoes for more 
than eighty years. 


DAYTIMER SHOE COMPANY 
North Adams, Massachussetts 


Boot and Shoe Recorder 





How to look 
your “Sunday Best 


seven days a week! 





uf 


HE “appearance factor” in retail selling 

cannot be over-emphasized. It is a 
proven fact that the store with the greatest 
“eye-appeal”—inside and out—is the one that 
consistently attracts the most customers . . . 
makes the most sales . . . shows the largest 
profit. 

Make sure that your store looks its 
“Sunday Best” . . . every day in the week. Re- 
model with Pittsburgh Glass and Pittco Store 
Front Metal. These products are unexcelled 
for store modernization. They have helped 
to give smart, modern appeal and attraction- 
power to countless businesses. 

Why not consult an architect now? You 
will thus assure yourself a well-planned, eco- 
nomical design. And, if you prefer, you can 
arrange for convenient terms through the 
Pittsburgh Time Payment Plan. In the mean- 


: : time, fill in and return the coupon below for 
A smart, good-looking store front and an attractive interior can cure a ae copv of our interestin Rchict. show- 
many a sick business. And an already healthy one can be made even PY g 
more robust. This shoe store in Yonkers, New York, shows how Pittsburgh ing how “Pittsburgh” modernization has 
Glass ond Pittco Store Front Metal were utilized to give the right kind benefited scores of merchants all over the 
of “dress” to the maximum sales- and profit-pull. Architects: W. P. country 
Katz Co., Yonkers, New York. a 


Ww uM 
{Pittsburgh Plate Glass Company 
4237 8-8 Grant Building, Pittsburgh 19, Pa 
! Without obligation on my part, please send me a FREE 


5% TO R = F R re) N T § H copy of your booklet on store modernization. 


imo. 








PAINTS - GLASS - CHEMICALS - BRUSHES PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 


October 15, 1948 
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NATIONAL SHOE FAIR 
CHICAGO 
OCT. 25th, 26th, 27th and 28th 
PALMER HOUSE 
ROOM 860 


Advertised in 


SEVENTEEN 


METROPOLITAN SHOE COMPANY, Division of Craddock-Terry Shoe Corp.. Lynchburg, Virginia 
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: 
See Obgusilets, at the National Shoe Fair, \ ae 
7 9 ae 


Room 903, Palmer House. ee yp 












4 
Buntees will also be on display at the Popular ' = @ J 4 ¢ BD 
Price Shoe Show of America, New York City, = - ~~ 
November 29 to December 2, at the Hotel AiYac SS 
Commodore, Room 771. ® a 
Paste sd » \ 
COMMENDED a 










HERE’S THAT 


- @ 
PARENTS 
MAGAIIN 









Cui HAND-LASTED 
de 


signed by Nature to engg 
the normal g 


1 
rs. 


Cui 


PRE-WALKER * 
Stock No. 15—in sizes 1 to 4, 
medium width, white elk. 






Here is a complete style, size 
and price line for your Infants’ Shoe 
Department. Buntees are 


nationally advertised in Parents’ Magazine. 


HIKER * 

Stock No. 510 — with extended 
sole back sray. Sizes 1 to 6, 
e BROCKTON, MASSACHUSETTS e narrow and wide, white elk. 


R. J. POTVIN SHOE COMPANY Campello Station 


October 15, 1948 : 73 





For More Shoe Sales 


relate | BETWEEN Shoe AYe [-¥5 -- Customers may wait a long 


time between shoe purchases—un- 
less you have some rapid consump- 
tion items to bring them in more 
often. That’s why so many shoe 
stores are making records with these 


’Here Are & Low Investment 

Landenbe headliners. Put th 
aes That Pack A Big — a eek Miia aad “alll aah 
i aaaaiaill sales for you! 


© Spotters 


For Comfort 





TRU -LAST* 


SQUARE TOE SOCKS 





are the only socks for in- 





fants and children made to and Health 
fit the scientific, square toe | With or 
shoe last. Endorsed by the | Without 
National Foot Health Stockings 


Council, Parents’ Magazine 
and authorities everywhere. Nationally adver- 
tised. Proportioned shape to fit the foot and allow 





Women call them a “must” for perfect comfort, cool- 
ness and daintiness when going barelegged. Footlets 
have a tremendous demand during the warm weather 


“room for all five toes” to | season—and a big demand, too, for cold weather wear. 
grow straight and strong. Protect feet, shoes, stockings and health. Millions 
Toes knitted with natural un- sold. Nationally advertised. Regular, pane Heel and 


Toe Guard styles i in lisle, 
nylon, rayon, etc. New 
sales helps, including 
new store signs to help 





dyed yarn to absorb perspira- 
.; tion and assure greater health 
' protection. Beautiful styles. 


Sizes 3 to 8'4. A sure-fire hit you meet laws forbid- 
with every mother and a big business builder for ding the fitting of shoes 
you! over bare feet. Sell Foot- 





lets for big volume all 
year round! 





WHILE YOU’RE IN CHICAGO BE SURE TO SEE TRU-LAST 
AND FOOTLETS AT OUR SALES OFFICE 
1046 Merchandise Mart Building. 








J. W. LANDENBERGER & CO. 


Also makers of Randolph Knit Socks & Anklets 


Castor Avenue at Kensington, Philadelphia 24, Pa. 


Sales Offices: New York, Chicago, Boston, San Francisco 


* Trade Mark 





74 Boot and Shoe Recorder 





been rene wom, 


When the new look was only a 
glint on the shears of 
the Paris Couture, Mademoiselle 
anticipated the POINT and 
babied the LOUIS! 


/ 


NOW HERE \ | WE GO AGAIN. 


ey 


3 outstanding hits that are scoring extra sales 
for Mademoiselle dealers everywhere! 


SO KEEP YOUR EYE ON mademoiselle EVERYONE ELSE DOES! 


\7 2 
Ph ¥., wil; hy 
Ci WO A 4 al oaF: Ly 


v 


CARLISLE SHOE CO., EMPIRE STATE BUILDING, NEW YORK 1, N.Y. 


October 15, 1948 





Show STYLE... 
Joe 


Yin FIRST PLACE IN VALUE 


Steadily increasing public acceptance, and stepped up 
factory production of quality footwear for men, women, 


and children made possible our new low price policy . . . 


proving again, that experienced shoemaking skill (we’ve 


been at it well past half a century) — plus fashion-wise 


designing are bound to win good business. 
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We've Got A Hit On Our Hands! 
THE VERY NEWEST 


Voit Dibt. 


in “NORZON” with 


COLOREt . “gg 3605 Black with red 
Crepe-Soled Wedge A en 


3603 Green with green 





3615 Black with red 


ORDER TODAY! 


*NORZON is the registered trade 
mark of Behr-Manning Corp. to designote 
its electrocoated pile fabrics. 


Distributed exclusively by 
PHILLIPS PREMIER CORP., BOSTON 
See Vicki Debs at 
aemeewiannartont VICTORY FOOTWEAR SALES CO. 
Hotel Morrison, 1131-32 \ Baltimore 18, Md. 





October 15, 1948 
















* A lavish, new 1949 line of the well known RECORDIA. 
PROCESS SANDALS with their 5 famous selling features. 


* Apresentation of the new RECORDIA Manufacturing Division, 
featuring a high grade line of ALL LEATHER SANDALS with 


cushion comfort leather soles, at popular prices. 


*% An entirely new RECORDIA line...men’s all leather SLIPPERS 
and SCUFFS, bearing the authentic Esquire ‘‘BOLD LOOK’' 
seal i rugged styling and strong mascyline appearance: 
NOTE: For those friends, who can not attend the National 
Shoe Fair, we have prepared a special illustrated brochure 

i our new Men's Slipper and Scuff line, giving all the facts 
and ‘details. Just drop us a post-card and your brochure will 


be sent immediately! 


RECORDIA MANUFACTURING CO., INC. 


142 WEST 14 STREET ° NEW YORK 11, NEW YORK 
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At the Chicago Shoe Fair 


ROOMS 817-818 
PALMER HOUSE 





in Staal Cocktail 
ital TMonie Sods 


Manufacturers of Preview Fashion Footwear 


632 BROADWAY * NEW YORK 11, N.Y. 


October 15, 1948 











Meet Us Mt (he Shous,/ 


For Waterproof 
Footwear... 


for ee 
Footwear aie 








See the “Bristolite’ Line at the: 











Shoe Manufacturers Spring Opening 
wet. 18-21 
Rm. 806, Hotel New Yorker — New York City 


National Shoe Fair 
Ger 25-28 
Booth *32, Palmer House — Chicago 


Popular Price Shoe Show of America 
Nov. 29-—Dec. 2 
Rm. 1236, Hotel Commodore — New York City 


BRISTOL MANUFACTURING CORPORATION 


Manufacturers of Rubber and Canvas Footwear 


Bristol, Rhode Island 
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Regular Shoe 


[ see answer below ] 


NEW “ELEVATORS DEFY DETECTION! 


Open Entirely New Market 


Amazing Shoes 


In an independent survey,we discovered 
that there is a huge untapped market 
for height-increasing shoes among un- 
told numbers of men who want to be 
taller . . . but who want their height- 
increasing shoes to look exactly like 
their other shoes. These amazing new 
“ELEVATORS”, perfected after years 
of research and planning, are designed 
to take care of this tremendous market. 
These new “ELEVATORS” can not be 
identified as height-increasing shoes 
even when placed side by side with 
regular shoes. 

The new “ELEVATORS” will not 
in any way detract from the popularity 


SFP Your customers can't tell them apart by looking at them. 
QS Your customers can’t tell them apart by the way they feel. 


No one can tell unless you tell; — and we're telling you right now: - 
rs | fhe Shee on GR alt & Re AE Ee 


Which is the 


ELEVATORS . 
and which is the 







or sale of the original “ELEVATORS” 
that have been so sensationally success- 
ful with leading retailers throughout 
the country. In fact, they will make new 
customers. 

So, feature “ELEVATORS”. Tie in 
with the powerful magazine campaign 
— Esquire, True and other large mass 
circulation national magazines. Tie in 
with the powerful radio promotion in 
which “ELEVATORS” are featured 
and given as prizes on 5 coast-to-coast 
radio shows. Yes, tie in; promote your- 
self a big new hunk of new, repeat- 
business profits. Write today for details. 


STONE-TARLOW CO., INC., BROCKTON 68, MASS. 








Te Oi nd Gene “LEVATOR” Metco US xy ni 


and, under its authority, in Canada by 


























THE ORIGINAL & GENUINE 


HEIGHT-INCREASING SHOES 
“YOUR PERSONAL PEDESTAL” 
* TRADE MARK OF STONE-TARLOW CO., INC. 
















eeeeeeeeeeeeee eee ee ee200820%0% 7 eee Umm Oc OCC OC OC OC eC eC eee eC eC eee ee ee eee eee eee eee eeeeseeeeeeeeees 


CORDIALLY INVITES YOU 
TO COME TO THE 


Morrison Hotel 
Suite 440 


AND ADJACENT ROOMS 


Enna Yells 


America’s Smartest Walking Shoes 


; 78, 98 


LIFE vont JOURNAL “jour” COMPANION 
GOOD HOUSEKEEPING - COSMOPOLITAN - VOGUE + ==:BAZAAR 
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COMFORT hits new high in leading 
fashion designs ...thanks to Lastex 


You've noted how many new shoe fashions glove the foot—fit is supremely important 
throughout. That’s where Lastex yarn wins praises and thanks from manufacturers, 
stores, customers alike. Leathers and fabrics elasticized with Lastex are used at the 


arch and instep to assure sleek smoothness and support without gaping or binding. 


For models, samples and prices of those types of shoe materials made 
with Lastex yarn, which are now available, apply to ALFRED VAMOS, 
406 Marbridge Building, New York City. Alfred Vamos is the inventor 
and patentee* of Vamos stretchable shoes and is the selected consult- 


ant for shoe manufacturers using materials made with Lastex yarn. 
*Patents assigned to United States Rubber Company 


... The Miracle Yarn that Makes Things Fit @ 


An elastic yarn manufactured exclusively by UNITED STATES RUBBER COMPANY 
1230 Avenue of the Americas, Rockefeller Center, New York 20, N. Y. 
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Here are 43 ways to lend a New Style note 


United Fancy Eyelets can be the “tremendous trifles” 
that lift a shoe out of the commonplace and provide 
a smart accessory at relatively low cost. Eyelets like 
these can be the minor change that makes a major 


difference in appearance . . . and sales. 


Any of these novelty designs can be provided in 
brass, nickel, copper or colored finishes. Actual sizes 
are shown. Your eyelet machinery can be modified 
readily to feed any style. Ask the United Representa- 
tive about these and other eyelets for special uses. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 
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SANDLER 


OF BOSTON 












, 
i s 
rs 


Whee! . ... lookit this! The smart styles 


college girls wear . . . and Sandler makes ‘em for you, 


"me weet 


too. It’s easy to see what a hit they'll be 
with the school-yard crowd. Sizes 12% to 3 on all; 
also, 8% to 12 on-double buckle and side tie shoes. $5.95—$6.95 


er 


rivate Room 18, Palmer House-National Shoe Fair- Chicago 








A Famous SEAL.... 
for a Hundred Years 


A trade mark is more than a design. Its real significance is in the qualities which 


back it up. 


The enviable reputation of the “Gold Seal” trade mark reflects a century of servicing 
and keeping good faith with our customers. 





We have concentrated all our efforts, all our resources . . to be able to supply retailers 
with all their rubber footwear requirements . . year in, year out . . . seven days a week 
... 24 hours a day . . . come rain or snow. 


We are old-fashioned enough to believe that SERVICE is the keynote to a 
successful business. 


gee LF 


Complete catalog on request 


GOLD SEAL RUBBER COMPANY 


174 LINCOLN STREET, BOSTON 11, MASS. 


Sole Distributors for 


GOODYEAR RUBBER COMPANY, MIDDLETOWN, CONN. 
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A TISKET...A TASKET... 


A RED AND YELLOW BASKET... 


HAND-WOVEN INTO SHOES! 


. . . Bright colored genuine Raffia (not sisal) to rival the gaiety of 
the Riviera . . . as stimulating as the old wines of Italy! A sensation 


. . for next summer’s fashion delight — and for YOUR sales 


record. An extensive selection of patterns and colors. 


TO RETAIL 


For Your 
Immediate Consideration. 


On Display at National Shoe Fair, in Chicago, 
Stevens Hotel, Room 1101A. 


MARX & NEWMAN CO., INC. 47 w. sath st.. New york 1, N. ¥. 








Y ou can be confident that a properly 
finished shoe will retain its eye-appeal . . . as 
it begins its journey to the shoe store . . . as it 
helps make sales for the retailer. 


Finishing materials must first provide the 
desired degree of lustre and character. In 
addition, they must produce and maintain a 
uniform finish on a variety of tannages. 

A suitable combination of materials and 
methods for your shoes can be demonstrated 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


A New Formula for Heels 
and Edges 
It's NEW BOSTON HEEL 
“& EDGE STAIN © 
e Better Fill 
e Easier Working 
¢ Uniform Color Coverage 
* High Wax Content finishes. 
* Rich Mellow Lustre 
¢ One or Two Set 





e We've never sold finer black and nat- 
ural edge and heel finishes. 





by a United Finishing Specialist. And, to insure 
the continuation of uniform results, you can 
count on him to check back regularly. 

There's a United Finishing Specialist in your 
locality who can bring you this worthwhile 
assistance. He’s available on short notice. 
Call or write the nearest United branch office. 


So al 


1; re 


and the Return of 3 Old 
Favorites im 


SUPERFIL NATURAL EDGE STAINS 
SUPERFIL EDGE BLACKINGS 

SUPERFIL HEEL BLACKING OF 
© The preferred pre-war edge finishes. 
* More wax — more fill than other edge 


PRODUCTS 


B B CHEMICAL Co. 


FINISHES FOR UPPERS 
BOTTOMS * HEELS © EDGES 
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A TISKET...A TASKET... 
A RED AND YELLOW BASKET... 
HAND-WOVEN INTO SHOES! 
. . . Bright colored genuine Raffia (not sisal) to rival the gaiety of 
the Riviera . . . as stimulating as the old wines of Italy! A sensation 
for next summer’s fashion delight — and for YOUR sales 


record. An extensive selection of patterns and colors. 


TO RETAIL 
$398 tq $798 


For Your 
Immediate Consideration. 


On Display at National Shoe Fair, in Chicago, 
Stevens Hotel, Room 1I01A. 


MARX & NEWMAN CO., INC. 47 w. 34th st., New york 1, N. Y. 
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Y ou can be confident that a properly 
finished shoe will retain its eye-appeal . . . as 
it begins its journey to the shoe store . . . as it 
helps make sales for the retailer. 

Finishing materials must first provide the 
desired degree of lustre and character. In 
addition, they must produce and maintain a 
uniform finish on a variety of tannages. 

A suitable combination of materials and 
methods for your shoes can be demonstrated 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 






































by a United Finishing Specialist. And, to insure 
the continuation of uniform results, you can 
count on him to check back regularly. 

There’s a United Finishing Specialist in your 
locality who can bring you this worthwhile 
assistance. He’s available an short notice. 
Call or write the nearest United branch office. 


Wire! 


FINISHES 


PRODUCTS 


SUPERFIL HEEL BLACKING OF 


BB CHEMICAL CO. 


FINISHES FOR UPPERS 


A New Formula for Heels and the Return of 3 Old 
and Edges Favorites 
I's NEW BOSTON HEEL | SUPERFIL NATURAL EDGE STAINS 
& EDGE STAIN SUPERFIL EDGE BLACKINGS 

e Better Fill 
e Easier Working © The preferred pre-war edge finishes. 
* Uniform Color Coverage © More wax — more fill than other edge 
° High Wax Content finishes. 
¢ Rich Mellow Lustre © We've never sold finer black and nat- 
© One or Two Set ural edge and heel finishes. 


BOTTOMS * HEELS © EDGES 
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A new, dynamic, magic selling campaign 
built on the slogan “There’s Magic in 
Air-O-Magics”—a compelling campaign 
in 2] national magazines . . . casting 

its spell over 29,000,000 potential 
customers! Yes, there’s 

magic comfort . . . magic 

value . . . magic turnover 

and profits for YOU 

with Air-O-Magic! 


STYLE 
NO. F6016 


ROOM 789 
PALMER HOUSE 


MARION SHOE DIVISION 


309 West 2nd St., Marion, Ind. 
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Also available in 
iridescent jewel tones. 


Fashion sounds off a fabulous season for metal- 
lic finishes. You must see FABULOM* . . . 
Acme’s lustrous, calf-looking, new cloth with 
great promotional vaiue in shoes, handbags, 
belts, and other accessories. It has body strength 
and terrific price appeal. 


Get your sample cuts pronto! 


October 15, 1948 










OMP 


TRADE MARK 


Wood Heel Screw 


Inserting Machine 











_.. another revolutionary gy, 


achievement from our 
engineering staff 


Economy in the factory, and greater safety for the wearer 
through more dependable and permanent attachment. 

This new machine inserts a permanent wood screw into 
the heel of the shoe in one simple, quick operation while 
the shoe is still on the last. No drilling is required and a 
Phillips Head wood screw is used. 

A !4 H. P. electric motor operates the driver and air 
pressure provides the medium for gradually applying the 
300 to 500 pound clamping pressure for holding the 
heel securely in place while the screw is being driven. 

All sizes of shoes are processed without adjustment 
and a single thumb screw makes it possible to handle 
shoes with heel heights up to 28/8”. 

Average production on the machine is 1400 pairs per 
eight hour day. 


The Compo Wood Heel Screw Inserting possible damages for accidents caused by heels O 
Machine will increase the efficiency of your coming off your shoes. m 
heeling operation and reduce your costs by its A Compo agent or salesman will be glad to 
superior performance and unusually high capa- consult with you about the installation and 
city. Even if you are not now using screws for operation of the Compo Wood Heel Screw 
attaching heels, this new Compo technique may Inserting Machine in your factory if you will 
prove less expensive than your present method write requesting his services. 


because of its efficiency. And it may save you 





COMPO SHOE MACHINERY CORPORATION 
150 CAUSEWAY STREET, BOSTON, MASSACHUSETTS 











r takes las 
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screw has | 























Operators like this machine — it cuts down job fatigue. Gentle pressure on the foot 
pedal operates the holding clamp — a simple motion of the hand on the lever starts the 


motor. 


» 


r takes lasted shoe cond heel Operater puts hee! in place on shoe Holding heel in place, operator Clamp in holding position — operator 
Last is placed on spindle, betioin presses foot pedal which operates _—‘Starts screw-driver by depressing lever 
crew has been inserted head . the clamp. with right hand. When screw is driven 
fully in, machine stops automatically 
and clamp is released. Motor runs 

only while screw is being driven. 
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You'll know the answers when you see the completeness __ of 


2 | y ;: 


r ; New patterns, New styles, New leathers in a cc 


Backed with the most intensive advertising and pr 


it's the story of the year you won't want to miss. 
Stop in... we'll be glad to see you! 


iT’S OPEN HOUSE IN 


a 


Rooms 725—726—7 
ct the PALMER HOU 


October 24 thru October 
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ess sof the 1949 Spring & Summer program for 


| 





ina complete price range from $8.95 to $18.95. ° . | Pa 


and promotional story in Commonwealth's history. 


IN ATTENDANCE 
Paul Jones + Charles H. Jones + Robert Shaffer + Charles Bourget 
Walter Avery + Herbert Otterberg + Dick Olewiler 
Reggie Simpson - Fred Faulkner, Jr. + John Faulhaber - Robert Ruwitch 


October 15, 1948 











Coordinating M erchandising 
and Sound Advertisin g 


. . is a specialized skill of 






this agency which serves a 






wide range of non-competing 






nationally famous clients in 






the shoe, fashion, and apparel 






industries. 











400 BOYLSTON STREET, BOSTON 16, MASSACHUSETTS 








May we help you coordinate your Merchandising and Advertising? 
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Th, Whe MODERN YOUTH KNOWS THAT TRUE SHOE VALUE IS 


air... “ 
NOT the privé ap MILE “oi 1 





ost pe 















offers YOU the sound, permanent ap- 
proach to the Value-Conscious Young Men’s 
fine-shoe field to build loyal life-time clientele. 
. a complete line of heavily bottomed, 
free-fitting, really flexible Young Men’s 
Shoes — with that rugged Collegiate 
Styling appeal ... priced at just a 
r little more for a great deal more. 
See the new Stacy- = 
Adams line, Palmer o 
House, Rooms 85 5- 856 
National Shoe Fair, Chicago. 


Value Remains Long After 
Price Is Forgotten 


STACY-ADAMS COMPANY — BROCKTON 62, MASS. * NEW YORK DISPLAY ROOM — 932 MARBRIDGE BLDG. 
LOS ANGELES, CAL.,1203 HAAS BLDG. 
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KUSHINS, Ine. 
MEMORANDUM 


TO: Our Dealers 
SUBJECT: Dealer Policy. 





The Kushins-Dealer Partnership Agreement is our pledge to bring you 
the finest working shoes and boots that can be made for the prices at 
which they ore sold... 


_—. Agreement —— 


BR partnership implies the sharing of benefits accruing from the success- 
ful operation of a business. Our Partnership Agreement with you is your 
assurance of always being able to give your customers the finest quality 
working shoes and boots. 


We pledge that each boot and shoe We manufacture embodies the finest 
materials, the last word in scientific design and practical styling, and the pet- 
fection resulting from superb craftsmanship and careful attention to detail. 
This is the footwear with which we supply you, year after yeat. 





In exchange for our pledge, all we ask of you is your cooperation in 
presenting these fine working shoes and boots to your customers with the 
sincerity and with the enthusiasm they deserve. 





For you, ovr dealer, the result of the effective operation of this Partnef- 

complete customer satisfaction with increased profits. 
For us, the result is the achievement of our goal—the successful operation 
of our organization with our dealers and our employees sharing in the 


President. 


"NO. LIN A SERIES OF IMPORTANT MESSAGES 
TO OU 


benefits. 





R DEALERS 


Senta Zosa Brand 


WORKING SHOES AND 8OOTS 


Kushtus, \Nc. — 


wo 
RKING SHOES, AND SPORTSMEN’S 
soorts 


SANTA - CAL-O-PEDIC 
ROSA, CALIFORNIA 3 SCIENTIFIC SHOES C 


FOR MEN WITH PROBLEM FEET 
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We’re building you a solid 


framework... for spring profits 


You and your customers will be seeing a lot of this frame... 
and the Johnsonian trade-mark and shoes that go with it... 
come spring. The sound, four-square promotion program launched 
successfully this fall will be expanded for the spring and summer 
selling seasons ... dramatic, colorful ads in Lire, Country 
GENTLEMAN, Esquire, and PATHFINDER. 





As the public becomes increasingly 
aware of what the shoe industry has 
known for years... the real integrity 
and sound value built into Johnsonian 
shoes . . . Johnsonian dealers and pros- 
pective dealers see the Johnsonian 
franchise grow more valuable ...more / 


profitable ... every day. 


ONISILYIAGV NI-3IL Y31VIG 


A FINE SHOE. Le do business with 


Oo TF T $ @H N S ON Cc oR PORATION 
Endicott, N. Y. + St. Louis, Mo. . New York, N. Y. 





DRESS ELK 


BRANDY TAN 
COPPERWOOD 
MANHATTAN BROWN 
CONTINENTAL GREEN 
ADMIRAL BLUE 
FLAME RED 

WHITE 

BLACK 


(Unlined & Men’s Weights) 


MANHATTAN BROWN 
BRANDY TAN 
AMERICAN BURGUNDY 
COPPERWOOD 


SLIPPER STOCK & LININGS 
in all favored colors 


Boot and Shoe Recorder 








% 


From softest kid to rugged elk 






. from black to brilliance . . 






BURK leathers have that desired, 






extra-good look of fine tanning. 








The BURK line has never been 


more complete, more promotional 






Sitene POCO for all types of shoes. Such 


OXIDE KiD 









leathers carry on the reputation: 
















= M 

OXIDE KID \egjp eet Cs 

Glazedt Suede* — “If B b’ 
pearl + s Burk’s... 

GYPSY BROWN? LAGUNA BLUEt* 

TURFTAN} CARIB GREEN}* that’s all you need to know!” 

ADMIRAL BLUE+* WHITE* 

CHERRY RED+* BLACK+* 

CONTINENTAL GREENt* SATIN MATT 

BROWN ALMOND* BRONZE+ 






BURK BROS. 


PHILADELPHIA 23, PA. 
Oldest Operating Chrome Tanners In the World 







JEFFERSON BENDER HARRY TERPSTRA 












117 Beach Street SALES REPRESENTATIVES 710 No. 3rd Street 
CS 5s. Se J. J. CONNOR LEATHER CO. READING, PA. 
WILLIAM WESSELING 100 Gold Street WILLIAM F. LARKIN 
1221 Locust Street NEW YORK 7, N. Y. 626 Broadway 
ST. LOUIS 3, MO. csi e. semetinae CINCINNATI 2, OHIO 






INDUSTRIAL LEATHERS 6052 N. Berkley Bivd. FOREIGN: LOEWENSTEIN EXPORT CORP. 
722 E. Washington Bivd. MILWAUKEE 11, WISC. - 26 Ferry Street 
LOS ANGELES, 21. CALIF. NEW YORK 7, N. Y. 
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Dorset Dundee Devon 


For rugged wear our deep ani- . 
line finished, full grain, emboss- 
ed leathers hold an enviable 
reputation. 







Dunmoor 


Of rugged full chrome tannage, they are 
back-boarded to achieve mellowness. 
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ae to make DIG sales with LiffLe inventory 


or... how not to get caught in the middie! 


No hocus pocus. No higher mathematics. Just a simple 
idea; simple as one and one... only it adds up to 
BIG FIGURES! 


IF you’re afraid to load up because you think prices 
may break... 

IF your merchandise man just closes his eyes and says 
“‘NO you’re NOT open to buy”... . 

or 

IF you just don’t like to take chances 

Then you need what every retailer needs today: a 


smart wholesaler like M. J. SAKS ... a “‘shoe bank’”’ 
on which you can draw for pairs . . . for styles . . . for 


HERE’S A SAMPLE 





of the shoes M. J. Saks accounts are getting right now. Are you? 


colors... for materials... for MORE PAIRS QUICK on 
whatever is selling. Six pairs to case-lots on YOUR 
shelves OVERNIGHT instead of waiting six weeks for 
make-up! 

And brother, that means SALES—without inventory 
risk! 


Call us. Wire us. Write us. Or better still. . . 


SEE US IN CHICAGO 

Rooms 1147-48-49 « HOTEL MORRISON ¢ Oct. 24th to 28th 
or at the 

NEW YORK POPULAR PRICE SHOE SHOW 
Room 1205 * HOTEL COMMODORE ¢ Nov. 29th to Dec. 2nd 


ms. 3aks 


Ey YY ee eB 


use these regional offices 
for local service: 





CHICAGO - 189 West Madison Street: 

\ LOS ANGELES - 219 West 7th Street 
* » PITTSBURGH - 355 Fifth Avenue 

| ST. LOUIS - 1400 Washington Ave 


Wholesale Distributors of Women’s Fashion Shoes 
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IN STOCK 
#186 Hand-stained 
brown grain Oxford 
on the Drexel Last. 


é cordially tniile YCU to inspect our new In Stock 
0 
collection of shoes for fall and winter. All forty-five styles will be on exhibit in Rooms 
760-761, Palmer House. 
There are still a few towns and cities in which Arch Preservers are 
not represented. We shall welcome inquiries from interested retail merchants who adhere to 


the standards in which we believe. E. T. Wright & Company, Inc., Rockland, Massachusetts. 
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Courtesy: Winthrop Shoe Co. 


Division International Shoe Co. “ 
St. Louis, Missouri =." 





Winrsrop took full advantage of neoprene 
crepe in designing their smart, new “‘In-N-Outers.”’ 
By combining a cushion cork platform with a tough, 
springy neoprene crepe soie, they've hit on a happy combina- 
tion that provides smart appearance, comfort and long wear. 


Because neoprene crepe wears so well, even after contact with 
grease or oil, a thin crepe sole was used. This assures ample 
wear without excess weight. And because neoprene crepe keeps 
its trim, neat profile, no edge protection was required. 
HOW WELL DO YOU KNOW DU PONT NEOPRENE CREPE? 


Look at these outstanding advantages! They’re your key to 
profitable new designs ...for campus, sports and casual 
stvles. Because neoprene crepe combines durability and un- 
usual, brilliant beauty that’s bound to boost “buy appeal.” 


For Style...Color...and Shape... use 
DU PONT 


MegpREWe 


@te. us pat.OF 


BETTER THINGS FOR BETTER LIVING 
-.. THROUGH CHEMISTRY 





CREPE 











Permanent Shape—soles retain shape and smart appearance. 


Brilliant Colors—can be produced in almost any hue. 

Long Service Life—resists oil, grease, softening, abrasion. 
Freedom from Tackiness— cuts down tracking and grit pickup. 
Excellent Uniformity—your assurance of dependable quality. 
So look into the possibilities of neoprene crepe for your line. 
It means styles that sell . . . customers that stay sold on your 
shoes. For more information, see your sole manufacturer or 


send in the coupon below. E. I. du Pont de Nemours & Co. 
(Inc.), Rubber Chemicals Division, Wilmington 98, Delaware. 


. 


SEND FOR NEW FREE BOOKLET 





inc.) 
e Nemours & Co. ( 
Division 6-8, Wilmington 98, 
new illustrated booklet ‘Neoprene Crepe 


’ al propert 
rene’s unusu : 
on neop f its superior qualities. 


E. 1. du Pont d Del. 


Rubber Chemicals 


r 
mation 
detailed description © 


Please send me you 
containing full infor 
comparative tests - - 


il 
el 


—————— 





Bi a ee 


Address _————_— 


Soles.” 
dataon 


Position _—__—_—_—_—_ 


a 


WATIONAL S 


4 
HOE FAIR 











- TO RETAIL 
eee 5%, 20 


A FEW STYLES HIGHER 


AMERICAN GENTLEMAN DIVISION om 


Craddock-Terry Shoe Corporatione Lynehburg, Va. 
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a wHire that stays whife -- 
—_ EEE, 














BRITISH WALKER 
By J. P. Smith Co., 
featuring White 
BUCKO CALF* 


WHITE BUCKO CALF* is a through white that stays white. 
It withstands rugged wear . . . is easy to clean . . . does not turn 
yellow. For winter wear in America’s leading southern play- 
grounds you will find BUCKO CALF* the choice for fine 
footwear . . . in women’s and men’s smart models. Bucko Calf* 
is also made in the season’s most popular colors. 

*Reg. U. S. Pat. Office No. 295,780 


HUNT-RANKIN LEATHER COMPANY, 106 Beach Street, Boston, Mass. 
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Contro goes everywhere in 
finer shoes that fit beautifully. 


Contro steps out ... takes the 


count on ( | »\ T h ) lead in every fashion parade. 
for profits 
by the foot 


Firestone 
(f/) Bi 
Comlso 


the quality elastic backing 


Contro is at the top in quality. } 
Look for Contro in finer 
fitting fashions everywhere. Contro is a name your customers count on . 
for form, for fit, for fashion! No wonder. 
It’s the elastic with Vitalin, the magic 
rubber vitamin. It’s a wonderful backing— 


backed by all of Firestone’s famous resources 


aS and research. So—step up sales by specifying Contro. ae 


€ 1946, FIRESTONE TIRE & RUBBER CO 
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the plae: CHICAGO 


ate ss 2 a > ‘ myer y tie, bh - te 4 
THE NATIONAL 


the event: SHOE FAIR 


~“ the shoe S§ EBAGO-MOC 


STYLE No. 700 
$6.00 net 


Hand Sewn Vamps - 
Welt Constructed 
(U.S. Patent No. 
2420466) - Steel Shank 
- Leather Sole- 
Antiqued Brown 


STYLE No. 902 
SIZES: $4.75 net 
A—8-13 Welt Constructed 


be Steel Shank 


D—4-13 Neolite Sole 

Size 13 — .75 extra Antiqued Brown 

Solidly established as a year ‘round city and town 

favorite, SEBAGO-MOCS continue fo set the pace 

in consumer acceptance. And there’s a reason! 

They’re made of the choicest leathers, beautifully 

crafted and finished . . . styled in the classic, 

authentic manner . . . and built for long, rugged 

wear! That's why more and more dealers say: 
“In moccasins, it's SEBAGO-MOC”’. 


§ EC BAGOSMOC CO. WESTBROOK, MAINE 


ell 
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SPOTLIGHTING 


SANDALS AND SCUFFS 


FOR MEN © WOMEN © AND CHILDREN 


Fulton Sandals are distinguished for 
their smartness. They are made of full 
grained leathers with that fine attention 
to detail that is the hall mark of sound 
craftsmanship. They are built up to a 
standard of quality and not down to 

a price — that is why more than 

1500 outstanding stores find it 
profitable year in and year 

out to sell Fulton Sandals. 


SHOWING AT 
THE NATIONAL SHOE /FAIR 
OCTOBER 25, 26, 27, 28, 1948 
ROOM.787 


PALMER HOUSE 


CHICAGO, ILL. 


/ FOOTWEAR Divislton 


—Sutlen 


LEATHER GOODS CO 
138 WEST 25th STREE 


NOE W YOR K 15. «NS Oe: 
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TODAY’S BIG SHOE NEWS... 


A COMPLETE NEW 


CHILDREN’S LINE OF 


Style 
No. 7028 


to add to your well-known > 
aa fn (@) <@1e1@1@) Die 
Stitch-Down selection: 


No. 7037 Here’s a cash-in-the-till opportunity, opened 
up by a brand-new Weinbrenner line...a 
line that will walk off the wall by itself...a 

line built specifically to get you easy doubles on every sale! 


Here’s how you work it: When the youngsters come in, show Mother the 
dainty new cement-process “light-edge,” for Sunday-best, for parties, for 
dancing school. Then, suggest an extra set of sturdy, Weinbrenner stitch- 
downs, for play and everyday. 

Style You'll sell two pairs to one customer, make two profits on one sale . . . the dollar- 
No. 7021 wise 2-to-1 Weinbrenner way ! 


| ae 


For the whole story on Weinbrenner’s 
2-to-1 selling and the new “‘light-edge”’ 
cement-process line, write or wire direct to: 


ALBERT H. WEINBRENNER CO. 


General Offices: MILWAUKEE 1, WISCONSIN 


% 
Makers of BONDSHIRE Dress Shoes and 
THOROGOOD Work and Safety-Toe Shoes 





WE'LL SEE YOU AT THE 
NATIONAL SHOE FAIR 


SUITE NO. 780-781, PALMER HOUSE, CHICAGO 
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ROOM 801 - PALMER HO 






Slyle 105 
Shearling sling..custom platformed 
.in twelve magnificent birthstone 


colors. 










a 
4 Sly le 64 


Cross band shearling scuff—custom 





platformed in twelve sparkling 


Baran colors. 


tly le FOF 
= ae . le 6%. 
Leather Scuff.. leather lined? 


~ 
a@Oss toe 


Hatform: 
Rtrorme 


eight brilliant colors. 











Sly le 641 


ormed T-strap casual.. platformed..di- 
istone amond instep cutout..popular color 


range. 





tlyle 640 


Gracetul laced casual .. platformed 


Pe re 7 * : ] 
raultiple eyelets . . fashionable 


I ime! 642 


a : 1 a 11 
see tins al ie | = . 
@Oss toe casual.. OucKied ankiet. 


Sttorm j Tart snrino col : 
ik: Ormed..in sn rt spring colors 











For details concerning a Franchise in your city, write to 
DIANAFIX CORPORATION - 190 WEST 237th STREET - NEW YORK 63, N. ¥. 
PARIS, FRANCE + 7,RUEGERGERE "Reg. U.S. Pat. OFF. 
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BANISTER | 
“Since 1845 the Choice of Gentlemen” eee ; ¥ } 


——— ROOM 731— 














THE STETSON SHOE CO., INC., M. N. ARNOLD SHOE CO. 
JAMES A. BANISTER CO., SOUTH WEYMOUTH 90, MASS. 
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SMART SHOES FOR GRAS 





Advertised in . 
LADIES’ HOME JOURNATT 
GLAMOUR 





TO RETAIL PROFITABLY 


6-95 ana 87-95 


* A FEW STYLES SLIGHTLY HIGHER 


MIRACLE-TREAD DIVISION Craddock-Terry Shoe Corporation « Lynchburg, Virginia 
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MORE ABOUT © RURUNenZens 
PROFITS! 

















l RETURN to the subject I have discussed many 
times, over the years—PROFIT. 


Since these are the days of the “Changed Look.” 
| venture to add something new to my sartorial get- 
up. There’s a chip on my left shoulder. This chip I 
have been forced to don as a warning to those other- 
wise thoughtful men who say that tanners, shoe manu- 
facturers, wholesalers and retailers must operate from 
here out with a lessened return on sales. It’s the 
“here out” with its implication of permanence which 
gives me a pain not far removed from the chip. 


For if our industry needs anything right now, it is 
higher profits rather than lower. It needs, and must Na ™ 
find, a way to get more money to take the many re- 
search and experimental steps that will make for 


Z 
increased efficiency and forward progress in plant > You OVE 


and in store. | tnviled, e | 


To do otherwise would be to live in a state of sus- 
pended animation, or even to wither. 


Has it been the profit-less businesses which have 
contributed to the phenomenal progress of this coun- 
try or was it the Rockefellers, Edisons, Fords and 
Carnegies, with their big profits, who have done most 
to create hundreds of thousands of new jobs and 
have raised the standard of living for millions of 
ambitious Americans in your land and mine? Even 
the labor leaders, whose followers have certainly not 
been without profit, agree with the greatest labor 
leader of all. For was it not Samuel Gompers who 
said that the greatest crime an industry could commit 
against its employees was to fail to operate at a profit? 


I used to say: “Make a Profit or Quit.” Now I say: 
“DON’T QUIT! MAKE A PROFIT!” 


VAISEY- BRISTOL SHOE COMPANY, INC. 
YE 1 ROCHESTER 3, NEW YORK 
, MISSC | 


MIDWEST PLANT —MONETT 
President ‘ 
Boet aNnp SHOE RECORDER 
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THE FLORSHEIM SHOE COMPANY « CHICAGO «- MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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Industrial mobilization planning is being speeded up throughout all 
agencies of government concerned with defense matters. While there are no plans 
to stockpile hides and leather at this time, the National Security Resources 
Board and the Munitions Board regard these important commodities as critical 
materials in emergency times, and are planning accordingly. 

Highlighting recent developments was the appointment of Joseph W. 
Byron, head of W. D. Byron & Sons, tanners, as director of the NSRB division 
concerned with national security planning as related to shoes, leather and 
hides. This division is one of thirty industry units of NSRB's Office of Pro- 
duction. Mr. Byron was head of a similar unit in the War Production Board 
during the first two years of World War II. 

NSRB officials told BOOT AND SHOE RECORDER that it is likely the shoe 
industry in the not too distant future will receive stand—by pool orders for 
military footwear. Such orders now apply to basic production equipment, but 
Will be extended to include many standard types of military equipment, including 


shoes. 












































Basic objective of the stand-by order program is to have advance paper 
work out of the way in the event of future emergency. Once the stand-by order 
is placed the manufacturer can begin to lay plans for getting into production on 
"M" Day. This advance planning will also eliminate the mad rush to Washington 
on the part of industry should war break out. Come "M" Day, the stand-by orders 
will be made effective by notification from some government agency. The govern- 
ment will not undertake to purchase the commodities covered by the orders, but 
it will guarantee to purchase anything that cannot be sold. 

Another aspect of NSRB'S planning covers the formulation of plans and 
procedures for the control of critical materials inthe event of an emergency. 
An intergovernmental committee has already begun work on this project. 


. 443 2 = 




















The German people, particularly women, are better shod than they were 
a year ago, according to J. G. Schnitzer, Commerce Department shoe and leather 
expert. Mr. Schnitzer recently returned from Bizonal Germany where he laid the 
groundwork for a program of leather imports and the proper use of this leather 
in the German shoe and leather industries. 

During his brief trip, Mr. Schnitzer found that while footwear is more 
readily available, leather shoes are still in tight supply. The types of shoes 
now being sold are reminiscent of the so-called non-rationed footwear produced 
in the United States during the days of OPA. 

Per capita production in Bizonal Germany is now about ¢ pair per 
person. Shoes are still subject to rationing, but are no longer po price 
control. Recent price boosts coupled with rationing are holding down con- 
Sumption. Shoe stores are well-stocked and present attractive window displays, 
but business is slow, according to Mr. Schnitzer. The German people are anxious 
to buy shoes and are looking forward to the end of rationing, which they 
intimate will come before the end of the year. The leather program which Mr. 
Schnitzer set up should result in greater output of leather shoes, since, 
according to some observers, U. S. firms will now be able to ship increased 
quantities of residual leather to Germany during the last quarter of this year. 

The generally improved economic conditions in Bizonal Germany, says 
Mr. Schnitzer, are due in large measure to the change in currency. Hoarding has 
been slowed down and most types of shops are reasonably well-stocked. He found 
no long queues such as were predominant a year ago. Most important is the fact 
that the currency reform has given the German prople an incentive to produce, 
since their money will now buy goods long absent from the market. 
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Arnold Bartschi, President - THE BIG HOUSE FOR LITTLE SHOES SINCE 1900 - sos. 4. mcBryan, Vice Pres. 
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SHOES FOR CHILDREN 





Edwards — 314 NORTH 12th STREET, PHILADELPHIA 7, PA. 
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NUMBER ONE. ..in ceier PROFITS 





NO...We're not the number one producer of shoes... 







nor are we the number one shoe advertiser... 
we're not even number one in super colossal styling... 


BUT...there's ONE SPOT where we DO claim FIRST PLACE year 
after year...and that's in the DEALER-PROFIT 
PICTURE! 





THE REASON: we continue to maintain quality, 
fashion, fit, top dealer service...and more 
dollar for dollar value. 

Just ask any Mode Art Dealer. 





STEVENS WOTEL 
738A 
752A 
753A 
754A 
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F, C. RAND, Chairman of the Board 


of International Shoe Company. 


says: 

“With prospects of a fine crop, at 
excellent prices and with an all-time 
high of employment (estimated 
sixty-one million) on a very high 
wage scale, good business is antici- 








pated for the rest of the year. In 
dollar volume, at least. we should 
exceed last year with the unit vol- 
ume being approximately the equal 
of 1947.” 
* * * 

MERRILL A. WATSON (formerly 
Executive Vice-President of the 
Tanners’ Council) now with the 
Carpet Institute, Inc., of New York, 
says: 

“The general business situation is 
bolstered by a number of facts 
which are apparent to all observers. 
E:nployment is at an all-time peak; 
consumers’ disposable income is ex- 
pected to be near two hundred mil- 
lion dollars for the year on the 
whole. In fact, demands for domes- 
tic consumption and for rearma- 
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ment and export are causing new 
fears of another inflationary bulge. 
While the dangers of such a tend- 
ency are universally deplored by 
business men, it appears that there 
is little that can be done to check 
this vicious spiral which means good 
business today but piles up head- 


aches for tomorrow.” 
* * * 


RALPH K. GUINZBURG, President 
of I. B. Kleinert Rubber Company, 
New York, says: 

“There are many elements in the 
economic picture that can be inter- 
preted either way, depending on 





your personal chemistry. If one is 
the buoyant type—it looks good. If, 
on the other hand, you are the 
gloomy or conservative type, there 
is plenty to justify misgivings. 

“I think a great deal depends on 
the price of food. If it remains 
where it is or recedes, the money 
released by the income tax reduc- 
tion plus the government spending 
plus the relatively small, but never- 
theless important, wage increases 
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that are shaping up into a national 
pattern, should keep business in the 
Fall of °48 about as good as °47 ex- 
cept for the fact that it will be 
harder to get because of what seems 
to be a clearly developed price re 
sistance on the part of the con- 
sumers.” 








A. B. COHEN, president of The 
United States Shoe Corporation, 
Cincinnati, Ohio, says: 

“I firmly believe that the shoe in- 
dustry as a whole—manufacturers, 
retailers and shoe machinery com- 
panies—could do much toward ac- 
quainting the consuming public with 
the fact that shoes represent one of 
the greatest values in merchandise 
per dollar spent. It is high time that 
the shoe industry be dramatized to 
ccnsumers everywhere in a manner 
that will make them realize the real 
values they get when purchasing 
pairs of shoes. . . . Increased costs 
of living, food, rents and other items 
leave less money available for other 
things and the public today, more 
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than ever, is seeking value in every- 
thing they buy. Thus, every manu- 
facturer and retailer must think in 
terms of value and act accord- 


ingly.” 
* * * 


WILLIAM B. THALHIMER, 


Chairman of the Board of Thal- 
himer Bros., Inc., Richmond, Va., 
says: 

“I am not attempting to be a seer; 
bui just know that we have been 





through a series of years of abnor- 
malities and now another kind of 
abnormality exists. It looks to me 
that ever since I can remember, we 
have been in a difficult period. The 
only difference between now and 
normal times is that we have been 
badly spoiled in our objectives and 
plans and our concept of manage- 
ment and expenses; that it is going 
to be a rather difficult task of com- 
ing back to plain, common sense 
nianagement. 

“In planning sales for Fall, my 
opinion is that we can expect good 
business. Buying plans and expense 
plans should certainly have a re- 
serve. I don’t think there is any rea- 
son why we should not preserve our 
furmer good, sound business tactics. 
I think a great proportion of our 
economy depends largely in supply- 
ing our wants, and that the man 
with the reserve or open to buy 
stands the best chance of meeting 
all conditions whether they are up 
ox down.” 


* = * 


0 LORD, in these days when 
anybody can sell anything, help 
me to remember that it will not 
always be thus; that Humility 
is still the hallmark of the suc- 
cessful salesman; that the Seller 
is always the servant to the 
Buyer; that Arrogance costs as 
many sales as ignorance of the 
line; that I have too short a 
memory ever to tell a lie, and 
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that Buyers have too long a 
memory ever to forget a wrong. 


Above all, help me to re- 
member that no one ever lost a 
sale because quality was too 
high, or service too good. 

—Author Unknown 


* * * 


JAY D. RUNKLE, Vice-President 
and General Manager of Crowley, 
Milner & Co., Detroit, Mich., says: 

“We must go on and conduct our 
businesses as sanely as possible and 
we cannot put ourselves out of busi- 
ness with too cautious a policy. We 
have finished our merchandise 
budgeting for the Fall season and 
have planned a slight increase based 
on the supposition that there will be 





good spending power among con- 
sumers and that more desirable 
merchandise will be available at 
more reasonable prices in spite of 
the fact that many prices are rising. 

“Today, managing a business is 
largely a matter of balancing the 
risks and choosing the least risk 
possible, and in order to accomplish 
that it seems to us that the least risk 


is to be found in the middle of the 

road—not over anticipating in pur- 
. ° ” 

chases or being overly cautious. 


= * * 


WILLIAM G. NISSEN of Nissen’s, 
Inc., Oklahoma City, Okla., says: 
“Liveness and newness in shoe 
stocks is one of a shoe store’s great- 
est assets today. Women do not buy 
shoes any more just because they 
need them. They buy them largely 
because of what they will do for 
them in appearance and good fit. 





And the shoe merchant who wants 
to keep up his volume must pro- 
vide this newness in good-fitting 
shoes.” 
* * * 

FRED N. WELLS of Wells & Frost 
Company, Lincoln, Neb., asys: 

“We in the shoe business have 
little to apologize for in the matter 
of prices. We are still offering a 
product of high quality, requiring 
the labor of many highly skilled 
workers, at prices that compare most 
favorably with other consumer 


> 


goods.” 
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A Timely National Shoe Fair 


ALTHOUGH the dates of the National Shoe Fair are 
more or less arbitrarily determined by the seasonal re- 
guirements of the industry, it has nevertheless been a 
fact that for several years back these events have usually 
occurred at an opportune time, when shoe people have 
heen faced with some particular problem or situation 
in connection with which a national gathering of the 
rank and file of merchants. manufacturers and sales 
representatives was definitely advantageous. 

Judging from present indications, there is reason to 
helieve that the National Shoe Fair to be held in Chicago 
the latter part of this month will run true to form in 
this regard. 

The shoe business, of course, is never without its 
problems. The same can be truthfully said of any busi- 
ness. But we don’t happen to know of any other trade 
in which rigid market conditions. based on the limited 
availability and predetermined costs of raw materials 
that are mainly by-products of another industry come 
into such sharp conflict with consumer price pressures. 
or where the whimsies of fashion pile so many added 
complications on an inventory structure already rendered 
difficult and troublesome by the sort of size setup that 
is necessary to provide satisfactory shoe fitting. 

Every now and then these complicated and conflict- 
ing factors, with a few others tossed in for good measure, 
succeed in catching up with the shoe trade. Then the 
result is likely to be something like the condition we are 
witnessing today. The tug-of-war that has been going 
on between elements demanding lower prices and forces 
resisting those demands may end in some sort of de- 
cision at Chicago. or at least in a clarification of what 
lies ahead for the immediate future. 

In order that everyone who attends the National Shoe 
Fair may be prepared to contribute as constructively as 
possible toward such an understanding, it is important 
that retailers and manufacturers alike be prepared to face 
the realities of the situation they will find there and 
ready to seek solutions that will not only be fair and 
equitable, but at the same time practical and realistic. 

Regardless of what may have happened in other in- 
dustries, the shoe trade appears definitely to have turned 
the corner and is headed back toward what many have 
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described as a more normal situation. As defined by 
Sherwood B. Gay, president of the Tanners’ Council, in 
a recent address before the American Meat Institute, 
normalcy means a relative supply and demand balance, 
an end to acute scarcities, a return of more critical atti- 
tudes on the part of buyers, of price resistance on the 
part of consumers and of the constant pressure of sub- 
stitute materials. Viewed from the retailer's angle one 
might add the return of competition from many other 
lines of merchandise that are once more being aggres- 
sively and attractively promoted. 

“All the involved analysis you can hear and read now- 
adays about where we are headed economically,” said 
Mr. Gay. “is much less imporfant in my opinion than 
the common sense recognition that recent years have 
heen highly abnormal and that we must get down to 
bedrock in business thinking. In the tanning industry, 
the need for facing realities is not a matter for the 
future: it is here now.” 

If the shoe retailer is to face today’s conditions realis- 
tically, he must recognize the fact that in order to oper- 
ate a shoe business he must have shoes. If he is to have 
the shoes when his customers are ready to buy them he 
must place his orders on a proper schedule with due con- 
sideration for the problems of production. His feelings 
that lower prices would serve as a sales stimulus must. 
in the present market situation, very often yield to cost 
requirements that will not readily readjust themselves to 
the ideas of merchants or consumers. 

The manufacturer, on the other hand, should recog- 
nize the current situation of the retailer and the con- 
sumer and try as far as he can to ease their problems. 
He should realize that their attitudes can powerfully 
affect his business even if to him they seem unreason- 
able. There is no doubt that costs, under ordinary con- 
ditions, are the main factor in determining prices. But 
all of us can remember times when prices at which 
goods sold were determined independently of costs. 
When the slow attrition of purchaser price resistance 
causes inventories to pile up, buying to slow down and 
factories to go on short schedules, it is time for pro- 
ducers to re-examine their cost structures in the light of 

[TURN TO PAGE 218, PLEASE} 
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SHoE merchants and buyers who ijour- 
ney to Chicago for the 15th National Shoe 
Fair to be held October 25-28 in four great 
hotels famous as meeting places for many 
historic business and political conventions, 
will find an interesting program of impor- 
tant events that will keep their time fully 
occupied during the four days of the fair. 
The big show opens officially on Monday, 
the 25th of October, but the Sunday before 
is invariably a day of great activity in all 
of the official hotels, which this year will 
include the Palmer House, Stevens, Morri- 
son and Congress Hotels. By that time most 
of the 650 firms and more that are to ex- 
hibit will have their displays set up, total- 
ing more than 1250 displays in hotel rooms 
and exhibition booths. Retailers will be 
flocking into Chicago from the four points 
of the compass and preliminary meetings 
and conferences will be in progress. 
Curtain-raiser for the official Shoe Fair 
program will be the luncheon meeting Mon- 
day noon in the grand ballroom of the 
Palmer House, when presidents of the two 
national associations of manufacturers and 
retailers sponsoring the event will greet the 
visiting merchants and representatives of 
the manufacturing branch of the trade. The 
featured speaker at this opening event of 


NATIONAL SHOE FAIR 












VM ISE | 
at 7 | 













ROGER A. SELBY 
Shoe Fair Committeeman 










Boot and Shoe Recorder 








the Shoe Fair will be W. Walter Wii- 
liams of Seattle, chairman of the Com- 
mittee for Economic Development and 
successor in that important post to 
Paul Hoffman, who now holds the even 
more important responsibility of direct- 
ing ECA in its far-flung operations. 
Competing with the opening Shoe 
Fair luncheon for interest on the first 
day of the show will be a great public 
relations and merchandising mass meet- 
ing Monday night, October 25th, in the 
grand ballroom of the Palmer House 
to which all manufacturers and retail- 





] 
GEORGE B. LAWRENCE B. SHEPPARD 
President, National Shoe President, National Shoe 
- M ositae 


ers have been invited. There will be a 
number of speakers, and among them 
one of the most important will be 
Joseph E. Boyle. vice-president of 
J. Walter Thompson Company, the 
agency which has recently been en- 
gaged by the Joint Promotional Com- 
mittee of the National Shoe Manufac- 
turers Association and National Shoe 
Retailers Association to conduct a pub- 
lic relations program for the industry. 
He will outline the steps to be taken in 
making the program effective. In view 
of the importance of this project to the 
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EACH year the National Shoe Fair in Octo- 
ber marks an important milestone for the shoe 
industry. It is the occasion of the first show- 
ing of shoe lines for another Spring and 
Summer season. It falls early in the final 
quarter, when it is possible to review and 
evaluate the experience of the year that is 
drawing to a close. It comes at a time when 
everyone in the industry is looking forward 
to the future with keen anticipation, when 
everyone is planning ahead and therefore eagerly 
receptive to any information bearing on that future. 
This year the trade is even more alert and recep- 
tive to anything and everything that has a bearing 
on what lies ahead. The principal reason for this 
lies no doubt in the fact that 1948 has been in 
many ways an extraordinary shoe year. It has 
witnessed what appears to be the clear beginnings 
of a transition from post-war conditions to those 
of more normal operating conditions. It has seen 
the development of trends that have aroused a great 
deal of interest and some apprehension among 
shoe people. Because of this, Boot aNnp SHOE 
RECORDER came to the conclusion that this was an 
appropriate time to examine and report on the state 
of the shoe industry in the hope of providing, on the 
eve of the Shoe Fair, a background of information 
that may be useful in clarifying trade opinion and 
forming a basis for sound judgments and decisions. 
And so the Recorper asked a cross section of 
leading manufacturers and retailers for their re- 
action to a number of specific questions relating, 
both to current shoe conditions and the outlook for 
the future. Replies revealed that merchants and 
manufacturers alike are thinking deeply about the 
problems and conditions that confront the shoe 
business. Their answers revealed viewpoints that we 
feel are of vital interest to readers of the RECoRnER. 
The accompanying article presents a consensus on 
topics that Recorper editors regard as among the 
most important and vital subjects that affect the 
interests of the shoe trade today. 
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Mosr of the current discussions of shoe trade condi- 
tions start logically enough with the subject of inven- 
tories, which provide a useful index of what has been 
taking place in retail stores in recent months and like- 


wise an indication of the policies that shoe merchants 
are likely to pursue with regard to future buying. 


Boot aND SHOE RECORDER asked a selected group of 
manufacturers and merchants the question “What in 
vour opinion, is the present inventory position of most 
retail shoe stores as compared with a year ago?” The 
replies revealed some divergence of opinion but a con- 
siderable majority felt that inventories, reckoned in the 
cost of merchandise, are somewhat higher than they 
were last year at this time. At the same time the opinion 
was expressed by a number of retail merchants that in 
numbers of pairs on the shelves at the present time, in- 
ventories are lower. 


Some retailers. in contrast to the experience of the 
majority, have been able to work their stocks down 
considerably since last year at this time. For example, 
Fred N. Wells, of Wells & Frost, Lincoln, Neb., told the 
RECORDER: “Our shoe inventory reached an all-time 
peak just about a year ago this month, as did that of 
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Recorper Round-Up of the Views of Merchants and Manufacturers 
Indicates Consensus that Basie Situation Is Sound and Hopeful, with In- 
ventories Higher in Dollars but Lower in Pairs than a Year Ago. Prospects 
Point to Continuation of Approximately the 1948 Volume of Production and 
Sales; Spring Lines to Be Priced at or Near Today’s Prevailing Price Levels. 
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many other stores. Then, faced with repeated forecasts 
of recession for early 1948, we decided to cut inventory 
totals drastically, with the result that today we are main- 
taining sales records on an inventory 15 to 20 per cent 
under a year ago. This has been achieved by eliminat- 
ing some lines and taking advantage of stock depart- 
ments of manufacturers, now available for the first time 
since the war.” 

J. A. Cox, of Robinson’s, Kansas City, expressed the 
view that most retailers have more dollars invested in 
inventory now than they had a year ago, but that they 
are carrying less stock counted in pairs of shoes. He 
felt, however, that the pairage inventories are high 
enough and that is why retailers have not been buying 
more freely. 

“One of the most serious things facing the retailer,” 
Mr. Cox observed, “is the fact that competition will not 
permit a higher markup for the retail merchant despite 
the fact that his cost of doing business is steadily in- 
creasing. This is a very serious thing and one that has 
to be faced before too long.” 

A. G. Clayton, manager of the shoe division of Zion’s 
Co-operative Mercantile Institution. Salt Lake City. 
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believes the inventory position of most retail stores is 
lower than a year ago, and a number of retailers and 
manufacturers in this 
Among the manufacturers were H. O. Toor, of H. Jacob 
& Sons. Hanover, Pa. “I believe,” said Mr. Toor, “that 
inventories of retail shoe stores are cleaner than they 
were a year ago and that the larger distributors, in par- 
ticular. have shortened their position on inventory.” 

William G. Nissen, of Nissen’s, Oklahoma City. took 
the opposite view. “Inventories still seem to be heavy,” 
Mr. Nissen observed. “Shoe merchants will do well to 
take drastic markdowns. get rid of old shoes and go 
into the market and buy the newer types.” 

Herbert Lape. Jr., president of The Julian & Kokenge 
Co.. manufacturers of women’s shoes summed up his 
view of the situation with regard to retail inventories 
and their relation to current conditions in the shoe trade 
when he observed: “The mere fact that retail shoe in- 
ventories may be higher than a year ago is not too ira- 
portant. Inventory must be based upon sales and the 
successful retailer is always in a position to buy what 
whether it be reorders on current 

[TURN TO PAGE 264. PLEASE] 
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CHICAGO 
OCTOBER 25-28, 
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NATIONAL SHOE FAIR 


List includes all firms which made reserrations up to and including October 1. 


Hotel 

Accurate Shoe Corp. .Morrison 
New York, N. Y. 

Acme Boot Mfg. Co., Inc 
Clarksville, Tenn. 

Acrobat Shoe Co. Palmer 

(Div. General Shoe seni Noshville, Tenn. 

Adams Bros. ... we .Morrison 
Pittsfield, N. HL 

Adrian, M. B., & Sons X-Ray Co. 

Milwaukee, ‘Wis. Palmer Booth Ex. Hall 

Advance Wool Skin Shoe Co. Stevens 
Manistee, Mich. 

Air-Flight Shoe Co., Inc.. 
Brooklyn, N. Y. 

Air Step Division (Brown Shoe Co.). 
St. Louis, Mo. 

Air-Tred Shoe Corp. 

Auburn, Me. 

Aldrich Shoe Co. 
Lowell, Mass. 

Alay Shoes. Inc. 

Everett, Mass. 

Allen Sha- Campany, Inc. 
Haverhill, Mass. 

Allen Edmonde Shoe Corp. 
Belgium, Wis. 

Alrose Shoe Co., Inc. 
Exeter, N. H. 

Altman Bras. Shoe Mfg. Co. 
Cincinnati, O. 

Altschul. Julius. Inc....... 

Brooklyn, N. Y. 

American Gentleman Shoemakers 
(Div. —— Terry Shoe Corp.) 
Lynchburg, V. 

American Girl Shoe ae 
Boston, Mass. 

American Maid Footwear. Inc. 
Easthampton, Mass. 

American Shoemaking. . Palmer Booth Ex. Hall 
Boston, Mass. 

Arad Shoe an Corp. 
New York, N. Y 

Arch Preserver Shoes 
Portsmouth, O. 

Armstrong Cork Co... 
Lancaster, Pa. 

Armstrong, D., & Co., Inc 
Rochester, N. Y. 

Arnold, M. N., Shoe Co 
So. Weymouth, Mass. 

Art-Maid Footwear Corp. 
Brooklyn, N. Y. 

Ascutney Shoe Corp. 
Hudson, Mass. 


Palmer 


. Morrison 
Stevens 
Stevens 

Palmer 
Palmer 
Morrison 
Palmer 
Morrison 
Palmer 
Palmer 


Palmer 


Stevens 


Morrison 


Stevens 
Palmer 
Palmer Booth Ex. Hall 
Palmer 
Palmer 
. .Morrison 


Stevens 
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Hotel 

Astor Shoe Co., Inc. Morrison 
New York, N. Y. 

Athletic Shoe Co., The 
Chicago, Ill. 

Atkinson Shoe Corp. 
Boston, Mass. 

Atlas Slipper Mfg. Co. 
Chicago, Ill. 

Avon Shoe Co., Inc. 
Brooklyn, N. Y. 

Avon Sale Co.. 
Avon, Mass. 

B. & B. Shoe Co. 
Chicago, Ill. 

B & C Shoe Company 
Manchester, N. H. 

B-W Footwear Co., Inc. 
Webster, Mass. 

Bachman Shoe Co. 
Middletown, Pa. 

Badger Glove & Slipper Company 
Milwaukee, Wis. 

Bali Footwear, Inc. 
Boston, Mass. 

Bally, Inc. ..... 
New York, N. Y. 

Banister, James A., Co. 
So. Weymouth, Mass. 

Banner Slipper Co., Inc. 
Honesdale, Pa. 

Baris Shoe Co., Inc. 
New York, N. Y. 

Barr Shoe “| _ 
Auburn, N. 

Barr & Sreoieié Shoe Mfg. Co. 
Seabrook, N. H. 

Barrett Shoe Co. Palmer 
(Div. Gen. Shoe Corp.) ‘Nashville, Tenn. 


Palmer 

Morrison 

Palmer Booth Ex. Hali 
. Congress 

Palmer Booths Ex. Hail 
Palmer 

Morrison 
Morrison 
Stevens 

Morrison 
Morrison 
Stevens 

Palmer 

Morrison 
Morrison 
Palmer 


Stevens 


REGISTER EARLY 


Exhibitors listed here are arranged in 
alphabetical order with the name of the 
hotel opposite each exhibitor. An offi- 
cial directory will be distributed at the 
National Shoe Fair in which the room 
number or booth number of each exhibi- 
tor will appear—thus making it easy for 
buyers to find the exhibitors whom they 
wisk to contact. Since these directories 
will be available only at the registration 
desks in all exhibiting hotels, it is impor- 
tant that buyers register immediately on 
their arrival and secure their copy. 


Hotel 
Barry Mfg. Co. .Morrisoa 
Lynn, Mass. 
Bass, G. H., & Co.... 
Wilton, Me. 
Bata Shoe Company, Inc. ... 
Belcamp, Md. 
Bata Shoe Co. of Canada, Ltd... 
Batawa, Ontario, Canada 
Bates Shoe Co. 
Webster, Mass. 
Bay-Bee Shoe Co. 
Union City, Tenn. 
Beacon Shoe Mfg. Corp. .. 
Columbia, Pa. 
Beaudin, L. E., Shoe Co., Ine. 
Hanover, Pa. 
Becker Shoemakers 
Haverhill, Mass. 
Beckerman, M., & Sons, Inc. 
New York, N. Y 
Beford, A. J., Shoe, Inc. 
Lititz, Pa. 
Belcher, George E., Co. 
Stoughton, Mass. Palmer Booth Ex. Hall 
Belqrade Shoe Co. ......... Stevens 
Auburn, Me. 
Belle Craft Slipper Corp... .. 
Brooklyn, N. Y. 
Belleville Shoe Mfg. Co. .. 
Belleville, Ill. . 
Bellwood Shoe Co. 
(Div. General Shoe Corp.) Nashville, Tenn. 
Benton, Jane, Originals, Inc. 
Chicago, Hl. Palmer Booth Ex. Hall 
ee fe, © Morrison 
Lowell, Mass. 
Berco Shoe, Inc. 
Brockton, Mass. 
Bergren, A. J., Co.... 
Chicago, Ill. 
Bernie Shoe Co. ... 
Haverhill, Mass. 
Best Shoe Co., Inc. . 
Boston, Mass. 
Bickford Shoes, Inc. .. 
Boston, Mass. 
Bing-Cooper, Inc. 
Altoona, Pa. 
Bird Shoe Co. ........ 
Los Angeles, Calif. 
Bloom Ease Co. . 
Minneapolis, Minn. 
Blue-Bonnet Shoes .... 
Lawrence, Mass. 
Blum Shoe Mfg. Co. .... 
Danville, N. Y. 
Boot & Shoe Recorder . Palmer Booths Ex. Hall 
New York, N. Y. 


. Palmer 
.Morrison 
Morrison 

. Palmer 
.Morrison 
Morrison 
Stevens 
Stevens 
Morrison 


Morrison 


Morrison 


Palmer 


_. Palmer 

Palmer Booth Ex. Hall 
. Morrison 

. Morrison 

. .Morrison 

. .Morrison 

. Morrison 

Morrison 

.Morrison 


.Morrison 
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Hotel 
Boot-ster Mfg. Co. .... Palmer Booth Ex. Hall 
Clarksville, Tenn. 


Boston Novelty Shoe Corp. Morrison 
Boston, Mass. 

Bostonian Shoes .... Palmer 
Whitman, Mass. 

Bourbeuse Shoe Co Stevens 
Union, Mo. 

Bourque Shoe Co., Inc. Morrison 
Raymond, N. H. 

Boyd-Welsh, Inc. Stevens 
St. Louis, Mo. 

Boyertown Shoe Corp. Morrison 
Boyertown, Pa. 

Braga Shoe Co., Inc. Stevens 
Hudson, Mass. 

Brauer Bros. Shoe Co. Morrison 
St. Louis, Mo. 

Brevitt Shoes, Ltd. Stevens 
London, Eng. . 

Bridgewater Workers Cooperative 
Wie MOGs coe oss Morrison 
Bridcewater, Mass. 

Brief Shoe Co. ....... Palmer 
Los Angeles, Calif. 

Brilliant Brothers Co. .. _. Morrison 
Boston, Mass. 

Bristol Manufacturing Corp. 
Bristol, R. 1. Palmer Booth Ex. Hall 

British Walkers . . . .. Palmer 
Chicago, Ill. 

British West Indies Corp. . _. Stevens 
New York, N. Y. 

Broitman-Gaffin Shoes, Inc. Morrison 
New York, N. Y. 

Brooks Shoe Co. .. . Morrison 


Boston, Mass. 

Brown Shoe Company .. 
St. Louis, Mo. 

Brown, David, Shoe Co., Inc. 
Baltimore, Md. 

Brown, H. H., Shoe Co., Inc... 
Worcester, Mass. 

Burkart Shoe Co. . 
Steele, Mo. 

Burlington County Shoe Corp.. 
Mt. Holly, N. J. 

Burns Cuboid Co...... Palmer Booth Ex. Hall 
Santa Ana, Calif. 

Buster Brown Division ... 
(Brown Shoe Co.) St. Louis, Mo. 

Cambridge Rubber Sales Corp... .. Morrison 


Taneytown, Md 
Cameron Displays . .. Palmer Booth Ex. Hall 


Stevens-Palmer 
.Morrison 
.Morrison 

Stevens 


Palmer 


Stevens 


Evanston, Ill. 

Cannon Shoe Co. Morrison 
Baltimore, Md. 

Cantilever Shoes _. Palmer 
Portsmouth, O. 

Capezio, S., Inc. .... Stevens 
New York, N. Y. 

Capitol Shoe Mfg. Corp. Morrison 
Brooklyn, N. Y. 

Capitol Shoe Mfg. Co...... . Stevens 


(Div. Brown Shoe Co.) St. Louis, Mo. 


Cardone & Baker, Inc. _. Palmer 
Brooklyn, N. Y. 

Carla Shoe Mfg. Co. Congress 
Lawrence, Mass. 

Carlisle Shoe Co. .. Palmer 
Carlisle, Pa. 

Carmo Shoe Mfg. Co. . Stevens 
Union, Mo. 

Carpenter Shoe Co., Inc., The Palmer 
Rochester, N. Y. 

Casuals, Inc. ..... Palmer 


Los Angeles, Calif. 
Cat's Paw Rubber Co., Inc. 
Baltimore, Md. Palmer Booth Ex. Hall 


Caughey Footwear, Inc. Stevens 
New York, N. Y. 
Cedar-Crest Shoe Co. . .. Palmer 


(Div. General Shoe Corp.) Nashville, Tenn. 
Central Slipper Co., Inc. .. .Morrison 
Wilkes-Barre, Pa. 
Chairmasters, Inc... .. 
New York, N. Y. 


Palmer Booth Ex. Hall 
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Hotel 


Charlsam Footwear Co. . Congress 
Brooklyn, N. Y. 

Charm Footwear Co., The Stevens 
South Norwalk, Conn. 

"Chic" Slipper Mfg. Corp. .Morrison 
New York, N. Y. 

Chilton Co., Inc.. Palmer Booth Ex. Hall 
New York, N. Y. 


Clapp, Edwin, & Son, Inc. _... Palmer 


East Weymouth, Mass. 


Clark Shoe Co. Morrison 
Auburn, Me. 

Clayton, A. C., Printing Co. 
St. Louis, Mo. Palmer Booth Ex. Hall 


.Morrison 


Clickstein Shoe Co. 
Boston, Mass. 

Clover Leaf Novelty Co. 
New York, N. Y. Palmer Booth Ex. Hall 

Clover Shoe Mfg. Co., Inc. Stevens 
Burlington, N. J. 


1160 SAMPLE ROOMS 


The lines representing America’s shoe 
industry will be displayed at Chicago in 
1160 sample rooms in four exhibiting 
hotels, all in the Loop. They are the 
Palmer House, The Stevens, Morrison 
Hotel and the Congress Hofel. In addi- 
tion to sample rooms exhibits, allied in- 
dustry firms wil! present their products 
in 95 booths in the large exhibition hall 
in the Palmer House. Combined sample 
room and booth exhibits represent the 
ail-time record for a shoe trade show. 


Cobblers, Inc. ...... Palmer 
Los Angeles, Calif. 

Cohen, |., & Sons, Inc... Morrison 
Boston, Mass. 

Cohen, L. R., Shoe Co., Inc. Morrison 
New York, N. Y. 

Cohen, M. & Sons, Shoe Co., Inc. Palmer 
Long Island City, N. Y. 

Cole Haan ....... - Palmer 
Chicago, Ill. 

Cole, B. E., Co. Congress 
Norway, Me. 

Colgate Shoe Co. Morrison 
Freeport, Me. 

Colt-Cromwell Co., Inc. Palmer 
Boston, Mass. 

Colton, Vic, Shoe Mfa. Palmer 
Los Angeles, Calif. 

Comfort Sandal Mfq. Co., Inc. Morrison 
Long Island City, N. Y. 

Comfort Slipper Corp. Morrison 
Fitchburg, Mass. 

Commonwealth Shoe & Leather Co. Palmer 


Whitman, Mass. 
Compo Shoe Machinery Corp. 


Boston, Mass. Palmer Booths Ex. Hall 

Conformal Shoe Co. Stevens 
St. Louis, Mo. 

Conjor Shoe Co. Morrison 
New York, N. Y. 

Connell, J. M., Shoe Co., Inc. Palmer 
South Braintree, Mass. 

Connolly Shoe Co. Palmer 
Stillwater, Minn. 

Consolidated Footwear Corp. Stevens 
Malone, N. Y. 

Coon, W. B., Co. Palmer 
Rochester, N. Y. 

Corbin, B. A., & Son Co.. Stevens 
Marlboro, Mass. 

Joseph F. Corcoran Shoe Co. Morrison 


Stoughton, Mass. 





Cort, Thos., Ltd. ...... 
New York, N. Y. 

Cortell Shoe Co., Inc. ... 
Manchester, N. H. 

Cosmos Footwear Corp. 
Brooklyn, N. Y. 

Craddock-Terry Shoe Corp. 
Lynchburg, Va. 

Creative Footwear, Inc. 
Boston, Mass. 
Crescent Shoe Co. 
New York, N. Y. 

Crossett Shoes 
Stoughton, Mass. 
Crystal Fixture Co. 


Chicago, Ill. 
Culver Mfg. Co., Inc. 
Poneto, Ind. 


Curtis Shoe Co., Inc. 
Marlboro, Mass. 

Curtis Shoe Co. of Texas. . 
Temple, Tex. 

Curtis-Stephens-Embry Co. 
Reading, Pa. 

Cushman, Charles, Co. 
Auburn, Me. 

Dainty Maid Shoe Co. 
Haverhill, Mass. 

Dalsan, Inc. ..... 
Dolgeville, N. Y. 

Daly Bros. Shoe Co., Inc.. 
Boston, Mass. 

Dan Danchy Shoe Co. .. 
Marlboro, Mass. 

Danbury Rubber Co., Inc., The 
Danbury, Conn. 

Dartmouth Shoe Co. . 
Brockton, Mass. 

David Shoe Co., Inc. 
Lyna, Mass. 

Davis, H. E., Shoe Co. 
Freeport, Me. 

Daytimer Shoe Co. . 
North Adams, Mass. 

Deb Shoe Co., Inc. . 
Owensville, Mo. 

Delbey Shoe Co., Inc. 
Haverhill, Mass. 

Deloy Division (Brown Shoe Co.) 
St. Louis, Mo. 

Delta Shoe Mfg. Corp. 
Brooklyn, N. Y. 

Department Store Economist 
New York, N. Y. 
Derman Shoe Co. . 
Milford, Mass. 
Desco Shoe Corp. . 
Long Island City, N. Y. 
Dewey & Almy Chemical Co. 
Cambridge, Mass. 

Dianafix Corp. 

New York, N. Y. 
Diane Footwear, Inc. 
Wilkes-Barre, Pa. 
Dickerson, Walker, T., Co., The 
Columbus, O. 

Dine Shoe Corp. 
Wakefield, Mass. 

Dixon-Bartlett Co. 
Baltiraore, Md. 

Dominion Shoe Co. 


(Div. General Shoe Corp.) Nashville, Tenn. 


Dorina Shoes, Inc. 
New York, N.Y. 

Dorothy Dodd Shoe Co. 
St. Louis, Mo. 

Douglas, W. L, Shoe Co. 
Brockton, Mass. 

Dover Shoe Mfg. Co. 
Somersworth, N. H. 

Drew, Irving, Corp. . 
Lancaster, O. 

Dunn & McCarthy, Inc. 
Auburn, N. Y. 

E-Z Footwear Corp. 
New York, N. Y. 


Palmer Booth Ex. Hall 
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Palmer Booth Ex. Hall 
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Hotel 

Eagle Shoe & Slioper Mfg. Corp... . . Morrison 
Brooklyn, N. Y. 

Eagle Shoe Mfg. Company, Inc.....Morrison 
Everett, Mass. 

Eastern Footwear Corporation .... Congress 
Dolgeville, N. Y. 

Gamvens Suoes, fac. ................ Palmer 
Freeport, Me. 

Eaton, C. A., Company.............. Palmer 
Brockton, Mass. 

Eby Shoe Corporation .............. Palmer 
Ephrata, Pa. 

Edgewood Shoe Company .......... Palmer 
(Div. General Shoe Corp.) Nashville, Tenn. 

Edwards, J.. & Company............ Palmer 
Philadelphia, Pa. 

Elbee Shoe Company .............. Stevens 
Lynn, Mass. 

Ce ee Stevens 
Brooklyn, N. Y. 

Elite Shoe Company.............. Congress 
Norway, Me. 

Embo Casual Footwear Corp. .....Morrison 
Boston, Mass. 

Empire Specialty Footwear Co...... Morrison 
Endicott, N. Y. 

Endicott Johnson Corporation ....... Palmer 
Endicott, N. Y. 

Enna Jettick Shoes, Inc. ........... Morrison 
Auburn, N. Y. 

Ephrata Shoe Company ........... Morrison 
Ephrata, Pa. 


Essex Rubber Company. Palmer Booth Ex. Hall 
Trenton, N. J... 

Evans’, L. B., Son Company.......... Palmer 
Wakefield, Mass. 


Evy Footwear Company, Inc........Morrison 
Brooklyn, N. Y. 

Exclusive Footwear Corp. ......... Morrison 
Newark, N. J. 


F. B. F. Display Co. 
Indianapolis, Ind. 


...Palmer Booth Ex. Hall 


Fairbend & Sons, Inc., Richard....... Stevens 
Lynn, Mass. 

Fairchild Publications, Inc. 
New York, N. Y. Palmer Booth, Ex. Hall 

Fairfield Shoe Companv ........... Morrison 
Fairfield, Pa. 

Faith Shoe Company, Inc.......... Morrison 
Wilkes-Barre, Pa. 

Falcon Shoe Mfg. Corporation. ..... Morrison 


Long Island City, N. Y. 


Fashion Bilt Shoe Co., Inc............Palmer 
Pontiac, Ill. 

Fashion-Sports Shoe Co., Inc........ Morrison 
Paterson, N. J. 

Fawn Shoes, Ltd. ................. Congress 
New York, N. Y. 

Federal Shoe, Inc. ................Morrison 
Lewiston, Me. 

Fein & Glass, Inc. ................ Morrison 
Reading, Pa. 

Fern Shoe Company ............... Stevens 
Los Angeles, Calif. 

Fibre Sole & Shoe Co., Inc......... Morrison 


Paterson, N. J. 


Field and Flint Company............ Palmer 
Brockton, Mass. 


Fields Footwear, Inc. .............. Stevens 
Milford, Mass. 

Fisher Shoe Company ............ Morrison 
Hudson, Mass. 

Five Star Shoe Co., Inc............Morrison 
Long Island City, N. Y. 

Flautt Shoe Co., Inc., John....... .Congvess 
Lynn, Mass. 

Fleisher Shoe Company ........... Morrison 


Manchester, N. H. 


Flexiclogs Sales Co... . Palmer Booth Ex. Hall 
New Holstein, Wis. 


Flexmor Shoe Company ............ Stevens 
Brockton, Mass. 

Florsheim Shoe Company, The ...... Palmer 
Chicago, Ill. 

Foote, John, Shoe Co., The.......... Palmer 


Brockton, Mass. 
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Hotel 
Foot Delight Shoe Company, Inc. Palmer 
Beverly, Mass. 
Foot Modes, Inc. Morrison 
New York, N. Y. 
Foot-Pleasure Shoe Company Stevens 
St. Louis, Mo. 
Footwear, Inc. . .Conaress 


Los Angeles, Calif. 


Footwear News Palmer Booth Ex. Hall 


New York, N. Y. 

Foremost Shoes, Inc. ... ..... Stevens 
Brooklyn, N. Y. 

Formfitting Slipper Co. ....... . .Morrison 
New York, N. Y. 

Fortunet Shoe Company Palmer 


(Div. General Shoe Corp.) Nashville, Tenn. 
Frankel Plastic Corporation 

New York, N. Y. Palmer Booth Ex. Hall 
Frederick-Speier Footwear .......... Palmer 





REGISTER EARLY 


Exhibitors listed here are arranged in 
alphabetical order with the name of the 
hotel opposite each exhibitor. An offi- 
cial directory will be distributed at the 
National Shoe Fair in which the room 
number or booth number of each exhibi- 
tor will appear—thus making it easy for 
buyers fo find the exhibitors whom they 
wish to contact. Since these directories 
will be available only at the registration 
desks in ali exhibiting hotels, it is impor- 
tant that buyers register immediately on 
their arrival and secure their copy. 





Norwalk, Conn. 


Freedman, A., & Sons, Inc. Palmer 
New Bedford, Mass. 

Freeman Shoe Corporation . Palmer 
Beloit, Wis. 

Freeport Shoe Company .Morrison 
Freeport, Me. 


French, Shriner & Urner Mfg. Co..... . Palmer 
Boston, Mass. 

Friedman Shelby Division .......... . Stevens 
(International Shoe Co.) St. Louis, Mo. 


Frosh Shoe Company ............... Palmer 
Lynn, Mass. 
Frye, John A., Shoe Company...... Morrison 


Marlboro, Mass. 


Fuchs Shoe Corporation ........... Morrison 
New York, N. Y. 

Fulton Leather Goods Company...... Palmer 
New York, N. Y. 

ee 
Rockford, Ill. 

Galray Shoe Company ............ Morrison 
Lawrence, Mass. 

Gardiner Shoe Company, Inc. ..Morrison 


Gardiner, Me. 
Garfield & Rosen, Inc.............. Morrison 
Boston, Mass. 


Gelburn Shoe Mfg. Co., Inc. ......Morrison 
New York, N. Y. 

Geller, Andrew, Inc. ...... . .Palmer 
Brooklyn, N. Y. 

General Shoe Corporation . ... Palmer 
Nashville, Tenn. 

Georgia Shoe Mfg. Company .. Morrison 


Flowery Branch and Buford, Se. 
Gerberich-Payne Shoe Company.... 
Mount Joy, Pa. 


Palmer 


Gerda Footwear Company, Inc.....Morrison 
New York, N. Y. 

Gilbert Shoe Company, The. ... Palmer 
Thiensville, Wis. 

Givren, E. J., Shoe Co., Inc... .. Morrison 


Rockland, Mass. 


Gloria Shoe Company, Inc... .. _ Stevens 
New York, N. Y. 

Godman, H. C., Company, The Palmer 
Columbus, O. 





Hotel 


Goldberg, S., & Company, Inc......Morrison 
Hackensack, N. J. 
Goldberg Bros., Inc. .............. Morrison 


Haverhill, Mass. 
Goldsmith Bros. Mfg. Co., Inc. 
New York, N. Y. Palmer Booth Ex. Hall 
Goldstein, Julius, & Sons Co........Morrison 
Boston, Mass. 


Golo Footwear Corporation .........Palmer 
New York, N. Y. 

Goodyear Tire & Rubber Company, 
1, | ener Palmer Booth Ex. Hall 
Akron, O. 

Gordon, Reuben, Shoe Co., Inc..... .Stevens 
Philadelphia, Pa. 

Gotham Shoe Mfg. Company....... Morrison 
Binghamton, N. Y. 

Graham-Brown Shoe Company ...... Stevens 
Dallas, Tex. 

Gray Brothers Shoes, Inc............. Palmer 
Syracuse, N. Y. 

Great Northern Shoe Co.............Palmer 
Manchester, N. H. 

Great West Felt Co., Ltd., The...... Stevens 
Ontario, Canada 

Great Western Shoe Co............ Morrison 
Milwaukee, Wis. 

Green Shoe Mfg Company, The. ..... Palmer 
Boston, Mass. 

Green, Daniel, Company ............ Palmer 
Dolgeville, N. Y. 

Greene, Richard, Shoe Co. ........ Morrison 
New York, N. Y. 

Gregory & Read Company ...... .. Palmer 
Lynn, Mass. 

Grinnell Shoe Company ........... Morrison 


Grinnell, la. 
Gro-Cord Rubber Company 
Lima, O. Palmer Booth Ex. Hall 
Grosvenor, C. A., Shoe Company... . Stevens 
Worcester, Mass. 


Ground Gripper Shoes ..............Palmer 
Portsmouth, O. . 
Sriwes peoe 650. ..........5...5-6 5600 Morrison 
Chicago Ill. 

Gustin Guild-Rest, Inc............-- Stevens 
New York, N. Y. 

Hagerstown Shoe Company......... Palmer 
Hagerstown, Md. ; 

Hagerty, P., Shoe Company...... Morrison 


Washington Ct. Hs., O. 
Hale, Alfred, Rubber Company 
Palmer Booth Ex. Hall 
North Quincy, Mass. 


Hallowell Shoe Company .........Morrison 
Hallowell, Me. : 
Halroy Shoe Company, Inc.........Morrison 
Cambridge, Mass. 

Hamilton Shoe Company .........-- Stevens 
St. Louis, Mo. . 

Hammond Moccasins, Inc. .......-. Stevens 
Bangor, Me. 

Hanan & Son, Inc............-..---- Palmer 
Chicago, Ill. 

Hannahsons Shoe Company ........ Stevens 
Haverhill, Mass. 

Harlyn Footwear, Inc. ...........-- .. Palmer 
Brooklyn, N. Y. 

Harvey Shoe Company ..........---- Stevens 
Cleveland, O. 

Hazzard, R. P., Company ...........Palmer 
Augusta, Me. 

Headway Shoe Corporation ........ Stevens 
Webster, Mass. 

Heicklen, Lewis, Sales Co. ..........Palmer 


Philadelphia, Pa. , 
Hedbruan, J., K& Sons .......-....5- Morrison 
Rochester, N. Y. 
Heppe Hudson Co., Inc. 


Ozone Park, N. Y. Palmer Booth Ex. Hall 

Herbst Shoe Mfg. Company ........ Palmer 
Milwaukee, Wis. 

Hermal Shoe Co., Inc. ...........Morrison 
Everett, Mass. 

Herman, Joseph M., Shoe Co. ...... Palmer 


Millis, Mass. 
[TURN TO PAGE 244, PLEASE] 





Boot and Shoe Recorder 
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Sprinc fashions will glide into view this year with 
no violent changes to shock and disturb Mrs. and Mr. 
Consumer. This is the way fashion should, and does, 
or function in normal times. The “new look” came as a 
terrific surprise attack on women’s tastes and pocket- 
books in 1947 because wartime style restrictions had 
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ns prevented the gradual evolution of a new silhouette. 
SN. act Gone is the exaggerated “new look,” never, as a mat- 
ms cage 4: \ ter of fact, a good daytime style except as interpreted 
n j \ a by some very smart, “smooth” young things. But. al- 
Y though the general tendency is to slim down the daytime 


silhouette, plenty of softness and fullness will be intro- 
duced in jackets, coats and skirts. It will be restrained 
fullness, however, and the slim, plain skirt will also be 
one of the best Spring styles. 
Variety, in fact, is the keynote of the season; variety 
in materials and colors as well as in silhouettes. In 
colors, navy and the whole brown family from beige to 
dark brown are the most talked-of at this time, but there 
will be other blues important, too, and several greens 
with high style interest centering in a green with a de- 
cided yellow tone. A Spring wine and a mauvey pink 
have been featured in the Paris collections. 
The wardrobe idea is back again in clothes as well as 
in shoes. Shoes for the occasion are being stressed by 
style leaders in that field. It is your chance to sell A 
multiple pairage, to promote a wide range of types, pat- 
terns, leathers and colors on a variety of lasts and heel 
heights and shapes. 





















by ELEANOR M. RUTTY New barefoot sandal nm flexit 
welt construction on 6/8 leath 


heel. A Sportsters by Sandler 


Boston. 








Closed toe sling on sturdy leather 


sole and built-up heel, in smooth 
red leather. Sundial. 





Double low-set strap shoe 
with soft box toe and low 
French Louis heel. A Valen- 


tines from General. 


A complete ensemble, 
green. The sweater is 
cashmere and the skirt 
of Forstmann’s Char. 
meen. 















ae 


fa. 
Extreme shell silhouette in ankle 
wedge heel. A Twenty-Ones from 


strap pattern on 14/8 shaped 
General Shoe Corp. 





Closed toe black suede sling on 10/8 wed 
heel. A  Collegebred from E. P. Reed. pe 








All-over gunmetal patent leather sandal 
on 14/8 wedge heel. Kickerinos. 


WHAT MAKES IT 


And Just What Makes A CASUAL Shoe ? 


Tuat the casual shoe has been click- 
ing, and more than 60 to the minute, this past 5ummer, 
has been a surprising and illuminating experience to 
the shoe industry. In retail stores, merchants only 
wished that they had foreseen the unprecedented con- 
sumer demand and had provided more adequate stocks. 
Manufacturers who were unable to supply this Sum- 
mer’s demand have been looking ahead to the possibili- 
ties for another equally big season next year. More 
than one such manufacturer has written to us that he is 
expanding his production, even up to 100 per cent of 
his current figures. A number of well-established makers 
of style shoes are adding this type to their operation. pre —— in red cowhide. 
According to an industry compu- aaa 
tation, from 5 to 10 million more 
pairs of casual shoes could have ' 
been sold this past Summer. eS ne 
with black patent crass 
[TURN TO PAGE 268, PLEASE | straps, thin rubber 
crepe sole. Prima. 


Flat heel black suede peaked 
vamp pump with gold loop 
ornament. A Ki-Yaks from 


Craddock-Terry. 





Market for Your PRETTIEST 
Daytime Shoes M4 


daytime shoe is bound to be more important than it 
has been for some years. Then, too, there are so 
many more styles in dressy shoes, so many straps 
and sandals, so many built-up patterns including 
two or three eyelet ties and spat effects, not to men- 
tion the never-failing pump. open or closed, trimmed 
or untrimmed, on platform or thin soles. 

Since the question of the widespread popularity 
of the opera pump persists, we'd like to repeat what 
was said to us not long ago by a very smart style man. 

“Is the opera pump a menace?” we asked him. 
His reply was a classic, we think, and something to 
remember and act upon. “No,” he said, “it’s an 
extra pair of shoes.” And that, of course, makes it 
one of the most desirable shoes on the market, for 


Black pate 

pump on 21 

with leathe 

lonial buck 

ys Pincus 
Two-eyelet _side-iace 
tie combining navy 
blue suede and smooth 
leather. An Arnold 
Townstyle from M. N. 

Arnold Shoe Ca. 


Very feminine dress 
suit with softly molded 
easy skirt fullness in 





Medium heel strap shoe on 
platform sole. American Girl. 


Spat shoe in grey suede with 
black patent leather. Smoked 
pearl buttons. 23/8 heel. Cellini. 


isn’t that what all you shoe men, manufacturers and 


merchants alike. are looking for, the extra sale? 
We have been so geared to thinking of the rather 
fancy, novelty shoe as the extra sale, however, and 


the plain shoe as the basic. that this idea may require 
an adjustment in your thinking. But try it out. See 
how it works. Sell your customer first a spat shoe. 
opened-up perhaps for Spring, or an instep or some 
other strap or one of the smart new dressy ties. Com- 
plete your sale. Then say. “Now. Madam, may | 
just slip your foot into this pump? It makes a good 
second pair of shoes for your Spring wardrobe, to 
wear when you want an entirely different kind of 
shoe from your strap shoe” or whatever else she may 
have bought. 

Perhaps you can help this sale along by showing 
her the pump in a color in smooth leather if her other 
shoe is in black or navy blue suede. Remember that 
there is a wonderful choice in colors for the coming 

[TURN TO PAGE 294, PLEASE | 


Asymmetric strap on closed 

shoe in green calfskin, 23/8 

heel. A Walk-Over shoe from 
Geo. E. Keith Co. 


Open back, closed toe 
cross strap sandal in black 
patent leather. A Fashion- 
crajt from Craddock-Terry. 


Closed toe sling back, front 
strap sandal in navy blue suede. 
A Mademoiselle from Carlisle. 


Very open Summer sandal wedge 
heel on new 16/8 last. A For- 
tunet from General Shoe Corp. 
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Open toe, closed back 
pump with contrasting) 
platform sole an 

vamp ornament. A 
Gray-Flex from Grav 
Bros. 





Open toe sling in de 
orative instep stra 
on platform sole an 
1644/8 cuban hed 
De Luxe Treadeay 
from P. W. Miner. 


High-stiding closed 

shoe with opened-up 

vamp in black suede, 
Florsheim, 


Open toe sling pum 
with opened-up vamp & 
calfskin on 17/8 covered 


‘ heel. Synchro-Flex Lite 
fi time welt. <A_ British 
Ni Walker from J. P. Smith. 




















Classic but smartly 
new in its softly 
rounded shoulders, 
jacket with back in- 
terest and matched ~ 
monotone effect, a 
beige costume with 
coat in Forstmann’s 


mth, 
, 
a 


coma tLe 
ma aa one 


mann’s Milateen. 
Belle-Bution.” youthfully 
YOUR 16/8 built up heel. 4 Fill and 
Dale from Di artlett. 


ustome 


a 















mp ix 
vered 


smith. 










Instep strap with 
closed toe and opened- 
up vamp and _ back. 
covered heel. A Casual 
Classics from Mar. 
shall, Meadows & 


Stewart. 


Double strap closed shoe. slight 
asymmetric treatment of straps, on 
18/8 heel. Stetson. 


Y 

So that there cannot be a moment's doubt on the subject. 
let us start right out by saying that we think your “con- 
servative’ customer is the smartest one you have. looking at 
her from any point of view you want to take. She buys 
carefully and she looks for value for her money, even when 
price is no deterrent to her. She will be a faithful customer 
if you once win her confidence. She wants styles that will 
look well all during the season for which she is buying. She 
does not change readily from style to style. nor from store 
to store. And that shows how smart she is. too, because she 
knows that ske will get greater satisfaction from something 
that she has chosen with careful forethought. And she is 
smart. too, because she is conservative in the sense that she 
saves herself. and you, needlessly wasted time and effort 
by knowing what she wants and coming directly to the 

point. 
But. you may well say, what about her value to me as a 
customer for real style shoes? How does such an extremely 
[TURN TO PAGE 294. PLEASE] 








Genuine alligator 
ankle strap in stitch- 
down construction on 
medium heels. A She- 
ninigans from M. 

Cohen & Sons. 























Tailored oxford with 
decorative perforations a 
on 12/8 built-up heel. 
Wilbur Coon Shoe from 


. B. Coon. 























High tongue. square 
like the toe. on closed 
welt stepin with fine 
perforations. Enna- 
Jettick from Dunn & 
McCarthy. 


















Dress types for the teen-age 
girl. Left to right: Black suede 
V-throat opera pump on a low 
wedge; “Thrill” pattern, Red 
Goose from Friedman-Shelby. 
Black suede “Tamborina,” cross- 
strap anklet; Daytimer from 
Gale. Black patent lattice front 
two-strap; Polly Debs from 
Roberts, Johnson & Rand. 


The Teen-Age Girl, Style-Conscious and Exacting, Is Also the Most 





























Potentially Profitable of Your Customers, for She Buys on Impulse 


TEEN-AGE SHOES .. 


and Is a Fertile Source of Important Extra Sales. 





Potential Money Makers 


Because the teen-age girl is one of the most style- 


conscious of your customers, with definite ideas of what 
she does and does not like. she is also one of the most ex- 
acting. She can make or break a style. merely by her 
designation of it as “smooth” or “corny.” And once she 
adopts it. the style is good for a long run. for teen-agers 













































































follow their style-leaders: if one has a new shoe, all must 
have it. 

Shoes for the teen-age customer, therefore, are full of 
style appeal. They utilize the predominant trends in shoes 
for adult women. Their only difference is that they must 
have a young feeling. for the teen-ager wants footwear 
which will heighten the 
pretty look of her feet 
and harmonize with her 
youthful dress styles. 

The selection of these 
shoes for Spring, 1949. 
fulfills these requirements. 
You will find plenty of 
strap types. single, double. 
ankle strap, cross-strap or 
multiple; many wedge 
[TURN TO PAGE 266. PLEASE | 








Teen-agers like moccasins 
for sport. Clockwise, start- 
ing lower left: Smoked elk 
blucher, rubber sole; Grin- 
nell. Black suede two-strap, 
crepe sole; Weatherbird 
f ‘ from Peters. Genuine moc- 
casin with fringed tongue; 
Pine Tree from Hammond. 
Soft model of red ruffie with 
unborn calf apron; Calli- 
fornia Moccasin from Podos. 






















Or Would You 
Rather Be 


What a wonderjul bird the frog are 
When he walk, he fly almost 

When he sing. he cry almost 

He ain’t got no tail hardly either 

He set on what he ain’t got almost. 


Tue men’s shve business and 
the wonderful bird in the nonsense chyme 
about the frog have much in common. One 
doesn’t have to be a zoologist to distinguish 
that each has a habit of constantly flopping 
about, leaping sometimes with the greatest 
of ease from depression to prosperity, and 
then as promptly plunging back again. Its 
joyful song of success is stilled in its throat 
at the first sign of difficulty and becomes in- 
stantly a dirge of mourning. 

Like the frog it has no tail upon which to 
cushion itself and to spring back after a 
blow. Frog-like. having been hit, it sits on 
“what it ain't got.” nurses its tender jaw and 
blinks in amazement at the cruelty and gen- 
eral Jack of consideration of mankind. It 
responds to the same type of stimulus as 
the frog, and what it needs today is a poke 
on “what it hasn’t got” to arouse it from its 
stupor and make it get up and get going. 
There is little that is wrong with the industry 
that cannot be corrected by understanding 
and a mutually hard-hitting attack on all 
fronts by manufacturer and retailer in unison. 


So HERE GOES! Some shoe men, 
doubtless. will not agree with our diagnosis; some, 
possibly, may resent it and our suggestions for its cure. 
To them let us say now the following is written sincerely 
and with what we believe to be the best interest of the 
men’s shoe business at heart. If any of our readers have 
different ideas on the subject let’s hear from them. 

The precarious position in which the men’s business, 
manufacturing and retailing alike. finds itself can be 
hlamed on no one or no agency outside the trade, 
although most of us look everywhere else for a scape- 
goat. It has been caused by two errors. one a sin of 


omission the other a sin. or sins. of commission. 
Whether we like to admit it or not we, ourselves, are 
the “Patsies,” and a quick realization of that fact is the 


best way to correct the situation. 


OLD NONSENSE RHYME 
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Low Man On a Totem Pole 


It is an economie fact, if a gloomy one, that the man 
of the house gets his shoe allotment out of a family 
pudget that must provide shoes for the women and chil- 
dren first. Before the war we used to set up. for pur- 
poses of computation, a figure of $30 a year for the 
shoe budget of the average white collar and professional 
man. When shoes declined in price we found that he 
received for that $30 three and a fraction pairs of $8.75 
shoes. When shoes rose in price he was forced to con- 
tent himself with three or possibly two and a fraction 
pairs. At any rate he bought shoes on a budget, or on 
his share of a budget. He is doing that today, just as 
he always did and very likely will always continue to do. 

But this year his shoe funds have shrunk still further 
because he is the low man on the family budget totem 
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by JOHN REILLY 


The “classic” look is a 
richer look. resulting from 
intelligent styling, fine ma- 
terials and _ painstaking 
craftsmanship. Refinement 
and good taste are appar- 
ent. Because its details 
may be changed season- 
ally and variations can be 
made in both last and pat- 
tern “classics” remain 
perennial favorites genera- 
tion after generation. 
Models left to right: A 
Roblee Shoe from Brown 
Shoe Co., a Taylor-Made 
Shoe from E. E. Taylor 
Corp. and a Florsheim 
Shoe Co. pattern. 


Excellent example of the richness and 
beauty of the “classic” is this wing tip fuli 
brogue, a custom model by Bruce Currie 
from French, Shriner & Urner Mfg. Co. 


Most IMPORTANT SHOE you sell and source which should pro- 
duce your greatest volume is the street shoe. If it is to begin at all. certainly selling “shoes 
with a purpose” must start here! Last Summer entirely too large a percentage of foot- 
wear worn by men in town would have been more appropriate for the midway of a 
county fair than for wear on a busy city thoroughfare. It was not the all-white and white 
combination sport shoes which gave these throngs their ultra festive air afoot. It was an 
oddly assorted collection of shoes most of which had no place for wear in town if they 
had a place anywhere. 

For the promotionally minded, such a situation suggests immediately two questions. 
“How and for what purpose were these shoes sold originally?” “Do men who wear such 
footwear indiscriminately actually have the basic street shoe which is a ‘necessity’ for 
every correctly attired business man?” We must not perpetuate this type of selling in 
*49! Sell your customer. regardless of his state in life, a proper street shoe . . . and sell 
it to him early in the season so that he will be ready for another pair, and probably still 
another in a different type, as the warmer weather develops. 














The designer of lasts and 
patterns has a world of 
opportunity for the ex- 
pression of new line and 
details while still retain- 
ing the “classic” charac- 
ter of the basic pattern 
and shell. Availability of 
weights of leathers need 
not cause over-emphasis 
on certain types of shoes. 
True. it calls for ingenuity 
in styling. but this line-up 
proves that shoes made 
from heavy leathers need 
not be “brutes.” Illus- 
trated left to right: Styles 
from Peters Divisior, In- 
ternational Shoe Co.., 
Flexlife from Storie-Tar- 
low Co., Inc.. a Crossroad 
Shoe from Belleville Shoe 
Mfg. Co.. and W. L. 


Douglas Shoe Co. 

















Street shoes for Summer wear. 
particularly. offer limitless pos- 
sibilities for development by the 
clever designer. Woven effects 
for runarounds, mesh with calf 
trim for brogues. contrasting 
smoked and brown elk for ven- 
tilate] tvpes. and last but not 
least. important reverse and 
smooth calf combinations for 
any or all of these shoes. Pat- 
terns left to right: An Arch Pre- 
server Shoe from E. T. Wright 
& Co., Inc.. a Holland-Racine 
Shoe, a shoe from Roberts 
Johnson & Rand Division. In- 
ternational Shoe Co., and a 
model from Nunn-Bush. 





66 
Country SHOES for Spring and Summer” 


means shoes that are bright and cool for active and spec- 
tator sports wear. They are the sort of shoes that are 
correct for resort wear before the warm weather starts 
in Northern climes and are just right for wear at the 
country or yacht club when heat cuts short the business 
man’s day. We nominate for honors for such shoes. 
despite the fact that since the war they have not enjoyed 
their full measure of popularity, the white and black 
or brown and white combination in calf skin and buck. 
Several of our more style-minded retailers and manu- 
facturers will play this combination of shoes hard for 
extra sales next Spring and Summer! 

Unduly early clearances last season may frighten 
others who are reluctant to bet against the weather man. 
The elements were against them last year, but courage- 
ous retailers reported very satisfactory sales for white 


Combinations with an 
accent on practicability, 
easily cleaned because of 
their basic designs, left to 
right models from Hol- 
land-Racine, JOHNSON- 
IAN — Endicott-Johnson 
Shoe Corp., and Nunn- 
Bush Shoe Co. 


and combinations once the weather turned. It has been 
suggested further that heavy inventories on all types 
of shoes made liquidation of sports types necessary 
earlier in the season than their usual after-Fourth-of- 
July clearance. 

In the long Spring, that in most parts of the country 
precedes the white and combination season, you'll sell 
rougher country types with crepe and lug soles in veals. 
grains and reversed calf in blucher moccasins with con- 
ventional ghillie lacing devices. They ll be rougher shoes 
and should be sold for country wear exclusively to 
justify their existence as an “extra pair” shoe. Bevause 
of their different characteristics they will sell right up 
until warmer weather sets in and will pick up after your 
white and combination sales slack off. Don’t suggest 
that they take the place of warm weather sport shoes 
and ventilated types. They never have and never will. 


For early Spring selling, as a pick up 
after sports shoe sales are over, the 
heavier country shoe is an invaluable 
“extra pair” getter. Models left to right: 
INJUN MOC, Plymouth Shoe Co.; a 
blucher with lug sole from American 
Gentleman—Craddock-Terry Shoe Corp.. 
and a ghillie tied blucher—Air-O-Magic. 
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A NEWER, 
ROUGHER CONCEPT 
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Best all-around sport shoe of them al! 
is this white China buck or reversed calf 
plain toe blucher with red rubber sole 
which sold well last Summer under un- 
favorable conditions and is a growing 
favorite for both Spring and early Fall 
wear at Eastern universities, an Arch 
Preserver Shoe from Wright. 
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Vital part of any Spring and Summer line-up is the brown 
or black and white combination sports shoe. Illustrated here 
sre three extremely well detailed patterns, left to right, from 
French, Shriner & Urner. WALKOVER—George E. Keith Co. 
and JARMAN—General Shoe Corp. 
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Moccasin construction for flexibil- 
ity, Western tooled effects for more 
jauntiness, perforations for more 
comfort have been added to these 
strap leisure shoes. Left to right mod- 
els from E. E. Taylor, Jarman and 
Friedman Shelby. International. 


Scotch tip and perforated sabot 
strap in brown and white combina- 
tion, and a genuine moccasin in tan 
elk with perforated white apron are 
new additions for Spring leisure 
shoes. 

Left to right patterns from Bates 
Shoe Co. and Hammond Moccasin 





Classic among leisure shoes is the platform 
sole. low wedge heel moccasin. Here it is in 
Mel Kaufmann’s newest version. APACHE. 
with hand braiding on vamp and quarter. 
made of soft tannage reverse calf in rich 
Puncheon. truly an example of good taste 
combined with fine shoemaking. Casuals. Inc. 

























Tere are enough leisure days in the weekes 
and vacation periods of most men’s calendars 
warrant buying one or more pairs of attractit 
leisure or casual shoes. Certainly. too. there # 
sufficient occasions in their social life which call f 
this important footwear to warrant selling it for th 
precise type of wear. Styling. too, is diversif 
enough to suit every taste and patterns and featw 
are truly unusual. often originating with the type 
construction used in a specific shoe. 

Norwegian front moccasins with sabot and mis 
straps dominate the leisure shoe picture for Sprit 
indicating that this type of business is settling its! 
down to a style and pattern formula. Versatili 
has been achieved by different treatment of stra 
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by the addition of hand tooling or perforations to 
vamps and by the use of materials hitherto confined 
to sturdier types of sports shoes. 

Reversed calf, definitely on the up-grade in popu- 
larity in country types, is stronger in leisure shoes. 
too. New soft tannages have produced more glovey 
leathers which make these shoes look better on the 
foot and greatly enhance their fitting qualities. 

The best way to take full advantage of the leisure 
shoe market is to understand first what it is, and 
how it fits into an overall men’s shoe operation. 
Then, every time you sell a pair of leisure shoes 
pull out all the stops and register once and for all 
with your customer that these are leisure shoes for 
outdoor leisure wear. 


Black reverse calf with 
white stitching, _ planta- 
tion crepe used with a self 
welt and butted forepart 
and sabot strap are fea- 
tures of this group of leis- 
ure shoes. 

Left to right models 
from Florsheim, French, 
Shriner & Urner, Roblee- 
Brown. 


Huarache lacing 
adapted to the vamp of 
the popular monk strap 
oxford. A warm weather 
pattern from Weyenberg 
Shoe Mfg. Co., shown 
here with two-tone elk 
used effectively in a venti- 
lated plug oxford by Bates. 





In-between weights, not light. but certainly 
not heavy either: “Classic” blucher split- 
front moccasins, above. left to right from 
BOSTONIAN. Commonwealth Shoe & 
Leather Company. a new treatment with a 
longer forepart and perforated lace stay 
from Stacy Adams Co. and a KINETIC 
model from Old Colony Shoe Company. 


Clever styling can add variety and sales to 
street types: left to right. Hornback alli- 
gator blucher in “classic” raglan blucher 
pattern from Old Colony. wine reversed 
calf and ‘gator print in a runaround pat- 
tern from C. H. Alden, and opened-up suede 
V-front blucher in gray reversed calf with 
wine alligator extended tip and quarter 
foxing from Conrad Shoe Co. 


—— Cuampions of heavier shoes claim that 

Bo. these types know no season nor geographical 
limitation. Youngsters, they say, are best 
prospects for them and report that high school 
boys will buy a pair with an inch thick sole 
and hot-foot it off to the shoemaker to have an 
additional 9 iron sole and horseshoe kick 
plates attached. Illustrated left to right two 
of these “fast” heavy types from Winthrop 
Division, International Shoe Company, and 
Commonwealth’s blucher JOG in Golden Sad- 
dle Veal with reverse butt tip. 








They’re Healthful ... 


They're Styleful . . 


ABY SHOES For SPRING 


New Shoes for the Youngest Customers Reflect Concentrated Study by 


Manufacturers To Provide Better Fitting. 


Right. clockwise, starting 
lower left: Blucher oxford 
with pinpoint perforations; 
Mrs. Day. Moccasin front 
blucher oxford; Carpenter. 
Plain toe blucher boot: 
Elam. Pink moccasin front 
boot with Jumping Jacks 
construction; Vaisey-Bristol. 


Below. left to right: Hand- 
lasted moccasin boot in new 
smoke shade: Buntees from 
Potvin. White boot with 
moccasin front; Parader 
from Dale. Adaptation of 
an adu!t style, three strap 
high-riding boot; Toddlins 
from Edwards. 


For many years it was a truism that shoes for babies 
changed little if at all from season to season and from year 
to year. That was in the days before the recent war. Dur- 
ing the war manufacturers of these shoes were active in 


More Attractive Baby Shoes 


developing methods which would step up their production 
and at the same time provide better. more healthful shoes 
for these young people. 

Since the war interest in lasts and methods of manufac- 
ture which will increase the possibilities of accurate fit 
of baby shoes has continued, and shoes are now on the 
market which are the result of this study. Extreme flexi- 
bility has been one development to which manufacturers 
turned their attention. The result, shoes which are soft 
on baby feet, which allow complete foot freedom, yet which 
provide adequate support so that the foot develops into a 
sturdy weight-bearing organ which will serve the child 
throughout his life. 

Other developments along the line of better-fitting shoes 
have been the use of seamless linings and seamless backs, 
especially on high shoes, which eliminate any possibility 
of seam irritation to tender feet. Attention to heel seats has 
resulted in the appearance of heel seats which are cupped 
to follow the rounded shape of the hee! of the foot. Un- 
lined oxfords for Summer wear provide lightness in weight 
for baby feet. 

[TURN TO PAGE 304. PLEASE] 





Shoes 
Je Note 








by ANNE R. DAVID 


Sues for youngsters for the 1949) 


Spring season carry out what is, pers 


haps, the most decided postwar trend 
= in the field of juvenile footwear. That 
74 is the importance of grown-up patterns) 
: A; in shoes for the young folks. Many 
: Ane treatments which have found favor in 
<\/ See adult shoes have been carried over into 
' ae e. the smaller sizes, adapted to juvenile 
P needs, and used to lend a touch of 
giamour to the children’s lines. Thus 
we find that the ankle strap, the V- 
throat pump, the wedge heel, the use 
cf color, cross-straps, sling backs, take 
their place beside the classic moccasin, 
saddle and blucher oxford in the new 

Spring shoes for young customers. 
The important aspect of this de- 


. 





Above, left to right: Brown und 
white moccasin oxford; School 
Shoe from Trimfoot. Suede and 
smooth combination with fold-over 
tongue; Propr-Bilt from O’Don- 
nell. Moccasin front ghillie com- 
bining alligator print with smooth 
leather; W.L. Kreider. The popu- 
lar saddle on a red rubber sole; 
Kali-sten-iks from Gilbert. 
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Right, clockwise, starting lower 
left: Ankle strap for girls, done 
in bronze; Rough Riders from 
Cannon. Another ankle strap, in 
red; Edwards. Two-strap pattern 
in red with open toe and back; 
Playful from Weber. Patent lea- 
ther one-trap, with bow ornament, 
center buckle; Fleet Air Health 

Shoe from Eby. 








Left to right: For boys, the 
loajer-type in a buckled ver- 
sion; American Boy from Crad- 
dock-T erry. Moccasin treatment 
on a crepe rubber sole; Ger- 
berich-Payne. Another version 
of the crepe soled moccasin ox- 
ford; Sundial. 


Grown-U p Patterns with Plenty of Style 


Appeal Appear in Juvenile Lines for 


the Spring Season—Light W eight, San- 


dalized Types of Increasing Importance. 


{bove, left to right: Boys’ blucher with medallion perforations, straight tip; 
Huth-James. Another blucher with perforated tip, composition sole; Belleville. 
Youths’ version of the popular moccasin oxford; Little Yankee. 


velopment, however. is that fitting qual- 
ities and healthful features have not 
been sacrificed to style. Thus we used 
above the word “adapted” with full 
consciousness of its significance. These 
new shoes are styleful, yes, but they 
are made on lasts which conform to 
the needs of the growing foot. 

Most apparent in Spring lines for 
girls is the new lighter look. This is 
achieved often by means of sandaliz- 
ing, and accounts for the importance 
of strap treatments in many versions. 
Actual barefoot sandals as well as 
cross-strap versions, and sandalized 
interpretations all follow this trend. 
And, of course, the light weight play 
shoes enter into this category. 

Color is important in juvenile shoes. 
All children love color, and they are 
particularly fond of footwear in bright 
shades. Red and green owed their popu- 
larity last year to this fact. The de- 
mand for color has not abated and 
may be expected to appear even more 
shongly in shoes for the Spring and 
Summer of 1949. Some manufacturers 
have used metallized leathers in their 
children’s dress shoes, but it would 
seem that this trend would have only 

[TURN TO PAGE 266, PLEASE] 


Left, left to right: Two-strap sandal 
with interesting perforations; Eph- 
rata. Double straps on a moccasin 
front model, with kickback, harness 
stitching; Dr. Posner. Instep-strap 
sandal with closed toe and heel; 
Pollyanna from A. S. Kreider. 








FOOTWEAR FASHIONS... 












HOME 
— SIYLE 


Choice of Shoes to Wear at Home 

with Comfortable Lounging Robes, 

Pretty Negligees or Hostess Gowns, 

as Important as the Choice of 

Street and Party Shoes, According 
to Hollywood Stars. 


by BARBARA LANDIS 


NBC singers, Ilene and Steve Steck, model fireside fashions for 


Boot anpb SHOE ReEcorpeERr. 


Mrs. Steck is wearing Addie Masters’ 


black crepe lounge jumper with high-necked white crepe blouse and 
silver and black glamour hostess shoes by Cobblers of California. 
Mr. Steck wears L. B. Evans’ “Brigadier” slippers. 


EDUCATE your customers to the advantages of buying 
a slipper wardrobe! 

Slippers and soft-soled casuals for leisure wear and 
home comfort have definite possibilities this year. Indi- 
vidual surveys indicate that with women’s street and 
evening clothes undergoing such a startling transforma- 
tion, pretty and feminine fireside fashions 
ing equally important. 

Topfiight Hollywood designers, recently interviewed, 
all agreed that women are beginning to pay more atten- 
tion to looking pretty at home. Thus, coordinating slip- 
pers with robes, lounging pajamas, fluffy negligées. 
quilted ensembles, or hostess and tea gowns. is neces- 
sary. Study motion pictures in which glamor stars 
are costumed by the highest-priced film fashion de- 
signers. Note the careful detailing given to the stars’ 


are becom- 


lounging and boudoir fashions. 

Fashions for leisure hours begin with the proper 
footwear, a pair of slippers or casuals to wear with each 
lounging outfit. Practically every woman has more than 
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one ensemble which she wears in her home; one for 
glamor, perhaps; another for comfort, and still another 
dor hostess duties. Each one of these types deserves 
recognition and the field is wide open for intelligent, 
effective merchandising. 

Shown here is a young married couple of radioland, 
Ilene Woods and Steve Steck, both singing stars of 
NBC. They like nice things, new things, and Illene is 
guite definite about home fashions. She likes to wear a 
matching pair of slippers whenever possible, for she 
feels that such coordination enhances the charm of her 
robes and lounging ensembles. According to Ilene, a 
pretty pair of mules or even a novelty slipper can do 
much to lift her spirits. Steve likes his slippers to have 
style as well as to be the kind that he “loves to get into.” 
His leisure wear clothes are bought with these two fea- 
tures in mind, and he feels that men, too, like to have 
several different changes for their lounging or informal 


entertaining at home. 


Boot and Shoe Recorder 
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At the 
NATIONAL SHOE FAIR 
ROOM 788, PALMER HOUSE 


Chicago 


ST-21 





Pride of craftsmanship maintained through five generations is exemplified in every 
pair of Edwin Clapp Shoes. For 95 years we have been satisfied to make “‘nothing 


but the finest.”’ . . . Today, the finest costs so little more. 


OAmedvus Finest Hod focMen 


EDWIN CLAPP & SON, INC., East Weymouth, Mass. 





Timing ... aecuracy... 















TAW TO MO 
MAKE THE “STAR” 
IN FOOTBALL — 


LEATHERS 


gquarantee top performance, to 


T. be in the lineup at game time or to dhaniata cture good leathers, you've 
got to have the know-how to satisfy your “fans” in the stadium or the wearers of 

fine footwear. 
In football the hours spent in practice before the whistle blows qualify partic- 


ipants in the final contest. In manufacturing fine leathers the constant 


SUD. 


development of modern tanning methods and their practice is a 


/ parallel necessity. « } 


Such endeavor places NORTHWESTERN LEATHERS in 





the forefront among qualified leather men. 


NORTHWESTERN LEATHER COMPANY 
BOSTON 11, MASSACHUSETTS 


Manufacturers of Famous 


NORTHWESTER 
LEATHERS 
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IN 770 NORTHWESTERN TANNAGES 





Winning Widespread Popularity Through Sheer Merit 


‘rl 


WITH 7 FEATURES THAT 
- MAKE GOOD SHOES GREAT 


NON SKID! 


(— 4 WON'T SLIP! 
We'll Be Seeing You eo VERY 
At The FLEXIBLE! 


CAN'T 


NATIONAL SHOE FAIR MARK FLOORS! 


ABSOLUTELY 
PALMER HOUSE, CHICAGO WATERPROOF! 


October 25, 26, 27, 28 
OUTWEAR LEATHER 


PANOLENE ssi 


HELP SHOES 


EXHIBIT KEEP SHAPE! 


SMARTER! 
Booths 58, 59, 60 NEATER! 


We're looking forward to having you visit our 
exhibit at the Shoe Fair — want to give you all 
the up-to-date, fascinating facts on what 
Panolene wonder soles are doing for many 


leading shce manufacturers. 


PANOLENE SOLES 


A PRODUCT OF THE PANTHER-PANCO RUBBER CO. 
CHELSEA, MASSACHUSETTS 
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For Men 
Who want to take 
advantage.of an 
opportunity while 

it is knocking 

loudest. 


Over 100 Health Spot Shoe Shops all over America 


... There may be 2m 


~~ 





The Health Spot Shoe Company 2 . 
itti Write Us! here is a continuou HEALTH SPOT 
seeks Men who know Fitting .-- | 1004 42, man to mon Health Spot Shoe SHOE COMPANY 


to own and operate a successful shoe agg It — BA erin going a 1240 Lawrence Avenue 
business featuring America’s most com- ec teas is cuckoo 0 con nll Chicago 40, Illinois 
plete line of corrective shoes for men, your future secure. 
women and children. The Health Spot 
Plan is a stable, profitable business, not The Nealth Spot Orthopedic Institute trains qualified shoe fitters to suc- 
subject to fad, fashion, or seasonal cessfully merchandise Health Spot Shoes. This training is available without 
markdowns. As a Health Spot retailer, cage: “Tsien See: Se 

you have the benefit of experienced 
counsel on bookkeeping, expense con- 
trol, inventory control . . . following 
proved methods of successful shoe 
store management. You have your own 
business, yet yours is an integral part 
of a nationwide merchandising pro- 
gtam geared to the needs of 7 out of 
10 who need foot comfort. You are 
backed by the facilities of 3 coordinated 
shoe factories and the established repu- 
tation of 25 years. How does this com- 
pare with your present set-up? 














October 15, 1948 
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DAREX Products are trade marked for your — 
protection... When you specify DAREX you get 


DAREX INSOLES 


A firm yet flexible foundation for the 
shoe; more comfortable and resilient 
underfoot. Used in millions of better 
grade women’s shoes. 


DAREX GOODYEAR WELTING 


For men’s, boys’ and women’s 

shoes — timely product for vol- 
ume shoes — low in cost. Colors: 
army russet, black, white. Avail- 
able: In 1/12” and 1/9” thick- 
nesses. 


DAREX STITCHDOWN WELTING 


Used standardly throughout 
the world for 18 years. Avail- 
able in regular colors — black, 
army russet, natural, white. 


oe ‘DAREX McKAY ‘SLASHED’ WELTING 


Makes possible a flexible, 
welt-type shoe. Inexpensive— 
shoes are free from grin. 
Available in army russet, 
white, black. 





Uniform Dual 


nt \ DAREX COUNTER MATERIAL: 


For making counters with 2 
opposing characteristics, a flexible, 
non-cutting feather edge yet a firm 
sidewall to hold shape of shoe. 


DAREX CEMENTS 


"4 Complete line of water-base and 
| leenents| | solvent shoe cements made from | 
_~—/ natural rubber, synthetic rubbers — 
and resins to meet the many needs 

of shoe construction. 


DAREX PLUMPER STOCK 


‘ Darex Plumper strengthens, — 
reenforces sock lining; prevents dis- — 
tortion in lasting California-type | 

shoes; saves and replaces fabric; is 

a soft, plumping backer for fabric — 
and light leather stocks. White, 
black, natural. 


DAREX SOCK LININGS 
| cS AND HEEL PADS 
Resilient, cushioning type of 
sock lining material — wide variety | 
of colors and grains — in roll form. 





For Shoemaking 


Products of 


DEWEY ano ALMY CHEMICAL COMPANY 


Cambridge 40, Massachusetts Montreal 32, Canada 


°°T. M. REG. U. S. PAT. OFF 


Products... 
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Above: A modern walnut display table, resembling a stream- 
lined artist’s palette, heads the Broadway entrance of the shoe 
department. Nearby is a smaller display of men’s slippers. 


Facing page, left: This view shows the comfortable atmosphere 
of this modern department. Facing page, right: Inset on a 
walnut wall are wooden letters several inches high, lighted so 
that the words “Bostonian Shoes” are clearly visible. Right: 
A wide variety of styles, displayed with clear price markings, 
stimulates customer interest. 














all 


A POWERFUL 


erchandise 





isibility 


thes STIMULUS 


How a New Men’s Footwear Department in Portland, Ore., Was Planned 
to Put Shoes in the Foreground of the Picture and How Sales Have 


Increased as a Result of Better Showmanship. 


Many shoe merchants subscribe to the theory that 
it’s a definite rule of good promotion to have a wide 
variety of styles displayed in windows with prices plain- 
ly marked so a potential customer can easily see what a 
store has to offer. The same rule goes for interior dis- 
plays. 

When you apply this rule to a modern setting with 
modern display fixtures you’ve won a great advantage 
in the modern game of retailing. 

The new Bostonian shoe department in the Rosen- 
blott store in Portland, Ore. (an exclusive men’s store 
featuring the best nationally-advertised brands), uses 
that rule as a good cornerstone of successful merchan- 
dising. 

Rosenblatt’s formerly had one entrance on Washing- 
ton Street in Portland, and the shoe department shared 
a window along with men’s wearing apparel and furnish- 
ings. The shoe department was back in a corner. It 


by ARTHUR J. LARSON 


was adequately lighted but had that “tucked off” look. 
Shoe sales were good. Recently Rosenblatt’s remodeled. 
after securing an entrance on Portland’s Broadway by 
adding an adjacent store building and knocking out the 
wall. The shoe department was brought into promi- 
nence by having an exclusive window on Portland’s 
busiest thoroughfare as well as presenting the shoe de- 
partment right out in the open, with ultra modern fix- 
tures and stocks right in sight. 

As George D. Williams, Bostonian shoe department 
manager, stated, “Business was good, but since the re- 
modeling we've had a wonderful increase in sales. This 
I attribute in large measure to more people being able 
to see what we have on display in our modern window, 
with a wide variety of styles and prices plainly marked. 
We are now in a wonderful, desirable spot.” 

The window uses ultra-modern display fixtures and 
[TURN TO PAGE, 266, PLEASE] 





X-RAY 


SHOE FITTER 


The New Standard, Too! 


Also re-styled in the modern man- 
ner. More compact, with low wide 
step. Embodies all the new Simplex 
operating and safety features. 
See it at Chicago! 


@ New in Styling . . . new in Beauty... 
new in Fine Cabinet Work...new in Electrical and 
Mechanical Refinements which establish new stand- 
ards of performance, safety, convenience! Yes, 
the Simplex DE LUXE is new all the way through 
.. » for the shoe merchant who wants the latest and 
finest in X-RAY Shoe Fitting Equipinent. 


BOTH MODELS ON DISPLAY 


Your Careful Inspection Is Invited 
Room 449 — MORRISON HOTEL 
CHICAGO — OCTOBER 25, 26, 27, 28 
A Cordial Welcome Awaits You 


If you don’t attend The Fair, 
ask your Simplex Representative, or write 


X-RAY SHOE FITTER, INC. 
3541 N. Palmer Street @ Milwaukee 1, Wis. 


congo HE EY 
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is patented and made exclusively by 


BARBOUR WELTING COMPANY -: Brockton 66, Mass. 
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Radiant lines of light in the ceiling 
add to general illumination provide 
motion, prevent a static feeling. 





All photographs taken at 
R. H. Macy & Co., New York. 


Case lighting should show up the details 
of the merchandise on display without 
creating glare. 


Lysie or out, lighting is an essential element of 
store design. With the right lighting approach and the 
right lighting advice from his team-mate, the architect, 
the lighting engineer can literally create the entire at- 
mosphere and display effects of a store. He can use 
over-all illumination for atmospheric effects, keeping it 
less intense than the strong accent lighting on displays 
and merchandise. He can throw spotlighting on the 
displays, intense illumination on the merchandise in the 
sales fixtures. 

The most important point in lighting in a store, espe- 
cially a shoe store, is to bring out form, color and tex- 
ture of merchandise to best advantage. Attraction in 
almost any degree wanted by the shoe merchant, can 
be treated by the lighting designer through the use of 
degrees of brightness, strong contrasts, silhouette and 
color. Attraction lighting on featured merchandise can 
be made as dramatic and as intense in its appeal as the 
spotlight in a theatre; on the other hand, it can be used 
more subtly with just enough increase in brightness 
over its surroundings to attract attention to displayed 
merchandise or departments located off the normal lanes 
of store traffic, or to the store periphery and the wall 
shelves where many articles of merchandise are located 
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Nmart Lighting 


will sell 









S Smart Footwear 


by S. E. WHITE, 


Sales Engineer, Gotham 
Lighting Corporation. 





as stock display. By means of lighting, either inside or 
outside of glass enclosed cases, the brightness of arti- 
cles located there can be increased to give them display 
value. 

Just as salads are selected by cafeteria patrons for 
their appearance, so the styling of shoes justifies their 
price as much as their fit. The lighting designer recog- 
nizes, and can put into practice, a number of funda- 
mental factors which make seeing easier, quicker or 
more accurate for the shopper. The four factors that 
influence seeing—time, size, contrast and brightness— 
can be applied in two ways. First, to create seeing con- 
ditions at all points of purchase under which merchan- 

Opposite: This photo shows the general 
effect of careful lighting in a large 


shoe department. Notice how clearly the 
displays stand out. 
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dise can be quickly and accurately appraised; second, 
to the problems of strongly attracting attention to spe- 
cific advertising points such as signs carrying brand 
names, and departments, show windows and niches and 
feature displays. 

Time: The human eyes require time to see, with the 
result that, all other factors being equal, objects il- 
luminated to higher footcandle values with resulting 
higher brightnesses can be seen in less time than those 
of lesser brightness. It is of value to shoppers to be able 
to appraise merchandise quickly as well as accurately, 
but the real value of illumination as employed to in- 
crease the speed of seeing is in the field of display, both 
inside and outside the store. 

Size: Large objects and large details of pattern and 

[TURN TO PAGE 284, PLEASE! 


Bullet lights from above spotlight mer- 
chandise on display, create attractive 
areas of light and shadow. 


Well-Lighted Merchandise Is Easily Seen Merchandise, and the Shoe Store with a 
Carefully Planned and Executed Lighting System Has an Advantage in Attracting 
the Attention of the Prospective Customer. 














‘ow BRINGS YOU 
MEN’S AND BOYS’ BASKETBALL SHOES 


FOR IMMEDIATE DELIVERY 
CHECK THESE 


EXCLUSIVE FEATURES 


MOULDED AND SQUEEGEE NON-MARK- 
ING, NON-SKID OUTSOLE GENUINE 
LEATHER INSOLE 


Extra heavy upper, sturdy drill 
lining, tough webbing backstay, 
white inner foxing, black outer 
foxing to edge of sole, heavy re- 
inforced toe guard, ventilators 
on side of shoe, pressed on bas- 
ketball ankle patch, arch feature, 
sponge cushion heel, large pull- 
proof non-rust eyelets, and wash- 
ers, wide, heavy duty laces, heavy 
ribbed tip, double stitched rubber 
eyelet stay. 


GENUINE LEATHER INSOLE 


STOCK 
NO. COLOR SOLE 
6261M Black Squeegee 


HEY’LL wear them for Basketball, Volley Ball, Badminton and 6263M Black Moulded 
Indoor Tennis this Fall and Winter, fathers and sons by the millions 6263 (Boys) 212-6 size Moulded 
the country over. The athletic shoe market is a constantly growing, 6265M — Movided 
but highly competitive one. These E. J. basketball shoes have the 
features which make quick, sure sales. And remember that many of 
them are exclusive with E. J., making this line a must item for every 
shoe and sporting goods store and department in America. 


6266M All White Moulded 


(12 pr. cases) — (612-12 — Range of 
sizes), Write for catalog. 


yimt tea 


"WSOLES"" AVAILABLE EXCLUSIVELY FROM 


“NDICOTT OHNSON 


a . : = 


JOHNSON CITY, NEW YORK © ST. LOUIS, MO. © NEW YORK, N. Y. 
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But Leather Buyers are smart. They know And LeatherBuyers alsoknow that American 
that consumers demand leather-soled shoes Oak leathers cut economically, edge up and 
. .. for only leather gives comfort, keeps finish well, and give shoe buyers and 
shoes in shape, and insures an impression wearers exactly what they want... ‘‘Fair’’ 
of ‘‘quality’’. weather, or foul! 


That’s why they buy... 


America’s Finest Leathers... CONSTANTLY UNDERFOOT! 


“AMERICAN O1k LEATHER C0. 


CINCINNATI, CHICAGO, ST. LOUIS, BOSTON 


Reprints of this ad available from American Ook Leather Company 
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ADVERTISING COPY 


by IRVING SETTEL 


west SELL roe PRODUCT 


Good copy is clear, 
simple and specific. It 
tells a story in terms 








Cradle Hee/ 


THE SHOE THAT CUPS AND 
CRADLES YOUR FEET IN COMFORT 
This shoe is “broken-in” from the first 
“step you take—because its heel is 


shaped like your heel. The calfskin 


brown or black. 


of what the reader 
needs and desires. 


is specially tanned in either 


17.95 





Shaped to cradle your 


foot naturally. 


! IN SAN FRANCISCO: POST & KEARNY ¢ 882 MARKET ¢ 22 





Effective Ad Copy Stimulates Sales by Convinc- 
ing the Customer He Needs the Merchandise 
Offered—Good Copy Is Addressed to Reader 


Cory refers to the reading matter of an advertise- 
ment. Its purpose is to stimulate sales by attracting the 
reader’s attention and maintaining his interest in the 
advertised product. An effective piece of copy will sell 
merchandise. There is no other measurement. 

Many shoe dealers insist upon writing their own copy 
for newspaper advertisements and direct mail pieces. 
Fven when advertising departments are maintained, 
supervision may be desirable or necessary. Consequent- 
ly, a few of the more important rules of effective copy 
writing will not be amiss. 


Important Rules 


1. Address your copy to the reader. The ultimate 
consumer is the most important critic of the advertise- 
ment. If he reads the copy, he may or may not act upon 
its suggestions. Remember that he is human. He pos- 
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Fourth in a Series of Ad- 
Viser Articles, Offering the 
Shoe Retailer the Means 
of Producing Sales-Com- 
pelling Advertisements. 


Sesses emotions, opinions and preferences. Adjust your 
copy appeal to his wants and desires. Talk in terms of 
what you believe your potential customer wants to get 
out of the product. Instead of saying, “We have the 
lowest prices in town,” say, “Here’s a store that’s easy 
on your pocketbook.” Tell the reader how he will benefit 
from the purchase, how smart he will look in these new 
shoes. Don’t talk about your needs because the reader 
is interested only in satisfying his own. 

2. Know the claims and advantages of your com- 
petitor’s products. Always watch your competitor’s ad- 
vertisements and window displays. Listen to his radio 
announcements. If you feel that he is outselling you, 
change your copy accordingly. Always compare and 
improve your own copy content and ideas. 

3. Make your copy “clear, simple and specific.” Mod- 

[TURN TO PAGE 276, PLEASE] 
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Coming Styles as Customers See Them 


In Which the RECORDER Asks the Public to State Its Views on 
Questions of Current Fashion Interest 





CONSUMER PREFERENCE POLL 


Following are some conclusions based on first report 
of RECORDER interviews with New York women on cur- 
rent fashion trends in footwear: 

1. Women have executed an about-face on many of 
the so-called casual or soft types of shoes which they 
viewed with disfavor immediately following the war. 
Most of the younger and many of the older women 
interviewed are now definitely sold on these soft shoes 
for Summer sports and informal wear because of style 
and comfort. Many younger women wear them for 
business the year round because of the comfort they 
experience from soft construction. Improved quality 
in casual footwear is generally credited with having 
caused the change. 

2. So far this change of consumer viewpoint appears 
to reflect an evolution in shoe habits rather than a 
revolution in footwear designs and processes. Prac- 
tically all of the women interviewed will continue to 
buy high heel dressy type shoes or medium heel walking 
and college types in addition to the casuals and in sub- 
stantial numbers. 

3. With proper promotion, the casual shoe development 
should mean an increase in women's shoes sales volume. 
4. There is no very clear definition in the minds of con- 
sumers as to what types of shoes are included in the 
casual category. The same state of semi-confusion 
exists to a considerable extent even in the thinking of 
the trade. The term “casual” means different things 
to different people. For this reason it is difficult to 
arrive at a clear-cut consensus on this important subject. 
5. The term "casua!” is properly used to describe cer- 
tain characteristics of fashion and design rather than 
any specific process or processes of construction. While 
most of the shoes now being made by the slip-lasted - 
process fall in the casual category, many other casual 
types are being designed to be made by other processes. 





SINCE early last Summer the shoe trade has been en- 
gaged in an animated discussion of the amazing be- 
havior of the American public, and particularly the 
feminine portioa of it, with regard to shoe styles. That 
behavior, it seems, has been anything but normal. No 
longer are women, and particularly the younger ones 
whose preferences play a leading role in determining 
the style trend, content obediently to accept the fashion 
dictates of stylists, designers and the shoe trade and 
buy the usual types of shoes in the usual proportions. 

In fact women in general, both young and old, have 
been showing an extraordinary degree of independence. 
They seem to have taken the bit in their teeth, if one 
may use such a simile, and followed their own inclina- 
tions. Instead of following the course that might have 
been expected, judging from the performance of recent 
years, they have executed a sharp about-face and have 
been running in the opposite direction. Particularly 
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casual footwear, types of shoes that received a verdict 
of general disfavor in the period immediately following 
the war have suddenly found themselves in the forefront 
of consumer demand. So much so that, according to an 
opinion expressed from a well informed source during 
the recent Leather Show, five to ten million more pairs 
of casual shoes could have been sold if they were avail- 
able this past Summer. 

So the interest of the entire women’s shoe trade has 
suddenly been focused on the consumer, her wishes. 
opinions and preferences, to a degree that hasn’: hap- 
pened at any time in recent shoe history. The Women’s 
Style Committee of the National Shoe Retailers Asso- 
ciation spent a large portion of its recent session in dis- 
cussing the matter and trying to arrive at some con- 
clusions. Various ideas and opinions have been ex- 
pressed in other quarters without seeming to arrive at a 
consensus. 

Then the thought occurred to a RECORDER fashion 
writer: Why not ask the lady most concerned? Why not 
zo straight to the consumer, find out what she is think- 
ing and what she is aiming to do? Why not “stop the 
misses” on busy 42nd Street, the crossroads of America, 
and ask them what kind of shoes they want, and why? 
The idea appealed to the RECORDER staff and no time 
was lost in starting the inquiry. 

It takes a certain amount of courage to undertake a 
project of that kind, for some ladies don’t particularly 
care about revealing to a stranger the intimate facts of 
their foot lives. But we screwed up our courage and 
started out. “Screwed” is exactly the word to describe it 
for that’s what a few of the ladies figured we must be— 
just plain screwy. A number of them figured the whole 
thing was some kind of gag and trea‘ed us with dig- 
nified disdain. But most of them were wonderfully co- 
operative, once we had been given a chance to explain 
and convince them of our honest intentions. 

There was Frances, for example, pert. pretty and 
petite. She is employed as a secretary in the headquar- 
ters of a business corporation a stone’s throw from 
Grand Central Station. She likes nice shoes, she told 
us, and buys about eight pairs a year. For Spring two 
of these are casual types and two are high heel shoes. 
one pair of which will be black. The casual shoes are 
worn with slacks and sport clothes on weekends and 
vacation and also for business from April on through 
the Summer. The high heel types, of course. are for 
dressier occasions. 

Frances likes casuals for Summer, but really has a 
definite preference for high heel types because they 
build up her height and confidence a bit. So when Fall 

[TURN TO PAGE 296, PLEASE] 
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x, Star salesman for 


Ki ( means business for smart shoe 
retailers because this is a brand name with 


sales appeal for children and parents ws STYLE 485 
alike. Boys and girls enthusiastically ‘‘okay’’ 2 g-spot 
the lively and eye-catching styles of 
Rough Rider shoes. Mothers are 
thrilled with their sound construction and long wear. Scientifically 
designed for growing feet. Complete line of Goodyear 
Welts and Compos in widths A to D, carried in stock. 
Nationally advertised in your customers’ favorite magazines. 
For full information and catalogue of this fast selling line of 
STYLE 886 me, . styles for infants, children, misses and big boys, 
Moccasin Toe : : ae 
Blucher Oxford : write today to Rough Rider Division, 


Cannon Shoe Company, Baltimore 17, Maryland. 


Smart and Sturdy Shoes for Boys and Girls 


ROUGH RIDERS 


CANNON SHOE COMPANY, BALTIMORE 17, MARYLAND 
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— a leather finer and 





better than Kidskin. Impos- 
sible, of course! That’s why 
Dunhood Leathers strike a 
responsive chord with 
women who desire foot- 
wear with a truly luxurious 
look.. supple beauty .. fine 
grain..clear color..and with 
outstanding quality which 
assures a long life of unin- 
terrupted comfort. 


: Leathers { 
Allen & Stis 
1433 Locust St. 


MILWAUKEE 4 
C. E. Becker & Co. BLACK GLAZED KID 


647 W. Virginia St. 
CINCINNATI 2 BA ACK S£VEDE KIS 
W. D. Cost & Company 
307 E. 4th St. 


SAN FRANCISO 3 
MacPherson Bros. Leather Co. 
730 Mission St. 
NASHVILLE 3 5 | 5 


Horace H. Beaven Co. 
3rd Nat. Bank Bidg. ESTABLISHED 1870 
HANOVER, PA. 


McClarin—Bedford 240 W. SUSQUEHANNA AVE,, PHILA. 22, PA. 83 SOUTH STREET, BOSTON 11, MASS. 
Hoffman Bldg. 














Sales bgencies: \ 


ST. LOUIS 3 
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te 
world of 
fashion 
looks to 


style deminancy 
and 


dependability 








Invites 
America’s 

most alert 

Shoe merchants 





to the NATIONAL SHOE FAIR 
in CHICAGO HOTEL STEVENS, ROOMS 603A, 604A, 605A, 607A, 609A 


OCTOBER 25 THROUGH OCTOBER 28 


For spring, 1949, Vitality brings vou a tremendous opportunity 
to extend the scope of your market. Vitality stvles the ‘Spring Look’’ in shoes 


of noticeably finer quality, in types for every feminine activity. 









Vitality puts the impetus of powerful ‘‘Cosmetic Effect”’ 

advertising behind your promotions. See how the 
Vitality merchandising campaign is 
making already famous Vitality 


Shoes all the more desirable 






STHUMUCH 





to your present customers 


and to new 





customers. 








NATIONALLY ADVERTISED IN 

LIFE, LADIES’ HOME JOURNAL, 

GOOD HOUSEKEEPING, COSMOPOLITAN, 
MADEMOISELLE AND SEVENTEEN 





more~- for “your -customers ’- money shoes 
mean more regular customers for you 
Vitality Open Road Shoes for Outdoor and Campus Wear « Vitality Shoes for Children 


Made by America’s Largest Shoemakers 
VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO 


178 Coot and Shoe Recorder ¢ 











ON DISPLAY 
HOTEL STEVENS, CHICAGO 
OCTOBER 25-28 





Exciting as modern best-sellers, 

yet with the timeless beauty of the 
classics you enjoy reading 

over and over! Peacock tells the 
interesting Spring '49 fashion 

story in a dramatic manner. Each 
beloved Peacock style will 

be as treasured as a ‘‘first-edition”’ by 
smart women everywhere! Each 
beautiful shoe means extra 

sales for you! Bank on Peacock for 
“ART IN FOOTWEAR” 


BOYD-WELSH. INCORPORATED e SAINT LOUIS 


October 15, 1948 
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In celebration of our 


50 BIRTHDAY... 


PRC Lock ERI ir oe a 
ce NN 
. é ° ’ 


BRAUER BROS. SHOE COMPANY Te 


proudly presents 


Cadive 


CASUALS 


_a brand new attractive line of casual shoes bearing : 
America’s most famous fashion shoe name to retail at : 


$95 and $995 


You'll share our enthusiasm for this exciting new line. Youthful 
casuals, smartly styled, competitively priced. Manufactured to 
the highest standards of quality and craftsmanship for which 
Paradise is famous. It’s a happy way of celebrating our golden 
anniversary. And it will be a happy day for you when your Paradise 
customers discover that they can now buy casuals, too, bearing 


America’s most widely advertised fashion shoe name. 


BRAUER BROS. SHOE CO., SAINT LOUIS 8, MO. 


You are invited to inspect this new line, together with new Paradise fashion 
shoe styles in the Roosevelt Room of the Morrison Hotel during the Shoe Fair 


C( ») 
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the Lady-Like Look with the Bare-Foot Feeling 
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STEVENS HOTEL, CHICAGO OCTOBER 24 THROUGH 28 


— sy Room 5124—Ray Kohn, Henry Menken Room 5574—Max Abramson, Sam Wolff 


i a Room 513A—Ed Keleher. Charles Censky Room 556A—Lester Seigel, Bill Wolff 
., 4 < 
SHOW G ~ 


Room 515 A—Ed Grierson 


Sheraton Bon Air Hotel, Augusta, Ga November 7-10 
Lankershim Hotel, Los Angeles, Calif November 20-23 
Baker Hotel, Dallas, Texas November 22-25 


WOLFF-TOBER SHOE MANUFACTURING CO. « ST. LOUIS, MO. 
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FOOTWEAR DESIGNED 


SHOWING STEVENS HOTEL, CHICAGO | erred 


\ 
OCTOBER 24 THROUGH 28 \ 
ROOMS 542a, 544a, 548a, 550a, 551a, 553a 
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HEYDAYS are “Sales-getters”’ 


Yes. more and more smart stores are finding that ““‘“Heydays”™ really 
make redietter days ...@QOne store* reports 3854 pair “Heydays”™ 
im six months (that’s 831.500.)...Get in step with the swing to 
“Heydays”™: they'll bring customers to vour store ...They are nation- 


ally advertised. of course. 





HEYDAYS 
2032 Loeust St.. St. Louis. Mo. 


See “Heydays”™ at the Nation- 
al Shoe Fair in Chieageo. Ill. 
Stevens Hotel. Rooms 710- 
Fil and 758. October 25, 
26. 27 and 28. 





“Names furnished on request. 
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pumps 
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not one... not two.. 


ibut 70 styles... 
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js 
for quick deliveny~- for volume sales —- to retail from 95 
The complete line of 
CARMELLETES 
will be on display et 
THE NATIONAL SHOE FAIR 
Stevens Hotel 

Rooms 500, 50la, 504a, 

505a, 507a, 509a 


CARMO SHOE MANUFACTURING CO. « ST. LOUIS « NEW YORK « LOS ANGELES 
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ALLURING FOOTWEAR 





ALLURING FOOTWEAR 


SPRING SHOWING 
se ra at 
Sad National Shoe Fair 





ase 
PASSES 
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Ride tee 


. yo elee as, 
‘Seen in HARPER’S BAZAAR, October issue " Chicago 


ie aias 
(<r ees ae Hotel Stevens + October 25-28 
Rooms: 916A * 918A ° 919A 
Tefporson Cly, Mistow a 920A ° 926A 
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.... CONTINUED 

EMPHASIS ON 

PRICE-QUALITY FORMULA 
RESULTS IN NEW SALES PEAKS 


SPIRALING prices. bulging inventories, decreasing 


unit sales and cautious buying add up to curtailed pro- 
duction at the manufacturing level in most industries. 
Last year’s curtailed national shoe production is but one 
example. Not so in the St. Louis shoe industry, however. 
Production and sales continue to surprise the experts as 
they surge to a height which, if maintained, will sur- 
pass last year's phenomenal record of 96.542.000 pairs. 

During the first six months of 1948. for instance, shoe 
production in the St. Louis District was 5 per cent above 
the production of the first six months of 1947, and 
though figures for late Summer production are not avail- 
able as this is written, indications are that the St. Louis 
shoe industry will close out the year with a pairage 
approaching 100 millions. 

Franklin J. Cornwell, president of the St. Louis Shoe 
Manufacturers Association, explains St. Louis’ enviable 
position in the shoe industry in these words, “St. Louis 
manufacturers have geared their operation to supply 
shoes to the market with the greatest demand—the mid- 
dle market. The consumers comprising this mammoth 
market do not want to buy either the most expensive or 
the cheapest footwear. They want quality shoes with 
style-right features at a middle price.” 

Another explanation of St. Louis’ continued pros- 
perity is that the producers here have not cut corners to 
do the job. They have not lowered quality and they 
have not reduced prices. Rather. they have maintained 
their standards and have continued to promote branded 

[TURN TO PAGE 189, PLEASE] 
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FRANKLIN J. CORNWELL 


Brown Shoe Co., President, St. Louis 
Shoe Manufacturers Association 


OTHER ASSOCIATION OFFICERS 
A. J. BRAUER, JR. 


Brauer Bros. Shoe Co. 

First Vice-president 

FRANK FREUND 

Roberts, Johnson and Rand Shoe Co. 
Second Vice-president 

A. V. WHEELER 

Pennant Shoe Co. 

Treasurer 


ARTHUR GALE 


Secretary-Manager 


BOARD OF DIRECTORS 
JAMES S. LEGG, Chairman, 


Moulton-Bartley, Inc. 
H. H. RAND, International Shoe Co. 


JULIAN SAMUELS 
Samuels Shoe Co. 


A. C. FLEENER, Brown Shoe Co. 


M. A. STEIS 
Spalsbury-Steis Shoe Co. 











Pennant Shoe Co. 


J. W. DREW 

E. C. THORP 

A. C. YUKON 
E. M. ROGERS 
A. V. WHEELER 
W. H. VIRGILIO 


P. J. SMITH 


You are invited to: 
ROOMS 732-737 

755-56-57 
HOTEL STEVENS 
CHICAGO SHOE FAIR 
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The World of Fashion 
Looks to St. Louis 


[CONTINUED FROM PAGE 187] 


their standards and have continued to | 


promote branded merchandise. 
While manufacturers have, in some 
instances, introduced new lines in lower 


price brackets many of them also have | 


introduced new patterns at slightly 


higher price levels. And though the | 


market has opposed price increases con- 
sistently, it is true in St. Louis as in 
other shoe producing centers that prices 


have continued to spiral upward along | 


with other commodities. 


Thus it becomes clear that St. Louis 
manufacturers have used no magic or | 


sleight-of-hand in finding a market for 


such a gargantuan production. While, | § 
cbviously, many reasons can be given | § 


for the enviable record of the St. Louis 


shoe industry, the words of the sales | § 
manager of one of the leading pro- | 


ducers of women’s style footwear pre- 


sented, we thought, one of the best ex- | 


planations. 


He said, “St. Louis manufacturers 
have put more into the shoe business 
since the end of the war than the aver- 
age manufacturer and last year it be- 
gan paying dividends in a most positive 


manner. Manufacturers in St. Louis,” | 


he continued, “are still putting more 
into it than many of their brother man- 
ufacturers in other areas, and for that 


reason I believe they will continue to | 


reap greater benefits this year and in 
the years to come than the average 
producer.” 

“By putting more into it,’ he ex- 


plained, he meant that manufacturers | 


in this area had not been content to 


rest on their past performance. When | 


decontrol became a reality, he pointed 


out, the St. Louis shoe industry “tooled | 
up” for the future, and it didn’t spare | 


any expense. 


Manufacturers made it clear to de- | 


signers and stylists that they wanted 
a new product. They swamped last 
manufacturers with orders for new lasts 
and they loaded pattern companies with 
such a call for new patterns that the 
latter concerns still haven’t caught up 
with the demand. This program might 
be considered bad business from the 
standpoint of net profits. It has meant 
that a sizeable portion of the ready 
cash, especially among the smaller man- 
ufacturers, has gone back into the busi- 
ness rather than being divided up 
among the stockholders as dividends. 
But from the standpoint of a long 
term investment, St. Louis producers 
agree, it has been, it is, and it will con- 
tinue to be sound business policy. 


By investing in the future, St. Louis | 
manufacturers emphasize, they have | 
strengthened their position competitive- | 
ly. In contrast to former years, they | 
have been getting more than their share | 


of the available business. 


To accomplish such a job manufac- 


turers have had to do more than put 
[TURN TO PAGE 210, PLEASE] 
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THE ONE © 
rs 


NATIONALLY ADVERTISED STYLE- 
QUALITY SHOE PRICED FOR THE 


GREAT MASS MARKET 


Don’t miss seeing 
the new Velvet Step 
line at the 
National Shoe Fair 


STEVENS HOTEL 
Rooms 755a 757a 
756a 758a 
As Presented 
in Redbook, 
Modern Screen, 
Charm and = 
Woman’s 
Home 


Companion 


MEDI 


modern screen: 


14)\ PA\o 
7 yy uF 


a 
¥ 


A ee 


4. 


Manufactured by 
PETERS SHOE COMPANY 
Division of INTERNATIONAL SHOE COMPANY. St. Louis 





and Light .oxin wee sone 


Opened-up casual sandal 
in gunmetal patent on 
10/8 teedze: Trim Tred. 


“ Soft toe grey suede 
““twO-strap with suede- 
‘covtred buttons on 
“90/8heel ;: Naturalizer. 


14/8 wedge combining 
beige suede with brown 
kid heel, platform and 
straps, in asymmetric 
double strap; Burkart. 


Two-eyelet softie in 
smooth red calf on 13/8 
heel; Queen Quality. 


* Soft toe ghillie 
loop tie on 13/8 
wedge, combining 
cinnamon suede 
with smooth brown 
wedge and saddle; 
Bare-Foot — Origi- 


Bronze cobra san- 
dal on 12/8 wedge, 
open toe; Risqués. 


Two-strap button shoe 

in green calf with soft 

toe on 10/8 wedge; 
DeLiso Debs. 


Sling in navy blue 
suede combined with 
two tones of grey on 
lattice treatment; 8/8 


heel: Hevdavs. 


Ankle strap on 
opened-up low-cut 
shell, 8/8 wedge 
heel; Tantalizers. 

















EARLY ST. LOUIS LINES THE growing interest in the 
“softie” shoe is big news in 
the St. Louis market this 
year. The closed shoe with 

Instep strap decora- soft toe, soft back, or both, 

soe, creer is an industry answer to con- 

medium Louis heel: tinuing consumer demand 

Rice O'Neill. fer the comfort and free- 

dom of open toes and sling 

~~ a backs. Even kinder to the 

step in black suede foot are these new soft con- 

sling; Life Stride. structions with no toe boxing 

and no counters or very soft, 


light ones. Glove-like is the 


} ee best description for these 
mtef haps Whth?g ty 1Y, ann turn shoes. At present made most- 
; ly on low heels. 14/8 and 
™ down, this construction has 
Lng ‘ been put into casual (ex- 


pected to continue to be very 
strong), tailored and even 


a eee jaep ae Ses. New slimmer last, fea- 


. ssy types 
o- Key ay Ant TN uvtual déudile tattep somewhat dressy types. 
ing of opened-up strap shoe in gunmetal There is continuing stroag 


bootie, 22/8 Louis ‘ape, = ow he heel ; demand, it should be noted. 
heal; Ponnent. ; for low heels, wedge or out- 
side, in these three cate- 
gories. The demand for 
lighter, softer shoes has also 
extended to welts and manu- 
facturers of these shoes have 
been busy lightening the 
Natural crepe sole, to soles and shanks, making 
ph se yy ee ay a Solid rubber crepe sole on then more flexible as well as 
ankle strap softie with peas ga man unlined 
inside arch, leather : , ‘ 
sock lining: San Loo. 


lighter in fact and in appear- 
ance. 

Also very much in the 
news for Spring are rubber 
crepe soles. Getting off to a 
very good start this past 
Summer, they will be found 
not only in sport shoes, 
where they have always been 


Lethe Soles Staging Comeback sie nr cana we 


for Spring is the growing 


Natural crepe sole on five- importance of instep strap- 

et Ficak moded to be found in many other 

to welting; A “Dubl Dek” versions besides the current- 

eZ crepe by College Hild Sports. ly popular single atte set 
C43 SS =quarely across the instep on 
i Bilis Gassic, the a simple closed pomp shell. 
untrimmed opera 

pump, shown here 

with elasticized vamp. 

Background sketches by new and longer Igok- 


Dunbar Pattern Co. ing, on 22 6 heel: 
Carmelletes. 








GY 
Uy field 


By 
JEFFERSON 








ROOMS 
818-819-820 
and 826... 
HOTEL SM “ES 
‘STEVENS, 3 ate «<2 > 
CHICAGO | a 


/ 










Lee Johnson cibewar ete Room 818 


fefforon Shoe Com/ 
FOLZJECOCCHE FHA0€ company Joe Reinhart ..... . Room 819 
x Frank Brooks... . . Room 819 
: 2 a Bill Heaton... .. . Room 820 
: . Ed T. Jones..... . Room 820 
DIVISION INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MISSOURI Arthur Brown .... Room 826 


Charles Pennington... Room 826 
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You'll see them at the National Shoe Fair é 
america's 


most 





comfortable 





casual! 


TO RETAIL FROM 


95 1 ()” 
to 


enn WET CUATDYT oO WEST BALLROOM, WEST ASSEMBLY ROOM 
aL Y¥: ft ‘ S HOTEL Sra Floor AND PRIVATE DINING ROOMS 8, 9,10  . 
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SUPPORTED BY CONSISTENT ALL-YEAR-KOULND NATIONAL ADVERTISING 


HAMILTON SHOE CO.. SAINT LOUIS 








oft and Light reins ins s04 
Varie 
Diohping 
tyle Afipes 
of Pum) 


White suede com- 
bined with black 
calf in new loak- 
ing spectator sling 
on 22/8 Louis 
heel: Paradise. 


Blue suede open toe 

pump with ornament 

piped in white, 23/8 
heel; Valley. 


Patent leather lattice 
vamp pump with new 


slender 


heel: 


T wo parallel 
strips of leather 
give Spring 
feeling to closed 
shell pump. 
Johansen. 


Background sketches by 
Dunbar Pattern Co. 


Slender-toed Colonial buckie 
pump in black muted finish kid 
on 21/8 heel, buckle of silver 
oxidized metal; L. J. ONeill. 


lines, 24/8 
Paramount. 


Cutouts ope 
the vamp of @ 
heel bronze’ 
closed ui 
Rhythm 


Black mat kid draped 

across vamp through 

gunmetal ornament 

with matching gun- 

metal platform. Glam- 
our Shoe. 


21/8 wedge heel on 
open toe sling, to be 
varied with different 
ornaments. Jacqueline. 




















IN EARLY ST. LOUIS LINES 


The Pump, “Still Queen of the Shoe Fashions” to Quote One Style Authority. Has 


Many Interpretations This Year. So Show and Sell a Pump Wardrobe. Straps, Too, 


Are of Many Kinds, Designed to Please the Taste of Many Different Customers. 


Light Dainty Types Shongly Stressed in-Shaps 


“Instep anklet,” new kind of Navy blue suade ankle strap 
: . 9° jit 

anklet and new interpretation of on 23/8 heel, with closed 

Slender toe and 21/8 French Louis toe, the wrap-around strap 


spectator strap. Penaljo. heel, new style trends in black in gold kid; Peacock. 


suede sandal; Grace Walker. 


Double ankle and 

back straps, style fea- 

tures bf black suede 

sandal on 21/8 heel; 
Air Step. 


Grey suede combined with gun- 
metal patent leather in ankle strap 
23/8 curved heel. 5/16 of an on 18/8 wedge: Deb. 
inch platform on patent leather 
ankle strap with opened-up 
vamp; Voguaire. 


Instep strap stitch; 
ed to match stitch 
ing on /vamp, me- 
dium /heel _ style 
shae; Jolene; 


16/8 Louis heel, feature of this 
one-strap with interesting scalloped 


top line; Vitality. Closed slim vamp, very open back, 


22/8 French Louis heel, style fea- 
tures of black suede sandal; Vel- 
vet Step. 





Betty Jones was one of the market's 
first examples of a young designer 
employed to design young styles. Dis- 
covered by International Shoe Com- 
pany while taking a fine arts course 
at Washington University, she has as- 
sisted Hugh Crull in designing the 
Roberts. Johnson & Rand. Friedman- 
Shelby. and Peters lines. 


ae 





Tom Gorgas. designer at Brauer 


Brothers Shoe Company, outlines neu 


design on last before cutting pattern. 
One of the industry’s outstanding de- 
signers. he received his training 
under John H. Dunbar of Dunbar 


Pattern Company. 


DURING his last trip to St. Louis, Maurice Chevalier 
is reported to have said, “Ze American girl, she is like 
ze wheat—there’s always a new crop coming on.” Had 
the talented French entertainer been talking about 
St. Louis shoe designers instead of the American girl 
he still would have been accurate. The St. Louis shoe 
industry for a decade has been seeking and taking on 
new designers as fast as openings have developed. 

For the past two years, new blood joining style de- 
partments has closely paralleled graduation time at 
Washington University, where the St. Louis Shoe Man- 
ufacturers’ Association sponsored shoe design class has 
become a permanent fixture of the Fine Arts School. 


Betty Ann Kane, senior at Washington University School of 
Shoe Design, worked this Summer at Boyd-Welsh, Inc. getting 
practical experience to prepare for a career as a shoe designer. 


: 
































bi 


“ 





While the continuous influx of new blood into the 
industry makes jobs for ambitious youngsters. justifi- 
cation for the movement can come only from the return 
in hard cash and increased consumer acceptance of 
St. Louis made shoes. The constant forward movement 
of this market during the past decade. however. from 
the standpoint both of its position in the style field and 
of increased production, leaves little doubt that the part- 
nership with youth has paid off. 

In making the partnership pay off, however. St. Louis 
manufacturers have not gone overboard in accepting 
the ideas about styling of its youthful designers. Instead. 
it has disciplined its production to the salable. It has 
blended young talent with seasoned methods in stvling. 
pattern making, model cutting. last making. shoemaking. 
merchandising and fashion coordination. 

It has welcomed new ideas. It has reasoned that the 
ideas of the college girl or young man fresh off the 
campus are worth listening to. but at the same time the 
industry has placed a restraining hand on the impulsive- 
ness of its young blood. 

Actually the young designers continue their education 
when they first join a shoe firm. for they are usually 
fortunate enough to work under men behind the real 
style development of the St. Louis market. This has 
given them the advantage of counsel of builders of 
seasonal lines. merchandisers and sales managers and. 
in many instances, heads of shoe manufacturing com- 
panies. 

Outstanding among the industry's young designers 
are both men and women. Rhythm Steps, for example. 
are designed by Jennie Bolatto. still in her twenties. 
Upon graduation from school. she worked briefly for 
a pattern firm, then served as a draftsman at Curtiss- 
Wright during the war before joining Johnson. Stephens 
& Shinkle. 
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Ruth Klump, fashion coordinator for 

Valley Shoe Company, works out special 


promotions, helping retailers link Valley 
design to the fashion picture. 


Ruth Bringer, latest addition to St. 
Louis’ corps of shoe designers, joined 
Rice-O’Neill Shoe Company following 
graduation from Washington University 
School of Shoe Design last June. 
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results a _ control over a!! 
operations i specialized plant d 
making Clinic ese “tuclesively. Pro- Ly 
duction is steady, shoemaking is y 
skillful, inspection is rigid. Every 
pair comes through clean. 











Clinic Shoe ‘‘comfort'’ is paramount. 
Every size, in or width, hes a 


because 
ine cut tds Oe at ce ee plus 
our insistence that Clinic dealers 
maintain adequote sizes. 





Clinic Shoe prices cre kept at the 

lowest mage levels due to ou- 

- ag policy cffecting our — 
purchases, 


methods, our 
carried in stock. No waste is per- Y 
mitted. 


FA 


Same Price—Same Terms to All Accounts 


TO RETAIL: si i nd 98> 
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ON DISPLAY—ROOM 881 
PALMER HOUSE 
NATIONAL SHOE FAIR 


BUYWORDS for One of 


America’s Most Profitable Franchises 


To the seller they are Big words in volume and good will. 
To the Buyer they are big words in fit and satisfaction. 
Every day more and more “Women in White” say: “Clinics 


—of Course!” because they are America’s most obvious shoe 








value. 
The franchise may be available in your locality. Write 
us and our salesman will call—no obligation. 
DIVISION OF 
"1 — . re . _ . 
THE JUVENILE SHOE CORPORATION 
OF AMERICA 
Tenth Floor—Shell Building—1221 Locust Street. 
Saint Louis 3, Missouri 
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NOW! 
IN STOCK 











SADDLES AND 
MOCCASIN OXFORDS 


IMMEDIATE DELIVERY 






















Style #524 MASTER Pattern saddles 
... Brown and white, white rubber 
sole and heel. Tech last. 

Style #521 Same shoe in black and 
white. 
Style #813 FLEXCRAFT Brown an- 
tiqued moccasin Blucher oxford, kicker 
back, oak finish Avonite Sole. Parkway 
last. 


T0 
RETAIL 
AT 





SIZES 
SADDLES FLEXCRAFT OXFORBS $695 
AAA .. 54 to 10 AAA ....6 to 
AA .. 44 to 10 Me..<«63 Oo 
A..4 te 10 A . - 4% to 10 
B..3 010 B....3%1010 
C..3 te 8 Ssons? Oe 


Extra charge ...10¢ per pair on 
orders under 6 poirs. 


All orders and inquiries 

should be addressed to 

1523 Washington Ave., 
St. Louis 





SEE US AT THE 
NATIONAL SHOE FAIR: 
STEVENS HOTEL 
CHICAGO, Oct. 25-28th 
Room 628—Bill Schiller and Dick 

Phipps 


Room 629—John Powers 


Room 632—Dean Phipps and C. J. 
Hutchison 


Room 637—Gien and Connie O'Brien 


Room 639—Normean Canty and M. A. 
Steis 


Room 640—Dallas Neeley 
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Specialists in Sandals Exclusively 


SANDAL-~-CRAFT, INC. 
Syndicate Trust Building 
St. Louis I, Mo. 





EXCLUSIVE 


SANDAIL~CRAFT 


CREATIONS 









GRACE WALKER 1S WINNING 


.. bhe Feminine Vole 


Customers who want style but are very conscious of 
price are going for Grace Walkers. Presented in a 
complete range of sizes, patterns, and types, 
Grace Walkers offer you the right in-stock fill-in line with 
which t6 satisfy today’s market. Nationally advertised, 
and styled with the distinction of much 
costlier shoes, Grace Walkers are made to sell 
profitably in the $7.95 to $10.95 retail price field. 


If you’re interested, write us. 


x! National Shoe Fatr ; : 
a Te 


Holel Hlevens—Chicage 
Kh] Cclober 25 fo 28 


MAN-SHELBy’ 


FRIEDMAN-SHELBY - INTERNATIONAL SHOE COMPANY « ST. LOUIS 
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4 GREAT BRAND NAMES 


Nationally Advertised... 
in National Demand! 


Here’s a family of famous nationally advertised 
brands that offers you and your customers out- 
standing quality and value, dollar for dollar! 


Come see the smart RAND shoe... which has 
built such a tremendous following in such a short 
time (and see why)! Look over the new RAND 
Jrs. for growing boys (a natural for extra profits). 


Don’t miss the versatile TRIM TRED Women’s 
line... complete from high-style patterns down 
through classics, comforts and casuals. You'll see 
the kind of styling and smart new features you 
and your customers have been asking for! 





Take a long look at POLL PARROT, the national 
favorite for boys and girls . . . still leading the field 
in every way... the line mothers everywhere call 
for and profit-minded dealers feature! Rounding 
out the picture, there’s POLL PARROT’S up and 
coming big sister line, POLLY DEBS, the shoe 
that’s tailored to the teen market. 


The whole Roberts, Johnson & Rand family is 
waiting to meet you, all dressed up and tailored 
to your customers’ needs and your profit picture. 
Pay us a visit at the Stevens Hotel and see how 
profitable one-source-buying can be! 


Roberts, Johnson & Rand 
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FOR PROFITABLE 


| _ONE-SOURCE-BUYING 
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AT 
NATIONAL SHOE FAIR 
CHICAGO 
October 24th thru 27th 
STEVENS HOTEL 


ROCMS + 517A + 519A + 520A 
521A « 524A « 526A 














AP. a9 


All over America millions of young 
women are looking for smart shoes at 
budget prices... that’s why so many are 
wearing JOLENE Hollywood Inspired 
Shoes. This huge mass market recognizes 


JOLENE Shoes as one of America’s outstanding shoe values. 


It’s easy to see why JOLENE’S consistent advertising 


in the nation’s leading magazines reaches millions of 


price-conscious women. Here’s your opportunity to 


make this mass market your market; feature JOLENE 


Hollywood Inspired Shoes. 
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TOBER-SAIFER SHOE MANUFACTURING COMPANY - SAINT LOUIS — 
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Day after day, more and more women turn 
to JOLENE Hollywood Inspired Shoes. 
They have been pre-sold by powerful, 


consistent advertising. For more than 

















twelve years this advertisiag has been 





read by millions of women looking for 
smart shoes at budget prices. 


The JOLENE trade mark is imbedded in the minds of this 
huge mass market. They know it’s a brand they can trust for 
outstanding value, styles right up to the minute and modest 
prices. It’s easy to build repeat business with JOLENE 
Shoes. When you feature these famous Hollywood styles 
brand conscious women in your community will come 
in again and again and ask for their favorite-JOLENES. 
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Falls Faunrite 
Feahiow Mews 


COLORS in “ 
Auenican Bex ll 


Prim’s fresh new hosiery promotion—AMERICAN BREAKFAST 
COLORS—continues to be the favorite menu for extra sales and 
hosiery profits this Fall. It’s been welcomed by both consumers 
and dealers as the brightest new idea of the season. 


There’s a warm appeal in the new PRIM shades which has cap- 
tured the fashion fancies of smart American women. They’re de- 
lighted by color names which actually mean something to them. 


Response to the AMERICAN BREAKFAST COLORS campaign 
thus far has so exceeded every expectation that we are unable to 
accommodate any new accounts. However, if you are interested inal 
in a dealership in the future, please let us hear from you. Hii 


mode mild, 


PRIM HOSIERY, INC., Chester, Ill. + Chicago Office, 300 West Adams 
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SUPERIOR IN THEIR GRADE 


2 BASIC WELTS offered 


6139—SADDLE TO RETAIL AT $6.95 
White elk tannage leather vamp and quarter 
with turftan kip saddle and backstay, 4 large 
eyelets, through white leather welting, celastic 
box toe, lily sheep quarter lining, 12 iron white 
rubber sole, 7/8 white wedge heel. 













The two basic welt styles illus- 







trated are now carried in stock. 
We invite your trial orders for 
comparison. Your inspection will 
show that the designs of the 
lasts, the fit and the quality of 
* these shoes are superior in their 
ec grade. Write us for details on 
stock operation suited to your 


own merchandising requirements 


—or see us at the show. 
Es) 


IN-STOCK SIZES 


OF BOTH STYLES: 
AAA 6 —10 


6140—MOCCASIN TO RETAIL AT $6.95 


Brown elk tannage leather, five eyelet 
Oxford with genuine Goodyear stitched 


Moccasin, mahogany leather welt, natural F AA 5 —10 
neolite sole, leather and composition 8/8 & A 4%2.—10 
rainbow heel with brown uskide top-lift. = B 3%—10 
md Cc 3'%2—10 
@ 
SEE THE NEW LINE AT THE SHOE FAIR 


Palmer House, room 962W 


Hotel Stevens, 
rooms 713A —714A —715A 


i= COMPANY 
KEOKUK, IOWA 
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of, 


_ 
pens 
point to 


smart footwear 


by Shu-Stiles 


samp » “~. Head for Shu-Stiles. Headquarters for 
sie Tal , Spring’s fastest-selling footwear fashions 


“~~ At The NATIONAL SHOE FAIR 


HOTEL STEVENS - CHICAGO - ROOMS 803, 809 
SHU-STILES INC. © 1214 WASHINGTON AVE. © ST. LOUIS 3, MO. 
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“Half the Fun of Having Feet’ for Young America since 1907 





Are you cashing in on this tremendous flood of Red Goose 
advertising? Over 68,000,000 ads in 82 magazines 
and Sunday newspapers, many of them appearing; right 
in your own trading area, are pre-selling American 
+ boys and girls and their parents on ine fit, aie 
comfort, dong weatjaind smart stylesof Red "Goose Shoes. 
en the kind of sales assistance you can always 
count on when you sell Red Goose Shoes. If 
you're interested, we'll be glad to hear from you. 


Hotel Stevens, Chicago « Oct. 25 to 28 for BOYS and GIRLS 


RED GOOSE DIVISION « INTERNATIONAL SHOE COMPANY ° ST. LOUIS 
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INFANTS’ and CHILDREN’S SHOES GIVE YOU. 






No. 900 — White 

No. 901 — Baby Blue 

No. 902 — Baby Pink 
Sizes 0-3 


100% PURE PRE-SHRUNK FELTS 
All Hand Embroidery 
Styled on wall toe lasts. A beautiful shoe 
with pinked sole, uplift counter, top band, 
side stay and felt sock liner, plus added 
feature of rubberized removable insole. 
— in regular or attractive acetate gift 
x. 


Nos. 401 ond 401P* * 
Nos. 501 and 501P* 
Sizes 1-4 


ALL LEATHER WASHABLE ELK INTERMEDIATE 
A “must” in every Infants’ 


Department. 
Made on a special chubby last with our 
uplift counter and wide throat for easy 
fitting. All numbers are same style, differ- 
ent quality leathers. 
*Perforated Vamp 





MARY JANE WITH BOW 


— for eye appeal as well as perfect fit. 

7 erm quarter lining. Nylon French 
Cond nd Adjustable strap. A beautiful 
shoe, expertly made. 


See Our Seautiful, 





COMPLETE IN STOCK. 
SERVICE 


All styles in stock at all times ready for 
immediate delivery on all orders—large | 
or small. Use our in stock department 
as your warehouse and keep your inven- 
tory small but complete for more sales. 


HIGH STYLES THAT 
CATCH THE EYE 





The World of Fashion 
Looks to St. Louis 


[CONTINUED FROM PAGE 189] 


better styling into their product and 
maintain the quality of former years. 
| They have had to gear their operation 
to a high break-even point and exploit 
every avenue of promotion. They have 
had to confine the bulk of their produc- 
tion to the volume price bracket in qual- 
ity shoes for men, women and children, 
and to maintain a continuous campaign 
in the trade and consumer press on the 
merits of branded merchandise. 

A quick glance into the history of 
shoe manufacturing in St. Louis, how- 
ever, shows that the market’s steady 
growth and expansion has been in the 
making for many years. 

In 1880 St. Louis produced approxi- 


| mately a million dollars worth of shoes. 


Happy Go Lucky’s wide range of beau- | 
tiful styles do half your selling job. | 
Styled to please every mother and child. 
All Happy Go Luckys are made by us, 
guaranteeing identical shoes on all re- 
orders. 


MEDICALLY CORRECT FIT 
MEANS REPEAT BUSINESS 


All Happy Go Luckys are made on mod- 
ern, medically correct lasts in a full | 
range of sizes and widths. Customer | 
satisfaction is assured by quality mate- 
rials and workmanship. 





NATIONAL ADVERTISING TO | 
HELP YOU SELL | 


Our aggressive advertising program di- | 
rected to mothers and doctors gives | 
Happy Go Lucky Dealers a definite ad- 
vantage in sales. Day by day, more 
mothers are asking for Happy Go Luckys. 


| 1946, yet St. Louis was 


ADVERT! StD 


AMER CAN MEDICAL 


APSOCIATION 
PUBLICATIONS 


OUR ST. LOUIS SHOWROOM | 
Ground Floor 

1307'2 Washington Ave. 
IS MAINTAINED FOR YOUR CONVENIENCE 


Complete Line 


in Rooms 707-708 Stevens Hotel. 


or send for catalog showing all styles, sizes | 
and prices | 


ED WHITE JUNIOR SHOE CO. 


MILL STREET 
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| cent of the national output. 


| duced in America. 


At the turn of the century the volume 
had grown to $22,688,044, or 8.6 per 
By 1905 
the dollar value had risen to $33% mil- 
lions, 10.5 per cent of the national out- 
put. In 1914, when World War I broke 
out, the St. Louis shoe industry produc- 


| tion totaled $57 millions, or 11.4 per 


cent of the national total. 

Today 145 factories, employing 62,- 
500 craftsmen, turn out half a billion 
dollars worth of shoes annually—more 
than one-fifth of all the footwear pro- 
A substantial part 
of the increase has come during the last 
10 years. In 1937, the market turned 
out 64,197,000 pairs. In 1947 the pair- 
age reached 96,542,000. 

When the U. S. Department of Com- 
merce released comparative figures for 
1947 for the nation and for St. Louis 
District production, national produc- 
tion had dropped 14.8 per cent below 
7.4 per cent 
ahead. 

Besides its growing emphasis on high 
style footwear St. Louis’ long range de- 
velopment has arisen from its geo- 


| graphical convenience, the integrity of 


its industrialists, and its almost unbe- 
lievable diversity of footwear. 

The new bowling sandal, the latest 
orthopedic development, specialized 
work shoes for carpenters, steelwork- 
ers, electricians—they’re all made in St. 
Louis in addition to its regular lines of 


| shoes for men, women and children. 


| St. Louis Store to 


Have Style Seminar 


St. Louis—Meade McCain of the 
| Swope Shoe Co., here, has announced 


| that Miss Joan Gardiner, publicity di- 


| rector of the St. Louis Fashion Cre- 
| ators, an organization of the St. Louis 


| dress industry, will conduct an informal 


PARAGOULD, ARK. 


style seminar for sales personnel of the 
store. 

She will present to them an overall 
picture of fashion and point out the 
importance of coordination. 
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k- Bigger Business for You: with Conformal, 

t. you are in a class by yourself in service to 
active men aud women. Only with Conformal 
can you offer the comfort feature of the built-in 
plastic insole. No other shoe has it! No other 
shoe can have it! It's an exclusive, patented 
Conformal shoe feature. 





Better Business for You: with Conformal, you 
have a gold mine in the best type recommended 
i- and repeat trade. 


ry 


we'd be pleased to talk with you at the fair 


e&&m F 


made by the world's largest shoe manufacturers 


CONFORMAL SHOE COMPANY, 


oe 


St. Louis 3, Mo. 
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BRANDED 
SHOE JOBS 


A most unusual selection 


} 
| 
4 


, “SN 


SS eae” 


of new, clean, current 
shoes especially suited 





e for promotions. 


ON DISPLAY NATIONAL SHOE FAIR 


i. 1, ee \N. 





Morrison Hotel 


ROOMS 968-969 


Quality Shoe Jobs since 1932 


Z SCHNEIDER 
Shoe Co. 


1408 Washington Ave. St. Louis 3, Mo. 
HE” KN -” 


“aa 


AN 











port 
hoemakers . 


Inc. 


831A 


STEVENS HOTEL 
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come to Rooms 657-8-9 for a peek 
at the smoothest sales builder in 
the children’s shoe business... 

see how Step Master’s unique 
Window-Fit* system makes accurate 
fitting simple, and positive... wins 

and holds new customers for 

other merchants like you. 


ROOM 657: L. J. Raymond, Martin Phelan, 
A. J. Munch, R. T. Clingingsmith 
ROOM 658: Roy McCracken, Bernie Signor, 
Mike Harris 
ROOM 659: Ed Keleher, Bud Ludwig, 
Wm. Lampe, Jack Slobodien 


this is the most “worth-looking-into” 
window in the Stevens! 


(National Shoe Fair, Chicago} 


Stepan? 





FOR CHILDREN 


STEP MASTER SHOES (ores? 


*Reg. U. S. Pat. Off. Window-Fit System U.S. Patent No. 1752254 
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at the 
ONAL SHOE FAIR | 









CHICAGO 
, 25th thre - 


TEL 8A 
” STEVENS pen renee 
Roo - 





PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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NOW MORE THAN EVER 


IT'S A CINCH 
WITH CINCH! 


The Shoe Polish Of Satisfaction 


Now you can sell Cinch in o 
NON-TIP Squat Style Bottle 
which instantly improves the 
all-cround appearance of the 
package. But inside, it's the 
same tried and true Cinch, 
exactly the same in Quality 
and in Quantity. Cinch is 
America's family shoe polish— 
Mother's “friend in need" in 
her battle to keep Junior's 
shoes neat and scuff-free. 


AVAILABLE 


1N 
ALL COLORS 





SHOE POLISH || 
SHAKE WELL 














SHOE DRESSINGS INC., 
NEW YORK 3, N. Y. 


Swank 


61 EAST 11TH ST 














YOUR BEST BET 
FOR GREATER 


GERDA 


Ne. 9886 Men's Genuine 
Shearling Lined Boot. 
Bark Tan. Hard Leather 
Sole. Full Sizes wee" 






3.25 


We.9885 Women's 
—Same as above 
Full Sizes 4-9. 








No. 730 Men's Opera, 
Dork Brown Genuine 
Shearling Lined Hard 
Leather Sole 
Full Sizes 6-12 
$3.25 
Wo. 731 Bark Tan 
SEE US AT 


Shoe Manufacturers Spring Opening 
Hotel New Yorker, Room 707, Oct. 17-21 


National Shoe Fair, Hotel Morrison, 
Chicago, Room 1115 — Oct. 25-28 


GERDA FOOTWEAR 


COMPANY INC. 


IMPORTERS * EXPORTERS 
158 DUANE STREET, NEW YORK 13,N. Y. 
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Shoe Man’s Family in the Orient 


St. Louis—Since their trip to the Orient the word “Para- 
dise” has become more than a brand name to A. J. Brauer 
and A. J. Brauer, Jr. of Brauer Bros. Shoe Co. It’s be- 
come a pattern for living with a setting in the South Pacific. 
It revolves around the leisurely life aboard a luxury liner 
bound for Shanghai and includes tropical breezes, soft 
music, hula dancers, midnight snacks of filet mignon and 
$20 million handmade shirts. 

Accompanied by Mrs. A. J. Brauer, Jr. and Mrs. Virginia 
Mikesell, daughter of A. J. Brauer, Sr., the Brauer party 
sailed from San Francisco June 26 on the S.S. President 
Wilson and returned August 3. While primarily a pleasure 
trip, the Brauers talked with various accounts as they made 
their journey westward and had the opportunity to get an 
on-the-spot view of the shoe business during the Summer 
months. 





While on their trip to the Orient, the Brauers enjoyed 
many exotic meals. Left to right: Mrs. A. J. Brauer, Jr.; 
A. J. Brauer, Sr., Mrs. Virginia Mikesell, A. J. Brauer, Jr. 


In Honolulu, the Brauers reported, the shoe business was 
off during the Summer months, much as it was in the 
United States, despite the impact of the Summer tourist 
trade. The volume price bracket in women’s style shoes 
ranged from $8.95 to $12.95. Shoes of better grades were 
in heavy demand, they learned, especially casuals. 

Remaining in Honolulu only a single day the Brauers 
moved on to Manila. Manila, the Brauers noted, was still a 
shambles from the heavy fighting during the war. The busi- 
ness district was practically wiped out. They also learned, 
however, that the retail business in Manila is fighting game- 
ly for life, even though it is less than 10 per cent restored. 
Lack of space has made rentals exhorbitant. A small shop 
with a 12-foot front and a 20-foot depth rented for $2,000 
a month. A special feature of their tour of Manila was a 
personal chat with President Roxas in the Presidential 
Palace. 

In Hong Kong, there is little war damage. The city is 
well organized. Law and order prevail. Though 99 per 
cent of the population is Chinese, the Brauers opened an 
account for the business potential of its American and 
British residents. 

Most fabulous of any city visited was Shanghai, where 
money is so cheap that you need a wheelbarrow full of it 
to buy a loaf of bread. It was here, A. J. Brauer, Sr. 
pointed out, that he spent $60 million for three handsomely 
tailored shirts made by one of the city’s most exclusive 
shirtmakers. In American money, however, this totaled 
about $12 or $4 each, a nominal price for the quality of 
the product. 

Before returning home the Brauer party also visited 
Japan and was lucky enough to be provided with a spe- 
cially conducted tour of Tokyo, provided by the courtesy 

[TURN TO PAGE 218, PLEASE] 
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You'll want to 


find out all about 


Trimfoot’s exclusive, patented 


elt -lale-loe 


The Growth Register 


that’s selling more 


leimfoot Shoes 
For the Growing Years 


Get full details at the National Shoe Fair 





See: 

Dan Honig, Jr. 
Hi Rankin 

Bill Richter 
Ben Ruff 

and 


The “Trimfoot Twins” 


Rooms 18-19-20 


Hotel Stevens 
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Babys Shoe Wardrobe 






























CURTIS 


SHOE COMPANY 
OF TEXAS 




















Something new, something different, that’s what every 
Mother wants for her baby—CURTIS FOOTWEAR 
for BABYS’ is just that—New and Different. Due to 
a new and revolutionary process of Turning and 
Lasting that is exclusively CURTIS; for that 
snug fitting heel, and raised toe for ample 
room, shoes that are exquisitely styled and 
superbly finished, are now possible. 


Wide-awake advertising 
and promotion are 
making more and more 
Mothers “Curtis Con- 
scious.” So there'll be 
profits for you, if you'll 
get acquainted right 
now with “Curtis of 
Texas” footwear! 


¢: 
> 
4% 


We are confident 
that once Mothers 
have the opportunity to 
see these new and exciting Pa 
styles, your sales of Baby (ie 
Shoes will increase. Pe SN 
Leathers are of Lamb, Kid and a\ WS 
Elk. *\ 

We invite you to our Display room at a, 
the Chicago Shoe Fair—October 25-28, 

and the Dallas Spring Style Show, Novem- 

ber 22-25. 


a 


iy 


ad 


NOTE: Sales are restricted on models 800 to 804 
in Southwestern States. 


“Sandals in Colors of Pastel Blue, 
Pastel Pink, Red, Gold, White.” 


—Immediate delivery— 
For all styles 


CURTIS SHOE CO. of Texas 


1017-19 East Adams Ave. 


TEMPLE, TEXAS 
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Thank you Retailers. 







Your choice makes us 


say: “Orders for delivery 






after Xmas only!” 








THE “INVISIBLE” SHOE FORM! 
FITS ANY SHOE! FITS EITHER SHOE! 


One form for all sizes and styles... casuals, high heels, slings, ankle 
straps, etc. Looks like human foot yet does not hide trade mark on insole! | 


EASY TO INSERT * GUARANTEED UNBREAKABLE 
$1 5.00 per dozen pair. 


(Orders for six pair or less will be sent C. O. D.) 

































See your local jobber or order direct. 


Write for catalog, “MODERN DESIGN ON DISPLAY.” Illustrates individual | ~ 
plastic display fixtures. No obligation, of course. 


ROGER KENT COMPANY... Plcstics 


Zil Se ot. Loui viO 


At the National Shoe Fair 
Rooms 808-809 
Morrison Hotel 


~ 
i wl 












WITH THIS SMART 
WRAPPING COUNTER AND SHOWCASE UNIT 


Streamlined, versatile, LOW-PRICED . ..can be used in varied 
combinations to fit most floor plans. Made of seasoned oak 

panel in a modern, light oak finish. Wrapping counter, designed 
for efficient selling, features: a plastic top for lasting beauty, 






KORRECT-WAY displays I cash drawer, recessed base for easy floor cleaning, large linoleum 
Div. of American Fixture & Mfg. Co | J . . 
2300 Locust St., St. Louis 3, ae ' covered wrapping counter, adequate shelf space for 
Send us full information and prices ; wrapping materials and hinged doors for easy changing of displays. 
on your WRAPPING COUNTER AND 
SHOWCASE UNIT. 
ade CT eh | KORRECT-WAY * 
| SEEN IN THE BEST CIRCLES ver where— 
SIOFE. 2 oo oc cccccccvcscccecece | 
ic cnesrceeen DISPLAYS 
Ctigesch Ce a AMERICAN FIXTURE & MEG. CO. 2300 LOCUST ST. © ST. LOUIS, MO. 


| DISTRIBUTORS IN ALL THE PRINCIPAL CITIES 
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CUSTOMER 
SATISFACT ION 


Texas Made of 
Finest American 
Leathers 


* 


Made on Genuine 
Cowboy Lasts— 
Modified 
for Children's Feet 


* 


Boot shown is 
"Diamond 
Brand" 





V CHECK These Quality Features! 
Made like our finest adult boots with sole leather coun- 
ters ye Welted side seams ye Vamps are crimped %& 
Uppers genuine leather lined, with contrasting top 
beading x Goodyear Welt Process. 

Retail Profitably sf $8.95 (8/2-1!¥2), $9.95 (12:3). 

s only. 
3 STYLES— Heart Brand, Al tn Cross Bar Brand 


2 COLOR COMBINATIONS—slack vamps, red 


uppers, white inlays. Tan vamps, beige uppers, red inlays. 


WESTERN TOE 
Wide, square, western 
toe — dressy, comfort- 






Left boot 








abie 
Heart Brand 
_ 
2 ) Right boot 
a Cross Bar 
Brand 
——, 
FE 
1** COWBOY HEEL 


Well-set, cowboy style, 
i" high 
By Makers of famous Bronco Boots for grown-ups 


Beat Co, 


EL PASO, TEXAS 





The Bronco. « 


1825 MAGOFFIN AVE. 














Shoe Man’s Family in the Orient 
[CONTINUED FROM PAGE 214] 
of an order by General MacArthur. 


nally had been scheduled to meet with other members of 
the Shrine, also on the junket which the Brauers took, but 





View of Hongkong harbor, as if appeared to the Brauers. 
The boats carry streamers advertising hotels. 


his meeting with them had to be canceled. (Members of 
the Shrine who made the trip participated in a ceremonial 
arranged for the initiation of General Chennault.) 


Editorial Outlook 
[CONTINUED FROM PAGE 127] 


what prices customers will pay. 

There are style questions likewise to be determined 
within the next few months on which the National 
Shoe Fair can throw considerable light. What about 
those casual shoes of which the industry has been hear- 
ing so much? It is generally conceded they will play an 
increasingly important role next Spring and Summer. 
But how big will they really be and what casual types 
will enjoy the greatest favor? 

These are all questions that can best be answered when 
buyer and seller meet face-to-face in the personal con- 
tact a great shoe market like this coming Chicago con- 
vention will afford. And, judging from the early fore- 
casts of merchant attendance as well as from the great 
number of exhibition spaces allotted to manufacturers. 
the trade is preparing to make good use of the facilities 
which the National Shoe Fair, as an institution. pro- 
vides. 


New Shoe Department Opened 


SHAWNEE, OKLA.—Greene’s new women’s shoe depart- 
ment opened here recently. Harry Sheftel is the owner. 

A pair of 51 gage, 15 denier hose was given with every 
shoe purchase on opening day. Nationally advertised shoe 
brands are featured. 
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General MacArthur, 
a Shriner of long standing, as is A. J. Brauer, Sr., origi- 
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Chicago — October 24, 25, 26, 27, 28 


Winthrop Shoe Co. « Div: International Shoe Company e« Saint Louis 


4 31) New York Sales Office, Room 914, Marbridge Building 
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See Winthrop’s Line of Leaders SHOES 


i yy PALMER HOUSE — Rooms 828, 829, 806 
| 
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IT’S ELEMENTARY . . . MY DEAR WATSON 


TO FIND US AT THE MORRISON HOTEL, 


ROOMS 1525 


Elementary for us to find you the finest | 
cancellations and jobs (at a price) 


from the nation’s leading sources. 
Just tell us your needs... 
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MM. K WEIL 

e 
1215 Washington Ave., 


Nationally Known for Quality Shoes Since 32 
Sample Rooms — Haes Bidg., Los Angeles; Marbridge Bidg., New York | 








and 1526 










M. K. Weil 
Paul Sigan 
Abe Eisner } 


SHOE CO. | 


St. Louis 3, Mo. | 











Partnership with Youth 
Pays Off 


[CONTINUED FROM PAGE 197] 


Ruth Bringer, more recent addition 
to the industry, has come to the staff 
of Rice-O’Neill direct from the Fine 
Arts School of Washington University. 
Betty Jones. at International, was one 
of the market’s first examples of a 
young designer employed to design 
young styles. She has served for sev- 
eral years as assistant to Hugh Crull 
in designing women’s shoes for the 
Roberts, Johnson & Rand, Friedman- 


220 


Shelby and Peters lines. Tom Gorgas, 
at Brauer Bros., has attracted wide at- 
tention in his work on the Paradise 
line. 

Also developing out of the industry’s 
partnership with youth has been the 
field of independent design or free lance 
designers. Outstanding in this group 
is Alice McCallister, who lists among 
her clientele some of St. Louis’ best 
known manufacturers. 

Fashion coordination likewise has 
come into its own in recent years, an 
cutgrowth of the partnership with 
youth probably more than any other 
factor. Prominent in this phase of shoe 
merchandising is Elizabeth States, for- 





merly with Vogue magazine. She is 
now on the staff of Johnson, Stephens 
& Shinkle, working out special promo- 
tions with retailers and assisting them 
in linking Rhythm Step shoes to cur- 
rent trends in fashion merchandising. 
Ruth Klump serves in a similar capac- 
ity at Valley, while Elinor Bohle re- 
cently has joined the staff of Hamilton 
Shoe Co., handling both styling and 
fashion coordination. 


Build Prestige for Market 


Though St. Louis style manufac- 
turers have stressed the development of 
the designing talents of the younger 
group of men and women, they have 
seen to it that these talents are prop- 
erly blended with a sense of merchan- 
dising value in building their lines. The 
older, more experienced heads with a 
knowledge of style as well as what the 
trade demands have been the real build- 
ers of the fashion prestige the St. Louis 
district now enjoys. Their careful study 
cf the retailer’s problems in relation 
to the shifts in consumer wants has 
brought forth interesting developments 
stylewise. 

For example, as early as the mid- 
thirties the St. Louis market first rec- 
ognized that youthfulness was begin- 
ning to pervade the tastes of the con- 
sumer public, regardless of age. Among 
other things it involved foreseeing the 
tremendous potential in the “junior” 
market, a market now including women 
of sixty as well as girls of sixteen. 
St. Louis decided youth was a type, not 
an age bracket. Early in this move- 
ment Moulton-Bartley’s Mode-Art Ju- 
niors, under the sales direction of Jim 
Legg, reflected the new demands. 


The Casual Movement 


Another broad swing in styling was 
the casual movement which started be- 
fore the war. First impetus came from 
the prolific styling of John Walsh, then 
with Hamilton, Scheu and Walsh; now 
president of San Loo. 

St. Louis as a style center dates back 
to the days of the first “novelty fac- 
tories” when such firms as Boyd-Welsh 
(1914) and Pedigo-Weber (1912) were 
established. These and other make-up 
houses that quickly sprang into exist- 
ence set the spark in the development 
of the St. Louis shoe industry as a style 
center. 

Such old well established firms as 
Tweedie, Johansen, Samuels, Rice- 
O’Neill, Brauer Bros., Wolf-Tober, 
Paramount and Carmo have consist- 
ently built profitable, branded lines 
year after year. To these should be 
added International lines such as 
Queen Quality, Vitality, Pennant, Jef- 
ferson, Trim Tred, Grace Walker and 
Velvet Step, plus Brown’s Naturalizer 
and Air Step divisions. 

Younger though virile style opera- 
tions include Hamilton Shoe Co., Spals- 
bury-Steis, Westport, Life Stride, Deb, 
Burkart and San Loo. 
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Small wonder that the John C. Roberts Shoe 
is fast becoming a favorite with particular 
men everywhere. It has style and fit, because 

of expert design and careful craftsmanship .. . 

it has comfort and wearing quality, because of 
good leather and honest manufacture . .. and it 

is being advertised to style-conscious men through 


their favorite national magazines. Consider 
selling the John C. Roberts Shoe .. . just write us. aaa cacan ae 
“Look”, “Esquire”, “Sport” and 
NATIONAL SHOE FAIR ¢ Rooms 804-5-6 “Collier's”. 


Hotel Stevens, Chicago « Oct. 25 to 28 


FRIEDMAN-SHELBY DIVISION ¢ INTERNATIONAL SHOE COMPANY © ST. LOUIS 
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LET 


TO STEADY PROFIT. | 
WN BOYS’ AND MEN'S SHOES 


























Palmer House * Room 746 
— Chicago, Ill. j 
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We invite you to get the facts . . . the reasons why so many successful buyers 
consider Belleville their best bet for steady, dependable, day-in-day-out 
profits in boys’ and men’s shoes. Drop into Room 746 at the 

= Palmer House and take a look at the smart style of the solid, “meaty” 
leather shoes in the Belleville line. A few of them are illustrated 
po these pages. They're the kind of shoes that appeal to the 
3 teal red-blooded American boys and men who 
are the backbone of your trade. If you’re not 
attending the convention—just drop us a line 


for further information. 


BUYERS KNOW: “BELLEVILLE SHOES ARE HONEST SHOES” 
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"ook-A-Likes”’ for father and son 


Most Belleville styles are made so that father and 









son customers can be fitted with matching pairs, 
if desired. The boys’ size run (1 to 6) is made 


over separate and special lasts from the men’s 


size run (6 to 12) to insure absolutely correct 





fitting qualities. 


Belleville will be represented at 
the National Shoe Fair by 


JACK COTTON BOB WOLLIN JIM DUVAL 
FRANK KRAMER J. K. CHANDLER ~— H. W. WEIDMANN 


BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILL. Style #948 





The AMERICAN LEAGUE 


<= = a 


— > 


BUYERS KNOW: “BELLEVILLE SHOES ARE HONEST SHOES” 
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t last! Fashion takes its rightful 











place in the picture of footwear for 
growing girls . . . tots to teens. New ideas. 
Young ideas. Good ideas! You'll fall in love 
with our cunningly styled promotions .. . 
each with its own distinctive fashion 
idea...each crafted with the highest standards 


> of footwear quality always in mind. 


INTRODUCING 


P 


aa 


See These Advanced Styles 
in Young Footwear Designed by Alexis 


Manufactured by 
FOOT PLEASURE SHOE CO 


Saint Louis 


at the Chicago Shoe Fair 


Room 653-655, Hotel Stevens 
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THE COMPLETE LINE with the 
COMPLETE SELLING PROGRAM 





ara gee, ee - STEVEN $ HOTEL 


pretation of the “Bold 
Look”’ for spring. 





OCTOBER 25th thry 28th 


®. COMPREHENSIVE LINE... .“‘Best Dressed @ OUTSTANDING NATIONAL ADVERTISING 
Circle” styled, with sure-selling new types for ... dominant and compelling, season after sea- 
every customer and all occasions! son, in LIFE, ESQUIRE, SATURDAY EVENING 


POST, and COLLIER’S. 
© COMPLETE RETAIL MERCHANDISING ...sales- 
producing newspaper mat service, distinctive @ “BONUS VALUE” FITTING-STOOL STORY 


direct mail pieces, dynamic displays—every sales ...48 hand operations that make City Club 
help is available, and keyed to localize the na- Shoes finer, yet cost your customers no more. 
tional program FOR YOU. A bonus that builds volume business! 


Styled by PETERS SHOE COMPANY ° Division of INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MISSOURI 
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helps SELL SHOES ty 


giving comfort to wearers 


Of course, styling is important—but so is comfort—and the com- 
bination of comfort with style is the quickest and easiest way to 
satisfy your customers and bring them back for other shoes. 


That is why shoes made with OZITE Platform Felt sell more 


easily—give greater pleasure—and secure repeat business. 


OZITE Cushions the Foot—Gives a springy feeling to walking 
that delights wearers and reduces fatigue. It is light in weight and 
eases every step. 


Allows the Foot to Breathe— Keeps feet cool and comfortable 
at all times. Millions of tiny air cells permit free circulation 
of air to reduce perspiration and burning, and provide greater 
wearing pleasure. 


insulates the Foot — Protects against both heat and cold. It 
is a most efficient insulator against all weathers and temperatures. 


For Sales Volume look to shoes made with OZITE Platform Felt 
Write for Complete Information 
AMERICAN HAIR & FELT COMPANY 


DEPT. F-€10 MERCHANDISE MART, CHICAGO 54, ILLINOIS 





platform felt 
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Many casual shoe fashions are adaptable to the shirt and new 
convertible “Dualottes” (they zip closed to make a skirt). Shown 
here on Marylee Robb, Marjorie in The Great Gildersleeve. Pina- 
for flat by Illing. 


CALIFORNIA 
Looks toward Spring 



























Figure-eight strap, high West Coast Manufacturers Offer Colorful Footwear 

paged ne! — fate for the Entire F amily—W omen’s Dress Shoes Be- 

wood Skooter ; by Vogue coming Increasingly Important Part of This Market 
Shoes, Inc. r 


The “Mamsell” has a 16/8 
Directoire heel, fashioned of 


ey hae : : ; tent, with closed toe 
CALIFORNIA'S shoe market. sometimes mistakenly considered; nia gw Illing. 


a women’s play shoe center only. continues this year to con- 
solidate itself as a market offering footwear for the entire 
family. True, the greatest volume here is in women’s casual 
footwear. Nevertheless, the buyer looking for women’s dress 
shoes, men’s leisure footwear, children’s shoes and slippers for 
both sexes of all ages would do well to consider California 
before writing final orders. 

The growth of the women’s dress shoe market in the West 
has been particularly noticeable for the last few seasons. It is 
only within the last four or five years that this type of footwear 
[TURN TO PAGE 230, PLFASE | 
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HOLLYWoop SKOOTERS 


SHOES ON 
WINNING PLATFORM 
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JACK DRESCHLER 
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Joyce’s  24-karat Golden 
Glove anklet sandal on a 
medium wedge accents a 
bare-shouldered sundress by 
Cole of California. 



























Left to right, background: Lambkins’ “White 
Christmas” has a jingle bell zipper, seamless 
back. Warm and snug, bright pink electrified 


A “basic” Holly- shearling scuff; Swankies, Inc. Foreground: 
wood Skooter Gold teardrop underlay, off-center toe opening 
moccasin front ox- on sandal for children and girls; Bird. White 
ford on a_plat- elk oxford which wen blue ribbon at California 
form, in white or State Fair. Baer Stepper from Julius Baer. 


colors; Vogue 
samen has emerged from the custom shoemaking operation 
into the manufacturing category. During this period 
some half-dozen firms have achieved a reputation as 
makers of dress shoes with outside heels. Others con- 
template addirg this type of production to their current 
showings of casual footwear. And the many manu- 
facturers of leisure footwear almost invariably include 
in their lines high wedges which qualify as dress shoes. 

The men’s market, although small, is typically origi- 
nal and Californian in its make-up. The accent is on 
colorful. comfortable shoes for leisure moments, and the 
styles range from flat moccasins through wedge soles 
and outside heels. The children’s market is similar to 
the men’s in that it is small in size compared with its 


Below. left to right: California Mocs, elk moccasin 
hand-laced with rawhide; Guild Shoe. Monterey 
boot by Stewart-Romero has 1!}-inch top. 
California Casuals’ “Carieca,” two 

toned oxford. 













Above, left to right: Closed back sandal 
accents the ankle, has crossed straps in 
front; Frank Harlow, Inc. High sandal 
quarter hugs the heel, straps cross at 
the ankle: “Ballade” from Vic Colton. 
Patterned stripping on the vamp of Ted 
Saval’s antelope sandal. 
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Left to right: Latticed vamp in patent on 
black suede shell pump, four inch heel: 
Fern. Sun-Cal’s high wedge sandal, grace- 
fully asymmetric. Closed heel combined with 
comfortable open toe in Kimel of Cali- 
fornia’s platform shoe. 


Eastern counterparts. but strong on individuality and 
styling. 

As to current offerings in the various footwear mar- 
kets in California, they are in step with today’s irends 
elsewhere. And although they are uniquely Western in 
their styling, they are nevertheless wearable in any spot 
on the globe. 

The women’s casual field offers a wide variety of 
fashions which are appropriate for an equally varied 
number of occasions. Manufacturers in this category 
make anything from a 6/8 flattie to the dressy 21 8 
wedge, and most of them make everything in between 
the two extremes. The general look in this season’s 
casual footwear is just that: casual. The exaggeratedly 
high clogs have given way to the more tailored appear- 
ance of a neat wedge pump. Asymmetry, so adaptable 
to the casual look, is present in diversified treatments. 
Wide strippings which form the vamps of wedge sandals 
are strapped asymmetrically across the vamp and instep. 
Toe openings are wider on the outer than on the inner 
side of the foot. Shanks are open on one side and 
closed on the other. 

Open heels in leisure footwear prevail almost entirely 
throughout the market on a volume basis. Individual 
houses, however, are featuring closed heels on little flat 
pumps. Both pumps and sandals which feature either an 
enkle strap or a laced-on look over the instep are likely 
[TURN TO PAGE 232. PLEASE] 


\pring 





fbove. left to 
right, background: Wedge 
with cross straps: Cobblers. 
Heel cutout on Briefs sandal. Foreground: 
“Jack o’ Diamonds” by Joyce. Closed Cali- 
fornia pump; Styled by Anton for Van Cort. 

































Shoe photos by David 


Sutton. Fabric back- 
grounds cou~tesy Richard 
Stuart, Ltd., Beverls 
Hills. 





Casual plaid suit is as 
correct with a wedge as 
with the conventional 
platform pumps worn 
here by Barbara Eiler, 
Babs on The Life of 
Riley. and Mildred on 
the Dennis Day show. 
Suit by Ardan of Cali- 
fornia; shoes by Kimel. 





Ifa -Chom Transparent Shades protect your 


valuable window displays from sun-fading — 


give you unequalled “Sun Protection plus 


Visibility” for more sales and greater profits. 


SEE PROOF! MAKE THIS FREE TEST! 





coupon for gener- 
oe ous test samples of 
Infra-Chem in popular colors and new 


colorless... 
Infra-Chem in your 


E test 4 display windows in 


the brightest sunlight you can find... 


= see 4 how unprotected ma- 
terial quickly fades 


to a costly sunburn loss! 






for yourself how 
Infra-Chem protects 
material from sun damage — ceeps val- 
vable displays safe and fully salable! 


MAIL THIS COUPON TODAY 











pana, > —e——— ee re ee ee ee ee ee ee ee ee ——e eee 

i RAMSPARENT SHADE COMPANY ts-221 (421) 
\ P. 0. Box 2135, Dept. 5-x, Terminal Annex, Los Angeles 54, California I 
i i 
Yes, mail me full information, plus Name Position 
{test samples. | want to see Infra- 1 
Chem's amazing “Sun Protection Store Name ! 
Plas Visibility” for myseit! . 
Seitihidiaieteaaaeiiiindinitcasencnenaniai le .. a. ROR. __ 


CAUTION: Infra-Chem is the secret discovery of Transparent Shade Co. Don’t be 
misled by imitations. No other company ccn offer you Infra-Chem. 
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[CONTINUED FROM PAGE 231] 


to have closed backs and perhaps a high 
sandal quarter. 

Ankle straps continue to be seen al- 
most everywhere, although they yield in 
interest to the newer looking instep 
straps which California designers have 
found as adaptable to casual shoes as 
they are to dress shoes. Instep straps 
range from one to four in number, and 
occasionally they button rather than 
buckle, though the buckle is generally 
considered more practical and is, there- 


| fore, more prevalent. 


The emphasis on women’s dress shoes 
from California is definitely on highly 
styled footwear for late afternoon or 
after-dark wear and, specifically, for 
resort wear. The general rule is that 


| heels are high, toes are open and plat- 
| forms are medium—from one-quarter 


to one-half inch high. Sandals and 
pumps appear to be almost equally im- 


| portant, with some houses leaning to- 
| ward a greater number of sandals than 
| pumps in their lines and others re- 


versing the numercial proportions of 


| the two styles. Trim is highly important 
| in current dress shoe offerings. Among 


the trimming accents which California 
houses endorse are the perennially 


| popular contrasting piping of gold or 


silver on black and brown; blending 


| trims of metallic shades on suedes and 


smooth leather neutrals; vamp orna- 
ments, and inlay treatments on vamps. 
On saddle leathers, which are getting 
some attention in resort dress shoes, the 
trim is in the form of beautifully hand 
tooled patterns. 


As to leathers for women’s casual 
and dress wear, suede predominates, 
with interest in patent, kids, the afore- 
mentioned saddle leathers and reptiles 
following. On the subject of color, any- 
thing goes. There is, however, a strong 
continuance of the interest in metallics. 
This year it appears that the emphasis 
will be on bronze, bright silvers and 
copper, although gold is still being 


| shown. Other sure color bets for Spring 


are black, navy, white, gray, red and 
green. Combinations of sharply con- 
trasting colors will also be important. 
Color is an important style factor in 
men’s shoes from California too, and 
although color in men’s shoes is in- 
variably introduced in soft, subdued 
tones, it is nevertheless present and eye- 
catching. Particular interest is shown 
in the varied tans, which range from 
pale chamois to rich chocolate brown. 
Gray, navy and green will be strong, 
and the dulled wine shades are retain- 
ing their popularity for the new season. 
Slip-on types, one- and two-eyelet ox- 
fords, moccasins, and sandals are seen, 
and such detail as braiding, lacing, 
hand-tooling, and weaving offer appeal. 
California manufacturers of men’s foot- 
wear specialize in flexible platform 


[TURN TO PAGE 234, PLEASE] 
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National Shoe Fair 
. October 25-26-27-28, Chicago { 
FAs i Palmer House — Room 885 IN 
at In attendance: 


Fd Harold Hunt 
Jack Oltsen 























VIC COLTON FACTORY: 3665 WHITTIER BLVD., LOS ANGELES 


October 15, 1948 
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GET FOOT COMFORT WITH 


wie onda 


Make Iking a pl e! T 
these famous feather-lite, Calli- 
fornia-made Foot Balancers. They 
give amazing foot comfort! Worn 
in shoes. Recommended by doc- 
tors and nurses. Sold in shoe 
stores and shoe departments. For 
men, women, children. Demand 
BURNS CUBOIDS! 


> 








se US For Name of Your Dealer Write 


BURNS CUBOID CO., SANTA ANA, CALIF. 


A SPECTACULAR 
PROMOTION THAT 
COVERS THE NATION 


The 35 to 40 million readers 
of THE AMERICAN WEEKLY 
will see the above announce- 
ment several times. So also will 
the millions of readers in the 
hundreds of accounts that will 
carry this message under their 
own signatures. Similarly it will 
be featured in colored posters 
for window and interior display. 


The same story will appear in 
Good Housekeeping, in Hygeia, and 
in a stepped-up program of adver- 
tising in medical journals and health 
magazines. Your customers will de 


EXPECTING you to carry Cuboids. 


Now a New 
“DUAL IDEA” ITEM 
For Foot Comfort 


So very new, indeed, that it com- 
bines for the first time, to our knowl- 
edge, THESE TWO ACCEPTED 
THERAPEUTIC values in one item. 
A valuable addition to the Cuboid 
line in the matter of foot comfort, 
and every shoe buyer will want to 
see it, at the SHOE FAIR. 


Visit Booth £55 
PALMER HOUSE 


Burns Cuboid Co. 


Santa Ana California 













California Looks 
Toward Spring 
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soles, and they are particularly devoted 
to lightweight, comfortable fashions. 

The California children’s shoe market 
is a little sister to its adult counterpart 
in women’s casual wear. Styling in 
children’s shoes is modeled on the com- 
fortable fashions which the women’s 
field offers. Although there are some 
manufacturers of children’s footwear 
who show the always necessary dancing 
shoes and Mary Janes, there is a great 
leaning toward little flat pumps and 
ankle strap sandals. In sandal types, 
vamp interest is notable, with treat- 
ments ranging from inlay to cutouts 
to cross-straps. Elk and patent are the 
chosen leathers, and colors are primari- 
ly red, white, black and some gold. 

California slippers are notable for 
their styling, whether they are designed 
for men, women or children. Women’s 
slippers from the West range from icy 
satin mules with wedge or outside heels 
to flat little scuffs which are done in 
soft leathers, satins or velveteens. 
Children’s slippers, like their shoes, ape 
those of their elders, with emphasis 
divided between sophisticated, maribou- 
trimmed satin scuffs and warm, soft 
bunny-fur slippers that zip up toward 
the ankle for warmth. Men’s slippers 
are mainly opera types and scuffs, and 
they are notable for their warm leather 
shades and for their softness. 

Thus, California’s growing shoe mar- 
ket continues to offer footwear in cate- 
gories to interest every retailer—from 
the owner of the high style specialty 
shop to the family shoe store merchan- 
diser. And current collections keep pace 
with national demands while adding 
seasoning in the form of typically Cali- 
fornia touches in color, trim and line. 


Moves Headquarters 


ALHAMBRA, CAL.—V. L. Casey has 
moved to 1233 S. Garfield Street, Al- 
hambra, and will work out of that ad- 
dress in covering the Southern Califor- 
nia territory for the Wohl Shoe Co., of 
St. Louis. 


——__. 


New Casual Line 
Is Planned 


Los ANGELES, CALIF.— The former 
plant of the Hollywood Junior Miss 
Shoe Co., has been sold to a new cor- 
poration composed of Max Shapiro, 
president; Harry Binder, secretary- 
treasurer; and Anton Kuzplink, vice- 
president. Name of the company has 
been changed to Van Cort, Inc., with 
the manufacturing address of 212 S. 
Spring St., this city. Better grade 
casuals in a broad scope of patterns has 
been inaugurated. The new line will 
carry the brand of “Styled by Anton.” 












atin 


Introducing 
For the First Time... . 


“WHITE 
CHRISTMAS" 


ADORNED WITH GOLDEN 
BELLS TO "JINGLE- 
JANGLE" IN TRUE 

HOLIDAY SPIRIT 








“WHITE CHRISTMAS” 
Style No. 103 WC 


COMMENDED 


PARENTS 


MAGATINE 


Electrified white shearling, 
sizes 2 to 8, Talon Zipper, 
felt lined. 


$22.50 Per Dozen 





Now Being Featured in Leading 

Newspapers and Magazines 

Everywhere! 

e Write for FREE NEWSPAPER 
MATS and other Valuable 


Promotional Aids. 


LAMBKINS SELL 
EVERYWHERE, 
EVERYTIME, EVERYDAY— 


Mcking new friends daily—with mothers, 
children—aggressive retailers everywhere! 


© QUALITY CRAFTSMANSHIP 

@ FINEST MATERIALS 
e SEAMLESS BACKS 
© TALON ZIPPERS 
© DOUBLE SOLES 

© SCIENTIFICALLY STYLED 

© COLORFULLY DESIGNED 

e INDIVIDUALLY BOXED 

© NATIONALLY ADVERTISED 


For information, regarding complete Hine, write: 


LAMBKIN PRODUCTS CO. 
914 South Flower St. 
Los Angeles 15, California 
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A new co-operative advertising 
campaign. — 
write for the plan........ 


(ling 


OF CALIFORNIA 








Showing at National Shoe Fair, Oct. 25-28, Palmer House, Chicago. 4th floor, Club Rooms 15 and 16 











1600 SOUTH BROADWAY, LOS ANGELES 15, CALIFORNIA 
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T33 LETTERS 
& FICURES 
LiKE TRIES 
riee, ULI4S 


233 = 
LETTERS 
& FIGURES 
LIKE THIS 
2/$¢. 1234 


t30 7 


All the signs 
you can use for years “only “43” 


@ CUT THE COST...improve the quality of 
your signs...show-cards...display, with 
beautiful, smooth, white Mitten's Letters. 
@ GIVE YOUR DISPLAYS a modern, dramat- 
ic, easy-to-read, third-dimensional effect! 
@ SCIENTIFICALLY SELECTED assortments 
of letters permit hundreds of word 
arrangements... in curves. angles, diag- 
onals or straight lines. 


Ask your local dealer or write . . . 





SHOE DEALER SERVICE DEPT., MITTEN’S DISPLAY LETTERS, 226 Fifth Ave., Redlands, Calif. 





FAR LEFT: Samples of 
letters available in The 
Mitten Display Master. 
LEFT: Mitten's Letters 
create a smart, third- 
dimensional wall display 
of men's shoes. BELOW: 
Mitten's Letters in 9 inch 
Tempar create a perma- 
nent section display, 
while individual signs are 
made with letters from 
the Mitten Display Mas- 
ter at lahn's Shoes, Red- 
lands. Photo by Dahiquist. 





@ PIN-IN-BACK Letters, exclusively Mit- 
ten's, make it easy for you to create a 
sign or display. No experience necessary! 
@ USE THE LETTERS over and over again. 
@ 699 LETTERS and figures, in three con- 
venient sizes from 34” to 2” in length, 2 
background panels, guide rule all in con- 
venient Display Master No. 6! Cabinet, 
only $43.04. 


* According to survey of average stores. 





For Reservations Contact: ’ 
DAVE KLINESMITH 
Executive Secretary-Treasurer 
320 Haas Bidg. 

Los Angeles 14, California 
- TRinity 3688 


Dinner Dance °¢ 
Tuesday, November 23rd 


= : 
na ee 








Biltmore Bowl 
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KIMEL SHOE CO. 
799 Towne Ave. 
Los Angeles 21, Calif. 
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SUN CAL footwear, inc. 
462 E.3rd Street+ Los Angeles «California 















Showing ar 
NATIONAL SHOE FAIR 
OCTOBER 24-28, 1948 
PALMER HOUSE, CHICAGO 
ROOMS 964, 965 

In @ttendance: 

BEN BATTERMAN 
MORRIS A. SALTZ 


WEST COAST SHOE SHOW 
NOVEMBER 21.24, 1948 
BILTMORE HOTEL 

































Retailers Help Prepare 
Fall Catalog 


Los ANGELES, CALIF.— When the 
time came to prepare a Fall catalog, 
Seymour Fabrick, president of the 
Vogue Shoe Company, Los Angeles, 
decided that, since it was designed for 
the retail trade, the buyers should have 
a voice in preparing it. So a question- 
naire was sent to each retailer selling 
Hollywood Skooters, and the over- 
whelming response in favor of the 
light approach in an advertising cam- 
paign showed the management that 
they and their agency were on the right 
track. 

In addition to the answers requested, 
retailers pointed out one very impor- 
tant factor: Factory delivery must 
keep in step—and precede slightly— 
the advertising promotion of particu- 
lar shoes. 

For Fall, then, factories producing 
each of the shoes were geared up to 
produce the shoes and deliver them 
prior to the general promotions. In 
specific store promotions of a shoe the 
retailer could contro] that by holding 
off on his mat advertisement until he 
had sufficient stock to back up the ad. 


In answering the questionnaire, re- 
tailers asked, too, that more than one 
view of the shoe be included in the ad 
mat. In accord with this request, the 
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Fall ad mats followed the buyers’ sug- 
gestion, with each new mat containing 
two views of each shoe. The layout is 
completely different: The Fall ad mats 
are made in a three-column by seven- 
inch size. Although the total inches 
used is about the same, the space 
makes it possible to include the car- 
toon, the familiarizing phrase, “Skoot- 
ers are Cuter,” two views of the shoe, 
copy, a Hollywood Skooter signature 
for brand recognizance, and plenty of 
room for store identification. 


One more important answer was 
needed from retailers: “What trade 
publication do you read regularly?” 
Mr. Fabrick wanted to know how he 
could reach most of his customers 
quickly with one publication. A post- 
card was sent to all customers asking 
them which one trade publication they 
found the most valuable. And, of 
course, Boor AND SHOE RECORDER was 
indicated by the heavy margin of 66 
per cent. 

Vogue Shoe Company’s agency is 
Murray, Dymock, Carson, Inc. of Los 
Angeles, and the account executive for 
the firm is Ralph Carson. Mr. Carson’s 
shoe background includes a connection 
with John Irving Shoe Company for 
five years. Mr. Fabrick, though only 
33, has been contacting shoe buyers for 
17 years. Their contact with the retail 
operation led both men to believe that 





the retailer would welcome the idea of 
having a hand in the advertising plans. 

Mr. Fabrick felt that in order to help 
his retailers promote Hollywood Skoot- 
ers profitably, it would be necessary to 
have a complete ad mat manual set up 
for his line last Spring. This manual 
presented every shoe in the line in a 
two-column by ten-inch ad mat which 
was available free to every retailer. 

Each mat featured a cartoon and the 
phrase: “Skooters are Cuter.” The 
same phrase was used in the national 
magazine advertising promotion car- 
ried on by the manufacturer himself. 

The successful manual accomplished 
two purposes: (1) It sold shoes because 
every buyer could look over the entire 
line at his leisure time. In this way, 
it proved to be an extra salesman. (2) 
It gave every store an opportunity to 
use the mats prepared by the advertis- 
ing agency who used top Hollywood 
talent to produce the cartoons and the 
finest shoe sketches available. 





Burns Cuboid to Show 
New Appliance 

Santa ANA, CaLiF.—James H. 
Sewell, president of the Burns Cuboid 
Company, here, announces that in ad- 
dition to Cuboid Foot Balancers, he will 
display at the National Shoe Fair, the 
company’s new foot appliance known 
as “Doggies” (Dog-Ease), a new foot 
appliance which recently has been ap- 
proved, he says, for advertising in pub- 
lications of the American Medical As- 
sociation. 

He will also show a surprise line of 
comfort merchandise which, with Cu- 
boids, afford dual foot comfort. Ac- 
companying Mr. Sewell to the show 
will be Harry Rhea and C. A. Shep- 
pard, co-sales directors. 





Represents Three Lines 
On West Coast 


Los ANGELES—M. Edelstein, formerly 
of New York-City, has opened up off- 
ces in the Haas Building at 219 W. 
Seventh St., Los Angeles. and is repre- 
senting the following shoe manufac- 
turers on the Pacific Coast: 

Paramount Slippers of Garfield, 
N. J.; Model Footwear Co., Inc., of 
Brooklyn, N. Y.; and Dianne Footwear 
of Wilkes-Barre, Pa. He is also carry- 
ing a complete line of display materials 
for shoe stores under the name of Dis- 
plays Unlimited. 





Factory Outlet Store Opened 


Los ANGELES, CALIF.—Nat Slepyan, 
for many years an executive of Farley’s, 
Inc., a clothing store in Santa Monica, 
this state, announces that he has opened 
his first factory outlet retail shoe store 
at 3400 S. Vermont Avenue, here. Na- 
tionally advertised shoes for men, 
women and children have been stocked. 
His partner in the enterprise is Ber- 
nard Hoffman, formerly of Chicago. 
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Come up and see us at the EE TAT 


We'll be looking for you there! 
Sit down, relax, review the line — 
That’s all! No order blanks to sign!! 


At such a time you’re in a tizzy — 
Tied in knots and much too busy 
To give your orders all the thought 


That you (and we) know you ought! 


Later, when you’re home again — 
We'll send around your own Joyce-man. 
Then you can weigh, make studied choices — 


Pick your preferred stock of Joyces! 


ROOMS 810, 811, 812 PALMER HOUSE 
CHICAGO, ILLINOIS 


October 25 to October 28 
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*Trademark registered 


California Bank 
Sees Business at New Peak 


Los ANGELES, CALIF.—After several 
months of relatively little change, the 
index of business activity in Southern 
California rose sharply in August to a 
new all-time peak, reports the research 
department of the Security-First Na- 
tional Bank of Los Angeles. The bank 
comments, however: 

“At the present time it is not entirely 
clear whether the recent upsurge can 
be accepted at face value. A portion 
of the rise was caused by special devel- 
opments which may not recur. For ex- 
ample, building permits were pushed 
upward to a record peak by one project 
totaling nearly $39,000,000 Depart- 
ment store sales also skyrocketed to by 
far the highest point on record, seasonal 
factors considered, as the result of 
highly - advertised and successful spe- 
cial sales events. 

“In some other statistical measures 
of business activity, increases occurred 
in the seasonally adjusted indexes be- 
cause the usual August decline failed 
to show up. Hence, a portion of the in- 
crease may be “statistical” rather than 
real. Data for the next month or two 
will answer this question. 

“Although many measures of busi- 
ness activity showed increases last 
month — including department store 
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sales, building permits, bank debits in 
residential and agricultural cities, in- 
dustrial employment, petroleum produc- 
tion, ete.—there were several minus 
signs in the picture, including declines 
in industrial power sales, Los Angeles 
bank debits, and real estate sales activ- 
ity. Business failures showed an in- 
crease.” 


Dividend Declared on 
Joyce, Inc., Stock 


PASADENA, CALIF.—At a meeting of 
the board of directors, September 16, 
1948, Joyce, Inc., declared a quarterly 
dividend of ten cents ($0.10) per share 
payable October 1, 1948, to stockholders 
of record as of September 24, the rate 
in effect since 1947. The directors re- 
ported earnings for the fiscal year just 
closed considerably in excess of the pre- 
ceding fiscal year. The annual report 
will be ready about November 1, 1948. 





Salesman Given New 
Territory 


PORTLAND, ORE.—Bill Kapphahn is 
now representing Lambkin’s Products 
of Los Angeles in the states of Oregon 
and Washington. He is making his 
headquarters in the Portland Hotel in 
this city. 


Northwest Shoe Show 
Dates Announced 


PORTLAND, ORE.—R. G. Allen, presi- 
dent of the Pacific Northwest Shoe 
Travelers, announces that Nov. 6, 7, 8 
and 9 are the dates which have been 
selected for the association’s Fall shoe 
show to be held here in the Portland 
and Benson hotels. 

“Arrangements have been made with 
the two hotels for sample rooms,” said 
Mr. Allen recently, “so as to assure 
rooms for everyone. However, as in the 
past, reservations must be made direct 
with the hotels. The association cannot 
assume the responsibility of assigning 
rooms. Each hotel has been furnished 
a list of association members, and only 
paid-up members will receive reser- 
vations.” 

It is emphasized by Mr. Allen that 
this will be the only show this season 
in the Northwest. A heavy buyer at- 
tendance is expected. 





New Store to Open Soon 


AUSTIN, TEx.—Records in the office 
of the Secretary of State here show the 
recent incorporation of the Brucal’s 
Shoes, Inc., at Houston. The store was 
chartered by F. S. Calabretta, Lou 
Calabretta, and Charles S. Calabretta 
with $10,200 capital stock. 





NEW SUEDE BRUSHES 








EDWARD KARLSSERG—15140 FRIAR ST. VAN NUYS, CAL. 





Colorful plastic handles. Multi- 
colored natural sponge rubber 
bodies. 41 inches long. Price 


$21.00 gross. Order from your 
jobber or direct to 


EDWARD KARLSBERG, 1510 Friar St., Van Nuys, Calif. 


(Jobbers—Write for representation) 
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SAYS DR. HISS: 
“A million foot 
treatments in our 
Clinic have taught us the 
wisdom of this principle: 
Don’t support your arches 
—stabilize your feet! 
That’s precisely what the 


Cuboid Stabilizer does.” 


Stabilizer 


The Famous Dr. Hiss 
Clinic in Los Angeles 








Here is a modern Foot Aid FACTORY REPRESENTATIVES: 
backed by unmatched clinical Pi Coens 
7 : ert Coens 
experience. No metal; feather-light; E. A. Drew 
flexible; interchangeable. The : E. — 
Cuboid Stabilizer balances the “ é Bees 
heel; supports the cuboid bone; H. C. Schuyler 
a Eli Smith 
promotes normal weight Mackall Siew 
distribution. At $2.95 it’s a great George P. Utley 
buy for foot-w George R. Usley 
y saiciee 4 people and Edward Weil 
a great profit-performer for you. L. E. Wendtland 


THE STABILIZER COMPANY 
740 South Flower.Street, Los Angeles 14 


October 15, 1948 


* higher styling 
* more quality 
* eens comfort 


Your Customers 


Will Ask For! 
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Stewart-Romero boots are accepted! Worn extensively 
by Western motion picture stars, by ranchers, by riders 
— becouse of handsome style and maximum comfort 
These hand made boots combine select leathers, finest 
workmanship and beautiful designs and colors 


IMustraoted—the Californion 11°’ tops 
Style 203TB—brown, red top 


Style 903X —black, red top age 


Notionally known — nationally advertised 


STEWART ROMERO BOOT COMPANY 


1602 TEMPLE ST, LOS ANGELES 26, CALIF. 








By es the he 


~ Frank Harlow 


Illustrated is style No. 355, one of the fastest setting shoes in our 
Spring line! Once you've discovered the “‘sales personality” of the 

~*~ Frank Harlow line you too will regularly feature these California 
“4 shoes in your windows and newspaper advertising, for today more 
- than two-thirds of our volume comes from “‘repeat’’ customers! 
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Frank Harlow Shoe Creations 


retail from $7.95 to $10.95 


fs) making “Peanuts”! 
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Not literally, of course 


We're really making shoes for the California way of life. 
However, in less than one year our policy of California 
style and color at volume-sales prices has upped our pro- 
duction four-fold, and expanded our distribution over the 
country. We merely make “peanuts” on each pair of 
shoes, because we are gearing our operation to an 
ever-increasing number of production units. We are, and 
will continue to be, COMPETITIVE in price! 







600 East 12th Street 


« e® 
6 e®@ * Los Angeles 15, Californie 





Blue Ribbon Winner 
al lhe Cabjimia Male Shur 


SS <7, 





Versatile all-purpose casuals 
. .. combining beauty and style 
with added comfort . . . in various colors. 


See our complete new spring line of 
casuals at the trade shows. 


Julius Baer Shoe Co., Inc. 


415-417 BOYD STREET * LOS ANGELES 13 
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BIRD OF CALIFORNIA 


Announces a complete new line of fine 


CASUAL AND CONVENTIONAL SHOES 


for children, misses, growing girls and teen agers. 
Spring Showing, Morrison Hotel, Room 1042 


Robert Cohen, sales manager 


BIRD SHOE CO. 329 S. Hill St, Los Angeles 12 


Largest manufacturers of fine shoes for children and 
growing girls on the West Coast. 


“IT'S A BIRD SHOE" 











HANDY PRICE STICKERS for 
SHOES and CARTONS 


121 to a perforated sheet; width 
to fit your typewriter 








_oEK 12 sheets 
sina gummed and per- 
Book of 1452 forated to a book. 
OUR PRICE 1452 


markers will 


mark 726 pairs. 


Price Markers 





a oe 2 books: $3.50 


4 books: $6.00 


i Check, M.0.,orC.0.D. 
Actual ste 


BOOT & SHOE RECORDER-Merchants Service Dept. 
209 S. State St., Chicago, Il. 
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Competitive Selling is Here 
Meet It and Beat It with... 


fo remneck 


HERE'S HOW BRANNOCK 
EFFICIENCY OF FIT 
SELLS MORE SHOES FOR YOU 


|. Brannock Fitters reduce selling 
time and yet enable the shoe 
salesman to do a superior job 
of shoe fitting. 


2. Brannock Fitters eliminate mis- 

fits thus preventing adjustments 
eet that follow or worse yet the loss 
rnie of a customer who never returns. 














3. Brannock Fitters create a pro- 
fessional atmosphere in your 
. store and give you the reputc- 
tion of care in fitting. 


4, Brannock Fitters are preferred 
by the consumer because this 
method has given thern so much 
safisfaction and comfort in the 


past. 


ADULT MODEL—$15.00* 


JUNIOR MODEL—$15.00* 


OMPETITION for the consumer dollar ‘is here. Meet 
it, not by markdowns, but by good service—shoes cor- 
rectly, efficiently and dramatically fitted. Customers no 
longer tolerate incorrectly fitted shoes. Profitable shoe 
selling is a result of customer satisfaction—assure this in 
your store by fitting all of your men’s, women’s, boys’ and 
girls’ shoes with the Adult Brannock—-size range 1to15¥4; 
and your babies’, infants’, children’s and misses ” shoes with 
the Junior Brannock—-size range 0 to 5. : 


iS 


*Available at special cooperative price if ordered through we 
shoe manufacturers—for this list and full details write to 





THE BRANNOCK DEVICE COMPANY 
509 E. FAYETTE STREET Specializing in Foot-Measuring Equipment SYRACUSE, NEW YORK 
T October 15, 1948 243 














Exhibitors at the Shoe Fair 


[CONTINUED FROM PAGE 134] 


Hotel 

Heywood Boot & Shoe Co. ._.. Palmer 
Worcester, Mass. 

Highland Shoe Co. ........... _. Stevens 
Akron, Pa. 

Hi-Grade Footwear Corp. . .Morrison 
New York, N. Y. 

Hirsch & Slater _.. Morrison 
Boston, Mass. 

Hobby Footwear ..Morrison 
Passaic, N. J. 


Hoffmann, Harri, Co. . Palmer Booth Ex. Hall 
Milwaukee, Wis. 


Holiday Casuals ......... .Morrison 
Brooklyn, N. Y. 

Holland-Racine Shoes, Inc. ......... Palmer 
Holland, Mich. 

Neer ee ta Morrison 
Littleton, N. H. 

Holmes Stickney, Inc. . . . Stevens 
Portland, Me. 

Horwitz, Vincent, Co., Inc. Morrison 
Altoona, Pa. 

Howard & Foster, Inc. . Palmer 
Brockton, Mass. 

Hubbard Shoe Co., Inc. Stevens 
Rochester, N. H. 

Hubbard Shoe Co. ..... Morrison 
Milwaukee, Wis. 

Huber Slipper Co., Inc. . Morrison 
Aviston, Ill. 

Hubler Shoes, Inc. ... . Stevens 
Auburn, Pa. 

Huiskamp Bros. Co. .. ..Palmer-Stevens 
Keokuk, Ia. 

Hussco Shoe Co. ... .. ..Morrison 
Honesdale, Pa. : 

Huth-James Shoe, Inc. .. Palmer 
Waupun, Wis. 

Hyer, C. H., & Sons Stevens 
Olathe, Kans. 

Illing of California . ..Palmer 


Los Angeles, Calif. 
International Shoe Machine Corp. 
Palmer Booth Ex. Hall 
Cambridge, Mass. 


Irving Shoe Company ............ Morrison 
Chicago, Ill. 
Jacob, H., & Sons, Inc. Palmer 


Hanover, Pa. 
Jacobs, Fred, Shoe & Slipper Mfg. Corp. 


Stevens 

Brooklyn, N. Y. 

Jacobson, Nathan, Shoe Co. ...... Morrison 
Boston, Mass. 

Jalmo Shoe Corp. ......... Morrison 
Lynn, Mass. 

James Shoe Mfg. Co. ...... _. . Stevens 
Milwaukee, Wis. 

Janice Shoe Co. _.. . . Stevens 
(Janelle Div.) 
Lynn, Mass. 

Jarman Shoe Co. __. _. .Palmer 
Div. General Shoe Corp. 
Nashville, Tenn. 

Jay Shoe Mig. Co. .............. Morrison 
Cambridge, Mass. 

Jay & Jay Shoe Manufacturers, Inc. 

Morrison 

New York, N. Y. 

Jaycee Footwear Corp. .......... Morrison 
Brooklyn, N. Y. 

Jefferson Shoe Co. ......... Stevens 
St. Louis, Mo. 

Jerro Brothers _.. Stevens 
New York, N. Y. 


a 


Hotel 
Jerry Shoe Mfg. Co., Inc., The . Stevens 
Boston, Mass. 
Jewel Footwear, Inc. .... ..Morrison 
Bronx, N. Y. 
Johansen Brothers Shoe Co., Inc..... .Stevens 
St. Louis, Mo. 
Johnson, Stephens & Shinkle Shoe Co. 
Stevens 
St. Louis, Mo. 
Johnston & Murphy.... Palmer 
Newark, N. J. 


Jones & Vining, Inc... Palmer Booth Ex. Hail 
Brockton, Mass. 
Joyce, Inc. ... 


Pasadena, Calif. 


Palmer 





REGISTER EARLY 


Exhibitors listed here are arranged in 
alphabetical order with the name of the 
hotel opposite each exhibitor. An offi- 
cial directory will be distributed at the 
National Shoe Fair in which the room 
number or booth number of each exhibi- 
tor will appear—thus making it easy for 
buyers to find the exhibitors whom they 
wish to contact. Since these directories 
will be available only at the registration 
desks in all exhibiting hotels, it is impor- 
tant that buyers register immediately on 
their arrival and secure their copy. 





Julian & Kokenge Co. Palmer 
Columbus, O. 

Juliet Footwear Co. Morrison 
Passaic, N. J. 

Justin, H. J., & Sons, Inc. Stevens 
Fort Worth, Tex. 


Juvenile Shoe Corp. of America, The. Palmer 
St. Louis, Mo. 

Oe 
Div. General Shoe Corp. 
Nashville, Tenn. 

K. K. Publications, Inc. 
Poughkeepsie, N. Y. 

Kane, Dunham & Kraus, Inc. 
Washington, Mo. 


.. .Palmer 


Palmer Booth Ex. Hall 


... .Stevens 


Kaut,. Lauman, Winter, Inc. . Stevens 
Dixon, Mo. 

Keith, Geo. E., Co. ........ . Stevens-Palmer 
Brockton, Mass. 

Keith, Keith & McCain, Inc. . Palmer 
Rockland, Mass. 

Kenmore Shoe Co., Inc. Morrison 
Beverly, Mass. 

Kepner-Scott Shoe Co. Morrison 
Orwigsburg, Pa. 

Kessler Shoe Mfg. Co., Inc. Palmer 
Baltimore, Md. 

Keystone Slipper Co. Palmer 
Philadelphia, Pa. 

Kickerinos ......... Morrison 
Milwaukee, Wis. 

Kimel Shoe Co. ... _. Stevens 
Boston, Mass. 

Kimel Shoe Co. ... Palmer 
Los Angeles, Calif. 

Kinney, G. R., Co., Inc. ............. Palmer 
Carlisle, Pa. 

Kleinert, |. B., Rubber Co. ... . .Stevens 
New York, N. Y. 

Klev Bro. Shoe Mfg. Co. .Morrison 


Derry, N. H. 


Hotel 

Kleven Shoe Co. _. . Stevens 
Spencer, Mass. 

Knight Slipper Mfg. Corp. . . . Stevens 
Brooklyn, N. Y. 

Knights-Allen Co., Inc., The .. .Palmer 
Haverhill, Mass. 

Knipe Bros., Inc. . _ . Palmer 
Ward Hill, Mass. 

Koss Shoe Co., Inc. . Stevens 
Auburn, Me. 

Kreider, The A. S., Shoe Co.. . .Palmer 


Annville, Pa. 
Kreider, The A. S., Shoe Mfg. Co... . . Palmer 
Elizabethtown, Pa. 


Kreider, The A. S., Co. . .Palmer 
Lebanon, Pa. 
Kreider, The A. S., & Sons Co. . Palmer 


Palmyra, Pa. 
Kreider's, W. L., Sons Mfg. Co., Inc. . Stevens 
Palmyra, Pa. 


Krippendorf-Dittmann Co., The. .... . Palmer 
Cincinnati, O. 

Laconia Shoe Co., Inc. . . .Morrison 
Laconia, N. H. 

La Grange Shoe Corp. ... _.Morrison 
Red Wing, Minn. 

Laird, Schober & Co. Inc. _. .Palmer 
Haverhill, Mass. 

Lake States Footwear Co... Morrison 
Milwaukee, Wis. 

Lakeside Shoe Co. _Morrison 
Cleveland, O. 

Lancaster Shoe Co. . _. Palmer 
Elizabethtown, Pa. 

Langerman Shoe Co. Morrison 
Brooklyn, N. Y. 

ts Vane; tac. ........- _. .Stevens 
New. York, N. Y. 

Lasting Shoe Co., Inc. _.Morrison 
Brooklyn, N. Y. 

Le Bon Shoes, Inc.... . Morrison 
Malden, Mass. 


Leather and Shoes ._. .Palmer Booth Ex. Hall 
Chicago, Ill. 

Leatherbury Shoe Co. 
Boston, Mass. 

Lederer Industries, Inc. 


Palmer Booth Ex. Hall 


...Morrison 


New York, N. Y. 


Leonard & Barrows ... _....Palmer 
Middleboro, Mass. 

Lesco Limited ...... _. .Palmer 
New York, N. Y. 

Lessing Rudner Footwear, Inc. . Congress 
Norwalk, Conn. 

Leverenz Shoe Co. ...............Morrison 
Sheboygan, Wis. 

Levi-Weiss Sales Co. .............Morrison 
Chicago, lil. 

Levine Co., Al & Sol ..............Morrison 


Boston, Mass. 
Libby Plastics, Inc.....Palmer Booth Ex. Hall 
East Chicago, Ind. 


Sie ee gs ow oss ae wee Morrison 
Salem, Mass. 

Life Stride Division (Brown Shoe Co.) 

Stevens 

St. Louis, Mo. 

Lion Sandals, Inc. ... _......Palmer 
New York, N. Y. 

Lippman, James A., Co. ........... Morrison 
Boston, Mass. 

Pe BEE a ee eae Stevens 
Brockton, Mass. 

Little Falls, Felt Shoe Co............ Stevens 


Little Falls, N. Y. 
[TURN TO PAGE 246, PLEASE] 
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Exhibitors at the Shoe Fair 


[CONTINUED FROM PAGE 244] 


Hotel 

Little Folks Shoe Co. Morrison 
Haverhill, Mass. 

Lockwedge Shoe Corp. Palmer 
Columbus, O. 

Longini Shoe Mfg. Co., The .. Morrison 
Cincinnati, 

Loree Footwear Corp. Morrison 
Rossiter, Pa. 

Lorraine Footwear . Morrison 
New York, N. Y. 

Los Angeles Shoe Mfg. Co. .. . Stevens 


Pasadena, Calif. 
Lotus Shoes, Inc. 
Palmer Booth Ex. Hall-Palmer Room 
New York, N. Y. 


RO NOON, SOG. ooo. ssc cecesa Congress 
Auburn, M 
iwcey, Joba E., Co., lnc. ............ Stevens 
Bridgewater, Mass. 
Lucille Footwear Co. ............... Palmer 
Williamsport, Pa. 
Lucky Stride Shoes, Inc. ............ Stevens 
Maysville, 
Lumbard-Watson Co. .............. Stevens 
Auburn, Me. 
Lynn Moccasin & Shoe Mfg. Co., Inc. 
Palmer 
Lynn, Mass. 
M & F Shoe Co., Inc. ......... ...Morrison 
Haverhill, Mass. 
Mademoiselle Shoes Co. ...... Morrison 
New York, N. Y. 
Madison Shoe Co .Morrison 
New York, N. Y. 
Maine Shoes ._..... Eeotie ete cais cee Stevens 
Auburn; Me. 
Maisak-Handler Shoe Co., Stevens 
+. Louis, Mo 
Se ek ORE. c.. 5-2 2 Morrison 
Boston, Mass. 
Manistee Shoe Manufacturing Co... Stevens 
Manistee, Mich. 
Manning-Gibbs Shoe Co. . . Stevens 
Worcester, Mass. 
Mansfield Shoes .. Palmer 
Whitman, Mass. 
Manor-Made Shoes, Inc. Morrison 
Bronx, N. Y. 
Margolin Shoe Co. ... Morrison 
Chicago, Ill. 
Marilyn Sandai Corp.. Palmer 
Stoneham, Mass. 
Marion Shoe Division _____._. Palmer 
(Daly Bros. Shoe Co., Inc.) 
Marion, Ind. 
Marks, C. W., Shoe Co. __. Morrison 
Chicago, Ill. 
Marks, The L. V., & Sons Co. .Palmer 
Cincinnati, O. 
Marshall, Meadows & Stewart, Inc... . Palmer 
Auburn, N. Y. 
Martin & Tickelis Shoe Co., Inc Congress 
Newburyport, Mass. 
Marx & Newman Co., Inc. Stevens 
New York, N. Y. 
Mathes, I., & Sons Shoe Co. Morrison 
St. Louis, Mo. 
Medwed Footwear Co., Inc. .Morrison 
Pittsfield, Me. 
Meis, The Charles, Shoe Mfg. Co... Morrison 
Cincinnati, O. 
Melco Footwear, Inc. . . ..Morrison 
New York, N. Y. 
Melori Shoe Corp. . . Stevens 


Boston, Mass. 
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Hotel 

Melrose Sandal Co. .............. Morrison 
Little Falls, N. Y. 

Melrose Slipper Co., Inc. . .Morrison 


Little Falls, N. Y. 
Mendle Box Wrap & Label Corp. 
Palmer Booths Ex. Hall 
St. Louis, Mo. 


Menihan, J. G., Corp. .............- Stevens 
Rochester, N. Y. 

Merrimack Shoe Mfg. Co............ Palmer 
Lowell, Mass. 


Metro-Craft Shoe Co. ............. Palmer 
Manchester, N. H. 

Metropolitan Shoe Co. ............. Palmer 
(Div. Craddock Terry Shoe Corp.) 
Lynchburg, Va. 

Metropolitan Shoemakers, Inc. ..... 
Chicago, Ill. 

Meyer, Frank C., Co., Inc. 

Palmer Booth Ex. Hall 


. Stevens 


Lawrence, Mass. 





REGISTER EARLY 


Exhibitors listed here are arranged in 
alphabetical order with the name of the 
hotel opposite each exhibitor. An offi- 
cial directory will be distributed at the 
National Shoe Fair in which the room 
number or booth number of each exhibi- 
tor will appear—thus making it easy for 
buyers to find the exhibitors whom they 
wish to contact. Since these directories 
will be available only at the registration 
desks in all exhibiting hotels, it is impor- 
tant that bevers register immediately on 
their arrival and secure their copy. 





Miami Footwear Corp. ............. Stevens 
.Miami, Fla. 

Middletown a. ES Dee Palmer 

Middletown, N. Y. 

Mid-States Shoe Co. ............. Morrison 
Milwaukee, Wis. 

Milford Shoe Co. ...... bce ocean Palmer 
Milford, Mass. 

Miller Shoe Co., The ............... Palmer 


Cincinnati, O. 

Miller, |., & Sons, Inc........ Sheraton Hotel 
Long Island City, N. Y. 

Miller, Hermer, Inc. 
Dover, N. H. 


Meee Re... Se. cs Stevens 
n, Pa. 
Miller-Weiss-Lawrence, Inc. ........ Morrison 
Somersworth, N. H. 
Milwaukee Shoe Co. ................ Palmer 


Milwaukee, Wis. 


Minnetonka Moccasin Co., Inc . . Stevens 
Minneapolis, Minn. 

Minor, P. W., & Son, Inc. .......... Palmer 
Batavia, N. Y. 

Miracle-Tread Division ............. Palmer 


(Div. Craddock-Terry Shoe Corp.) 
Lynchburg, Va. 

Modena Suen Go. .........5. 654. Morrison 
St. Louis, Mo. 


Monarch Shoe Co., Inc ..Morrison 
Cambridge, Mass. 
Siamaren Gees. Go. ..... 2.2 Morrison 


Chicago, Ill. 


Monogram Footwear, Inc. .........Stevens 
St. Louis, Mo. 
Monroe Bros. & Co. .............- Morrison 


Philadelphia, Pa. 


Moose River Shoe Co., Inc. .......Morrison 
Old Town, Me. 
Mosinger Brothers ...............Morrison 


St. Louis, Mo. 

Moulton-Bartley, Inc. .............- Stevens 
St. Louis, Mo. 

Mound City Division (Brown Shoe Co.) 


Stevens 

St. Louis, Mo. 

Municipal Shoe Co., Inc. .......... Morrison 
Brooklyn, N. Y. 

SD RS os in cS savanna Palmer 
Baltimore, Md. 

Mutual Shoe Co., Inc Morrison 
Marlboro, Mass. 

Myers, D., & Sons, Inc.~............ Morrison 
Baltimore, Md. 

2 See ree Morrison 
Manchester, N. H. 

Maes ames Ge, tat. -........ 25. Morrison 
Somerville, Mass. 

National Shoe Co. . Palmer 


(Div. Craddock-Terry, Shoe Cerp.) 
Lynchburg, Va. 

National Shoe Mfg. Co., Inc. 
Worcester, Mass. 


eer Morrison 


National Shoe & Leather Co., Inc... Morrison 
Epping, N. H. 

Natural Bridge Shoemakers......... Palmer 
(Div. Craddock-Terry Shoe Corp.) 
Lynchburg, Va. 

Naturalizer Division (Brown Shoe Co.) 

Stevens 
St. Louis, Mo. 

A a 3 oe eee Palmer 
Syracuse, N. Y. 

PU RS I oe oan sees cease eur Palmer 
Hallowell, Me. 

New England Shoe Mfg. Co. ...... Morrison 
Boston, Mass. 

New Step Footwear Co. .......... Morrison 
New York, N. Y. 

Norma Footwear, Inc. .........-.-. Morrison 
Brooklyn, N. -Y. 

Norrwock Shoe Co. . .Palmer 
North Jay, Me. 

Novelty Slipper Co., inc. .......... Morrison 
New York, N. Y. 

Nunn-Bush Shoe Co. ..............- Palmer 


Milwaukee, Wis. 
O'Donnell Shoe Corp. ............- Stevens 
Humboldt, Tenn. 


O'Kay Shoe Manufacturing Co.. .... . Stevens 
St. Louis, Mo. 
Old Colony Shoe Co. ..............Palmer 


Brockton, Mass. 
Old Tanner Shoe Dressing 
Palmer Booth Ex. Hall 
Milwaukee, Wis. 


Old Town Shoe Go. <5 55-0 c Congress 
Old Town, Me. 
OC Medl,.4 By Bede Go... .- 2... Stevens 


St. Louis, Mo. 


a . Stevens 
New York, N. Y. 

Orange Shoe Mfg. Co............Morrison 
Orange, Mass. 

Quimet Welting Co... Palmer Booth Ex. Hall 
Brockton, Mass. 

Owens Shoe Co. .................Morrison 
Salem, Mass. 


[TURN TO PAGE 250, PLEASE] 
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Nationally Advertised 
No. 6335 on the Playboy 
Last 
One of 40 In-Stock Styles 





Ever think you'd find a 
value shoe in the market 
we have today? But it’s true! . 
Ward Hill is value ... real honest-to-goodness shoe 
value. Ward Hill is priced at what it is worth — not at 
what it could bring. Compare Ward Hill Shoes! See for yourself WARD HILL SHOES HAVE 
if there is any other shoe... nationally advertised ... sold 12 BIG VALUE FEATURES! 
at this price ...except for Ward Hill, that has all [Quolity feotures found ia tep-gredie custens seul 
12 of the big value, quality features! 


SURVEY PROVES WARD HILL A SUCCESS 
9 out of 10 men who've switched to Ward Hill Shoes — say they 
Fit better + Feel more comfortable + Break in more easily 
than the other brands they’ve worn previously!* 


AA Setter. Value... 
AT A MODERATE PRICE! 


Write for our FREE In-Stock Catalogue to Knipe Bros., Inc., Ward Hill, Mass., 
for over 60 years famous for fine shoes for men. (No obligation, of course.) *Results of o two-year impartial survey conducted for Ward Hill Shoes 
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Los Angeles, Chesney Shoe Co. 
os Van Voorhies-Phinney 
oO. 


Colorado 
Denver, Kemp Shoe Co. 

Florida 
Jacksonville, J. H. Churchwell Co. 
Georgia 
Atlanta, Gramling & Collinsworth 
Illinois 

Chicago, Keehn Bros. 
Peoria, John Moser & Son 
Indiana 
"enema = P. Bayless Shoe 
oO. 


lowa 
Cedar Rapids, Otis Leather Co. 
Dubuque, Merchants Supply Co. 
Louisiana 
Shreveport, Lee Dry Goods Co. 
Maine 
Bangor, W. S. Emerson Co., Inc. 
Massachusetts 
Springfield, M. T. Shaw Shoe Co. 
of N. E., Inc. 


: FR mg, — wi 
Detroit, an Shoe Co. 
Grand “Raids, lochene — Co. 
Saginaw, Michigan Shoe Co. 
Minnesota 
Duluth, Kremen-Duluth Co. 
Minneapolis, Dodson-Fisher Co. 
Nebraska 
Lincoln, Branch Bros., Inc. 
Omaha, Driscoll Leather Co. 
New York 
Buffalo, Reliable Wholesalers, Inc. 
New York City, Powell & Campbell 
Ohio 
Cincinnati, Robert Graefe Leather 
Cleveland, Bibow & Srail Shoe Co. 
Toledo, Ainsworth Shoe Co. 
Pennsylvania 
Philadelphia, Beli, Walt & Co., Inc. 
og ‘Newell & Schneider Co. 
York, D. S. Peterman & Co. 
iainen 
Bristol, King Bros. Shoe Co. 
Knoxville, McCallie Shoe Co. 


— Wm. R. Moore Dry Goods 
oO. 


Utah 
Salt Lake City, Zion’s Co-Operative 
Merc. Inst. 
Washington 
Seattle, W: Shoe Co. 
Spokane, Adams Leather Co. 
West Virginia 
Huntington, Jeff Newberry Co. 
Eau Claire. “co 
u ire, Schwahn- 
Milwaukee, Gandies Bros. Leather 


Co. 
Oshkosh, H. C. Roenitz Co. 
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ROY — Black Kip 
Cap Toe Blucher, 
Combination Leather 
Counter Pocket and 
Back Stay, Steel 
Arch Support, Full 
Double Sole with 
Oak Bend Outsole, 
No. 1 Last. 


BILL — Same as 
Roy only with 18- 
_— Gro-Cork 


TIE UP WITH 
TRADE BUILDERS 


Forty TRADE BUILDER stock de- 
partments serve you .. . convenient- 
ly, quickly, reliably . . . for TRADE 
BUILDER wholesale distributors 
serve every county in the country 
with overnight or same day delivery 
. e . giving you stock control advan- 
tages second to none. . . bringing 
you more profit per dollar invested. 
SEND YOUR ORDER TO YOUR 


NEAREST TRADE BUILDER 
WHOLESALE DISTRIBUTOR TODAY. 











Letters 
to the 
Recorder 





Origin and Evolution of 
Women’s Cowboy Boots 


| Editor, BooT AND SHOE RECORDER: 


When I was in Denver last week, the 
wife of our mountain state representa- 


| tive called my attention to an article 
| appearing in a recent issue of the Boor 
| AND SHOE RECORDER, referring to a 
| cowboy boot manufacturer who thinks 


| they are the first to develop a special 


last for women’s cowboy boots. 
In the early 1930’s and prior to that 


| time, there was little demand for wo- 





men’s cowboy boots. Whenever a wo- 
man wanted a pair of cowboy boots, it 
was because she happened to be en- 
gaged in ranching and like most cow- 
boys and ranchers of that day, she 
wanted a heavy serviceable boot and 
she didn’t care for style. Consequent- 
ly, it was possible to fit her with a 
man’s boot in a small size. 

Along about 1933 and 1934, when the 
Dude Ranch business was assuming 
considerable proportions, Justins de- 
cided that the time was right to pro- 
mote a line of women’s cowboy boots, 
designed for the comfort of the women 
folks who visited dude ranches. Ac- 
cordingly, we had a special woman’s 
last developed by Krentler Brothers, 
conforming to standard women’s shoe 
lasts. Orders were placed for such a 
last in November 1934—almost four- 


| teen years ago. At that time we trade- 


marked the name “Western Gypsy,” 
(which trade mark was applied to these 
boots and they were advertised as 


| such). 


This was a round toe boot, to which 
we later added a narrow square toe and 


| then a medium square toe so that for 


many, many years Justins have had 
a special women’s last in three dif- 
ferent toes. 

Well do I recall having made a trip 
West in 1934 and learning of the un- 
satisfied demand for women’s boots with 
lightweight soles. I came across some 
lightweight women’s boots that were 
being made with the outsole stapled to 
the insole, thus eliminating the thick- 


| ness of the welt. In taking this up with 


the United Shoe Machinery Corpora- 
tion, concerning the proper equipment, 


| they told us that they could show us 


how we could make extremely light- 
weight welt boots, if that was what 
we wanted, and they would be far more 
satisfactory. It was the result of these 
conversations and trials that enabled 
us to make a real light weight women’s 
cowboy boot. And remember—that was 
back in 1934! 

H. N. Fiscu, Sales Manager, 

H. J. Justin & Sons, Inc., 

Fort Worth, Tex. 
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youll see 


\ mighty sweet numbers at 





SUITE NO. 
1138-1139-1140-1141 
HOTEL MORRISON 

CHICAGO 


National Shoe Fair ¥ 
Oct. 24-25-26-27-28 AOE 


See our gay new “dancing doll” silhou- 
ette. See the styles we swiped from 
grandmother’s High Button Shoes. 
Brand-new New-Look treatments. Cap- 

























tivating closed-up types, colorful casuals, 
platforms galore—everything you need 
to win the women’s vote in your Selection 
District. 






You'll be greeted by all your old friends 
from 
Lester Pincus Shoe Corp., New York 


Lester Pincus of Chicago, Inc. 
including Groves Shoe Co. division 


48 <-@ 5s Ss | N Taw... 












Exhibitors at the Shoe Fair 


[CONTINUED FROM PAGE 246] 


Hotel 

Pe NMR ici cs ies es incws Palmer 
Brockton, Mass. 

ENE, v5 out .as sh iv sues Stevens 
New York, N. Y. 

Palter De Liso, Inc. ....: ep eeeres Stevens 
New York, N. Y. 

Pana Raffia Corp. ................ . Stevens 


Pittsurgh, Pa. 
Panther Moccasin Mfg. Co., Inc... .Morrison 
Auburn, Me. 


Panther Panco Rubber Co., Inc. 
Palmer Booth Ex. Hall 

Chelsea, Mass. 

Paramount Footwear Co., Inc....... Morrison 
Garfield, N. J. 

Paramount Shoe Mfg. Co. ........- Stevens 
St. Louis, Mo. 

Pearl Preview Shoe Co. ............ Palmer 
Philadelphia, Pa. 

Peerless Footwear, Inc. ........... Morrison 
Souderton, Pa. 

te ee ee eee Stevens 
St. Louis, Mo. 

Penobscot Shoe Co. ............. Congress 
Old Town, Me. 

Peppy Footwear, Inc. ............. Morrison 
Brooklyn, N. Y. 

© ee ara reer Stevens 
St. Louis, Mo. 

PE a. ke 5 US On cass eee oe Morrison 
Worcester, Mass. 

Philips Shoe Mfg. Co. ...........: Morrison 
Haverhill, Mass. 

Finis Ghee Go, foc. .......5.5.2: Morrison 


Lowell, Mass. 


Physical Culture Shoes ............. Palmer 
Portsmouth, O. 

Pind Fier Suee Me... . 5.525520... Palmer 
Wausau, Wis. 

Pierce, C. S., Co...... Palmer Booth Ex. Hall 
Brockton, Mass. 

Pilling, John, Shoe Co. ............. Palmer 
Lowell, Mass. 

Pincus, Lester, of Chicago ........ Morrison 


Chicago, Ill. 
Pincus, Lester, Shoe Corp. ........ Morrison 
New York, N. Y. 


Pincus & Tobias, Inc. ...........Drake Hotel 
New York, N. Y. 

ee ee Sea Palmer 
Middleboro, Mass. 

Poloner Shoe & Slipper Co. ........ Morrison 
New York, N. Y. 

Portage Shoe Mfg. Co. .......... Morrison 


Milwaukee, Wis. 
Porteous, Harriett Couplin, Associates 


Stevens 
New York, N. Y. 
Paster Shes Son. fac... 5.65.55). Morrison 
Milford, Mass. 
Portland Footwear Co. ............ Stevens 
Portland, Me. 
Posner, Dr. A., Shoes, Inc. ........... Palmer 
New York, N. Y. 
ee a oa eee Oe. . .5.s.-55. 55 Palmer 


Brockton, Mass. 
Presberg, N. S. Co....Palmer Booth Ex. Hall 
New York, N. Y. 


Preston: Ghee Gre. 2 i. Ss. oct es Morrison 
Lynn, Mass. 

Preston, Mel, Shoe Corporation. ... . . Stevens 
Brooklyn, N. Y 

NS oh siacs car incense naam Morrison 
Columbus, O. 


Primex Equipment Co...Palmer Booth Ex. Hall 
Chicago, Ill. 
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Hotel 

Prince Footwear Corp. ............ Morrison 
New York, N. Y. 

Progvess Shoe Co., Inc............. Morrison 
Brooklyn, N. Y. 

ig. See ee Morrison 
Boston, Mass. 

Prudential Shoe Mfa. Co., Inc...... Morrison 
Brooklyn, N. Y. 

Putterman Footwear Corp. ........ Morrison 
Brooklyn, N. Y. 

Gueker Shoe. Gop. ..<.. =... ..53 Morrison 
Allentown, Pa. 

Queen Quality Shoe Co. ........... Stevens 


St. Louis, Mo. 
Quinte Machinery... .Palmer Booths Ex. Hall 
Belleville, Ontario, Canada 





REGISTER EARLY 


Exhibitors listed here are arranged in 
alphabetical order with the name of the 
hotel opposite each exhibitor. An offi- 
cial directory will be distributed at the 
National Shoe Fair in which the room 
number or booth number of each exhibi- 
tor will appear—thus making it easy for 
buvers fo find the exhibitors whom they 
wish to contact. Since these directories 
will be available only at the registration 
desks in all exhibiting hotels, it is impor- 
tant that buvers register immediately on 
their arrival and secure their copy. 





Radcliffe Shoes, Inc. ............... Stevens 
Brockton, Mass. 

Ramsey Shoe Corp................ Morrison 
Bronx, N. Y. 

Rao Brothers Footwear Corp. ...... Stevens 


Brooklyn, N. Y. 


Rao-Koury Shoes, Inc. ............Morrison 
New York, N. Y. 

Rasmussen Shoe Co. ............... Palmer 
Worcester, Mass. 

Rauh, S., & Co. ....... Palmer Booth Ex. Hall 


New York, N. Y. 

Recordia Manufacturing Co., Inc.. .Morrison 
New York, N. Y. 

Red (Gold) Cross Shoes 
Cincinnati, O. 

Red Seal Foot Fashions, Inc. 

Palmer Booth Ex. Hall 

New York, N. Y. 


Reed, Dr. A., Cushion Shoe Corp... Morrison 
Chicago, Ill. 


Pee unic ee Palmer 


i ae eS oe ea Palmer 
Rochester, N. Y. 

OS SE oe eee are ema Palmer 
Schuylkill Haven, Pa. 

a ee eee Congress 
Nicholasville, Ky. 

ee ere Morrison 
Auburn, Me. 

Reyne Seee Go. ...-....<......- Stevens 
Owensville, Mo. 

Rise Shee Go., fac. ............: Morrison 


New York, N. Y. 
Rice Lake Furnishing Goods Co... ..Morrison 
Rice Lake, Wis. 


Rice-O'Neill Shoe Co. ............- Stevens 
St. Louis, Mo. 
Richland-Davidson Shoe Co. ........ Palmer 


(Div. General Shoe Corp) 


Hotel 
Nashville, Tenn. 
Richmond, C. F., Shoe Co. ......... Palmer 
Brockton, Mass. 
Ridgely Shoe Co., Inc. ............ Morrison 
Baltimore, Md. 
Robern Shoe Mfg. Corp. ........... Stevens 
New York, N. Y. 
Roberts, Johnson & Rand ........... Stevens 


St. Louis, Mo. 
Robin Hood Division (Brown Shoe Co.) 


Stevens 
St. Louis, Mo. 
Roblee Division (Brown Shoe Co.)...Palmer 
St. Louis, Mo. 
Rochester Shoe Tree Co. 
Palmer Booth Ex. Hall 
Rochester, N. Y. 
Rogers Bros. Shoes, Inc. 
Boston, Mass. 
Rondeau, H. O., Shoe Co., Inc....... Palmer 
Farmington, N. H. 


Sep seee eee Morrison 


Rosen, Geo. H., Shoe Mfg. Co. ... .Morrison 
Boston, Mass. 

Rosenberg, Ben, Shoe Co.-......... Morrison 
St. Louis, Mo. 

Rms Seen OI = ek. css Sc Morrison 
Lynn, Mass. 

Roth, Rauh & Heckel, Inc. .......... Palmer 
Ripley, O. 

Rubin Bros. Footwear, Inc. ........ Morrison 
New York, N. Y. 

ee ees ae Morrison 
New York, N.-Y. 

ee ene Palmer 
Newburyport, Mass. 

Saco-Moc Shoe Corp. ............ Morrison 
Portland, Me. 

Saks, Wi. J., Show Gor... .........: Morrison 
New York, N. Y. 

Salvage, Louis H., Shoe Co., Inc...... Palmer 
Manchester, N. H. 

Salvage-Molloy Shoe Co. ........... Palmer 
Manchester, N. H. 

Somes Sele toes oo 5. es... ts Stevens 
St. Louis, Mo. 

a Le i er Morrison 
St. Louis, Mo. 

Genes Meee Oa. ona ces scene Stevens 
St. Louis, Mo. 

Ne a re Palmer 
Boston, Mass. 

ENS Veh, SSF 2 I ape ae Palmer 
Los Angeles, Calif. 

Saxe-Glassman Shoe Corp ......... Palmer 
Saco, Me. 

Schawe-Gerwin Co., The...........-. Palmer 


Cincinnati, O. 
Scholl Mfg. Co., Inc., The 
Palmer Booth Ex. Hall—Palmer Room 
Chicago, Ill. 
Schneider Shoe Co. .............- Morrison 
St. Louis, Mo. 


Schoenfeld, Sam, Associates ....... Morrison 
New York, N. Y. 

Schroeder Shoe Co., The ........-- Congress 
Portsmouth, O. 

Schwartz & Benjamin, Inc. .......... Palmer 
New York, N. Y. 

Sebago-Moc Co. ...........------- Stevens 
Westbrook, Me. 

Selby Shoe Co., The .......-..----- Palmer 
Portsmouth, O. 


[TURN TO PAGE 252, PLEASE] 
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CONNOLLY 








SHANK 


















PEGGED ARCH 


TEMPERED STEEL 


MOVABLE 


FILLER 
LEATHER OUTSOLE 
LEATHER INSOLE 


BUILT INTO AND LASTED INTO THE SHOE — CONNOLLY’S KWILTED KUSHION INSOLE . 
soft, resilient, eee - i port of the shoe . . 
fused with a floater-type insole 


. . is an integra 








duenaied ait-cles 


Pp 


shown.) 


METATARSAL PAD 
SOCK LINING 


CONNOLLY'S KWILTED 
KUSHION INSOLE — 
LEATHER-COVERED 
. .. BUILT IN AND LASTED 

INTO THE SHOE. 


‘ * thus providing the same fit as any regular shoe . . 
plus the edvontoges of cushioning the entire foot with every step, insulating the foot against 
heat or The long inside counter, steel shank ond pegged 


j of 
CONNOLLY’S KWILT- 
ED KUSHION INSOLE 
extends under the en- 


tire 
REAL, 


foot. Here is 
TRUE FOOT 





not to be con- 


orch re- 








CONNOLLY introduces five numbers designed and built for men whose footwork calls 
for the maximum in shoe comfort . . . each with CONNOLLY’S NEW KWILTED KUSHION 


. . . @ Soft, resilient, perspiration-resisting flexible insole . . . 
covered and quilt-stitched to prevent clumping and shifting . . . 


leather 
built in and 


lasted into the shoe . . . becoming an integral part of the shoe 





KWILTED KUSHION SHOES 


LONG INSIDE 
COUNTER 


itself . . . completely cushioning the entire foot. 


CONNOLLY’S KWILTED KUSHION shoes and oxfords ... to retail under $15.00... 
available in Connolly's usual wide 


range of sizes and widths . . . all 





See the entire CONNOLLY line 












Rooms 747-748 Palmer House 


National Shoe Fair 





No. 7556—Medium Brown Kid Bluch- 
er Oxford, Long Inside Counter, Spring 
Steel Shank, Pegged Arch Construc- 
tion, Movable Metatarsal Pad Sock 
Lining, CONNOLLY’S KWILTED KUSH- 
1ON INSOLE, Cambridge Lest. 


No. 7554—Biack Genuine Australian 


Kangaroo Blucher Oxford, Regular 
Counter, Spring Steel Shank, Pegged 
Arch Construction, Movable Metatarsal 
Pad Sock Lining, CONNOLLY’S KWILT.- 
ED KUSHION INSOLE, Cambridge Last. 
No. 7555 — Same as No. 7554 Only 
With Long Inside Counter. 


carried IN STOCK 


No. 1554—Black Genuine Australian 
Kangaroo High Shoe, Regular Counter, 
Spring Steel Shank, Pegged Arch Con- 


struction, Movable Metatarsal Pad 
Sock Lining, CONNOLLY’S KWILTED 
KUSHION INSOLE, Cambridge Last. 
No. 1555 — Same as No. 1554 Only 
With Long Inside Counter. 








CONNOLLY SHOE COMPANY, STILLWATER, MINNESOTA 
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Exhibitors at the Shoe Fair 


[CONTINUED FROM PAGE 250] 


Servus Rubber Co., The 
Rock Island, Ill. 
Setroy, Inc. __. 
New York, N. Y. 
Shari's Sales Corp. 
New York, N. Y. 
Sheboygan Paper Box Co. 
Sheboygan, Wis. 
Shenanigans Shoes, Inc. 
Long Island City, N. Y. 
Sherman Footwear Co. 
Lynn, Mass. 
Sherry Shoemakers, Inc. 
Boston, Mass. 
Shoe & Leather Reporter 
Boston, Mass. 
Shoe Form Co., Inc. 
Auburn, N. Y. 
Shu-Stiles, Inc. . . 
St. Louis, Mo. 
Silver Slipper Mfg. Corp. 
New York, N. Y. 

Silvestri Art. Mfg. Co., Inc. 
Chicago, Ill. 
Simon Bros. Co. .. 

New York, N. Y. 


Simplex Shoe Manufacturing Co. 


Milwaukee, Wis. 

Skippy Footwear Corp. 
New York. N. Y. 

Smith, G. Edwin, Shoe Co., The 
Columbus, O 

Smith, J. P., Shoe Co. 
Chicago; Ill. 

Somersworth Shoe Co., Inc. 
Somersworth, N. H. 

Sons Shoe Co. .. 
Bonne Terre, Mo. 

Spack Shoe Co. 
Roxbury, Mass. 

Spalding, A. G., & Bros. 
Marlboro, Mass. 

Spalsbury Steis Shoe Co. 
Fredericktown, Mo. 


Sport Specialty Shoemakers, Inc. 


St. Louis, Mo. 
Stacy-Adams Co. 
Brockton, Mass. 
Star Shoe Co. .. 
Boston, Mass. 
Starlet Footwear Co. 
New York, N. Y. 
Stein-Sulkis Shoe Co. 


Haverhill, Mass. 
Step Master Shoes, Inc. 
Greenup, Ill. 


Stepping Stone Shoes, Inc... 
Williamsport, Pa. 

Stetson Shoe Co., Inc., The. .... 
South Weymouth, Mass. 

Stiebel Shoe Co., Inc.. 
St. Louis, Mo. 

Stillman, H. C., Shoe Co.... 
Lawrence, Mass. 


Stone-Tarlow Company, Inc. ...... 


Brockton, Mass. 
Storybook Shoe Co. 
Nashville, Tenn. 
Studio Shoes of California 
Los Angeles, Calif. 
Styl-eez Shoes .. 
Portsmouth, O. 
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Hotel 


Blackstone 
..Congress 


Palmer Booth Ex. Hall 


Palmer Booth Ex. Hall 


Palmer 


.. Palmer 
.. Stevens 
Palmer Booth Ex. Hall 
Palmer Booths Ex. Hall 
.. Stevens 
..Morrison 


Palmer Booth Ex. Hail 
.Palmer Booth Ex. Hall 


Morrison 
Palmer 
Palmer 
Palmer 

Stevens 
Stevens 
Stevens 
Stevens 
Stevens 
Stevens 


Palmer 


.Morrison 


Morrison 


. .Morrison 


. Stevens 


. .Palmer 
..Palmer 

Stevens 
Morrison 
..Palmer 
.. Palmer 


Stevens 


_.. Palmer 


Hotel 

Sudbury Shoe Co., Inc... . . Stevens 
Boston, Mass. 

Summer Shoe Co. Stevens 
Haverhill Mass. 

Sun-Cal Footwear, Inc. _..Palmer 
Los Angeles, Calif. 

Superior Shoe Co. Morrison 
Chicago, Ill. 

Swan Shoe Co., Inc. _..Palmer 
Baltimore, Md. 

Taicher Co., The _ Stevens 
Camden, N. J. 

Tattle-Winick Shoe Co., Inc... .. Morrison 
Boston, Mass. 

Taylor, E. E., Corp. ..Palmer 
Boston, Mass. 

Thomasetti's Shoes, Inc. ..... .. Morrison 
Sedal'’a, Mo. 

Thompson Bros. Shoe Co..... .Palmer 
Crockton, Mass. 

Tiffany Footwear . Congress 
Norway, Me. 

Tober-Saifer Shoe Mfg. Co... Stevens 
St. Louis, Mo. 

Todd Shoes, Inc. . Morrison 
Haverhill, Mass. 

Town & Country Shoes, Inc. Palmer 
Sedalia, Mo. 

Trimfoot Company Stevens 
Farmington, Mo. 

Trina Shoe Company Stevens 
Costa Mesa, Calif. 

Triple Novelty Footwear Corp. Palmer 
Maspeth, N. Y. 

Tropical Craft Corp. Morrison 
New York, N. Y. 

Tru-Poise Shoes Palmer 
Portsmouth, O. 

Tru-Stitch Moccasin Corp. Stevens 
Malone, N. Y. 

True Value Slipper & Sandal Corp... Morrison 
Bronx, N. Y. 

Truitt Brothers, Inc. Morrison 
Binghamton, N. Y. 

Tupper Shoes, Inc. Palmer 
New York, N. Y. 

Tweedie Footwear Corn. Stevens 
Jefferson City, Mo. 

Twentieth Century Footwear Co., Inc. 
Milwaukee, Wis. Morrison 

Tye Shoe Co., Inc. .Morrison 
Haverhill, Mass. 

United Division (Brown Shoe Co.) Palmer 
St. Louis, Mo. 

United Last Co. .... Palmer Booths Ex. Hall 
Boston, Mass. 

United Shoe Machinery Corp. 
Boston, Mass. Palmer Booths Ex. Hall 

Unity Shoemakers Corp. ...Palmer 
Haverhill, Mass. 

Universal Shoe Mfg. Co. Stevens 


(Div. Craddock-Terry Shoe Corp.) 
Lynchburg, Va. 

United States Rubber Co. 
(Lastex Yarn & Rubber Thread Div.) 
New York, N. Y. Palmer Booth Ex. Hall 


United States Shoe Corp., The _. Palmer 
Cincinnati, 
Vaisey-Bristol Shoe Co., Inc. _.Palmer 


Rochester, N. Y. 


Hotel 

Valentine Shoe Co. ................Palmer 
(Div. General Shoe Corp.) 
Nashville, Tenn. 

wey snes orp. 2.5: 2... esc Morrison 
St. Louis, Mo. 

Valman Shoe Co., Inc..... . .Morrison 
Haverhill, Mass. 

Venus Sandal Mfg. Co., Inc.......Morrison 
New York, N. Y. 

Victory Footwear Sales Co. ..Morrison 
Baltimore, Md. 

Wee NUR. ws cos oad ass ues Stevens 
St. Louis, Mo. 

Vilaltty Shoes Co. ................ Sven 
St. Louis, Mo. 

Vocational Footwear, Inc. ......... . Stevens 
Lutesville, Mo. 

Vogue Shoe, Inc. .................--Palmer 


Los Angeles, Calif. 
Vulcan Corp. ....... Palmer Booths Ex. Hall 
Cincinnati, O. 
Walk-Over Shoes 
Brockton, Mass. 
Walkin: Shoo Go. the............... Palmer 
Schuylkill Haven, Pa. 


_. .Stevens-Palmer 


Wall-Streeter Shoe Co. ............Palmer 
North Adams, Mass. 

Waller, Charles, Sales Co......... Morrison 
Baltimore, Md. 

Walton, A. G., & Co., Inc........ Morrison 
Chelsea, Mass. 

eS 6 ee a ere Stevens 
Ware, Mass. 

Waverly Shoes, Inc. _.. ..Morrison 
New York, N. Y. 

Wayne Shoe Co. ..Morrison 
Boston, Mass. 

Wear Best Footwear, Inc. ..Morrison 
Brooklyn, N. Y. 

Weber Shoe Co. ..... _.. Stevens 
St. Louis, Mo. 

Weigert-Dagen Shoe Co. _.Morrison 
St. Louis, Mo. 

Weil, M. K., Shoe Co. _.Morrison 
St. Louis, Mo. 

Weinbrenner, Albert H., Co. .......Palmer 
Milwaukee, Wis. 

Well Built Shoe Co. . .Morrison 
Milford, Mass. 

Well-Worth Slipper Co. _.....Morrison 
Honesdale, Pa. 

Wellco Shoe Corp. . _...Palmer 
Waynesville, N. C. 

Werman, A., & Sons, Inc....... .. . .Morrison 


Brooklyn, N. Y. 

Wesseling, Jordan Shoe Co., Inc... . . Stevens 
Eldon, Mo. 

Westminster Shoe Co., Inc.......... Steven 
Westminster, Md. 

Westport Division (Brown Shoe Co.)}. . Stevens 
St. Louis, Mo. 


Weyenberg Shoe Mfg. Co.........Morrison 
Milwaukee, Wis. 

Wheaton Shoe Co. . 2a: ae 
Cambridge, Mass. 

White, Ed, Junior Shoe Co.......... . Stevens 
Paragould, Ark. 

Wiley-Bickford-Sweet Corp. _...Morrison 
Worcester, Mass. 

MVEA Ras. oo sss ee Palmer 
Halifax, Pa. 

Wilner Wood Products Co. 
Norway, Me. Palmer Booth Ex. Hall 


[TURN TO PAGE 276, PLEASE] 
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( A NEW ERA OPENS FOR 
‘YOUR BABY SHOE BUSINESS! 





Photogrophed ot 

Koy & H Shoe Shop 
3988 White Plains Ave. 
Bronx, New York 


A COMPLETE BABY SHOE DEPARTMENT IN ONE UNIT! 


Dr. Posner's Baby Shoe Bar is a beautifully designed unit...perfectly 
planned to bring you increased volume in babies’ shoes. 


e It means eye-level, platform fitting—enables the shoe fitter 
to study the fit of the child's shoe under actual weight- 


bearing! 
e It's a seating fixture—plus a permanent display. 
e Holds 376 pairs of shoes (on sectional shelving in rear). 





e Attracts consumer attention . .. helps you sell quickly and 
profitably. 


This new selling unit will highlight your baby shoe business — make 
it one of the most profitable departments in your store! 








Initial Showing At 
The National Shoe Fair 


Oct. 24th to 28th 


PALMER HOUSE 


Rooms 897-898 













FOR BOYS FOR GIRLS 


gt V OSNER: 
SHOVES 


GIVE YOUR CHILD 
CORRECT BODY BALANCE 











Executive Offices: 116 West 34th Street, New York 1, N. Y. * Soles Offices: Chicago 


OR. A. POSNER SHOES, INC. Merchandise Mart, Room 1046 * Pacific Coast: Haas Bidg., Suite 1112, Los Angeles. 
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Or Would You Rather Be a Frog? 


pole. Women and children—in most 
well-run families it’s children and 
women—come first and Pop gets what’s 
left if he’s lucky. When the price of 
the family shoes rises, obviously his 
budget for shoes declines. 

“What about his increasing earning 
power?” you ask. Shoes unfortunately 
are classified by the American man as 
a cost-of-living item, and even though 
he may actually have the cash in hand 
to spend for shoes at certain seasons of 
the year, he hesitates to spend more 
than he did for the same style a year 
or two back. In other words the old $30 
figure still burns brightly in his mind. 
Then Uncle Sam made his contribution 
to the stiffening of resistance to shoe 
salesmanship by telling him throughout 
rationing that two pairs of shoes were 
sufficient for any man and taught him 
to think that shoes, like steaks, were 
something that were very scarce and 
must be treated with great respect. 

Despite the fact that most of us, in- 
dividually, knew this simple economic 
fact of life, we as an industry per- 
mitted, and even encouraged, talk about 
“shoe wardrobes,” shoes for every oc- 
easion and exactly the right shoe for 
each occasion. Since the war we’ve in- 
troduced radical new patterns, revolu- 
tionary shoes, new materials, new col- 
ors and combinations of colors and yet 
volume has continued to fall off. ~ 

Perhaps we forgot what the word 
“staple” meant, overlooked the eco- 
nomic fact that the average man’s first 
need is a dress shoe and that he buys 
his second, third and fourth pairs of 
shoes, regardless of type, after that and 
in direct proportion to the strength of 
the desire for shoes which we can stimu- 
late within him. When price is high 
and money is scarce, that desire is more 
difficult to arouse. We, in turn, must 
work harder and spend more promo- 
tional energy to keep it burning. We, 
as an industry have been remiss both 
in the type of our advertising and pro- 
motion and the vigor which we have put 
behind it. 


“Extra Pairs” That Boomerang 


We are guilty of sins of commission, 
too. In our scramble to get more shoes 
sold, we forgot that shoes must be sold 
right. Those new patterns we intro- 
duced to create more sales have boom- 
eranged and actually curtailed them. 

Consider first the Norwegian moc- 
casin, which in itself held admirable 
possibilities for true extra pair sales. 
We sold it, however, as a slipper, an 
outdoor leisure shoe, an every-day 
everywhere shoe. Not content with that 
we developed a sturdier version and 
claimed in our promotion that here, at 
last, was the “all-purpose” shoe. How 
many thousands of pairs of sport shoe 
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and street shoe sales were lost as a 
result of these two promotions is any- 
body’s guess, but the merchant who 
wonders today what has happened to 
his business might ask himself how 
often he took the easiest way and re- 
sorted to that famous sales clinching ar- 
gument, “Here’s a shoe that can be 
worn everywhere.” 

We looked forward to the demise of 
shoe rationing for a real spurt in the 
men’s shoe business. We had the pro- 
ductive capacity, we had money in the 
bank for advertising; we had a promo- 
tional momentum that seemed to require 
but little additional effort to keep the 
ball rolling. Yet three years later here 
we are, still fumbling the ball! 

After the war materials were spotty 
and expensive. Weights of leathers 
were unusually heavy and here again 
we took the easy way. Men were as 
hungry for shoes with leather in them 
as they were for steaks. So we gave 
them heavy brute shoes, we are still 
giving them heavy brute shoes three 
years later. 

Today some retailers ask, “Just how 
much heavier can soles get? How are 
we going to justify all this additional 
weight in our Spring and Summer pro- 
motions?” 

Logically, it would seem that heavy 
soles and stout uppers should belong 
in Fall and Winter shoes, yet there are 
retailers, yes, and manufacturers, too, 
who stoutly maintain that business 
would be far worse if these brute-type 
shoes were not enjoying their present 
vogue. They say these brutes are the 
only shoes they can sell and forecast 
even greater acceptance for them next 
Spring. 

Of course, they admit their inability 
to justify this acceptance except for the 
fact that heavy shoes are young men’s 
shoes and that they are new and hot 
and different. Isn’t it possible that 
we’re over-playing heavy shoes? Can’t 
we build shoes that will shout “value” 
to the customer and still be more di- 
versified and more appealing to men at 
large? 

One retailer advertised shortly after 
Labor Day that his shoes would defy 
wear and boasted that the shoes illus- 
trated in his ad were but three of a line 
of 20 or more styles of equal heft and 
wear-defying qualities. That’s making 
it pretty difficult for a man not to buy 
a heavy shoe regardless of what his 
taste in weight of footwear may be. 
It can be argued, of course, that most 
of the shoes are actually not as long 
wearing as their appearance would in- 
dicate. Their basic appeal, however, is, 
“lots of shoes for the money.” 


Are We Over-stressing Wear? 
Certain types of trade like heavy 


shoes and want them. The college trade 
for example, was always a “heavy 
leather” trade, but college boys do not 
comprise the whole population of 
America. Let’s play heavy shoes for all 
they’re worth with college men and 
with the younger fry who fancy them- 
selves to be college boys. 

Let’s have shoes, other diversified 
types, all so well styled, so well made, 
that they will look, and actually will be 
worth the price the merchant asks for 
them. Let’s talk less about wear and 
more about performance and _ satis- 
faction. 

At the Chicago Fair last Spring we 
talked to one of the smartest style men 
in the game. After looking at 30 or 40 
samples of new promotional shoes, both 
good and bad, we asked, “What per- 
centage of your business will you do on 
these outlander types?” 

He replied, “Possibly 40, more likely 
30 or less.” 

“And the other 60 per cent?” we 
queried. He showed us six patterns, 
good, clean, dressy shoes, bread and 
butter patterns. Not a bizarre shoe 
among them. Some were heavy, some 
were medium, some were light weight 
types, but none of them was freakish. 


Too Much Emphasis on Promo- 
tional Shoes? 


Isn’t this the situation in its essence? 
Haven’t we permitted our selling of 
extremes and promotional shoes to 
overshadow the efforts we have used to 
sell more conventional types which for 
years have had a world of consumer 
acceptance behind them? By “ac- 
cepted” we do not mean necessarily 
“conservative,” or if you don’t care for 
the word, “old men’s” shoes. We do 
mean the kind of shoes that a man 
bought by the calendar, and having 
bought them, knew exactly where, when 
and why they should be worn. 

For the season ahead let’s clarify our 
thinking first. Then let’s get those 
extra pairs by selling one extra pair at 
a time, and making certain that such 
sales really are extra pairs not substi- 
tutes for styles which you would have 
sold normally with the turn of the sea- 
son. We must stop scatter-shot promo- 
tions. We must. recognize the fact that 
STYLE and fit SELL shoes as well as 
VALUE, and that weight alone does 
not make quality in a man’s shoe. 

Having made up our minds what our 
objective should be, let’s get up, get 
going, and get our legitimate shoe man’s 
share of every consumer dollar! To do 
so, will require all the brains, brawn, 
initiative and dollars that we as an in- 
dustry can muster in this year of °49 


in prospect. 
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BUSINESS FAIR IN 
NEW YORK STORES 


BUSINESS in the New York stores 
might be described as fair-to-middling 
these past few weeks. Some stores, 
especially favorably situated, can give 
a better accounting of themselves than 
that, but the majority are not too en- 
thusiastic about their figures. Even 
the weather has been offered as an 
explanation, warm Summery days 
being blamed for the lack of interest 
ia Fall clothes. 

In over-all sales the opera pump is 
still holding its number one place, with 
black suede the popular choice. In 
discussing the importance of this 
pump pattern, one buyer for a fast 
style department says it outsells any 
other shoe in the ratio of five to one. 
One style-minded merchant com- 
mented on the possibility of selling a 
customer several different colors and 
heel heights in an opera pump, as well 
as other types of pumps. The pump, 
it seems, is still number one pattern 
for popularity, although an increasing 
number of straps is selling, cross- 
straps as well as ankle and instep. 
More and more merchants are con- 
vinced that closed patterns, at least 
as far as heels and toes are concerned, 
are the right ones to promote for Fall. 
As for next Spring, that, they say, 
may be something different. In heels, 
there is a growing demand for a 
medium height. 

In departments selling to young 
women, including the college trade, 
low heels are very strong, even in 
dressy shoes. One buyer for such 
departments in a group of high style 
stores says that the little flat is com- 
ing into its own again. The Louis on 
a 6/8 height is very much in demand, 
he reports. These same girls want the 
long look on a shell pattern, he adds. 
One young department featuring three 
low heel moccasin types notes that 
the classic Norwegian moccasin is 
number one choice with two adapta- 
tions with buckles following in sec- 
ond and third places. All three shoes 
were promoted in antique brown, al- 
though the classic pattern is also being 
sold in antique red. 

Business in men’s departments has 
been picking up a little, in the words 
of several merchants. Following the 
back-to-school selling period in Aug- 
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ust and September, they felt a s!ump 
but now are beginning to do a little 


better. 
= * * 


SAN FRANCISCO STORES 
REPORT GOOD BUSINESS 


“SHOE dealers are the only ones 
who can afford to pay the high rents 
along Market Street,” declared a 
ptominent hat merchant as he moved 
to a side street and a shoe merchant 
promptly took over his old location. 
That is a debatable point, but a re- 
cent survey showed that there are 
probably more stores selling shoes in 
the one-mile stretch of Market Street 
between Third and Ninth than in any 
other similar area in the country. And 
these stores all report that business is 
good. 

Some merchants state that back-to- 
school sales were better than last year, 
and that advance Fall sales are very 
encouraging. A spirit of optimism is 
felt at the good response to promo- 
tion efforts. 

The opening of the opera season 
produced some very good sales of the 
better types of evening footwear in a 
number of the Union Square and 
Market Street shoe salons. 

Heavy advertising and sales pro- 
motion of Fall and Winter footwear 
is now in process with the main em- 
phasis on black suede and smooth 
models. Sling pumps and sandals are 
going well. The closed toe seems to 
be most in demand. The different 
types of ankle straps are proving popu- 
lar. and there is a tendency toward 














The heel of medium height for Fall is 
effectively promoted by Blooming- 
dale'’s, New York. 


more sturdy types of heels. There is 
also a veering away from the higher 
priced models in favor of those selling 
for $16 or less. 
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ST. LOUIS DOLLAR VOLUME 
EQUALS °47 


INDIAN Summer sharply curtailed 
store traffic in St. Louis as late Sep- 
tember moved into October, although 
reports of buyers from leading down- 
town salons indicated that dollar vol- 
ume for September was about on a 
par with that of a year ago. One ex- 
planation was that buyers were suc- 
cessfully promoting their _higher- 
priced merchandise, making up for a 
loss in units. Another was that there 
had been exceptionally good days dur- 
ing the early cool part of the month. 

Number one seller in both medium 
and higher-price brackets during late 
September was the opera pump. The 
movement of casuals, while high, had 
fallen off somewhat below expecta- 
tions. This was explained by some 
buyers as based on the fact that de- 
mand for casuals had reached its peak 
during the Spring and Summer sea- 
son, and also because of over-anticipa- 
tion of the demand for casuals during 
the Fall and Winter season. 

Despite the decline in sales of cas- 
ual shoes, however, some buyers feel 
that casual footwear made up into 
dressy types will be high demand 
shoes of the future for all seasons. As 
a prominent buyer here pointed out. 
the price and comfort angles of cas- 
uals are so important that demand for 
this type of shoe will continue to grow. 

Besides opera pumps and casuals, 
various strap patterns also moved well 
during the early Fall seliing season. 
Black, of course, has been the number 
one color in dress footwear, although 
brown and blue also have been high 
in demand. In heel heights, 17/8 and 
above appears to be the most wanted 
by the majority of feminine con- 


sumers. 
a F 


CHICAGO SELLING HITS 
NORMAL STRIDE 


FALL shoe selling in Chicago had 
about hit its normal stride by mid- 
September, and sales volumes were 
approaching those of a year ago. Un- 
seasonably hot weather, with near 90- 


257 








Review of H R46 lxae 


degree temperatures for nearly a week 
retarded sales somewhat, but coming 
of cool weather and heavy buying in- 
dicated that results for the month 
would be good. 

Boots and bootie styles have been 
gaining favor in high style quarters, 
with black suede leading sales. Fit as 
well as style is stressed in many pro- 
motions of these types. The local 
Walk-Over stores have run several 
single shoe advertisements showing a 
boot. The fact that the instep is elas- 
ticized and that there are elastic in- 
serts of black silk open mesh are 
stressed. Joseph Salon Shoes in ad- 
vertising its button style uses the 
“girdle fit” theme. 

Newest versions of the pump sil- 
houette are being well received and 
account for a good share of sales in 
the salon and higher priced stores. 
Sculptured effects, open work, sling 
versions with platforms, opera styles 





with d’Orsay vamps, scalloped lines, 
and deep cut throats are favored pat- 
terns. Sandals are still considered the 
favorite over pumps, however, par- 
ticularly in unusual strap effects. 
Fabric is being given more attention 
this Fall than it has received for some 
years. The Walton Shoe Salon has 
featured a satin pump and Marshall 
Field & Company devoted one adver- 
tisement and considerable display 
space to “the velvet shoe . . . deep 
and soft as the night” for wear from 
five o'clock on. Field’s is continuing 
its policy of devoting a frequent half- 
page to shoes in its series of Fall 
fashion advertisements. Included in 
this series was a spindle-heeled pump 
of satin trimmed with tracings of 
rhinestones. Chas. A. Stevens & Co. 
featured color in velveteen in a bal- 
lerina style with a choice of black, 
gold, red, green or grey. Suedes pro- 
vided the theme for a full-page adver- 
tisement by Carson, Pirie, Scott & Co. 
Other fabrics shown in shoes include 
tweeds, brocades, crepes and custom 
made models of costume fabrics. 


Shoes are keyed into many match- 
ing accessory displays and promo- 
tions. The Fair devoted all of its 
main State Street windows to a show- 
ing of shoes and other accessories with 
Fall costumes, with bronze, Winter 
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The opera pump, best seller for Fall 
in Atlanta as advertised by Thomp- 
son, Boland & Lee. 





blue, gunmetal grey, and Continental 
green the highlighted colors. Al- 
though black is the leading seller 
throughout the Chicago retail area, 
there is a good demand for brown, of 
course, and also for green and blue, 
the latter showing more activity for 
Fall than in many seasons. 

Evening shoe promotions have be- 
gun in a few quarters and are ex- 
pected to be stressed from mid-Octo- 


ber on. 
* *¥ * 


ROCHESTER FALL BUSINESS 
QUIET 


SEPT EMBER shoe business failed to 
show the improvement which retailers 
in Rochester, N. Y., thought cooler 
weather would bring. While many shoe 
stores report quiet business, a few 
rolled up satisfactory figures. Inven- 
tories are said to be in fairly good 
shape as stores are adjusting them- 
selves to current conditions. 

Clearances have been scarce, but 
several stores have featured promo- 
tions with fair results. Back-to-school 
business varied from poor to good. 
Brown oxfords met with favor this 
Fall. 

McCurdy’s obtained good results in 
its women’s department by dispensing 
with a clearance sale and marking 
down Summer shoes with P. M.’s. A 
few hundred pairs formerly $19.95 to 
$24.95 were marked down to $16.95 
and placed on special tables. Al- 
though unadvertised, the shoes were 
sold easily in the normal course of 
business. 

Pidgeon’s Shoe Store attracted many 
customers to its two-day Style Prevue 
at which 150 new styles were shown 
and special orders accepted at regu- 
lar prices. The store had a radio 
hook-up for the event. 

Rochester shoe stores are outdoing 
themselves in extensive modernization 
projects. On East Avenue alone. East- 


wood, I. Miller, Treadeasy and Par- 
malee are installing new fronts and, 
in most cases, new interiors. Seneca 
Bootery is making both exterior and 
interior improvements. 

Opera pumps have been big at sev- 
eral stores, while comparatively little 
demand is registered for open toe 
sling pumps. Closed toes are definite- 
ly favored in most shoes, as are closed 
backs. Platforms are very popular. 
One store reports great demand for 
quarter-inch platforms. Demand for 
ankle straps is described as “good.” 
Rochester women are choosing lower 
ankle straps than earlier in the year. 

Cuban heels lead in popularity, but 
there is considerable demand for Louis 
heels. The medium variety is pre- 
ferred. There is fairly general agree 
ment that Forest Green and Turtle 
Green are vying with brown for pop- 
ularity. Black, of course, is the leader, 
with wine, grey and bronze also much 
wanted. 

Suede is far in the lead in demand. 
Alligator prints are going well at least 
at one store. 

= = * 


FALL BUSINESS GOOD 
IN PROVIDENCE 


PROVIDENCE, R. I, retailers are 
generally pleased with early Fall bus- 
iness. While all agree that money is a 
little tighter and that people are shop- 
ping around a little longer before 
buying, business volume has been 
very good. For the last few weeks, re- 
tailers have stepped up their adver- 
tising activities, with more and lerger 
sized newspaper ads for most stores. 

All types of casuals are selling very 
well, with moccasin types and play 
sandals fast movers. The new Fall 





lines are moving along well, with 
black suede the big seller. Medium 
heels, both open and closed models, 
in pumps and anklets are in very good 
demand. The swing to closed models 
predicted for the Fall has not ma- 
terialized, although higher priced 
stores do report a tendency toward 
closed shoes. Sale of platform shoes 
is good, although retailers report less 
than anticipated demand for them. 
The back-to-school-and-college busi- 
ness has been very good. This city is 
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fortunate in having a group of well- 
known colleges which draw students 
from all parts of the country, with a 
few from outside the country. With 
numerous social activities and athletic 
activities scheduled for the near fu- 
ture, students are buying one pair of 
shoes at least, and many are buying 
two and three pairs for various pur- 
poses. 

With cooler weather already at 
hand, merchants report a pickup in 
demand for walking shoes, including 
oxfords which combine style and foot 
health features. Handbag and hosiery 
sales are very good, with most acces- 
sory departments topping all previous 
saies records. 

* * = 


VARIETY OF STYLES 
SELL IN TWIN CITIES 


Minneapolis. 


THE great variety of shoe styles of- 
fered in Fall collections is creating 





much interest and giving impetus to 
retailers’ suggestions of shoe ward- 
robes. While some retailers are show- 
ing styles for around-the-clock wear, 
others are stressing different types of 
shoes for varied costumes. Emphasis 
on heel heights is marked with many 
merchants carrying advertisements 
showing low heels for town shoes as 
well as the casual types. Comfort with 
fashion is the theme of these promo- 
tions. 

Casuals have had good sale with 
back-to-school] customers and continue 
to be a favorite purchase with most 
women as an extra shoe. Displays of 
casuals are large. Stress on outdoor 
life in this section of the country 
makes the casual and sport shoe an 
important volume-builder, a fact which 
dealers recognize. 

Style trends which are receiving 
good acceptance are opera pumps and 
high-riding patterns. Sleek lines are 
popular, the slender, graceful effects 
liked with today’s costumes. Black 
continues to be the best selling color. 
with brown a close second. Navy and 
green are in the picture, with green 
most popular. 

Roy H. Bjorkman shell 


showed 
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opera pumps in black suede and in 
black, brown or green alligator-lizard 
with matching suede back. 

Toe-details with bows, ornaments or 
cutout trim are varied. Open toe and 
heel styles continue to be high in 
favor, but there is a demand for the 
closed toe. 

Merchants report that sales, on the 
whole, are satisfactory. 

* * * 


St. Paul. 


SHOE promotions through news- 
paper advertising have been heavy in 
St. Paul. Department stores continue 
to tie shoes in with all costume adver- 
tising and in windows, stressing their 
importance in completing accessory 
detail. This is having satisfactory re- 
action in building shoe-consciousness 
among customers. 

Field-Schlick opened a new high 
fashion shop called “The Little Shoe 
Box,” catering to those who like 
young styles. Prominent in the show- 
ings were black suede wedges with 
little Louis heels, of a slip-on type 
with ankle straps, designed for either 
street or dress wear. Other high styles 
were open shank, open toe pumps in 
green, brown or black suede with gold 
piping; open shank V-throat ankle 
strap pumps in black suede; open 
shank, side strap, open toe pumps in 
green, blue, cocoa or black suede; 
V-throat Louis heel opera pumps in 
black or brown suede and Louis heel 
pumps in brown suede with bronze- 
cobra trim and in all black suede. 

Macey’s featured a definitely new 
figure eight sandal shown in black 
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rative straps, was suggested by 
Hartley's in Miami. 





suede and in forest green calf as well. 

Walled toe oxfords continue to be 
popular. Some wall toe pumps with 
draped bows have found favor. 

Merchants report very good sales in 
children’s shoes with nationally- 
known brands the biggest sellers. Sale 
of these continues good although 
schools have opened and pre-opening 
heavy sale is over. 

Schuneman’s featured a promotion 
of a variety of styles for “Best Bib ’n’ 
Tucker or Country Casuals” in which 
comfort plus good styling were fea- 
tured. Low and medium heels were 
prominent in this group. Shoe inven- 
tories are good. Merchants report, in 
most cases, more frequent ordering 
with smaller orders at one time, but 
stocks are adequate and, in many 
stores, heavy. 

Chain stores report that sales are 
excellent, with many persons who are 
price-conscious filling shoe needs at 
these outlets. Basement stores report 
that their sales are increasing. Some 
stores have increased selling space in 
their downstairs shoe departments. 





BRITAIN PLANS SHOE 
AND LEATHER FAIR 


BrITAIN’S prewar Shoe and Leather 
Fair, annual get-together and style 
show organized by the Shoe and 
Leather Record, is being revived early 
next year and will open at Olympia 
on January 31, 1949. New features 
are to be presented in this first event 
of the shoe and leather program for 
the year. 

New style fashion parades of foot 
wear will be given. There will be two 
sessions daily for the trade and one 
for the general public. A promenade 
of shop windows demonstrating the 
latest ideas in window display is 
planned for one section of the Fair. 
Display ideas will include not only 
those for large city stores but those 
adaptable to even the smallest village 
footwear shop. 

Another section has been set aside 
for the winning entries for the Na- 
tional Shoe Repairing Competitions, 
which are organized by the National | 
Federation of Boot Trades Associa- 
tions. 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Max yD tg? WN Marke [s 


New York 


SEVERAL New York manufacturers of women’s high 
grade shoes report fair business but are by no means 
unanimous as to the reason therefor. While some attribute 
it to the growing importance of branded lines and the con- 
sumer promotions behind them, others believe that new 
styles shown for the first time at the recent opening of the 
Guild of Better Shoe Manufacturers are responsible, par- 
ticularly in the case of styles with the closed look. Others 
credit their sales increases to the introduction of types 
hitherto not made by them. 

The increases, slight in some cases and more pronounced 
in others, coming as they have only a few weeks before the 
opening of the National Shoe Fair in Chicago, have given 
many good reasons to believe that the Spring and Summer 
business to be booked there will be considerably larger 
than had at first been expected. 


In the meantime reorders coming in indicate a continuing 
interest in bronze, blue, black and brown. Suede leather 
is still strongly in demand, though smooth leather, in at 
least one prominent line, accounts for 70 per cent of the 
production of navy blue styles. 

In prices almost a paradox has developed since, as 
pointed out by several trade observers, there is now a 
smaller gap between the price the consumer is paying for 
high and for medium grade shoes than has been the case 
for many years. It is noted, for instance, that high grade 
shoes can be sold at retail for as low as $20 while $16 is a 
not uncommon retail price for shoes one grade lower. 


New England 


New England shoe manufacturers, as well as those whole- 
salers with wide distribution, will leave soon for the Na- 
tional Shoe Fair in a better than optimistic frame of mind. 
Not only do most of the women’s houses, at least, expect to 
book orders there but they also expect to return to their 
factories with the assurance that a steady stream of orders, 
some large and some small, will continue to keep them 
busy throughout the late Fall and early Winter as they have 
done throughout the Summer and early Fall. Men’s fac- 
tories making volume grades have been equally busy or 
nearly so. 

This activity in the volume shoe field is the direct result 
of two factors, it is explained by Maxwell Field, executive 
vice-president of the New England Shoe and Leather Asso- 
ciation: the current and continuing hand-to-mouth buying 
habits of retailers in all parts of the country, and the ability 
of many New England manufacturers to adapt their opera- 
tions to that method of buying. 


It is almost literally true that women’s factories, mostly 
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those in the Lynn and Haverhill areas North of Boston, 
have kept their plants busy each week on orders received 
the week before. For the most part they have been making 
two classes of shoes. One comprises sports and casuals and 
includes hand-sewn moccasins and saddle oxfords, the de- 
mand for which has been extremely heavy. The second in- 
cludes novelties of many kinds, ballerinas and play shoe 
types. 

An indication of the activity, particularly in Haverhill, 
may be had from the employment figures for the month of 
June, ordinarily a slow month. In that month, with figures 
for the country as a whole practically the same as those of 
last year, Massachusetts shoe factories showed an increase 
of two and one-half per cent in employment, while Haver- 
hill’s increase was 6 per cent. 

Men’s work shoe manufacturers have had the biggest and 
longest run they have had for many years, surpassing even 
the 1946 peak. In this category of footwear there is a 
definite shortage, and buyers have been more liberal, not 
only in quantities ordered but also in placing their orders 
farther in advance of actual needs. This work shoe demand, 
furthermore, is expected to continue through the Winter 
and well into the Spring, since the rate of employment is 
not expected to decrease appreciably in any part of the 
country. 

Factories making the better grades of men’s shoes are 
not getting the volume they would like, though the Fall 
run, seen in retrospect, has been better than many had 
anticipated. Fill-in orders have been received in sufficient 
quantities to keep many Brockton plants on a reasonably 
even keel, though below par. 


Chicago - 


REORDERS on Fall shoes have been coming in at a rea- 
sunably normal rate. However, shoe business in the Mid- 
west area at present appears to be still awaiting a change. 
Price has been the ever-present and most perplexing prob- 
lem all year, and will probably continue so for some time. 
Probability of coming increases in freight rates, continued 
negotiations on increased wage rates, plus higher material 
costs preclude any hope for lower prices, manufacturers 
say. It is obvious that there will be no change in local 
wage rates, except upward, for some time to come. Skilled 
labor is still difficult to secure. One large local shoe manu- 
facturer is even using his plant trucks to advertise for help, 
and the local want ad columns are filled daily with requests 
for shoe workers. 

Record registration of exhibitors at the coming National 
Shoe Fair points to acknowledgment of the fact that the 
shoe industry faces the most competitive year it has known 
since the early days of the war. Salesmen find that orders 
do not come easily, that they have to make many calls to 
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Fast Turnover 
Big Profits from 
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TRADE MARK REG. U. S. PAT. OFF. 
PATS. NO. 1955720 AND 2168243. 
OTHER PATS. PEND. FOREIGN PATS. 


toamallg,” 
AND BEACH AND PLAY SHOES 
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“Walking on Air” is the style for 49 as millions of new cus- 
tomers discover the miraculous comfort of Wellco’s exclusive 
foam rubber sole. See Wellco at the Fair! See this youthful, 
comfortable, salable line that has clicked 100% with retailers 
and consumers. Bulk of Foamtread line, all-leather, hand-laced 
casuals, priced $4.95 contrasted with last year’s $5.95, a tre- 
mendous value in the face of rising prices on these nationally 
advertised shoes. ‘‘Foamettes” offer another great value in $1.95 
and $2.95 retail brackets. Put your store on the profit side by 
featuring Wellco in ’49. 











Wellco Shoe Corporation, Waynesville, N. C. LUCY 


Foamtread Loafer 
with a new look! 


Hand-laced. All ae 
smart colors for "49. a ¢ 
About $4.95 Retail! . 
] a >e5 Frc 
Rooms 921-W and 922-W Zs ~ 
PALMER HOUSE Se 
. me - le 


2 > 
























#751, “Foamette” 
Beach Sandal. Gay 
multicolors and 
solid bright colors. 
About $1.95 Retail 


MONICA 
Neat new sandal in 
elk, hand-laced to 
Foamtread sole. 
*49-er colors. 

About $5.95 Retail 


+780, “Foamette” 
Play Sandal in 
smart “Wishbone” 





#783, “Foamette” 
Sling Pump. Full 


color range in this design. All wanted 
highly popular style. colors. 
About $2.95 Retaii About $2.95 Retail 


THE ONLY SHOES WITH FOAM RUBBER SOLES — 50,000,000 PEOPLE CAN’T BE WRONG 
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State of the Shoe Trade 


[CONTINUED FROM PAGE 131] 


styles or buying in anticipation of new 
trends. 


“In my opinion the difficulty which 
faces most retailers is not the size of 
their inventory but its condition. Re- 
tailers are human beings like everybody 
else and unless they have a buying plan 
and rigidly adhere to it, they are apt 
to be influenced by a salesman and buy 
fashions which may or may not prove 
successful. 


“With shoe prices as they are, it natu- 
rally follows that inventory which does 
not produce sales is non-productive in- 
vestment. Unquestionably the hand-to- 
mouth buying of the retailer is due to 
the present unbalanced position of his 
inventory. Retail sales volume through- 
out the shoe industry this year should 
certainly equal that of 1947; in fact it 
should show a slight increase. This will 
not be automatic, however; only the ag- 
gressive merchants will enjoy these 
increases. 


“The sales resistance which many re- 
tail stores experienced this last Sum- 
mer was due to a combination of causes, 
not the least of which is the fact that 
aggressive selling meth6ds have become 
dulled by boom prosperity.” 


Volume of Sales and Production 


On the question as to probable vol- 
ume of retail sales and factory produc- 
tion during the remainder of this year 
and the first quarter of next, the pre- 
vailing opinion of retailers and manu- 
facturers interviewed seemed to be that 
both will continue approximately at the 
existing level, with due allowance, of 
course, for seasonal variations. In other 
words, it was the general feeling that 
the present economic situation and the 
business outlook would seem to indicate 
that the nation’s demand for shoes will 
ccntinue about what it has been in 
1948, without any sharp decline on the 
one hand or sizable increase on the 
other. Opinions on these questions were 
by no means unanimous, however. Some 
shoe men feel that 1948 has been a year 
of readjustments and the shoe business 
should be better from here out. A few 
thought that further readjustments and 
diminished volume may be in prospect 
before the situation works itself out 
and the industry can go ahead. 


“Retail sales for the rest of this year 
will depend largely on the effort put 
behind them by merchants and the ag- 
gressive manner in which they go after 
business,” declared A. B. Cohen, presi- 
dent of The United States Shoe Cor- 
poration. 

“T believe that the shoe industry as a 
whole should adopt a policy of publiciz- 
ing values in shoes and acquainting the 
consuming public with the fact that 
shoes represent one of the greatest 
values in merchandise per dollar spent. 
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Trend Toward Lower 


Priced Shoes Seen 


“It is our opinion that most retail 
stores have a larger inventory than they 
had a year ago, and that the delay in 
ordering shoes from factories is due to 
both inventory conditions and consumer 
sales resistance," said Irving Florsheim, 
chairman of the board, Florsheim Shoe 
Company, in reply to a query from 
BOOT AND SHOE RECORDER. 

"The retail sales volume and shoe 
production for the balance of this year 
will, in our opinion, be on a lower level 
than existed during the last quarter of 
1947. 

“Lower prices to more popular fig- 
ures is probably the only answer to the 
sales resistance that the retail stores 
have experienced this Summer. 

“The decline in average factory prices 
on shoe shipments as reported by the 
Government appears fo indicate a trend 
toward lower priced shoes. 

“In our opinion, it is too early to pre- 
dict what the shoe production and sales 
will be for the first quarter of 1949 as 
compared with the same quarter of 
1948." 





For instance, in purchasing millinery, 
bags, belts and many other accessories 
the consumer gets but one article while 
in shoes she gets two units, a right and 
left shoe. 

“From my own experience of many 
years in the field of selling and mer- 
chandising, I find that many improve- 
ments in operating methods can and 
should be made by shoe merchants. To 
mention a few: 

“Retailers should plan intelligently to 
bring down their overhead. 

“They should adopt better methods 
of stock control and weekly size-ups 
based on staple types. 

“More effort should be devoted to 
lines that bring the traffic. 

“Weekly promotions of items out of 
best selling lines. 

“Better selling displays. 

“Better and more newspaper adver- 
tising. 


“More and better training of sales- 


personnel. 

“Better housekeeping job 
eral.” 

W. W. Kiss, vice-president and sales 
manager of Pied Piper Shoe Company, 
expressed the view that “with the pres- 
ent rate of national income practically 
assured for the balance of this year, 
there appears to be no reason why shoe 
sales and production during the last 
quarter of the year should not equal or 
exceed the 1947 record of performance. 

“One of the greatest fallacies in the 
present picture is the frequent supposi- 
tion that the government figures show- 


in gen- 


ing a lower average wholesale price on 
shoes shipped to retailers is indicative 
of a trend toward the purchase at the 
retail level of shoes of lower quality. 
Many of us are overlooking the fact 
that the industry is shipping today a 
much larger proportion of babies’, in- 
fants’, children’s and misses’ shoes in 
relation to total shipments than was 
true a year ago.” 
A Retailer's Opinion 

W. Otto Warn, of Warn & Warn, 
Spokane, Wash., wrote: 

“In my opinion the present inventory 
of most retailers is much more favor- 
able than it was a year ago. At this 
time last year many stores were suffer- 
ing from the rapid and complete fulfill- 
ment of large numbers of back-orders 
which had accumulated during the 
period when as many pairs were 
ordered as possible—the only limita- 
tions being those set by factory quotas. 

48 to Equal °47 

“Probable retail sales volume and 
shoe factory production for the rest of 
the year will be equal to or slightly 
better than the last quarter of 1947. 
We have better shoes to offer the con- 
sumer and our stocks are better bal- 
anced. 

“The trend toward casual tv~es in 
women’s shoes has forced the retailer to 
make certain shifts in his buying but 
it offers an opportunity for extra pair- 
age and certainly creates an increased 
interest in footwear on the part of the 
consumer. 

“The decline in average factory prices 
as reported by the government is, in 
my opinion, indicative of the fact that 
many families are finding it difficult or 
impossible to make their dollars reach. 
Many are forced to buy less expensive 
shoes—especially. those who moved into 
a bracket which was “over their head” 
while money seemed easy. 

“Prices on Spring lines is anybody’s 
guess but I believe they might be 
slightly higher. Still better shoes will 
be produced which will compensate for 
the possible slight increase. 

“T want to be optimistic and say shoe 
production and sales will be slightly 
higher in the first quarter of 1949 but 
there is one “if.” If we can show the 
consumer that he or she is getting more 
for the shoe dollar than any other 
dollar he spends. - 

“Much can be done along this line 
by both manufacturer and retailer 
through education and better public re- 
lations. Let’s get our fair share of that 
consumer dollar.” 

“Election year is always uncertain,” 
observed Guy Manley, executive vice- 
president of E. P. Reed Company and 
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Cancellations and Surplus Stocks 


...for PROMOTIONAL SELLING 





Here are thousands of pairs of fine shoes, all from well-known 
manufacturers and retailers. Every pair. priced much below the 
manufacturers cost. You BUY for less ... You SELL for less 
... That means more volume and better business. 


VARIETY? ... At Baris, 
you'll find every conceiv- 
able type of material, 
color, heel and style of 
shoe for men, women 


ANT SHOWS 


IMPORT 
OES at these 
THESE SH 









SEE 






ck . 
Name of Sbo™ NewYork MOSM 70 and children. 
Date shoe Manulectgres Openins cage | Matton} =. - - . AND EVERY PAIR 
Sieg tations Shoe Fei a OF SHOES IS PERFECT. 
Oct. 24-28 e R 


. Shoe Show 
Nov. 28-Dec- 2 Popular sien 





‘Jobs In Fine Shoes From Fine Sources’ 


79-81 Reade Street, New York 7, N. Y. 
Cable Address: ALBARISHOE - Phone WOrth 2-5180-1 
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Merchandise Visibility, Powerful Sales Stimulus 


[CONTINUED FROM PAGE 165] 


from 28 to 30 pairs of shoes are shown. 
Since 30 to 50 people pass nearly every 
minute of the day, during the busiest 
hours, the attention-getting value of the 
window is immense. 

The shoe department is easily acces- 
sible from the main Rosenblatt store, 
with a broad stairway of half a dozen 
steps, carpeted with thick, beige broad- 
loom, leading rignt into the Bostonian 
department. Modern display fixtures of 
walnut are used lavishly throughout 
the shoe department. Modern plastic 
seats, comfortable and deep, are spaced 
conveniently around the 25 wide by 40- 
feet deep shoe department. Indirect 
lighting, easy on the eyes yet very ade- 
quate, shines from the blue ceiling that 
catches the glint of the chrome ash 
trays and fixture trims. 

The whole effect is extremely pleas- 
ant and customers invariably have a 
feeling of comfort and ease when buy- 
ing shoes in these modern surroundings. 


A modern walnut display table, re- 
sembling a streamlined artist’s palette, 
heads the Broadway entrance of the 
shoe department, and upon this is a 
duplicate of the styles in the window. 
On the table also is a “white proof” of 
the latest newspaper ad, handy for shoe 
man and customer to see what was 
advertised. Nearby is a smaller display 
of men’s slippers, easy to see and be 
suggested after a customer purchases 
shoes. 

Inset on a walnut wall stands wooden 
letters several inches high—modernly 
lighted—so the words “Bostonian 
Shoes” are clearly visible from any 
angle in the store. The letters are mod- 
ern in design and match the rest of the 
modern fixtures. 

Deep beige broadloom carpet runs 
full length and full width of the store. 

Manager Williams has an assistant 
manager, John Schilling. Williams has 
been in the shoe business over a quar- 


ter of a century and stated they follow 
regular merchandising policies, pro- 
motions, displays and advertise accord- 
ing to the fine outlines and suggestions 
sent out by the Commonwealth Shoe 
and Leather company. 

Rosenblatt’s are heavy advertisers in 
newspapers and on the radio and Wil- 
liams reports Bostonian shoes are in- 
variably included so that the “dis- 
criminating man gets the idea that the 
shoes offered at this store are national- 
ly advertised and are essential to match 
the rest of his smart wardrobe.” 

It’s really the old pattern in a mod- 
ern setting: “show ’em; tell ’em; sell 
’em.” If Manager Williams had ex- 
pressed it in so many words he un- 
doubtedly would have said, “We’re in 
a wonderful spot where everyone can 
see what we’ve got; it’s easy to reach, 
comfortable to shop in; and modern 
enough to please the most discriminat- 
ing shoe shopper.” 





Teen-Age Shoes 
Potential Money Makers 


[CONTINUED FROM PAGE 144] 


heels on little dressy patterns; closed-up 
foreparts, closed-up heels, but opened- 
up sandalized patterns. You'll find plenty 
of color—red, green—and you'll find 
black suede, the favorite of the teen- 
ager because she feels grown-up with 
black suede shoes on her feet. You'll 
find novelty patterns which will spur 
your extra-sale business. You'll find 
staple moccasin oxfords, loafer types, 
saddles which she will wear for every 
day. 

Thus, while the teen-age customer is 
one to whom you will devote a lot of 
thought when selecting the shoes which 
will appeal to her and her crowd, you 
will also discover that she is one of 
your most profitable customers. For 
she is the one who buys what she likes, 
and often on impulse. Show her a style 
which appeals to her and which meets 
her special requirements, and you'll 
meet little sales resistance. She'll go 
without cokes for a month in order to 
be able to purchase a pair of shoes 
which she feels lend the finishing touch 
of glamor to her latest date costume. 
And that is where your money makers 
lie—in the impulse sales, the extra sales 
for which she is such a likely prospect. 





Partnership Dissolved 


Derrorr. — Nathan Steinback has 
taken over sole ownership of the Wes- 
town Boot Shop at 15147 Wyoming 
Avenue, which he opened about two 
years ago in partnership with Lawrence 
Schreidell. The latter has withdrawn 
and is now in another line of business. 
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Children’s Shoes Sound 
A Style Note 
[CONTINUED FROM PAGE 155] 


limited appeal. Not so the continuing 
demand for black suede in dressy pumps 
and sandals for the misses’ and grow- 
ing girls’ group, sometimes piped or 
trimmed with contrasting color, but 
often shown in all-over patterns. And 
patent leather continues to claim its 
share of the juvenile sales. 

The trend to lightness in girls’ shoes 
has its counterpart in what is happen- 
ing in the boys’ lines. Here the sig- 
nificant shoe is the one with a heavy 
beld look. This, too, may be interpreted 
as part of the trend to grown-up pat- 
terns, for, while the little girl wants 
shoes like her mother’s, her brother 
looks for shoes which resemble his 
father’s. Especially are heavy soles in 
evidence, and the heavy crepe sole, too, 
retains its popularity. 

Color is appearing in boys’ shoes as 
well as in those for other members of 
the family. The trend is away from the 
lighter tans, toward darker browns and 
the burgundy and wine tones, alone or 
in combination with white or smoke. 
Casual types have their importance 
here as well as in the girls’ shoes, and 
buckle patterns, loafer types, heavily 
ventilated models have their place in 
the Spring picture. Thus, style ap- 
pears as important for young boys as 
it is for their young sisters. 

Let us make no mistake, however. 
The importance of these style shoes is 
in no sense a deterrent to the sale of 
the classics. These shoes are for dress 
wear; the others are for wear every 
day. These will sell as extra items; the 
others will claim their major share of 
your business. But these shoes will 


make it easier to sell the classics; their 
possibilities as extra pair sales are en- 
couraging, and you will want to have a 
good selection to offer your customers. 





State of the 
Shoe Trade 


[CONTINUED FROM PAGE 264] 


former president of National Boot & 
Shoe Manufacturers Association. “The 
fear complex is so contagious and 
‘where there is fear, reason goes out the 
window.’ I know full well that some 
concerns will go ahead with courage, 
based on actual facts. We’re probably 
going through one of our occasional 
‘sifting’ periods to eliminate those who 
haven’t a permanent place in the shoe 
industry. : 

“T have frequent letters from various 
sections indicating progress. While we 
probably have the choice outlets of the 
country, we find some weak spots; 
others that will take advantage of the 
timidity of their competitors are com- 
ing through. Strong shoe manufac- 
turers outlets know that shoes are the 
most important item in a woman’s 
wardrobe. They also know that-wages 
and cost of living are high. The wise 
retailer will look with skepticism on 
manufacturers who are cutting prices 
with definite increased costs. It of 
course can be done where profit mar- 
gins have been excessive. Established 
manufacturers are always watching 
their expenses closely to make sure they 
are giving the best possible value and 
service for the money. My experience 
indicates that there is no other basis on 
which a manufacturer can be consis- 
tently successful.” 
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are piling in by phone, wire and letter. 
Dealers say these real values sell out as 
quick as they get them. 

We've had to increase our facilities 
daily in both our Buford and Flowery 
Branch plants to keep up with the 
demand. Our experienced shoe 
makers are turning out the 
PAIR-A-TROOPER Line as fast as 
high quality standards permit. 
We can’t fill all of your needs 
immediately but we’ll do our best. 


Here are 3 hot numbers 
* from the complete 
fe. PAIR-A-TROOPER 
°e@ LINE 
e° of Goodyear welt work 
° oxfords, shoes and boots 


JUMP BOOT— Popular 10” paratrooper- 
type. Uppers of specially-made, quality 
leather; Goodyear welt; full grain- 
leather in-sole; 2 full grain-leather mid- 
soles; all-weather rubber tap sole; 
em 2 «Owed ge heel; steel shank; rawhide laces. 
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 —s ——— 
9”° WOODSMAN’S BOOT-— Lace-to-toe style with 


double leather vamp, counter and quarters. Steerhide 
uppers. Waterproof tongue. Double oak leather sole. 
Full leather in-sole. Goodyear welt. Steel shank. High 
leather heel, rubber lift. Rawhide laces. Also in 2] 
iron-cork sole. 





e.- ae 
COMBAT BOOT pia 
Army-type. Heavy retan leather, GO il 


in brown or natural. Full grain 
in-sole, 2 full grain-leather mid- 


soles, tap out-soles. BUFORD, 
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STERLING LAST CORP. 


tmericat Zoremost Pathioners Lasts 
335 EAST 27TH STREET, NEW YORK 
Boston Office 210 Lincoln Street 


CANADA AUSTRALIA 
Canada Last Co. Lid. G. N. Raymond Pty, Ltd. 
; Preston, Ont. 5 Melbourne 
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The Casual Shoe, 
What Makes It Click? 


[CONTINUED FROM PAGE 137] 


Such a complete right-about-face is 
interesting to watch. This is an occa- 
sion when some of us might very well 
say, “What did we tell you?” Three or 
four years ago what were your same 
clever style prophets saying about the 
approaching end of the popularity of 
casual and play shoes? Well, we shan’t 
say anything more about that! Every- 
one has a right to change his mind but, 
we humbly suggest, that everyone, also, 
can learn a little lesson from past mis- 
takes. And don’t forget that, even 
before this Summer’s landslide in fa- 
vor of casual shoes, that part of the 
shoe industry was doing pretty nicely. 

All along we have maintained that 
the casual shoe has a permanent place 
in the shoe industry and on several 
counts. First of all, let’s face it, price 
is a strong factor in determining the 
buying habits of average people in nor- 
mal times. And this past Summer the 
more moderate prices of casual shoes 
compared with style shoes played an 
unusually important part in consumer 
demand. Why should any woman spend 
$15.95 or much higher when she can 
buy a shoe for as low as $6.95 which is 
attractive and meets her Summer needs, 
perhaps her needs for other seasons, 
too? 

Besides the saving on price, there are 
other good reasons why the casual shoe 
clicks. These have been mentioned so 
often that they are self-evident. Well- 
made and well-styled, they are the right 
shoes for wear with casual clothes and 
these, we all know, are now standard 
equipment in any well-rounded ward- 
robe. They are extremely comfortable, 
these low heel, thick-soled shoes on 
broad, foot-conforming lasts with soft 
toes and backs or open ones. It is true 
that not all casual shoes have all these 
style-plus-comfort features and, con- 
versely, many shoes, not casuals, have 
one or more of them. 

It is not these features alone, how- 
ever, that make a genuine casual. The 
styling itself, the patterns, leathers 
and colors used, play a large part in 
determining what is, or is not, a cas- 
ual shoe. Style leaders in the shoe in- 
dustry themselves differ as to what 
constitutes this type. Some maintain 
that slip-lasting is the acid test. Others 
disagree entirely. They see a wider ap- 
plication of the term to include other 
constructions and more dressy styles. 
We are inclined to agree with them and, 
for that reason, have included some 
slightly dressier shoes on these pages 
because they have the feeling of youth- 
fulness and ease that we associate with 
casual shoes. These are the kinds of 
shoes that will, if accepted as such, 
give the definition of casual shoes a 
wider scope and establish them even 
more firmly as a permanent part of the 
shoe business. 
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Shoes in the News 





LIPPERS for all members of the family are of increas- 
ing importance as holiday sales-getters. Not only do they 
appeal from a practical standpoint, to customers shopping 


This men’s slipper by San- 

dal Craft is light in weight, 

and is said to fit like a 
pump. 





for gift items, but their attractive appearance in most cases 
helps to sell them quickly and easily. Warm slippers for 





Two slippers for children, 
developed by Merryfeet 
Footwear. Top: Everett 
model with contrasting 





zipper ‘ 

with contrasting collar, and 

elephant charm attached to 
the zipper. 














the youngsters, as well as those for Mother and Father, 
will add plenty of extra sales to your holiday volume. 





Manufacturing and Markets 
[CONTINUED FROM PAGE 262] 


get commitments, and that retailers are naming their own 
delivery dates. Regional show committeees have cut their 
number of shoe shows for 1949 considerably from the num- 
ber held during the war years. Held at strategic times. 
these shows still draw good crowds and are considered a 
boon to the small town merchant, particularly. Merchants 
are now expecting salesmen to call on them, however, and 
they attend shows chiefly with the “looking around” atti- 
tude. 

Not to be overlooked is the increasing trend on the part 
of the consumer to purchase casuals in all price groups. 
This was regarded as a Summer trend during recent 
months, but the demand is continuing into Fall buying, 
and is, in fact, increasing in the $8.95 to $10.95 price 
groups. The making of year-round casual types, particu- 
larly in darker colors, is becoming important in the produc- 
tion picture. 

The bulk of slipper business has been placed, with some 
reorders expected up to November 15th. Retail promo- 
tions of slippers are expected to begin early in November, 
and with a trend to purchase of practical gifts, are ex- 
pected to ring up good volume this year. 
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SCUFF - TIP 


GIVES YOUNGSTERS 
EXTRA WEAR 


and Dealers 
EXTRA PROFITS ! 


The EXTRAS in our QUALITY JUVENILE 
LINE really make a difference. 

SCUFF-TIP is an example. It has an extra 
layer of leather on the tip. 


RUGGIES are rugged shoes, of genuine 
GOODYEAR WELT construction. A com- 
plete selection of sizes, styles and colors for 
infants, children, misses and growing girls. 








2D AT THE NATIONAL SHOE FAIR 





<= you'll find a very cordial welcome 





at our exhibit in Suite No. 721-2-3 
at the STEVENS HOTEL. 











W KREIDER’S SONS 


s Bes MANUFACTURING COMPANY 
Palmyra Pennsylvania 

















Remodeled Store Has Modern Features 


THE “new look” was everywhere in the remodeled Wilton’s 
Shoe Store, owned by C. F. Wilton, of Yakima, Wash.; 
Paul W. Gregson of Lewiston, Idaho, and J. O. Moore of 
Columbus, Ohio, when the store was formally reopened this 
Spring. 

Formerly known as Wilton’s Buster Brown Shoe Store. 
the new store, located in Yakima, is as completely new as 
its name. Remodeling included a complete modernization 
program, exterior and interior. 

The interior is strikingly modern. Woodwork and fix- 
tures are of imported African woods and birch. A rust- 
colored asphalt tile floor extends from the entrance to the 
point where the shoe-fitting area begins. From this latter 
point to the store rear, a slate-grey carpet extends from 
wall to wall 





Exterior of the remodeled Wilton store in Yakima, Wash. 
Note the interesting facade. Lettering is lighted in blue 
and gold neon, and stands out against fluted aluminum 
background. 


The men’s department is separated from the rest of the 
store by a long counter-high wall with a mirror facing the 
main store area and running the length of the wall. Fol- 
lowing the scheme of solid color panels, the ceiling of the 
men’s department is coal black, with ceiling-flush diffused 
lighting units. At the end of the men’s section a floor dis- 
play fixture, resembling a giant cribbage board, holds shoes 
supported by large pegs. At either end of the men’s de- 
partment are curtained doorways, one leading into one 
display window, and the other affording access to one oi 
the store-side stock areas. 

The wrapping counter and accessories sales department 
is located at the left, as one enters the store. 

Looking into the main section of the store, which has 
been lengthened a distance of 42 feet, a rainbow of harmon- 
izing color is se:n. Forming a “V” at the left side is a row 
of blue and rose-upholstered fitting chairs. Beyond is an- 
other smaller section of fitting chairs. 

Above the shelves of stock lining either side of the store, 
the walls are tinted brown, while the ceiling is yellow. 
Blue-colored panels line the wall areas at the front. A 
large display box is situated at the extreme left-hand cor- 
ner of the store rear. 

Curtained doorways at either side of the rear wall lead 
into the rear part of the store where additional stock and 
the receiving department, are located. 

Not the least of the improvements is the new front. Here, 
in addition to a visual front, the newest in neon signs has 
been incorporated. Blue neon lights up opaque letters 
spelling “Wilton’s.” Immediately below is the word “shoes,” 
which is outlined in gold neon. This is high-intensity gold 
neon—the brightest gold neon color possible. Against a 

[TURN TO PAGE 278, PLEASE] 


270 

















Boyce House, 
noted Texas 
author, gets fitted 
by H. J. Justin UI 


ustins sell easier 
than any other boots’ 


. . . according to actual statements 
from many successful retailers. 





Merchants from coast to coast and border to border 
write that Justins practically sell themselves with 
their fine fit and feel and real Western good looks. 
Customers know and ask for famous Justin Boots 
and Justin Shoes for men. 


SEE these “best sellers’ in 
Room 713 at the Stevens Hotel 





Cowboy Boots. Justins have been fo- 
vorites for almost 70 years with folks who 
live with their boots on. You'll sell more 
make more profits, with genuine JUSTINS. 


Justin's new GAY BLADES. Made 
with French Toe and !!/2 inch walking heel. 
Three different styles are already proving 
opular. Priced to move fast at a good 
profit for you. 





The famous AERO SHOE. A 
proven fast seller for 10 years. Favorite 
with flyers and all active men. Beautiful 
brown calf. Full calf lined, crimped vamps. 





WE'LL SEE YOU AT THE SHOE FAIR 
Write for Catalog and Prices 


H. J. JUSTIN & SONS, INC. 


FORT WORTH 1, TEXAS 
Bootmakers of the West Since 1879 
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UK LUON LINE 


Believe it or not, the “hard-to-fit” are easy fo sell. 
Reason — they know exactly what they want. 






| wear an unusual size . . . have you got it? Do you carry a shoe c 
with a narrow heel fit? . . . with plenty of toe room? .. . a eck Gebordine. 
seamless at sensitive spots? . . . built-in arch support? etc. etc. ORM: Emin 









PLATFORM. Embroid- 
ered cut-outs on 
vamp. Outfiore last 






These are the usual type of questions business women and 
housewives (the largest wearers of Wilbur Coon Shoes) ask 


right off the bat. If the answer is negative, out they walk. > Pama oe 
_f , . Sa Fe 

























NOW .. . in addition to our regular line we are proud to 
offer a brand new line of STYLIZED comfort shoes . . . 
good looking pumps .. . attractively trimmed patterns . . . 
and PLATFORMS. 


These smartly designed styles are good fo look at . . . your 
customers will buy them. See them in Rooms 964W and 
965W, Palmer House, October 24-28. 


Brown kid lizerd Calf 
trim oxford with *Tri- 
Balance insole de- 
signed especially for 
week arches. Also in 


Sizes 1 to 13 Widths AAAAAA to EEEE. Block kid patent 
The most extensive range in the shoe world. leather trim (H-75). 


Our huge in-stock inventory is at your service to 
ship you as little as one pair of shoes, immediately. 


THERE ARE STILL A FEW FRANCHISES AVAILABLE, 
INQUIRIES INVITED 











—M 
* OF DISTINCTION 
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Wilbur I 895 eg $7.25 
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AAA ..6 to 11 
.....4Y2 to 11 
Cc AY to 11 
....4Y2 to 10 
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WwW. B. COO 


N CO. * 37 CANAL STREET, ROCHESTER 3, N.Y. 
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*BEST 
IN BALLET 














* ACROBATIC 





@ Deluxe pleated soft toe ballet 
in black or white kid, unlined. 


eee eee eee ee eee eeeese 


Full sole student ballet (not illus- 
trated) in black or white kid. 

Unlined, style 11.-......... $1.85 
Same, lined, style 13........ 2.10 


@ New, improved light-weight 
construction, Prima over the toe 
“Master Taps” included, in black 
patent or white leather, style 17. 
Child’s, 814/12, one width. . .$2.50 
Misses’, 1214/3, A& C widths. $2.75 
Girls’, 3144/9, AA & B widths. . $3.00 


@ Acrobatic sandal in fawn, black, 
white or red suede, style 1... $0.65 


There is a service charge of 10c per pair 
on orders for less than 12 pairs of a style. 
Terms — net 30 days. 











SANDAL 








PRIMA, Ine. 


4 Zauat-Myakeors. ty the our Generation’ 


*HANDMADE - HAND-LASTED 


705 Ann Street + Columbus 6, Ohio 











Industry’s First Glimpse 
At °49 
[CONTINUED FROM PACE 129] 


entire shoe industry, it is anticipated 
that every shoe man in Chicago at that 
time who can possibly arrange to be 
present will wish to be on hand. 

The current problems of today’s shoe 
store operations are causing more than 
a few retailers headaches. For those 
merchants who seek the consultation of 
business specialists, the National Shoe 
Fair has provided the Expense Control 
and Store Management Clinic. 
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The same staff from the faculty, 
School of Commerce, Northwestern 
University, headed by Professor James 
R. Hawkinson, Chairman, Department 
of Marketing, School of Commerce, will 
be in charge of the clinic. Ira D. 
Anderson, Associate Professor Depart- 
ment of Marketing, School of Com- 
merce, will assist him. These skilled 
business analysts have served in this 
clinic since its inauguration. They 
understand retail shoe store operation 
and can discuss with merchants, from 
practical experience, the problems of 
the shoe business. 

A confidential merchandising state- 
ment will be mailed to all members of 









the National Shoe Retailers Associa- 


| tion, enabling those desiring to discuss 


their operation, to bring with them 
figures, which will more intelligently 
permit the consultants to recommend 
a plan of procedure. A copy of the 
statement may also be secured by writ- 
ing the office of the National Shoe Fair, 
Paimer House, Chicago, III. 

A new clinic will be added to the 
educational features of the Fair. It will 
serve the needs of many shoe store 
operators who have for some time con- 
templated revamping their store fronts, 
changing interiors or exteriors, or 
dreaming of that new store which they 
have promised themselves some day 
they would build. 

A store Design and Modernization 
Clinie will be established for the first 
time since before the war. It will be 


| headed by Carl W. Peterson of the 


architectural firm of Peterson & Peter- 
son of Chicago, recognized authorities 
on store design. In addition to Mr. 
Peterson, a member of his firm, W. 
Poetsch, will assist him in preparing 
quick roughs and layout of designs that 
will enable a store owner to visualize 
the possibilities within the scope of his 
modernization program. 

Another feature introduced at the 
Fair is the United States Department 
of Commerce participation. Their busi- 
ness observation and statistics relating 
to the shoe business is undoubtedly the 
most accurate barometer of trends and 
conditions of the industry than any 


| other agency. Manufacturers and re- 


tailers will find their competent staff 


| of valuable assistance on many busi- 
| ness subjects pertaining to the shoe in- 
| dustry. Space has been provided for 


the exhibit in the Exhibition Hall of 


| the Palmer House. 





Commerce Department 
Exhibit at Shoe Fair 


CuicaGco—Recognizing the importance 


of the National Shoe Fair to be held 


in Chicago Oct. 25, 26, 27, 28, 1948, 
arrangements have been made with the 
United States Department of Commerce 
to participate with a display of its 


| marketing information, statistical data 


and publications that will prove bene- 
ficial to all visiting retailers and manu- 
facturers. Members of the department 
will be in attendance for consultation 
with business men in the shoe industry. 
The U. S. Department of Commerce 
will have their display in Exhibition 
Hall, fourth floor of the Palmer House. 

Of particular interest to retailers, 
and high on the list of government pub- 
lications, is the book published by the 
Department of Commerce, “Establish- 
ing and Operating a Retail Shoe Store.” 
This book covers such subjects as style 
and price control, size control, buying 
and receiving merchandise, sales pro- 
motion, merchandise display, record- 

[TURN TO PAGE 274, PLEASE] 
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Southern City’s Only Juvenile Store 


Two veterans, Jerry Salkin and Ed Woolf, took advantage 
of the fact that Alexandria, Va., had no juvenile shoe store 
last Spring when they opened Young Set Shoes in that city. 
The store which handles only children’s and teen-age mer- 
chandise. is located in the main shopping center of Alex- 
andria. 

Both partners are experienced shoe men. Jerry Salkin 
was connected with Bradshaw’s Shoe Store, Alexandria, 
for 15 years, where he took care of orthopedic prescriptions 
of local physicians. He has a total of 20 years in the shoe 





Interior of Young Set Shoes, Alexandria, Va., showing the 
modern decor of the shop. 


business. Ed Woolf operated The Family Shoe Mart for 
10 years prior to the war, when he sold this business to 
enter the service. Both men have spent most of their lives 
in Alexandria. and as a result are well known by nearly 
everyone there including physicians and orthopedists. 

This is the only juvenile and teen-age shop in the city. 
It caters to the better trade and has confined itself to five 
resources for merchandise. Fitting and the filling of all 
kinds of prescriptions is stressed, and every pair of shoes 
sold is triple-checked for posture, fit and correct balance. 

The store itself was built from the ground up and is the 
last word in design and practicability. It is completely 
modern throughout, and the furnishings are designed to 
appeal to the youngster without appearing too juvenile, so 
that teen-agers have no hesitancy about patronizing the 
shop. It is a salon-type store with stock in the back behind 
a mammoth 15-foot custom-made mirror that gives the 
store the impression of more spaciousness. The entire store 
is carpeted; furniture is Swedish modern with bright plas- 
tic upholstery: walls are done in soft pastel shades of pink, 
blue and green. 

The front has one large plate glass window with com- 
plete visibility through the store from the street. Shadow 
boxes line the interior walls. Both indirect and ceiling 
light fixtures are used. 


Stores Have Radio Show 


BrncuamtTon, N. Y.—A 15-minute radio show, “Foot 
notes in Music.” is being sponsored each Sunday after- 
noon. by three shoe stores in this area. Sponsors are the 
Parlor City Shoe Co.. 40 Court St., Binghamton; Triple 
Cities Shoe Co.. 254 Main St., Johnson City, and the Endi- 
cott Shoe Co., 25 Washington Ave., Endicott. The three 
stores also sponsor a news broadcast. 
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Whittemore’s 1948 liquid 
' white is a brand new formula 
that gives a whiter surface than 
ee a 
a softer, more velvety finish. ¢ 
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BON TON 
Gives an 
Extra Fast 
High Gloss 
Shine 
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FAMOUS FOR OVER 100 YEARS 
FEMORE BROTHERS CORPORATION 


MASSACHUSETTS 





Get 'Em While They’re Hot! 


#25 


Exhibiting... ” 


Shoe Manufac- 


turers’ Spring 
oO : 
New ery r 

| October 18-21 


Room 1046 #: 
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NEG atebet-v 
Shoe Fair 
O39 ab tet-Vene) 
October 25-28 
HOTEL 


MORRISON 
sSefebese 1OUG 


M.& F.SHOE CO.,INC. « 


Factory At 






f - Bis 
“ARCH STYLES 
for Comfort 


INC,D,E 
SIZES 4 tok. =< 





See ‘em at the Shows...along with 

our complete line of high style com- 

fort shoes in sizes 4 to 11,C, D, E 

and EEE widths. Made from soft, 
durable leathers—black and brown kid, black 
and brown suede, black patent leather, and 
red, brown, green and black Corumba 
alligator—faille lined, over exclusive new 
lasts, Freedman’s Arch Styles will slenderize 
the stoutest foot. Reinforced steel shank, 
cuban heel and 3 /8" leather covered platform 
for all-day comfort. Order TODAY for 
delivery in 3 to & weeks. 


Terms: 5% — 10 days, F.O.B. Factory. 
Minimum Order—13 pairs of one width and 
style. Regular sizes 4 to 1O—$5.00. Sizes 
7 to 10 only— $5.25. Sizes 1014 and 11 — 
$5.40. Prices subject to change with- 
out notice! 


Haverhill, Massachusetts 





Commerce Department 
Exhibit at Shoe Fair 
[CONTINUED FROM PAGE 272] 


keeping, expense control and others of 
vital importance in today’s critical 
market. Prepared primarily for indi- 
viduals who may have thoughts of 
going into business for the first time, 
this book has been found equally valu- 
able by a large number of already es- 
tablished shoe retailers. 

Those retailers who operate a repair 
business in conjunction with their 
stores, will be interested in the depart- 
ment’s publication, “Establishing and 
Operating a Shoe Repair Business.” 
Similar to the foregoing, this book in- 
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cludes sections on “How to Select a 
Location,” “Selling Shoe Repair Ser- 
vice,” “Advertising,” ‘‘Promotion,’’ 
“Displays,” ete. Monthly retai] and 
monthly wholesale trade reports show- 
ing the trend in retail sales of indepen- 
dent stores by kinds of business and 
wholesale sales by groups will also be 
on display. 

Of primary interest to manufactur- 
ers, will be the various reports issued 
by the Department of Commerce, in- 
cluding the “Monthly Industry Report 
on Leather,” which shows the trend of 
production of leather, the condition of 
the market and the trend in production 
of shoes. 

Employment conditions, wages, manu- 
facturers’ orders, shipments, invento- 





ries, consumer expenditures and other 
information of vital importance to 
both shoe manufacturers and retailers 
will be contained in such department 
publications as the “Survey of Current 
Business” and “Boot and Shoe Industry 
Statistics.” 

Members of the shoe industry will 
be interested in such specialized reports 
issued by the department containing 
basic information sources on “Shoe 
Trade and Industry,” “Leather Indus- 
tries,” “Work Sheet for Estimating 
Initial Capital Requirements for Es- 
tablishing a Shoe Store,” “Operating 
Ratios for Shoe Stores,” etc. 

While a great many of the foregoing 
reports are available without cost, a 
nominal charge is made for a few of 
these important and useful publications. 
Arrangements have been made with the 
department for a business specialist to 
be present at the National Shoe Fair 
who can answer questions and who will 
be in position to take orders or sub- 
scriptions for any of the publications 
displayed. 





Glamour Afoot 
For Early Fall Evenings 
[CONTINUED FROM PAGE 143] 


buckle; a marcasite-studded heel; a 
jewel-embroidered vamp or a gold pip- 
ing; or, perhaps, two leathers blended, 
tone on tone. All this richness and 
sparkle belong with the season of luxuri- 
ous clothes and especially this Fall of 
1948 when clothes are more than usually 
rich and lovely. 

In clothes, as in shoes, there are vel- 
vets, failles and brocades and satins, 
besides rustling taffetas and fine, fine 
woolens. If a woman does not wish to 
match shoe and dress fabrics, a satin 
dress with a satin shoe, for example, 
there are many other coordination pos- 
sibilities. There are handbags and 
gloves, of course, but we shall have 
more to say of these at another time. 
And jewelry, what a natural that is this 
year with rhinestones and marcasite, 
pearls and other jewels on the shoes! 
You pay your money and then really 
take your choice. 





Four Brothers Open Store 


New YorK—A total of 75 years’ ex- 
perience in the shoe business is tied up 
with the new “West Shoes” store at 
3455A Boston Road, the Bronx, which 
had a gala opening recently. Brothers 
Abraham, David, Joseph and Edward 
West are veteran shoe men. Their 
first venture as a group occurred two 
years ago when they purchased the 
store of the Shire brothers at 81st and 
Columbus Avenue, who coincidentally 
had the same first names as the West 
brothers. The “West Shoes” store will 
specialize in women’s, children’s and 
teen-ager’s shoes. 
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There’s a difference 





in the thickness of men’s, women’s and 
children’s feet. Three separate buttons 
on the PRIMEX instrument panel 
automatically provide three distinct 
stages of x-ray penetration — light, 


medium and heavy. That means surer fit; 
speedier sales; satisfied, repeat customers. 





PRIMIEX 


October 15, 1948 


EQUIPMENT CO. 
135 So. LaSalle St. Dept. BS-10B 
Chicago 3, Illinois 


Evening slippers in 
bronze kid, gold kid, 
silver kid, brocades 
and Skinner's dyeable 
satin. Also in suede 
and calfskin for street 














SOMETHING NEW! 


MID-TOWN SOFTEES 


The Soft Shoe Sensation of the Season 


| See these and our boudoirs at the 
| PALMER HOUSE, ROOM 862 





in attendance, Fred ‘Levine | 
: Jack Pettus, Sales Manager. 
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Be prepared to 





HARVEST ato. 


Looks like a bumper crop of profits for PLAY- 
POISE dealers who are properly stocked for 


the seasons demand. 


...and to make sure that you can always get 


the stock you need PLAY-POISE backs you 


up with an in-stock department prepared to 
make immediate deliveries. In addition, to 


help you reap those profits PLAY - POISE 


offers the most 
service in the field. 






GUARANTEED 


PARENTS 
MAGATINE 


complete 


merchandising 


ustomel ,Hade 


PUVA OISE 


SHOES FOR INFANTS AND CHILDREN 





Exhibitors at the 
Shoe Fair 


Wing Step Shoe Corp. 


FIR GEuN TA SHOE CoOmran yY, in C. 
FREDERICKSBURG + VIRGINIA 
Wolff-Tober Shoe Mfg. Co.. .... Stevens 
St. Louis, Mo. 
Women's Wear ..Palmer Booth Ex. Hall 
New York, N. Y. 
= Woodsco, Inc. ... Palmer Booth Ex. Hall 
[CONTINUED FROM PAGE 252] Norwood, O. 
Worcester Shoe Co. Morrison 
‘ Worcester, Mass. 
- - Morrison Wright, E. T., & Co., Inc. Palmer 


Webster, Mass. 


Winthrop Shoe Co. .. _.Palmer 
St. Louis, Mo. 

Wohl Shoe Co. . .Morrison 
St. Louis, Mo. 

Wolf, A. N., Shoe Co.... Stevens 
Denver, Pa. 
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Rockland, Mass. 
X-Ray Industries, Inc. 
Milwaukee, Wis. 
Yankee Shoemakers, The 
Newmarket, N. H. 
Zuckerman & Fox, Inc. 


New York, N. Y. 


Palmer Booth Ex. Hall 
..Palmer 


Palmer 





The following names were received 
too late for alphabetical classification: 


Shane Shoe Co., Inc.... .Morrison 
New York, N. Y. 

Raftan Shoe Mfg. Co., Inc. Morrison 
New York, N. Y. 

Rathy Shoes, Inc. . Congress 
Pomona, Cal. 

Debutante Footwear, Inc. .. Morrison 
New York, N. Y. 

Winston Shoe Co., Inc. _Morrison 
Salem, Mass. 

Viner Brothers, Inc. _Morrison 
Bangor, Me. 

Mold-Set Shoe Co. Morrison 
New York, N. Y. 

Reichert Footwear, Inc. Congress 
New York, N. Y. 


Ad Copy Must 
Sell the Product 


[CONTINUED FROM PAGE 172] 


ern readers are always in a hurry. The 
reading life of an average newspaper 
is about 15 minutes. Readers will not 
waste time reading unnecessary mate- 
rial. They prefer, instead, to get the 
message quickly and clearly. A good 
copy writer gives a reader what he 
wants. Clever phrases and catchwords 
are all right, if they do not detract from 
the thought. This does not mean that 
you should “write down” to what you 
believe to be the level of public intelli- 
gence. Never assume that the reader 
is stupid. It does mean, however, that 
you should write simply. 


Types of Copy 


Institutional Copy. Institutional copy 
is designed to create good will for the 
shoe retailer. It usually describes the 
store’s policies, ideals, payment plans, 
etc., in order to build prestige. It is not 
aimed at immediate sales but instead at 
long range attitudes. Because of this, 
it is used infrequently, usually on holi- 
days such as Easter or Christmas. 

Promotional Copy. This type of copy 
is aimed at immediate sales. In this 
case, an advertiser will attempt to 
bring a customer into his store to make 
a purchase. This type of copy, of 
ccurse, makes up the bulk of current 
retail shoe advertising. 

It is also called “selling copy” and it 
may talk about the advantages of the 
shoes, prices, benefits derived from their 
use, ete. Copy in a promotional ad can 
either make or break a sale. Either it 
will create the desire to buy or it will 
be a dud. Consequently, great care 
must be taken in the writing of pro- 
motional copy. 


Writing the Copy 


You do not have to be a great writer 
to turn out effective copy. If you fol- 
low a few basic rules, and write as you 
would make a sales talk, you can bring 
customers into your store with the 
magic of words. Here are the rules: 

Watch your grammar. Correct gram- 


[TURN TO PAGE 286, PLEASE] 
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Sk SE e é, 
Use the YS 
Right Size... 


Women’s Fairy Shoe 7 7 
Forms are available in 3 ty? pang 0 ‘ f e r 
popular sizes. “4 


Vari ati ons to Choose. From 
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at <= Don't distort your display shoes. Demand Fairy Forms. They are flexible and 
And the Right adjustable — in a complete range of models to assure proper fit for your shoes. 


Heel Height... WRITE FOR CATALOG. 


Forme ee wcities ~=©6 SHOE FORM CO. INC., AUBURN, N. Y. 


heel heights. 









































ZEPHYR 
And the Proper In the Correct In the Right In an Attractive 
Heel Style.. Toe Effect... Top Style.... of): aa 
Women’s Fairy Shoe Women’s Fairy Shoe Available in 2 styles, in Women’s Fairy Shoe 
Forms are available in 2 Forms are available in 3 both open and closed Forms are available in 18 
heel styles. toe effects. tops beautiful colors. 
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IN CHILDREN’S 
LEATHER SLIPPERS 


3 COLORS 
3 STYLES 







The Collarette 
Brown No. 1001 
Red No. 1002 
Blue No. 1008 

Sizes 5-3 
Full and Ualf Sizes 

















$2.10 


e FOR EXTRA VOLUM 
@ EXTRA VALUE 
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Take Your Choice of Three Col- 
ors in Three Styles for Your 
Juvenile Department . . . Order 
One Pair or One Hundred ... 
Always in Stock . . . Always in 
Style . . . From Size 5 in Infants, 
to Size 3 in Misses... All 
Smooth Leather Upper, Hard 
Flexible Leather Soles . . . In Full 
and Half Sizes .. . Wedge Heels 
. .. A Gay Plaid Cloth Lining 
and Sturdy Box Toe. 


$1.90 


The Step-In 

No. 1007 

No. 1008 

No. 1009 
Sizes 5-3 

Full and Half Sizes 


The Shearling 
Brown No. 1004 
Red No. 1005 
Blue No. 1006 

Sizes 5-12 
Full and Half Sizes 
With matching nat- 
ural Shearling Collar 
- . « These zipper 
slippers have what it 
takes to collar ad- 
ditional sales . 
Up your volume 
profits... 


and 
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| eliminate glare for the observer. This 





Remodeled Store Has Modern Features 
[CONTINUED FROM PAGE 270] 


fluted aluminum facing, the effect is striking. 

The visual front affords a sweeping view into the store 
interior. The display windows have been designed to 
is accomplished by 
arranging one window, the left as the store is entered, at 
an angle, while the other window is in the conventional 


_ straight line. Two large plate glass doors, and a decora- 
tive inlay entranceway, complete the exterior. 


Mr. Wilton has been in the shoe business for 24 vears 
He and his partners operate two other stores in addition 
to the Yakima store. 


Texas Stores Join Magazine 
In Promotion 


A WEEK-LONG series of promotional events in which 


Foley’s of Houston, and Neiman-Marcus of Dallas, joined 
with Holiday to launch the first of three issues of the maga- 
zine devoted to Texas, ended in Dallas recently with an 


address by Walter D. Fuller, president of The Curtis Pub- 


| lishing Company, to a luncheon of civic and business 
| leaders. 


The three Texas issues of Holiday constitute the most 
extensive coverage the magazine has given to any state, 
and the “Holiday in Texas” promotional events were among 
the most elaborate in which the magazine has participated. 
Eighteen Holiday editors and executives of The Curtis 
Publishing Company went to Texas to join in the cere- 
monies. 

The Texas promotion began in Houston when the group 
entertained the Houston press and radio correspondents 
and distributed advance copies of the October issue. Holi- 
day saluted Houston in the Curtis radio show, The Listening 
Post, broadcast over 175 stations of ABC, including KXYZ 


| of Houston, which fed the program to the network. The 


broadcast took place in the vista window of Foley’s, which 
had been decorated for the occasion. Miss Toni Robin, 
fashion editor, participated in the broadcast. 


The entire store of Foley’s, including all its windows, 


| used the Holiday issue for a promotional tie-in. 


Moving to Dallas, a similar fete was held at the Hotel 
Adolphus, and a luncheon was given for the visiting ex- 
ecutives by the Dallas Morning News. The final event on 


| the schedule was a Neiman-Marcus luncheon. 


Musts in Modern Store-Front Design 
A TTRACTION, Atmospliere and Appraisal are the three 


‘priceless ingredients’ which make up the formula for a 
store-front design that will literally compel a shopper to 
stop—look—and go in and buy,” according to Charles S. 
Telchin & Campanella, architects, in an address which he 
delivered at the Second International Store Modernization 
Show held in New York. Mr. Telchin continued, in part: 

“These three A’s help us understand just what we expect 
the new store front to accomplish. They also serve as a 
check-list to foretell how well the new design will solve 
the basic problem of modern merchandising, namely to 
sell more goods. 

“The merchant who attempts a modernization program 
without benefit of a capable architect, usually fails to start 
planning along scientific as well as aesthetic lines. He 

[TURN TO PAGE 280, PLEASE] 


Boot and Shoe Recorder 








Me 





October 15, 1948 





THE BEST Is 





In neutral flesh or 

in Universal's exclusive new 
pearlescent creole 

or pearlescent white—$2.85 
(prices the same in all colors) 


Universal Form means multiple savings . . . because they last sev- 
eral times as long as cheaper brands! What's more, shoes look so 
much better when shown on these incomparable forms! 


Preferred by the best stores, Universal Shoe Forms are a perfect 
fit for every shoe style in your stock. Designed in smart, closed-top 
models in 3 heights, these superb shoe forms are made of weighted, 
non-inflammable plastic. Guaranteed for a whole year, they’re 
fade-proof, sun-proof and replaceable within this time if imperfect 
in any way. 


IMMEDIATE DELIVERY 


Universal gives you immediate delivery—anywhere, any number, 
and any style! So for better sales results . . . for real, long-range 
economy . . . for superior style, variety and durability . . . use 
Universal Forms! 


(INIVERSAL 


FORM CORPORATION 
30 East 20th Street, New York, N. Y. 


IT PAYS TO BUY THE BEST 

















THE NO. 1 CASUAL 
IN THE $10.00 CLASS.... 


NOW MADE TO SELL IN 
THE POPULAR PRICE FIELD 


1270—Bleck suede with Gun metal patent 
platform 
1271—Brown suede with Bronze leather 


platform 
1272—aAll-over Green suede 
1273—All-over Black suede 


Lecther soles... S & M width 


CENTRAL SHOE CORP. 


WEST NEW YORK, N. J. 
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Musts in Modern Store-Front Design 
[CONTINUED FROM PAGE 278] 


thinks in terms of costs and measurements rather than in 
terms of functional design and definite objectives. That 
explains why so many store fronts, especially those of small 
stores, do not produce the best results. They lack the 
required pulling power to induce Mrs. Public to cross the 
street. 

“Of all three ‘musts.’ Attraction is the most difficult to 
achieve. Consider the architect’s problem. Here is a long 
street with stores on both sides—some of them attractive, 
some not, but all competing with your store for the atten- 
tion of the passersby. Within the limitations of space, 
location and the income-level of your clientele, the archi- 
tect must create something new, something different, some- 
thing better that will make your store stand out. 

“In order to be attractive, your store front must possess 
the following attributes: 

“]. It must be an individual, frank design of your specific 
operation, rather than an adaptation of some other store. 

“2. It must make a favorable impression on the cus- 
tomers in order to attract them to your show windows and 
invite close and detailed inspection of your displays. 

“3. It must be an integral part of your interior, rather 
than a separate entity. 

“4. It must be designed to attract the customer to enter. 

“Your type of clientele and the neighborhood you are in, 
determines to a great extent the character of the general 
design that will be most successful. However, the physical 
proportions of the show windows, the refinement of detail, 
the selective use of materials, the type of backgrounds and 
color scheme, as well as the method of lighting, are all 
factors that must be carefully considered to insure the cus- 
tomer’s favorable impression of your store. 

“Atmosphere, our second ‘must,’ is one of those intangi- 
bles that induces a customer to shop in a particular store. 
If we consider the show windows as a stage, we can readily 
understand that we must employ every appropriate scien- 
tific device, as well as the principle of applied psychology 
to dramatize the merchandise. However, we must make 
certain that this quality of atmosphere is in tune with your 
type of customer and your type of operation. 

“Every type of operation and every major line of mer- 
chandise has its accepted symbolism. The goods on dis- 
play in your store front must look better and more desir- 
able than they would in any other setting. 

“Here are some of the things an architect can do to 
insure proper atmosphere for your store front: 

“1. To provide a harmonious treatment of the various 
elements that compose the store front. The shape and 
height of the show windows and displays must be suited to 
your type of merchandise. 

“The design of the exterior sign, the arrangement of the 
vestibule, the position of the entrance door, all contribute 
to making the store more inviting. 

“2. To increase the appeal of the merchandise on dis- 
play. This can be accomplished by means of forceful yet 
subtle dramatic effects. such as punch lighting. and suitable 
background materials. 

“3. The design of the window backgrounds, whether open 
or closed, require careful planning. Except in stores re- 
quiring a maximum of privacy. the open back is recom- 
mended, as it permits the window shopper to look inside. 

“4. The proper selection of materials and color scheme 
exert a forceful impression on the customer’s reactions. 

[TURN TO PAGE 290, PLEASE] 


Boot and Shoe Recorder 








to 
ide Wa ssn 
, Me eres IN-STOCK SERVICE ove 
selected numbers of 















Men’s #717 
9%" top. Green kid 
leg, fm a vamp, red 
kid collar with white 
kid underlay, red kid 
underlay with white 


kid star. Make Up 


IN BOYS’ AND CHILDREN’S SIZES 


They ’re illustrated here. Get your order in—then 
keep your size range complete. This new in-stock 
service prevents lost sales on these popular 
Western boots. 


Children’s #502 
Dark green kid leg, 
turftan dress leather 
vamp, white kid under- 
lay and collar, yellow 
kid star, welt side 
seam. Boys’ boot #503 
(as above). In Stock 
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Children’s #513 
Russet elk leg, turftan 
dress leather vamp, Children’s #510 
red kid collar, yellow Beige kid leg, burgun- 
kid underlay, lap side dy dress leather vamp, 
seam. Also #505 — red kid flower and col- 
with white cactus and lar and green kid leaf, 
red top. In Stock welt side seam. 

In Stock 


John A lrve Shoe Company © «© « Marlboro, Massachusetts 


Evebinhed 1863 


Midwest Office Southwest Office Pacific Coast Office Eastern Office New England Office 
1118 Republic Building 717 Fidelity Building 502 Haas Building 4925 Sansom Street 83 Lincoln Street 
209 South State Street Dallas, Texas Los Angeles, California _ Philadelphia, Pennsylvania Boston, Massachusetts 


Chicago, Illinois 
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MORE 
STRENGTH 








Kangaroo Leather is' 17% 
stronger, weight for weigh?, than 
any other leather used in shoes. 





MORE LESS 
DURABILITY WEIGHT 







Consumer acceptance for shoes of Genuine Australian Kan- 
garoo shoes shows steady growth with each new season, as more 
customers become aware of the desirable qualities of this unique 
leather. Kangaroo’s tightly grained surface is beautiful, polishes 
easier, stays better longer with a minimum of care. But much of 
the growing popularity of Kangaroo Leather has been won for ii 
by the fine tanning techniques which have been put into it by 
America’s experienced tanners of Kangaroo leathers. Over six 
decades of tanning “know-how” is the record of these long estab- 
lished firms,* specialists in Kangaroo tanning. Ask for the “Genuine 
Australian Kangaroo—Tanned in U. S. A.” tag on all your Kan- 
garoo shoes. It’s your guarantee and that of your customer that 
the leather in them is all that the name implies. 
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immediate delivery! 


e These are three of the many distinctive 
models of Lotus footwear now available for 
immediate shipment from New York stock. 
Ask for catalog showing complete Lotus line 
of fine imported footwear . . . ideal for special 
fall and winter promotion. 


THE ESQUIRE 


Bold in look . . . authentic in styling... 
flattering to the foot, the Lotus Esquire moccasin 
is the perfect choice for town and country wear. 
Hand-crafted from finest Scotch Gorse, in russet 
tan. Leather lined. T-8312. 


THE VELDTSCHOEN 


The world-famous waterproof shoe . . . double 
upper construction, nationally advertised. Plain toe. 
or Norwegian style. T-8113. 





THE WESTCHESTER 


This footwear is a splendid example of the 
attention English bootmakers give to detail, both 
in design and in workmanship. A bold styling 
of superb, golden-russet leather . . . for all 
occasiona! wear. T-8125. 


a an 


NATIONAL SHOE FAIR 
IN CHICAGO . . . PALMER HOUSE 
ROOM 734W .. . BOOTH 17 






LOTUS SHOES ine. tev'tons wy 
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SANDAL 


Established 1896 


meg Fit 


CLOGS AND SANDALS 
sELL ON SUNNY pays 


NO NEED TO WAIT FOR BAD WEATHER 

















For eye appeal and quick sales, display a brown or 
pure gum Snug Fit rubber right on a brown shoe. 


TINGLEY-RELIANCE RUBBER CORPORATION 


















Show your shoe customers 
Snug Fit Clogs and Sandals 
EVERY DAY and watch them 
sell themselves. 


They can protect their shoes 
with wonderful feather 
weight comfort and a neat 
shoe-hugging fit. Their foot- 
wear can be stylish and com- 
fortable on wet days too. The 
low price will delight them 
and they'll be glad they are 
ready for those rainy days. 
You'll like that extra profit 
too. Order a stock from your 
nearest Snug Fit distributor 
today or write to us for his 
name. 












RAHWAY, NEW JERSEY 





Smart Lighting Will 
Sell Smart Footwear 
[CONTINUED FROM PAGE 169] 


texture are easier seen than small ones. 
Appraisal often requires the study of 
small details of workmanship, small 
worded labels, or intricate details, de- 
tails of patterns; higher illumination 
values have the effect of making them 
easier to see as though the details had 
been somewhat magnified. This is of 
particular value to the shoe merchant, 
a specializer in smal] merchandise. 
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Contrast: A high contrast between 
the object and its background is of most 
value in getting strong attention to dis- 
plays. Dark shoes displayed against 
light backgrounds are more quickly 
noticed than those against dark ones, 
and vice-versa. The display man will 
have need for a versatile array of light- 
ing equipment to create these contrasts 
—background lighting, spotlights, flood- 
lights, color fiiter, ete. Each display be- 
comes a miniature stage setting de- 
signed to draw attention to that specific 
area, and to make the merchandise at- 
tractive to shoppers. 


Brightness: The end product of il- 
lumination is the creation of brightness 
which we can see. High brightness, be- 
cause of its amount or by contrast with 
the surrounding brightness values, aids 
in attracting attention to specific areas. 

Lighting that will bring out shadow 
is important because the form of an ob- 
ject is dependent on the shadows. Mer- 
chandise should be treated as a paint- 
ing—shadows, highlights, warm tones, 
all go to make a perfect and salable ef- 
fect. Shadows help to reveal the form 
of the shoe and the texture of its mate- 
rial. However, they should not be so 
dense or prevalent as to conceal mer- 
chandise on low levels. Lighting from 
indirect systems and from large area— 
diffusing sources produces shadows that 
are soft, almost non-existent. This 
tends to flatten the appearance of 
rounded objects and conceal surface 
textures. Lighting from downlighting 
creates shadows that are sharp and 
dramatic emphasizing the vital quality 
and texture of shoes on display. The 
shadows become multiple sharp sha- 
dows depending on the number of direct 
sources that contribute light to the ob- 
ject. Between these two are many pos- 
sible variations. 

The best kind of lighting to flatter 
both the face and the shoe is incandes- 
cent because of its warm, orange tones. 
Fluorescent lighting, which is a much 
whiter light, should not be used in this 
manner because it distorts color. On 
the other hand, it may be used in cer- 
tain ways as successfully as incandes- 
cent light. For instance, fluorescent 
light coves reflected on warmly painted 
walls could produce the same sort of 
warm-toned light. 

Motion is another thing to consider 
in the lighting of the shoe store. By 
motion, we mean the patterns of light, 
the rise and fall of the light pattern 
caused by the areas of brightness and 
the areas of shadow. Motion is also 
the quality of design dependent on the 
changing shapes and aspects of count- 
ers, manikins, ete., according to the 
light thrown on them and the angle 
that they are seen from, just as it is 
with a statue or any piece of three- 
dimensional design. Such architectural 
elements as coves, coffers, or wavy ceil- 
ings contribute to light motion. 

The picture-impression of a store is 
the summation of all its visible ele- 
ments — arrangement, furniture, dis- 
plays, lighting, ete.—but some elements 
weigh more in that picture impression 
than others. It is believed that the pat- 
tern of brightness created by the light- 
ing system and the principal lighted 
surfaces, is, because of its relative 
brightness and position in the field of 
view, the dominant element in the pic- 
ture. 

Lighting and display combine their 
usefulness, not only in inviting people 
into the store but, inside the store, they 
work to increase traffic in low traffic 
areas, and to bring strongly to the at- 
tention of the shoppers many items of 
merchandise to which they would other- 
wise give but casual attention. 
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IEWEL OF SHOE Dispiay FORMS 
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QUALITY BEYOND PRICE, YET ONLY $1.25 PAIR 


Just as the fabulous diamond outshines all 
precious gems, so does Frankel’s new 
plastic shoe display form outrank any 
shoe form ever conceived . . . in beauty of 
design, in perfection of fit, in styling! With 
its vastly superior service features, this low 
price seems ALMOST UNBELIEVABLE! 


It's a SENSATION IN THE SHOE INDUSTRY, 
chosen by America’s leading shoe retailers 
to add selling power to their windows. 
Check these advantages: Flame-proof . . . 
non-inflammable! Many times stronger .. . 
won'tcollapse! Closed tops and painted toes 
at no extra cost! Sample pair on request. 





iw FT % 






AVAILABLE IN 3 HEEL HEIGHTS: LOW, MEDIUM OR HIGH 
See us at 


FRANKEL (Q) plastics Bier 


Frankel Plastic Corp., Jack D. Shenker, Sales Mgr., Shoe Display Form Division 


493 SEVENTH AVE., NEW YORK 18, N. Y. 








KIWI IS BACK 


—in Unlimited Quantities! 





TRADE-MARK REG 
U.S. PAT. OFF 


THE WORLD’S MOST FAMOUS POLISH 


The KIWI ‘Kee Wee) is a re- 
markable New Zealand bird. 
Even smaller than a chicken, 
it lays an egg 5 times larger... 
That's the tip-off on KIWI 
Shoe Polish profits, roo! 


OFFERS YOU BIG PROFITS AND SURE-FIRE “REPEATS”! | 


as 
Bas SS 


FL 4S) 


We 
¥%& It means increased sales for you, this news 
that world-famous KIWI Shoe Polish is back! 

During the war millions of servicemen dis 
covered the magic of KIWI Shoe Polish in 
England and Australia. Never before had they 
seen anything like it! Never before a polish that 
produced a “parade shine” that lasted so long! 
And KIWI helped to “nourish the leather”! 

No wonder the fame of KIWI trickled back to 
the States! And no wonder the supply of KIWI 
in this country was snapped up overnight! 


40 to 50% Profit! 
But now KIWI is back—in unlimited quantities! 
Millions of KIWI-hungry customers will create 
a terrific demand. And that means not only big 
sales—and “‘repeat’’ sales— but handsome 
PROFITS—because profit margins are actually 
40 to 50% on KIWI! 
Powerful Advertising Support! 

A smashing advertising campaign will herald 
KIWI'S return. Watch for details! Order KIWI 
now. Display it! Put it “out front’”— where a 
fast-moving 40 to 50% Profit-Maker belongs! 


Available in Black, Dark Tan, Transparent (Neutral), 
Tan, Mid-Tan, Brown, Mahogany, Oxblood, and Blue 


* Millions of servicemen discovered KIWI in England 
and Australia! They've been calling for KIWI ever since! 





\ 


f THESE SUPERIOR 
@ FEATURES MEAN MORE 
SALES FOR YOU! 
KIWI contains only the world’s finest waxes. 
KIWI waxes sink deep into the leather — 
keep it soft and pliable in all weathers. 
KIWI gives a /onger-lasting shine that‘‘comes 
back”’ again and again with just a quick 
brush-up. 
KIWI gives a faster, more brilliant shine— 
keeps shoes well groomed. 
KIWI helps to “nourish the leather.” 
KIWI is used exclusively by many custom 
shoe craftsmen as a fitting finish on 





KIWI POLISH CO. PTY. LTD. 


836-844 So. Swanson St., Philadelphia, Penna. 


their finest shoes. They recommend 


KIWI! 
ial 
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Ad Copy Must 
Sell the Product 
[CONTINUED FROM PAGE 276] 


mar and spelling are essential. 
takes are seen immediately by 


lost. 


Choose simple words which are plea- 
sant to read. Do not waste the reader’s 
time or patience. Tell what your prod- 
ucts are, what they will do, how they 
will benefit the reader. Don’t try to be 
too clever with words or trick phrases, 
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Mis- 
the 
reader, and the sales message may be 


with plays on words. Remember that 
the most effective advertising copy writ- 
ten is clear down-to-earth language. 

Make your copy as short as possible. 
Always remember that a reader is in- 
stinctively in a hurry. Save him time 
by writing your message in the fewest 
possible words. 

Write in terms of the reader’s needs. 
Remember that an advertisement is 
often forced upon a reader’s attention. 
Therefore, you must portray in your 
copy an understanding of the readers’ 
needs and desires. Suggest that the 
person buy the pair of shoes, not be- 





cause your store is selling it, but be- 
cause it will benefit the user. 


Samples of Effective Copy 


“Spin along like a feather in a breeze 
in these beautiful black suedes . . . low 
slung for high style and nimble foot- 
work. See how they’re shaped and 
draped to make your foot look little, 
lithe and lovely.” 

ee 

“Right down to earth in your favorite 
flat-heeled shoes that fit into a busy 
day time schedule.” 

~ “ 7 

“Just the thing for padding around 
the house, just the thing for relaxing, 
just the thing for down to earth com- 
fort . . . these slippers in youthful, 
flattering colors.” 

* *~ * 

“If that boy of yours tears around 
like a young cyclone, put him into a 
pair of (STORE NAME) shoes. They’re 
made for that kind of boy. Full grain 
calf with leather soles, rubber heels, 
Goodyear welts. The boys have okayed 
them for looks, too.” 





The Ad-Viser Clinic 


The author solicits readers’ advertis- 
ing problems which will be treated in 
the Ad-Viser Clinic. Send your vrob- 
lems and your ads to Mr. Settel, care 
of BOOT AND SHOE RECORDER. There is 
no charge for this service. 


Dear Mr. Settel: 

As our 1948 plans include a greater 
amount of newspaper advertising, we 
would appreciate any information you 
may have on books dealing with copy 
writing for this type of merchandising. 

I have heard of a book published in 
the form of Advertising Dictionary in 
which a good many sale slogans and 
descriptive copy are listed alphabetical- 
ly. However, we do not seem to be able 
to find this book anywhere. 

We will welcome any information 
you may have and thank you most 
sincerely. 

Yours truly, 
B. B. Richmond, 
Lancaster, Pa. 


Dear Mr. Richmond: 

Thank you for your letter. One of 
the best books on the market related to 
copy writing is John Caples’ Tested 
Advertising Methods. The book was 
published by Harper and Brothers in 
New York City. Among the numerous 
other books which may interest you are 
the following: 

How To Write Advertising That 
Sells, by Clyde Bedell, Publ. McGraw- 
mail, N.Y. 

How To Write Advertising, by K. N. 
Goode, Publ. Longmans, Green & Co. 

I have not read nor seen Advertising 
Dictionary. However, I have made in- 
quiries regarding the book and will 
send you the name of the publisher just 
as soon as I have it. 

Sincerely, 
Irving Settel 
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| HARE 


NOT when it's so unique, so different it 
cries "Promotion!" 

NOT when it offers a new, dramatic ap- 
proach you must have today 


NOT when it's— 





by OLD coLOonY 


Mr. Dealer! New Kinetics aren't just another shoe! 
Kinetics are utterly different—sensationally pro- 
motable! At last! A shoe that's anti-curl, anti- 
wrinkle. Kinetics keep their NEW LOOK for 
keeps! And their unwrinkled, pliant vamps offer 
a new kind of non-bite, non-chafe comfort. 


One powerful new selling thrust after another. 
Like never before, you need revolutionary Kinetics 
to jolt dollars from tightly-closed consumer pock- 
etbooks. 









w ? Conlon 


Promotable Kinetics are getting a 
consistently powerful promotion in 
the New York Times Sunday 

Magazine. 


* 


THE NEW QLEMLL sis08 


4y oo cotons 


*Energy in Motion 


OLD COLONY SHOE COMPANY 
84 E. Railroad Ave., Brockton, Mass. 


SEE FOR YOURSELF WHAT 
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John Rimer 
President & Treasurer 





WINSTON 


SHOE COMPANY 


INCORPORATED 


ANNOUNCES 


TO THE VOLUME TRADE 


that the occupancy of our entire building of 
four floors, covering over 100,000 square feet 
of floor space, will now be totally devoted t< 
the manufacturing of women's and children's 
shoes, to wholesalers and volume operators. 





Louis W. Gordon 


Vice-President & Sales 
Manager 


THREE SEPARATE DIVISIONS have been established to produce 


California casuals, Compo lasted, and slotted sandals. 


HOLLYWOOD DIVISION 


Now. with important 
space available, for our 
own use, we will be in o 
position to manufacture 
15,000 pairs daily, which 
enables us to provide bet- 
ter service and lengthen 
the range of our patterns 
and types. 


WINSTON 
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Women's California Casuals 
3 distinct lasts 
Retailing $3.00 to $6.00 


MARCELLA DIVISION 


Compo-lasted Ballerinas, 
Baby Dolls and Flatties 
3 distinct lasts 

Retailing $3.00 to $5.00 


SANDAL DIVISION 


Women's and Children’s 
Quality Slotted Sandals, 
as always manufactured by us 


Retailing $2.00 to $4.00. 


W: invite your interest in our products which will be shown aft the 
VOLUME SHOE SHOW 


HOTEI NEW YORKER 


NATIONAL SHOE FAIR 


HOTEL MORRISON ROOMS NO. 1624, 1625, 1626 


SOUTHWESTERN SHOE TRAVELERS SPRING STYLE SHOW 


HOTEL ADOLPHUS CONSULT DIRECTORY 


POPULAR PRICE SHOE SHOW 


HOTEL COMMODORE ROOMS NO. 1000, 1001, 1002 
AND, ALWAYS IN OUR PERMANENT SHOWROOMS IN THE 
MARBRIDGE BUILDING, NEW YORK CITY 


SHOE COMPANY, INC. 
28 GOODHUE STREET, SALEM, MASS. 


ROOMS NO. 606, 607, 608 
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e More popular than ever...the fashion rightness of Hill and Dale’s new designs. 
e More important than ever... Hill and Dale’s maintenance of fine craftsmanship 
and sound value. e More and more women... of taste and discrimination 


are turning to Hill and Dale for tailored elegance with the youthful air. 


On display during National Shoe Fair in Chicago 


at the Palmer House rooms 712-713 October 24 to 28 


DIXON-BARTLETT CO. 


Ch Baltimore 24, Maryland 
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This smart buyer is head- t—f J 
ing for bigger and better oi es 
sales in his department. a , 
He’s about to meet the a ; cos 
shoes every thrifty-minded . i an. 
mother and style-conscious he ou 


teen-age daughter knows 
about— those famous long-wearing, good- 
looking, craftsman-lasted, budget-price 


457 


s Ab 4 


Wong 


» 


® 


V antan Dy: 


fashion-bright, budget-right for teens 





represented by Spving Selig 
Nathan Slain . SSM Rosen 
Hwy Lopold . Sem Gelman 
RB. Trylon - fon Deval 


PSR ASI] Map Chicago - Rooms 664 and 666 


a! SHOE CO.. inc., Laconia, N. H. 
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Musts in Modern Store-Front Design 
[CONTINUED FROM PAGE 280] 


“Appraisal is the third aim of a successful design. It is 
the quality which transforms admiration and desire into a 
decision to buy. Appraisal is also the means of identifying 
your store, and thus possesses a definite advertising value. 

“It is well known that the customer is always on guard, 
and that we are no longer in a seller's market. The cus- 
tomer wishes, and has the right, to compare your prices 
and quality with those in other stores down the street. A 
well designed store will give added appeal to your mer- 
chandise, and thereby encourage the customer to shop in 
your store. 

“The floor plan which is the basis of the entire design, 
should be carefully thought out from the customer’s point 
of view. The position of the entrance door is most im- 
portant, and should be strategically placed so that the 
customer is inside the store before she realizes she has 
crossed the threshold. 

“Appraisal has another important function. Namely. to 
indicate to the public your type of operation. It adds pres- 
tige and gives the customer a feeling of trustworthiness. 





How to Gain Acceptance for a Sale 


How can you generate customer interest in a sale, at the 
sume time build public acceptance of the genuineness of 
the sale, and, in doing these two things, put in institu- 
tional licks to sell the store itself? 

This sounds like an impossible assignment. It is not, 
however, D. H. Holmes Co., Ltd., New Orleans department 
store, did it, and did the job with great success. The 
problem posed was this: Holmes was about to put on its 
106th Birthday Sale. The sale would be the first such mam- 
moth event since before the war. Holmes’ sales planners 
wanted to make it a big thing; they wanted to dramatize 
the sale event in the minds of New Orleanians to such an 
extent that the customers would be mightily interested in 
buying, and would be convinced that all sale specials 
offered were genuine values. In doing this, Holmes’ mer- 
chandisers wanted to inject a further note: They wanted 
to sell the store institutionally, too. 

The solution to this merchandising problem was to run a 
different kind of sale announcement in advance of the 
big event. First, it generated interest in the sale because 
Holmes employed almost a dozen half-page advertisements 
in the campaign. The very size and scope of this operation 
compelled customer interest. 

Next, the advertisements sold customers on the genuine- 
ness of the sale by playing up.the age of the store and the 
fact that the birthday sale would be a true celebration in 
which Holmes was to put out specials by way of a sincere 
“thank you” to the people of New Orleans for the store’s 
more than a century of successful operation. 

Playing up the age of the store, the ads got in their 
institutional licks, too. They did this by dramatizing how 
Holmes’ long history has been a part of the history of old 
New Orleans; and how, throughout its life, the store had 
been a vital factor in the city’s life. The ads showed how 
Holmes had grown with New Orleans, and pointed out in 
a recurring line that it is a New Orleans-owned store, with 
over 90 per cent of the stock in local hands. The ads 
played up another important institutional note: The num- 
ber and variety of the store services rendered by Holmes, 
and how these services were, often, originated in New 
Orleans by D. H. Holmes Co. 

[TURN TO PAGE 302, PLEASE] 
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XX w NYA 
From Shoe Shine Boy to Shoe Manufacturing Titan... 


Everyone, but Everyone at Chicago 
makes United Last Headquarters 
the Place of First Resort 


Booths 66 and 67, Palmer House 


UNITED LAST COMPANY, BOSTON, MASSACHUSETTS 
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FROM THE CHILD’S 


STYLE GAITER 


TO THE RUGGED 


WORKMAN’S P AC 







Ve ibetee yo rey QUEEN 


The Servus line of rubber footwear i 
complete. Now is the time to check 
your stock. 

















The Servus Rubber Company will 
attend the National Shoe Fair, 
October 25-28, at the Blackstone 
Hotel, Chicago. } ] } } | 
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ALWAYS 


UP TO ' 
QUALITY 


The Leather 
Ip) You Look 
| mee. 5. 
not at. 


F-C-DONOVAN, INC. 


$2 SOUTH ST, BOSTON, MASS. 






























NATIONALLY 











PARENTS’ 
MAGATINE 





Child Life Shoes 
> Really ¢ 
Worth Selling 


No. 862—Tan Elk Orthopedic 
Plain Toe High Shoe. 
6% to 8...A, B, C, 
8% to 12...A, B, C, 
12% to 3...... A, B 


Send for the new CHILD 
LIFE SHOE catalog — 
& now “on the press.”’ 


See the great line of 
CHILD LIFE SHOES and 
the CHILD LIFE adver- 
& tising and dealer aid 
program — at the Na- 
tional Shoe Fair, Room 
907-W Palmer House. 
Meet F. G. Herbst. J. 
& F. Herbst and all mid- 
west CHILD LIFE rep- 
resentatives. 


S. CALIFORNIA 
E. E. Kappel 


: 315 McHenry Rd. 
1 % lh apt, 6, C 5:6, + 















CHILD LIFE — America’s Great 
Orthopedic Line for 
E ... orthopedically designed and 
E. constructed in every detail... 
D thoroughly tested special ortho- 
pedic lasts ... matched left and 
right quarter patterns cut size 
for size and width for width... 
one-piece vamp and tongues on 
most styles... 
elongated inside counters... 
left and right spring steel shanks 

. wedged Thomas orthopedic 
heels... 


provide better fitting. better foot 
function, improved posture and 
increased comfort ... PLUS un- 
usually smart styling. a fine se- 
lection of outstanding leathers, 
unexcelled and dependable 
craftsmanship. 


SHOE MANUFACTURING CO. 
MILWAUKEE 10 WISCONSIN 


GOODYEAR WELTS EXCLUSIVELY 





NEW YORK OFFICE 
Jos. Wasserberger and Son C. F. Bearce 
550 Marbridge Bidg. 


Children 


solid leather 


and other features to 


N. CALIFORNIA 
WASHINGTON and OREGON 





2260 Sherwood Rd. 
San Marino, California 











Your Conservative 
Customer 
[CONTINUED FROM PAGE 141] 


sane person figure in a style operation 
where the object is to sell extremes 
quickly and often? Our answer is that 
you can sell plenty of style to this cus- 
tomer if you really study her tastes and 
really try to satisfy them. Remember, 
for one thing, that these women are, 
many of them, the kind that “live in 
suits,” and there is nothing smarter for 
general daytime wear. This Fall and 
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next Spring there will be many suits 
of many kinds in the stores. There will 
be more tweeds, and of a softer, finer 
kind than in recent years. What a per- 
fect accompaniment they are to so 
many of your more tailored shoes in 
polished leathers, on substantial but 
fiexible, light soles and on built-up 
leather heels! And there will be more 
smooth-textured, closely woven fabrics 
like gabardine and broadcloth. Some of 
these finely textured fabrics will be in 
very dressy clothes but they will also 
be in tailored clothes and women who 
are wearing these lovely, smart clothes 





will be looking for the shoes that are 
style-right with them and that have 
style! 

If your 
seems to go along with the same classic 


“conservative” customer 
patterns season after season, year 
after year, maybe the fault is yours. 
Maybe you haven’t offered her the same 
comfort and quiet refinement, as well as 
practical features, in a new pattern or 
last or leather or color. Maybe you’d 
better begin to take this faithful 
“bread and butter” customer a little 
less for granted and set out to do a 
little serious courting of her interest 
and business. If you don’t, even your 
most tried and true admirers may be- 
gin to discover style and comfort in 
other kinds of shoes. These may not 
be just what they want always but 
near enough. 

Some of you manufacturers are 
doing so, very successfully, but you 
are the shining exceptions. Others of 
you are beginning to take steps in the 
same direction. Some of you realize 
that the division in tastes is not be- 
tween “the older” and “the younger” 
woman, for some girls can be very sane 
in their tastes and some old ladies very 
giddy. If you think of your job, either 
as manufacturer or as retailer, as con- 
sisting of more than getting a pair of 
shoes on a woman’s feet, comfortably 
fitted, we hope, then you are thinking 
about how to improve the appearance 
of women’s feet by the kind of styling 
and the kind of constructions that flat- 
ter their feet, their posture and their 
general appearance. 





Don’t Forget the 
Eternal Feminine 
[CONTINUED FROM PAGE 139] 


Spring and Summer, brilliant colors, 
neutrals, pastels and metallics. Or, 
think of variety in pumps in the differ- 
ent heel shapes and heights you can 
offer your customers. Don’t forget in 
this connection that medium heels, 16/8 
to 18/8, are coming more and more into 
the style picture and that women are 
delighted to find smart pumps on these 
and even lower heels. The low “Baby” 
Louis is a very graceful heel. And 
pumps are varied by different throat 
lines, too. ‘ 

So much for pumps. We have talked 
about them so much only because we 
think that it should be possible to sell 
a good customer not one, but two or 
three, pumps in addition to her strap 
shoes and ties. It should never be hard 
to sell a pretty, smart, flattering shoe, 
and these are the shoes that you must 
buy when you want to please the eter- 
nal feminine which lurks in every 
woman. 





New Store Being Built 


Bancor,. Micw. — Oscar Getz has 
started construction on a new 35 x 80- 
foot building to replace his long-estab- 
lished shoe store in the central business 
district of Bangor. 
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More than 
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America’s 

Standard 

of Value 
$5.95 to $7.95 


AT CHICAGO, NATIONAL SHOE FAIR 
HOTEL STEVENS, ROOMS 901 - 902 - 903 
904 - 905 - 906 - 907 - 908 


AMERICAN GIRL SHOE CO., 120 Kingston St., Boston, Mass. 
Division: Consolidated National Shoe Corp. 
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C. ustomers say: 


“FOOT REST SHOES are a JOY 
to workin... playin...live in!" 


sales... and profits. 





au 


A> PLENUM 
FOOT REST 
SHOES 

—<w 
13 Rie LEx!8 LE 


Priced at $9.95 to $10.95 
(a few styles higher) 








ILLIONS of women from coast to coast read* about 
this beautiful, comfortable, fairly priced line of foot- 
wear each season. This is important to K-D dealers’ 


But even more important is proven customer loy- 
alty...shown in two ways by these satisfied customers. 
Foot Rest wearers tell their friends about Foot Rest 
shoes and go back again and again for another pair. 

If you're interested in hearing more 
about the continuous consumer demand 
for this fast-selling quality line, better 
write or wire us right away. 


THE KRIPPENDORF-DITTMANN COMPANY 


CINCINNATI, OHIO 


New York Showroom: Marbridge Bidg. 
“Makers of women’s fine footwear since 1872” | 


*NATIONALLY ADVERTISED IN VOGUE, LADIES' HOME JOURNAL, 
GOOD HOUSEKEEPING, COSMOPOLITAN, AND WOMAN'S DAY. 
Visit our Exhibit in Room 827 at the Palmer House during the Shoe Fair, October 25, 26, 27 and 28 








Coming Styles 
As Customers See Them 
[CONTINUED FROM PAGE 174] 


comes ’round she buys two more pairs 
of high heel shoes for dress and two 
pairs of lower heel “college styles,” as 
she described them, for business. One 
pair is black in each of these categories, 
the other is likely to be brown, green or 
wine. Frances isn’t keen for the wedge 
type of casual for Autumn or Winter 
wear, and she doesn’t go for the ballet 
type of casual because, oddly enough, 
she says it hurts her toes. 
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“What’s your answer to this burning 
question of casual shoes?” we asked 
Margie, who spends her days checking 
invoices and adding up figures in the 
accounting department of a business 
with offices in the Grand Central area. 

“It’s not burning me,” answered 
Marge. “What burns me is the price 
they ask and where I’m going to get the 
money for the shoes I need.” Margie 
was the only one of the girls we inter- 
viewed whose shoe thinking seemed to 
be dominated by price considerations. 
She buys four or five pairs of good shoes 
a year, of which one or two pairs are 
casuals, the others, bow or tie patterns 


on medium heels. She doesn’t go for 
casuals very strongly for business, al- 
though occasionally she wears them to 
work. 

One of the early impressions pointed 
up by this survey, on the basis of the 
first group of customers interviewed, 
was the fact that there is very little 
unanimity of opinion among cus- 
tomers on the role that some of these 
newer types of footwear are destined 
to play in their individual shoe habits. 
To illustrate this point, let us cite the 
examples of Belle and Dorothy, both of 
whom hold executive positions in large 
corporations. 

Belle, assistant sales manager for a 
large concern, is very tall, slender and 
very much the busy executive type. “I 
wear casual shoes all the time, for every 
occasion,” she told us. “I buy about six 
pairs of shoes a year, both dress and 
sport types. Of these, at least three are 
black, one is navy, one is red, and per- 
haps I select something in multicolor 
to wear with slacks and Summer sport 
clothes.” Belle’s problem is one of com- 
fort and height; she finds plenty of 
comfort in the soft casual shoe, she 
says, and, since she is above average 
height, she selects the low heel shoe in 
order not to tower over her companions. 
Price has no bearing on her preference 
for these shoes; she is willing to pay up 
to $20 for a pair if they suit her. She 
buys dressy casuals for dress-up oc- 
casions, and finds little difficulty in find- 
ing casuals with plenty of style. 

Dorothy, on the other hand, in charge 
of production for a publishing house, 
has never worn a pair of casual shoes. 
“About three months ago when I found 
that I could no longer find comfort in 
high heel shoes, I searched for a pair of 
low heel shoes which would be comfort- 
able and attractive at the same time,” 
she confided. “‘No one in the long list of 
stores I visited even attempted to show 
me a casual shoe,” she added ruefully. 
“I had long admired them on other 
people, but was astonished to find that 
so few stores in the New York market 
(and she named’them for us) «seemed to 
be alive to an opportunity for selling 
a casual to a woman who asked for a 
low heel.” That is an interesting side- 
licht on today’s merchandising prac- 
tices in a large city, and one which 
strengthens our belief that it’s promo- 
tion which sells merchandise. 

To return to Dorothy, however. She 
finally selected a pair of semi-corrective 
shoes, “not because I need correction, 
but because they seemed to be the only 
low heel models which anyone was will- 
ing to show me. I don’t particularly like 
their looks,” she added. “but at least I 
have the comfort of low heels.” 

Thus it would seem an error of judg- 
ment to assume that American women, 
or even the younger group, are moving 
en masse toward any revolutionarv 
change in their shoe habits. It would 
probably be more accurate to conclude 
that a very interesting and important 

[TURN TO PAGE 298, PLEASE] 
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--» McBREEN HAS SHOES WE CAN GET RIGHT AWAY! 


5931. 


One of many in stock nov 
elties: No. 5930 — Black 
Kid Suede with closed 
back, ankle strap, gun- 


metal calf trim and piping 
on vamp, 21/8 heel. The 
same with 17/8 heel is No. 
The same in Brown 
Suede with Brown kid trim 


ond piping is No. 5932, 


No. 5900 is this one, oa 
Black Suede platform sole 





Here's another: No. 5827— 
e Black Kip Leather Pump, 


39" platform, 17/8 heel, 
trim on vamp piped in 
gold. With a 21/8 heel 
it's No. 5825. With an 
ankle strap it's No. 5830. 


Sizes: S and M, 4 to 9 Widths 


~~ oe _ 








with ankle strap, 

21/8 heel. We have 

it with 17/8 heel — No. 
5991. 

And with Black Kip leather, 
21/8 heel it is Ne. 5902, 
7/8 heel—No. 5903. 


off 





Coming Styles 
As Customers See Them 


[CONTINUED FROM PAGE 296] 


evolution is taking place and that it 
possibly is a bit too early to predict 
what changes will eventually emerge. 
The RECORDER’S inquiry so far points 
to the conclusion that casual types of 
shoes have unquestionably captured the 
interest and imagination of most 
women, but not of all. We found a few 
older women who had never heard of 
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them. We found more who didn’t have 
more than a hazy idea of what a casual 
shoe really is. In fact, even in the shoe 
trade, many people have a pretty fuzzy 
conception of just what constitutes a 
casual. Perhaps that doesn’t matter too 
much, since the job is to sell them, not 
to classify and define them. But we 
understand the Women’s Style Commit- 
tee of the National Shoe Retailers Asso- 
ciation is trying to arrive at a clearer 
definition of the term “casual” as ap- 
plied to footwear, and if that can be ac- 
complished it certainly will make it 
easier to discuss matters intelligently. 





In the younger group we found prac- 
tically all of the girls and young women 
whom we interviewed interested in cas- 
ual shoes and most of them enthusiastic. 
The degree of interest varied among the 
individuals, and so did the reasons for 
their acceptance of casual shoes. Most 
of them seemed to regard casual shoes 
as low heel types, though some had the 
idea that casual means a ‘“wedgie.” 
Only a very few had ever heard of a 
slip-lasted shoe or drew any distinction 
based on construction. To most a casual 
meant simply a low heel informal type 
of shoe as distinguished from the 
dressier high heel types on the one hand 
and the conventional college types, sport 
shoes or walking shoes on the other. 

One clear impression that stood out 
from the answers was the fact that 
while the younger women respond to 
style appeal of casual types, especially 
for Summer sports wear, nearly all of 
them were influenced as much or more 
by the comfort they experience in wear- 
ing shoes of soft construction. 

Take, for example, the case of Betty, 
tall, blond, attractive, employed in the 
index and record division of a midtown 
insurance organization. She buys seven 
or eight pairs of shoes a year and at 
least four pairs are casual shoes with 
wedge heels. They appeal to her froma 
style standpoint for leisure informal 
wear, but more especially because they 
are easy and comfortable and for that 
reason she wears them for business the 
year round. But for dress-up wear, 
afternoon and evening, formal and semi- 
formal, Betty demands high heel dressy 
shoes. 

Pretty much the same idea seemed 
to prevail among the other girls in 
Betty’s department. They all like cas- 
ual shoes but those less favored in 
height and stature cling strongly to 
high heels by preference. So long as 
girls are short and men are tall you can 
never count high heel footwear out of 
the running, apparently. 





Named Merchandise Manager 
Of St. Louis Store 


Sr. Louts.—Paul Hennerich has been 
named merchandising manager of ac- 
cessories and the Youth Center at 
Seruggs, Vandervoort, and Barney 
here, a position which calls for the 
merchandising of men’s, women’s and 
children’s shoes on salons of the first 
and second floors. 

Hennerich originally worked in the 
controller’s office of the store when he 
joined Scruggs in 1933 following his 
graduation from Washington Univer- 
sity. He later assisted the merchandise 
manager in the home furnishings di- 
vision and then moved over into the 
general superintendent’s office. before 
becoming general manager of T. W. 
Garland, also in St. Louis. 

Returning from naval service in the 
Aleutians where he was a lieutenant in 
the Air Transportation Service, he re- 
joined Garland’s. prior to his recent 
appointment with Scruggs. 
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the best line in any show! 






@ style! 
@ fit! 
® value! 
@ saleability! 
® quality! 
® promoted nationally! 


Yes! It’s the line that STOPS T 
every time with its unequalle 
styling, its superb quality construction, 

vanaiadl ed fitting qualities, all the DESCO 
details that made DESCO CASUALS top 
SALES performers, top CROWD drawers in your 
department That’s why the new DESCO line 

is a MUST SEE for you. And see it you can 

at shows all over the country! 


HE SHOW 
d - 


Mm ai NO e 
if ag Naive 








LET'S GO SEE DESCO AT 


@ NEW YORK SHOE SHOW ..... Oct. 17 to 21 
Hotel New Yorker . . . . . . Rooms 832 to 833 


NATIONAL SHOE FAIR, CHICAGO... Oct. 24 to 28 
@ Hotel Morrison . . . . Rooms 739, 740, 741, 743 


DESCO SHOE CORP., 47 West 34th St., New York 
FACTORIES: Long Island City, Webster, Mass., Exeter, Pa. 
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By MONDL 


Doggies are expertly fash- 
ioned from top grade 
leathers—all fully sheep- 
skin lined. Featuring flex- 
ible, molded rubber soles 
—another first by Mondl 
—(Pats. Pend.) 


in toasty lightness. 


38-42 OTTER STREET 





MORE STYLE— 
MORE SALES APPEAL saga 


with DOGGIES 


Everybody likes Doggies for their “Breathing Boot Warmth” made possible 
only by a practical combination of leather, sheepskin, and rubber. 
Hot-Foot in a pair, but rather “Winter Zephyr Conditioned” for the ultimate 


Display Rooms During the Shoe Fair in 
Permanent Office of H. J. Engquist, Sr. & Jr. 
Room 1712 Republic Bidg., 209 S. State St., Chicago 


The MONDL MANUFACTURING (O., Inc. 


MORE VALUE 











When you sell Doggies tu 
each of the family, you give 
them full value with a PLUS. 


@ Men like Doggies for their 
rugged yet smoothly pol- 
ished boot look. 


@ Women like Doggies for 
their new fashion-wise 
skirt length styling — cos- 
tume colored in Black, 
Brown, Grey and Red. 


®@ Children like Doggies for 
their playful toughness 
afoot. 


Not a 


OSHKOSH, WISCONSIN 








Sample Shoe Shop 
Opened in Detroit 


DETROIT—A new second floor shoe 
store, under the name of the State Sam- 
ple Shop, has been opened at 1270 
Griswold Street, by David Katt. The 
store will carry both men’s and women’s 
lines, and will specialize in sample sizes 
exclusively. 

Mr. Katt has owned Elliott’s Men 
Shoes at 2641 Woodward Avenue for 
the past two years, and has placed his 
brother, Samuel Katt, in charge of that 
store. David Katt will take over man- 
agement of the new store. 
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Mrs. America Entrant 
Outfitted With Shoes 


CASPER, Wyo.—Casper shoe stores 
Saw to it that the local housewife chosen 
as “Mrs. Wyoming” in a recent contest, 
did not lack for footwear when she 
journeyed to New Jersey to take part in 
the “Mrs. America” contest. 

The Specialty Boot Shop presented 
Mrs. Wyoming with a pair of black op- 
era pumps; Ranch Outfitters gave her 
a pair of western style boots: The 
Bootery allowed her to take as a gift 
any pair of shoes in the store. 





First Postwar 
N. Y. Convention 


ROcHESTER, N. Y.—The first post-war 
convention of the New York State Shoe 
Retailers Association, in combination 
with a shoe trade show, will be held in 
Rochester on Sunday and Monday, No- 
vember 14 and 15, at Hotel Sheraton. 
These are the first available dates, fol- 
lowing the national show, on which ex- 
hibits of styles for Spring 1949 can be 
brought into the area. 

Association President Robert F. 
Dacey, of Watertown, says that the re- 
turn to the pre-war plan of combined 
state convention and shoe trade show is 
the result of a widely expressed opinion 
of both association members and travel- 
ing shoe salesmen that now is the time 
to break away from restrictions of 
emergency years and develop a new set 
of organization activities—to face the 
situation, deal with the problems and 
utilize opportunities to merchandise 
footwear in this new era in American 
business. 


Exhibits Open November 14 


Exhibits of Spring samples will open 
at 10.00 o'clock Sunday morning, No- 
vember 14, and will remain open until 
6.00 P. M., the appointed hour for the 
annual dinner of the association. Ex- 
hibits will be open all day Monday, with 
the exception of the time of the asso- 
ciation luncheon, 12.00 to 2.00 o’clock. 
The Sunday night dinner program has 
been planned for owners, managers, 
sales people and all store personnel. 
The Monday noon luncheon program is 
planned for merchants and their execu- 
tives, in shoe stores, department stores, 
chain stores, and specialty shops selling 
footwear. Exhibitors in the shoe trade 
show will attend both the dinner and 
the luncheon. 

All topics on the convention program 
are important at this time, and speakers 
who have consented to present these 
topics command respect when they talk, 
because of their ability, experience and 
the dignity of their business and pro- 
fessional positions. 

Registration of retailers is open to 
members of the state association and to 
non-members. Every shoe man.or wo- 
man who can possibly attend this 
Rochester convention will profit from 
the program, as they may judge from 
this preview. Retailers, manufacturers, 
traveling salesmen, and others engaged 
in the shoe business, will receive full 
information by writing to O. K. John- 
son, executive secretary of the state 
association, 72 Richland Street, Roches- 
ter 9, N. Y. Requests for registration 
and for hotel reservations should be 
sent to this address. Enough hotel 
rooms have been reserved to make cer- 
tain that accommodations will be avail- 
able for those who send in their reser- 
vation requests early. 
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SMART 
LINES THAT 
WILL BE THE 


TALK OF THE SHOE FAIR 


October 25-28 





SEE THEM! 
Hotel Morrison - Rooms 1620-1621 


SAM SCHOENFELD WILL GREET YOU 








California Soft-ees Smartly Styled 
CASUALS DRESS SHOES 
To Retail at To Retail at 


$595 $795 — $1095 - $1295 


PACIFIC SHOE CO., INC. MARANNE SHOE CO., INC. 


SAN FRANCISCO, CAL. HAVERHILL, MASS. 

















Permanent Selling Offices 


SAM SCHOENFELD 


Associates 


515-517 Marbridge Building 
47 West 34th Street , New York I, N. Y. 
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“sole” 
reason 


: Tie 
shoe 
sales! 


nationally known! 
nationally advertised! 


One “see” carries more convincing sell than a 
bookful of ads . . . because: 


/ @ Cat-Tex is light in weight, yet tough and sturdy! 
@ Cat-Tex outwears leather! 
@ Cat-Tex positively won't mar or mark floors! 
@ Cat-Tex soles are non-slip! 
@ Cat-Tex< is easily, securely sewn or cemented! 
@ Cat-Tex is flexible, moulds readily to the shoe! 


@ Cat-Tex is waterproof, protects feet 
from heat and cold! 






Write for 
samples 


& details 
now ! 


CAT’S PAW RUBBER CO., Inc. 
Warner & Ostend Sts., Baltimore, Md. 





Made by the makers of famous: Cat's Paw products 
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How to Gain Acceptance for a Sale 


[CONTINUED FROM PAGE 290] 


The half-page insertions that did these three jobs were 
of an unusual shape. They were broad, squat affairs, 
stretching across the bottom of the newspaper page. They 
appeared in each of the three New Orleans daily papers. 
A continuing layout and format was used. with copy set 
in an open book. 


oe 


Safety Shoes Reduce Plant Accidents 


EMPLOYEES of Lukens Steel Company, and its divisions, 
By-Products Steel Co. and Lukenweld, Coatesville, Pa., are 
firm believers in safety shoes. They have good reason for 
this belief, for the use of safety shoes in Lukens plants has 
reduced considerably the number of accidents to toes in 
the 12 years that such shoes have been sold by Lukens 
Safety and Personnel Service Department. 

In 1935, the last year before safety shoes were intro- 
duced to Lukens employees, more than 100 toe accidents 
occurred in the plants and mills. Lukens working force at 
that time approximated 1800 people. Last year, only six 
toe mishaps occurred, with a working force of more than 
5000 people, and all of them were lost-time and not lost- 
toe accidents. 

Today, the sale of safety shoes averages 240 pairs in a 
four-week period with more than 80 per cent of mill and 
plant employees steady wearers. Many office workers also 
are finding safety shoes practical and serviceable. Every 
new employee, as part of his introduction to Lukens, is told 
about the advantage of safety shoes. Since 1936, a total 
of 29.270 pairs has been purchased in sizes ranging 
from 5C to 13EEE. 

Recently several styles of “dress oxfords” have been 
made available to employees whose work does not require 
the use of high shoes. These are practically indistinguish- 
able from ordinary dress shoes because of wing tips, per- 
forations, and other styling, yet they provide the protection 
of the steel toe cap. 

Safety shoes are proving serviceable for as long as four 
years, Safety and Personnel Service Department records 
show. The average pair of shoes gives up to nine months 
of rugged service, depending on the use and care the 
shoes receive. 


Sales-Getting Ideas 
Telephone Manners 


Telephone selling plays an important part in modern 
retail operation. It is important for dealers to practice 
good telephone manners in order to please the trade and 
win more business. Here are some tips from an expert: 

Answer promptly—speak distinctly—identify yourself 
immediately—keep information handy—the person placing 
the call should be the one to terminate the conversation— 
don’t bang the receiver down quickly. 


Restaurant Advertises Music 


A California restaurant, featuring an orchestra during 
dinner hour, runs advertisement featuring the music instead 
of the food and get much more business than formerly. 
One ad told diners that selections from the works of 
Mozart, Mendelsohn, Beethoven, Bach, Gluck and Debussy 


would be played during the period from 6 to 8.30 P. M. © 


Ad says the daily music program is always different. 
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the BILLION DOLLAR volume shoe market! 
.-. at one time...under one roof! 


the one show you must not miss! 


| > ae } ice S.. 6... niericd 





October 15, 1948 








HOTEL COMMODORE, New York City 
NOVEMBER 29 to DECEMBER 2 


“the perfect date ... not too early, not too late” 


COME SEE every important volume footwear item, every essential allied 
and accessory line in one mass exhibit! 


COME LEARN the answers to every issue on style, color, construction 
in volume shoes. 


COME ATTEND... the most practical style and merchandising clinic 
ever presented. Conducted by top-talent fashion authorities to give you 
advance ideas for the Spring season. Watch for more details! 


COME to the first official show of your industry... perfectly timed for 
your spring purchases .. . centrally located for your convenience! Plan 
to attend now! 


| ae P.... Ss, oe Ss. ow of A merica 


Jointly sponsored by: NATIONAL ASSOCIATION OF SHOE CHAIN STORES 
NEW ENGLAND SHOE AND LEATHER ASSOCIATION 
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ee low the trend to strap treatments in 
shoes for adults are also appearing in 
2 GOOD REASONS T0 RECOMMEND shoes for the youngest members of the 
i Thus, both outwardly and in- 


family. 


wardly, shoes for baby customers bear 
little resemblance to those which for 
many years occupied space on retailers’ 


J het shelves. 
oe LEATHER CONDITIONER ‘ 
er ert 4 FOR ALL FINE SHOES! Walton Shoe Salon 


t . . 
eon. wea. eT Z| Opened in Chicago 



















e 2 wath ao — 1. aor aa ee gg 9 Re CHIcaco, ILL.—Opening of the new 
come back to your store again, Walton Shoe Salon at 114 E. Walton 
when Lexol care has given their Place here recently, marks the return 
shoes greater comfort and smart of a familiar name to the Chicago re- 


appearance! tail shoe field. 
The new shoe salon, catering to the 


carriage trade, will feature Maurice 





2 Wolock shoes exclusively in the Chi- 
° cago area. The store is owned by a 
LEXOL'S NATION- corporation of which Maurice Wolock, 
AL ADVERTISING New York shoe manufacturer, who 
appears monthly formerly headed the Wolock & Bauer 
in such leading Shoe Salon here and Sydney Wolock, 
magazines as The Chicago handbag manufacturer, are 

New Yorker, Bet- prominent members. 
ter Homes & Gar- The new shop, which is located in 
dens, and Esquire: Chicago’s “million dollar mile” retail 
(Carton Illustration) seen by over 14 development of the North Michigan 
Lexol is shipped in compact millions potential Avenue section, will coordinate all 
a SS. shoe customers! handbags, belts, gloves, hosiery, and 


—y ie set other accessories with shoes. Two 
ae price lines of shoes, Walton Walk from 

($1 size Illustration) $15.95 to $23.95 for the junior trade 
Sitcok aul sie mamambenn THE MARTIN DENNIS COMPANY and the Maurice Wolock shoes from 
$1 size (right) are same price $29.95 up, are carried. 


h i U.S.A - 
ore the $1 sive to costomenst 873 Summer Avenue Newark 4, N. J. 


SEE ea cot «al =? . 
Echoes of the Leather Show Fst with the Best! 

















New York—Executives of the RECORDER staff stop for a chat with a tanner 
at the recent Leather Show held by the Tanners Council at the Waldorf-Astoria 
Hotel, here. Left to right: Everit B. Terhune, Jr., RECORDER advertising manager; 
Fred J. Rueping, chairman of the board, F. J. Rueping Leather Co., Fond du Lace, 


soles, new wedge, 

Wis.; Everit B. Terhune, Sr., president, BOOT AND SHOE RECORDER. lightweight ond ¢ flexible 
Genuine Goodyeer Weit. 

N 512 to 9, M 4 to 9. 3.65 





: - . j 
Baby Shoes for S ring their baby shoes. No longer is white ‘ 
[CONTINUED ee 153] the only available color. Baby blue and IDEAL SHOE CO.+ 4th & Arch Sts., Phila. 6, Pa. 

iit pre ew ee baby pink, a light smoke shade, and “The Right Step is Flite-Step”. 


Manufacturers have given attention, even red appear in baby shoe lines for 
too, to the outward appearance of Spring. Little strap types which fol- 
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two of our many 


INES ele Gam: 


avatlable for 


delivery RIGHT NOW 








See these and our other 


Ga Quality models at 


the PALMER HOUSE room 795 
‘| during the National Shoe Fair 


aS wid Fratine 


our exhibit will include our 
NEW LINE of bench-bilt 


Yond fe 


and Supercraft Shoes 
made under the supervision 
of 


BRUCE CURRIE 


Fr RENCH a 













& URNER 
FACTORY & EXECUTIVE OFFICES - - 443 Albany St., Boston 
Mid-Western Showroom & Office - 108 So. Michigan Ave., Chicago - E. K. (“Red”) Dennis, Mgr. 
Eastern-Southern Representative Pacific Coast Representative 
“PHIL” ENGLISH “JACK” FARRINGTON 
443 Albany St. 4440 Atoll Ave. 
Boston ; Van Nuys, Calif. 
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Spring and summer aren’t the only months your 
Weejun sales go soaring . . . October, November, and De- 
cember can be big Weejun months, too. Suggest handsome 
BASS Weejuns for comfortable indoor relaxing after hunt- 
ing, skiing, or a day at the office. 


Popular, nationally advertised Weejuns are soft, handsewn 
leather with true moccasin construction...and their light- 
weight comfort feels mighty welcome after a busy day. 


Your customers look for the BASS name in Ski Boots, 
Quail Hunters, Moccasins, Foresters, 
and Sportocasins, too. 


Exhibiting at the National Shoe Fair, , 
Room 779, Palmer House 


BU 


G. H. BASS & COMPANY 
Dept. BS10, Wilton, Maine 






NEW YORK SALES OFFICE + 658 MARBRIDGE BUILDING 
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Farmers Want Style Shoes 


THE facts of the matter are that the Pilgrim fathers had 
to change their Old World shoes in the New World. Set- 
tlers of Colonial times in New York State found that the 
lighter and more delicate footwear of the continent wore 
out with rapidity on the rough and rocky soil over here. 

Trends today, in Orange County, are back to the style 
shoe, both for work and dress. E. R. Forthoffer, owner- 
manager of the B. F. Van Sickle Shoe Company, Inc., 
Middletown, N. Y., gives the reasons. They disclose the 
interesting shoe preferences of the people in this rural ter- 
ritory in comparison with what they wanted in the past. 

“There has been a refinement of living,” Mr. Forthoffer 
said. “Accordingly, the farmer and his family, besides 
others in our section of the nation, are influenced to pur- 
chase shoes which are in keeping with more genteel direc- 
tion. Consequently their shoes have to be fashionable.” 

Thirty years ago, when Mr. Forthoffer acquired control 
of his present concern, there were, he says, far greater 
demands for high and heavy shoes. Now his ten employees 
are kept constantly busy furnishing lighter footwear. 

The fact that the Van Sickle Shoe store has as many 
workers as it does, in a city with a population of 22,000, 
indicates the progressive business which it is doing. 

The Van Sickle Shoe store is not only a leader in Mid- 
dletown, but it is a pioneer shoe firm of Orange County. 
The background of this business starts in 1868, when a 
sign was tacked over a wooden frame building on Middle- 
town’s North Street. Thus announced was “O’Neil Broth- 
ers’ Footwear.” The next owner was John Burke, followed 
by W. G. Edmonds. Afterwards the concern was Edmonds 
& Van Sickle and finally B. F. Van Sickle. In 1925 Mr. 
Forthoffer bought the store. 

Van Sickle’s caters to families. It sells only branded 
merchandise. Staples and orthopedics are its specialties. 

One of the well known facts about Middletown is that 
people come from far and wide to buy orthopedic footwear 
at Van Sickle’s. The store is a tradition in its city. Today 
it serves the grandsons and granddaughters of original cus- 
tomers. 

Growing with the community Van Sickle’s is a modern 
store furnished in a comfortable way. Deep carpets, long 
lines of comfortable chairs and an interior border of filled 
shoe boxe: are its main features. 

The store is 22 x 90 feet, with two floors. It i- the 
largest exclusive shoe store in the city. 

Sixty per cent of the purchasing at Van Sickle’s is done 
by women. Mr. Forthoffer points out that the men hand 
over their pay envelopes to their wives in many instances. 
The women, of course, buy for the children. 

Business in children’s shoes is extraordinarily good at 
Van Sickle’s. 

Van Sickle’s does steady newspaper and radio adver- 
tising. Window displays are changed every two weeks. 
Direct mail promotion is around five times a year. 


Remodel I. Miller Shoe Salon 


Rocuester, N. Y.—The I. Miller Shoe Salon at 41 East 
Avenue here is in the process of rebuilding. When com- 
pleted, it will be strikingly modern in appearance. 

The entire front of the store will be clear plate glass set 
on an angle to give a recessed and protected entrance. 
Modern showcases with glass tops and sides set on blond 
mahogeny bases will harmonize with wall display cases 
recessed with glass front and sides. Full length draped 
fabrics and mirrors will add charm and spaciousness to 
the shoe sales section. 
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HOME OF THE 
CHICAGO SHOE CLUB 


While at the Shoe Fair 
VISIT OUR TENANTS: 


Advanced Wool Skin Shoe Co. 
American Footwear 

Boot & Shoe Recorder 

Bowen, Barney 

Carolyn Shoe Co. 

Chapman, Julian H. 

Charlsam Footwear Corp. 
Chicagoland Footwear 
Consolidated Slipper Corp. 
Cossack Bootees, Inc. 

Desco Shoe Corp. 

Dodd, Dorothy, Shoe Co. 
Dunn & McCarthy, Inc. 
Eastern Footwear Corp. 
Empire Specialty Footwear Co. 
Engquist, Howard J., Sr. & Jr. 
Enna Jettick Shoes, Inc. 
Evans, L. B., Son Co. 


Feltman & Curme Shoe Stores 
Co. 


Fitzgerald, Sue M. 
Frye, John A., Shoe Co. 
Higham, M. S. 
Hi-Grade Footwear 
Hoeffel, J. F., & Son 
Hollywogd Shoe Co. 
International Shoe Co. 


ONE HALF BLOCK FROM 
THE PALMER HOUSE 
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Jones, Maurice H. 
Kahle, W. P., Footwear Co. 
Kay Karzmar Casuals 
Kline, H. J. 

Kling’s Theatrical Shoe Co. 
Knights-Allen Co., Inc. 
Kramer, Martin, Shoe Co. 
Manistee Shoe Mfg. Co. 
Miller Shoe Co. 

Moncey Products Corp. 
Mond! Mfg. Co., Inc. 
Mooercraft, Inc. 

Moore, Joseph 

Northern Footwear Co. 
Nurse Shoe Co. 
O’Connor & Goldberg 
Patterson, Warren D. 
Pfaff, Fred 

Queen Quality Shoe Co. 
Raymond, John B. 

Dr. Reed Cushion Shoes 
Saco-Moc Shoe Corp. 
Sawyer Moccasin Co. 
Smith, Carl T. 

Smith, M. C., Co. 

Starlet Footwear Corp. 
Sun Valley Boot Co. 
Swan Shoe Co., Inc. 
Walker, E. J. 

Walker, G. F. 

Wax, Simon B. 

Wendt, Fred H. 


For Information on Building and 
Offices, Please Write or Phone 


CHAS. G. LINDEMANN 


GORDON STRONG & CO. 


209 S. STATE ST. 
HArrison 7-819! 


307 














IFFERENCES in* jaw formation, length of snout and 
D other details immediately tell the expert whether he’s 
looking at an alligator or a crocodile. And when you're 
dealing in leather, it’s important to know! 

Examining sole leathers, England Walton experts instant- 
ly spot the slight minute differences in fibre structure, visi- 
ble only to the trained eye...and skillfully mate each pair 
of soles for enatched flexibility and longer, more even wear. 

That’s how England Walton FIBRE-SORTING assures w% 
extra value in shoes re increased customer-satisfaction<. 





Three greatly magnified cross-sections of sole leather. A and B are similar in fibre structure, C is 
noticeably different. England Walton experts will pair A and B,and find a matching fibre-structure for C 


England Walton 
FIBRE-SORTED SOLES 


Cut soles and sole leather . Pure oak bark tanned 


England Walton Division 
C. LAWRENCE LEATHER COMPANY 


Boston « Camden + Peabody -+« \NewYork «+ St.Louis .2» Columbus + Milwaukee 
Los Angeles . San Francisco ° Ashland, Ky ° Newport, Tenn. . Hazelwood, N. C 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


To Present New Publicity Plan for Shoes 





Agency Executive to Outline Details of Project at Chicago Meeting on 
Monday Evening of Shoe Fair Week. 


CHIcaGo — The Joint Promotional 
Committee of the National Shoe Manu- 
facturers Association and the National 
Shoe Retailers Association will spon- 
sor a public relations and merchandis- 
ing meeting to be held on Monday eve- 
ning, October 25, 1948, at 8:30 p.m., 
in the grand ballroom of the Palmer 
House here. All manufacturers and 
retailers who will be in Chicago for 
the National Shoe Fair are urged to 
attend. ? 

Among the speakers will be Joseph 
E. Boyle, vice-president of J. Walter 
Thompson Company, the agency re- 
cently engaged by the Joint Promo- 
tional Committee. He will present the 
details of the public relations and mer- 
chandising campaign which is being 
prepared in the interests of the entire 
shoe industry. At this meeting, Mr. 
Boyle will outline the effective steps 
to be taken to consummate the action 
developed during the past two years by 
the Joint Promotional Committee. 

The broad objectives of his discus- 
sion, briefly speaking, will revolve 
around four basic points of the pro- 
gram: 

1. The importance of educating 
American women to give shoes a more 
prominent part in their wardrobes with 
particular stress being laid upon color 
coordination and fashion. 

2. Methods to be utilized in convinc- 
ing the American man that he needs 
shoes for different occasions and differ- 
ent seasons. 

8. The advisability of selling the 
public in general and parents in par- 
ticular on the importance of shoes to 
youth from the foot health angle. 

4. The necessity for more widespread 





JOSEPH E. BOYLE 


use of effective merchandising aids and 
selling ideas at the retail level. 

Mr. Boyle and members of his staff 
have given all phases of this project 
intensive study and research during 
the past two months. He will present 
in a factual and graphic manner the 
technique which will be employed to 
provide a continuous flow of news stor- 
ies. and information to newspapers, 
press associations, radio commentators 
and other news dispensing media. All 
manufacturers and retailers are invited 
to attend this meeting in order that 
they may have a more comprehensive 
understanding of a program designed; 
1, to create a better understanding of 
shoes in the minds of consumers, and, 
2, to illustrate methods by which in- 
creased sales may be obtained by the 
coordinated action of manufacturers 
and retailers. 





Finds Men More Willing 
To Pay Price 


RockForp, ILtu.—Leslie W. Johnson, 
manager of the men’s shoe department 
in W. B. Doran Men’s Store, Rockford, 
finds price resistance dwindling since 
the quality of shoes has improved. 
When the customer does complain 
about the price, he cites some figures 
supplied him by the shoe manufac- 
turer: 

Food prices up 121 per cent since 
pre-war; apparel up 96 per cent; house 
furnishings up 91 per cent; and shoes 
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(the line he is selling) up only 65 per 
cent. He recalls also to the customer 
that a loaf of bread that sold as low 
as 5 cents during the depression years 
now costs 15 cents. 





Shoe Store Has New Owner 


GLENDALE, CALIF.—The Paul Kirsh 
Red Cross Shoe Store has been sold to 
the Lyndon Shoe Co. of this city. Tom 
Downey, who has an interest in the 
business, will be manager. Downey has 
been associated with representative 
firms in this area in a managerial ca- 
pacity for a number of years. 


Army Places Large Order 
For Service Shoes 


New YorK.— Awards covering the 
manufacture of 433,004 pairs of Type 
11 service shoes with composition soles 
have been announced by the New York 
Quartermaster Purchasing Office here. 

The International Shoe Company is 
to make 220,008 pairs at $4.83 per pair. 
The Belleville Shoe Manufacturing 
Company received an award to manu- 
facture 90,000 pairs at $4.874 per pair; 
and the balance, 122,996 pairs, will be 
made by the Endicott-Johnson Corpora- 
tion at $4.885 per pair. 

In another category, A. R. Hyde & 
Sons Company has been authorized to 
make 15,000 pairs of safety shoes with 
oil resistant soles at a price per pair 
of $5.64. 

Also, bids were recently opened on 
two lots of combat service boots (rus- 
set)—26,444 pairs for the National 
Guard and 20,004 for the United States 
Army. Low bidder for both lots was 
the Endicott-Johnson Corporation, bids 
being $6.14 and $6.09, respectively. 
Other bids for the National Guard 
shoes ran as high as $7.946; and for 
the Army shoes, $8.92. 





New Shop Opened in 
St. Paul Suburb 


St. Paut, Mrnn.—A smart new shoe 
shop called The Village Bootery has 
been opened in the Highland Shopping 
Center, Highland Village, a real estate 
development on the outskirts of Saint 
Paul. 

Ali stores in this section are ex- 
amples of modern lay-out. The Village 
Bootery follows suit with visual front, 
bright shadow boxes and an effective 
decor of Western motif done in shades 
of green with cactus plants design. An 
iron grillework entrance opens on a 
rear passageway which permits cus- 
tomers to come directly from a large 
parking lot to all of the stores of the 
Shopping Center. 

The Bootery is owned and operated 
by J. J. Steiner who recently was with 
the Hobby Horse in Beverly Hills, 
Calif. Mr. Steiner at one time owned 
and operated a shoe shop at St. Clair 
and Snelling Aves., Saint Paul, before 
going to California. He is assisted in 
the shop by his wife, Frances Steiner. 

The shop features children’s and 
men’s shoes and women’s casuals. Slip- 
pers and rubber goods are also stocked. 

A large stock is carried in complete 
lines so that good fitting, which is fea- 
tured, can be carried out. 





Sees Market Stability Not Threatened 





“Neither Boom nor Bust” Now in Sight, Says W. W. Stephenson 


at Philadelphia Meeting of 


PHILADELPHIA.—A joint meeting of 
the Philadelphia Shoe Manufacturers’ 
Association and the Philadelphia Shoe 
Retailers’ Association was held here 
recently in the Mirror Room of the 
Warwick Hotel. This was primarily a 
meeting of manufacturers to which the 
retailers had been invited in order to 
create a better understanding between 
the two. At the speakers table were 
W. W. Stephenson, executive vice-presi- 
dent of the National Shoe Manufactur- 
ers’ Association; John Goldenburg, 
president of the Philadelphia Shoe 
Manufacturers’ Association; and Stan- 
ley C. Berger, president of the Phila- 
delphia Shoe Retailers’ Association. 

The important message of the even- 
ing was delivered by Mr. Stephenson 
who gave a clear picture of conditions 
prevailing in the retail shoe business 
generally and in Philadelphia in par- 
ticular, where concrete facts were 
gathered by a research organization 
which shopped 25 selected shoe outlets 
in the city representing independent 
stores, chain stores, and department 
stores. The variety of answers given 
by the salespeople to the two questions 
asked, were ample proof of the re-edu- 
cation needed by shoe salespeople every- 
where so that they can explain shoe 
prices and shoe values in a way that 
will be understandable to the customer. 
The two questions were (1) Why are 
shoe prices so high? (2) Are they 
worth the price asked? 


Shoe Prices Not Out of Line 


“We have neither a boom nor a bust,” 
said Mr. Stephenson in his address. 
“Conditions are good enough to pro- 
vide ample opportunity for all those 
who have a justifiable reason for being 
in business and bad enough to eliminate 
those who haven’t. 

“The indications are that we will 
have enough materials but not an over- 
supply which would threaten market 
stability. Despite some statements to 
the contrary, shoe prices are not out of 
line with the over-all economy. Con- 
sumers are demanding value but we see 
no evidence of a tendencv to shop for 
price with a disregard for customary 
quality standards. 

“Unless there is some drastic change, 
shoe exports and imports, the Mar- 
shall Plan, and the defense vrovram 
will have verv little effect on the total 
shoe materials, production or prices. 
During the coming months we must live 
unter the threat of further inflation 
or possible deflation. All future com- 
mitments such as labor contracts. raw 
material purchases, leases and build- 
ing programs should be entered into 
with a realization of the uncertainties 
ahead. There is, however, one reas- 
suring fact—the pnblic will continue to 


310 


Manufacturers and Retaiters 


need shoes and the efficient and ag- 
gressive operators will supply this 
need.” 

Mr. Stephenson described the joint 
public relations campaign being under- 
taken by his association and the Na- 
tional Shoe Retailers’ Association. “It 
will be the purpose of this program,” 
he said, “to educate the American wo- 
man on giving shoes a more prominent 
part in her wardrobe; to convince the 
American man that he needs shoes for 
different occasions and different seasons 
and that he must have a balanced ward- 
robe of shoes; to sell the public in gen- 
eral and parents in particular on the 
importance of shoes to growing chil- 
dren; and to bring about a better un- 

[TURN TO PAGE 332, PLEASE] 


Byron Joins Staff of 
National Resources Board 


WASHINGTON. — Joseph W. Byron, 
head of a tanning concern at Williams- 
port, Md., has joined the staff of the 
National Security Resources Board, 
Chairman Arthur M. Hill announced 
recently. Mr. Byron will serve as di- 








’ 


JOSEPH W. BYRON 


rector of the division concerned with 
national security planning as related to 
shoes, leather and hides. This division 
is one of the thirty industry units of 
the Office of Production headed by 
George E. Felton. 

Mr. Byron was in charge of a simi- 
lar industry unit in the War Produc- 
tion Board during the first two years 
of World War II. A graduate of West 
Point in 1914, he also served in World 
War I. He was promoted successively 
to the rank of Major General, which 
he still holds in the Officers’ Reserve 
Corps. He was born at Fort Meade, 
S. D., in 1892. 

After the end of World War I, Mr. 
Byron joined the firm of W. D. Byron 
& Sons, tanners, at Williamsport, and 
is now chairman of the board of that 
company. 











Dates to Remember 


Shoe Manufacturers Spring Opening, 
under auspices of Eugene A. Richard- 
son, Hotel New Yorker, New York. 
October 17, 18, 19, 20, 21, 1948 
38th Annual Convention, National Shoe 
Travelers’ Association, Morrison Hotel, 
Chicago October 21 and 22, 
National Shoe Fair, Chicago, Ill. 
October 25, 26, 27, 28, 1948 
Shoe Show, Northwestern National Shoe 
Travelers Association, St. Paul Hotel, 
St. Paul, Minn. Oct. 30-Nov. 2, 1948 
Annual Shoe Fair, Michigan Shoe Trav- 
elers' Club, Hotels Statler, Book- 
Cadillac and Tuller, Detroit. 
October 31, Nov. |, 2, 3, 1948 
Main Spring Opening, The Guild of 
Better Shoe Manufacturers, New York. 
Week of Nov. Ist, 1948 
Fall Shoe Show, Pacific Northwest Shoe 
Travelers, Portland and Benson Hotels, 
Portland, Ore. Nov. 6, 7, 8, 9, 1948 
Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, William Penn 
Hotel, Pittsburgh, Pa. 
November 6, 7, 8, 9, 1948 
Spring Shoe Show Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. . 
November 7 and 8, 1948 
Spring Shoe Show, Indiana Shoe Trav- 
elers' Association, Hotel Severin, 
Indianapolis. November 7, 8, 9, 1948 
Advance Spring Showing, Southeastern 
Shoe Travelers, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. Nov. 7, 8, 9, 10, 1948 
Spring Buying Show, Middle Atlantic 
Shoe Travelers Association, Benjamin 
Franklin Hotel, Philadelphia, Pa. 
November 13, 14, 15, 16, 17, 
Shoe Show, Tri-State Shoe Travelers As- 
sociation, Hotel Statler, Buffalo, N. Y. 
November 14 and 15, 
Spring Shoe Show, Central States Shoe 
Travelers Association, Hotel Muehle- 
bach and Aladdin Hotel, Kansas Cify, 
Mo. November 14, 15, 16, 
Semi-Annual Shoe Fair, Ohio Shoe 
Travelers Club, Deshler-Wallick Hotel 
and Neil House, Columbus, O. 
November 14, 15, 16, 17, 
Spring Shoe Show, Boston Shoe Trav- 
elers Association, Parker House, Bos- 
ton. November 15, 16, 17, 18, 19, 
Western Michigan Shoe Fair, Michigan 
Shoe Travelers’ Club, Hotels Pantlind 
and Morton, Grand Rapids, Mich. 
November 17, 18, 19, 
Shoe Show, West Coast Shoe Travelers 
Association, Haas Building, Hotels Bilt- 
more and Lankershim, Los Angeles, 
Cal. November 20, 21, 22, 23, 1948 
Spring Shoe Show, Midwestern National Shoe 
Travelers’ Association, Paxton Hotel, 
Omaha, Neb. Nov. 20, 21, 22, 23, 1948 
Spring Style Show, Southwestern Shoe 
Travelers Association, Adolphus, Baker 
and Southland Hotels, Dallas, Tex. 
November 22, 23, 24, 25, 
Shoe Show, Shoe Travelers’ Association 
of Chicago, Morrison Hotel, Chicago, 
tl. November 29-December |, 
Popular Price Shoe Show, National Asso- 
ciation of Shoe Chain Stores and New 
England Shoe and Leather Associa- 
tion, Hotel Commodore, New York. 
November 29-December 2, 
35tn Annual Convention and Shoe 
Mart, Middle Atlantic Shoe Retailers’ 
Association, Benjamin Franklin Hotel, 
Philadelphia, Pa. 
January 22, 23, 24, 25, 26, 1949 
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Popular Price Show 
Reservations Heavy 


New YorK.— Hundreds of letters 
have been sent by buyers, merchandise 
men, and principals of leading volume 
shoe retail companies to their sources 
of supply, advisirg that they will at- 
tend the Popular Price Shoe Show of 





Mark A. Edison, of Edison Brothers 
Stores, Inc., S#. Louis {right}, and Dan- 
iel J. Danahy, of Dan Danahy Shoe Co., 
Marlboro, Mass., co-chairmen of the Pop- 
ular Price Shoe Show of America, ex- 
amine the poster advertising the show 
now being displayed throughout the shoe 
industry. 


America, November 29-December 2, 
1948, at the Hotel Commodore, New 
York. 

Edward Atkins, co-manager of the 
show and executive secretary of the 
National Association of Shoe Chain 
Stores, which is co-sponsor of the show 
with the New England Shoe and 
Leather Association, made known re- 
cently that the chain store association 
offices had received copies of communi- 
cations sent by member companies to 
manufacturers of shoes, accessories and 
allied products. 

“Not only are buyers advising their 
resources that they will attend the 
show, but in many cases they make 
special note of the fact that the timing 
of the show conforms perfectly with 
their Spring buying plans and that 
they therefore plan to place significant 
orders at the Popular Price Shoe Show 
of America,” Mr. Atkins said. 

Mr. Atkins cited additional evidence 
of the industry-wide acceptance of the 
Popular Price Shoe Show of America 
in the large number of requests for 
sleeping room reservations and “buying 
headquarters suites” from retail shoe 
companies. “We are satisfied that the 
show will make a constructive contri- 
bution to the planning of Spring pur- 
chases in volume,” he said. 

Maxwell Field, executive vice-presi- 
dent of the New England Shoe and 
Leather Association also is co-manager 
of the show. 





Entertainment Planned for 
Indiana Shoe Show 


INDIANAPOLIS, IND.— The Indiana 
Shoe Travelers Association will hold its 
28th Annual Spring Shoe Show at the 
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140 selections for just 
the right style and color 

Complete Flexibil- 
ity for wide fitting range 
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Hotel Severin in Indianapolis on Nov. 
7-8-9. 

A banquet will be held in the Rain- 
bow Room in the Severin on Saturday 
night. On Monday there will be a noon 
luncheon given free to all salesmen 
and buyers in the hotel at that time; 
and Frank Edwards, popular radio 
news commentator, will be the speaker. 





Three Suburban Stores 
Opened by Chain 


DeETROIT—An unprecedented expan- 
sion move is being made by Boston Shoe 
Stores, operating a chain of eight shoe 
stores in the Detroit area, with the 
opening this month of three new subur- 
ban stores, making a total of eleven. 


THE»~ WORLD'S 
SHOE FORM SERVICE! 


5 HEEL HEIGHTS 
3. College i 2 
4 Play Shoe 


FORMS- 


(.\  PEERCE COMPAY 





MOST COMPLETE 


YOUR CHOICE... 


3 TYPES 
1. Regular Ankle Ferm 
2. Streamline Ankie 
Form 


3. Low Ankie Form 


+ 
1. Plain Toes 


2. Toe Peeps 


1 Ogen Top 
Closed Top 


o 
12 ATTRACTIVE COLORS 


CONFORM” FLEXIBLY 


ROC KTON b2 
ASSACHUSETTS 


1 ) 
STRY. Since 1872 


SHOE INDL 


New locations are 290 West Nine 
Mile Road in the north end suburb of 
Ferndale, opened September 2; on the 
East Side at 14225 Harper Avenue, 
near Newport Avenue, opened Septem- 
ber 9; and another East Side location 
at 19111 Mack Avenue, near the Seven 
Mile Road, opening a little later on. 

Each of the new stores follows the 
general Boston pattern of operation— 
centrally located in a neighborhood 
shopping community, picked in each 
ease because of a recent increase in 
population locally. The stores feature 
medium priced women’s shoes. 

The new stores are finished in a 
Hollywood style decor, with specially 
woven rugs and chairs to match in- 
terior and exterior colors. 
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smart creations 
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See our brilliant 
new Spring line at 
Hotel New Yorker — 
Suite 620-621, on Oc- 
tober 17, 18 and 19 in New 
York City. 
We'll also see you ai 
THE NATIONAL SHOE FAIR 
IN CHICAGO (Oct. 25 to 28). 
Hotel Stevens, Room 726. 


NEWS..FOR VOLUME BUYERS 


ARAD has just created a line 
suitable for fast promotions ... at 
an unusually low price! Ask 
us about it! 


A ASUAL SHOE AT A CASUAL PEICE 














Illusion Created by Curving Walls 





These sweeping, curving walls in the new Bond Fifth Avenue store, New York, 
not only separate this women's shoe department from the rest of the store but 


create the feeling of spaciousness. 


New YorRK.—The latest addition to York’s famous Fifth Avenue at 35th 
the chain of Bond stores was officially Street. This new store, housed in a 
opened by city officials recently on New ten-story building formerly occupied by 
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Best & Company, has been completely 
redesigned with an entirely new store 
front, by Morris Lapidus, architect. On 
opening day, thousands of eager and 
curious customers jammed the six 
floors of selling space to get a look at 
Bond’s “New Look.” 


Some of the new features include 
artificial lighting effects which give a 
close approximation to daylight, un- 
usual color combinations which are dif- 
ferent on every floor, and a mezzanine 
which also forms a stage on which man- 
nequins display every type of merchan- 
dise sold in the store. 

The women’s shoe department on the 
fourth floor is a salon-type, character- 
ized by sweeping, curving walls, sep- 
arating this department from the rest 
of the floor. This arrangement gives it 
an impression of spaciousness. The 
outer wall is a deep red, punctuated 
with several display niches haloed in a 
pale green light with plastic trays pro- 
jecting into the room a few inches. The 
inner wall is papered in gray with a 
pattern of dark plum and gray skeleton- 
ized leaves. The ceiling is green and 
the fluorescent lamps hanging there pro- 
vide cool light. 

There are more than a hundred solid 
red, green and gray leather chairs with 
fitting stools to match. Shoe stock is 
concealed in stock rooms. The “Co- 
ordinating of Accessories Bar” is an 
interesting feature. Here the customer 
can purchase handbags, gloves and belts 
made especially “to go with” her shoes. 
Shoes stressed at the opening were 
silhouette types of closed-up shoes. Spat 
shoes and classic pumps in high, me- 
dium and low heels were also featured. 
Bronze kid and bronze cobra were popu- 
lar colors. And a good response was 
made on the first day to casual shoes 
with low and medium wedge heels. 
Bond’s women’s shoes range in price 
from $5.95 to $16.95, and are made for 
Bond under the name “Bond Fifth 
Avenue.” Mr. Friedenberg is the gen- 
eral manager of this and all Bond 
women’s shoe departments in the Bond 
chain. The department manager is 
Archie Shulman, and the assistant and 
floor manager is Benjamin Sekler. 

One of the first things that strike a 
customer’s eye in the special men’s shoe 
department on the first floor are the 
ceiling-length columns lined with un- 
born calk-skin in which are display 
niches for the latest styles in men’s 
shoes. The adjoining side at the rear 
features a long blonde wood open dis- 
play case set against a soft blue back- 
ground. In the front of this department 
are some unusually modern display 
trays projecting into space on which 
more shoes are displayed. Tan leather 
chairs are placed along the back and in 
the middle of the department. Shoe 
prices range from $6.95 to $13.95. The 
Bond Fifth Avenue brand is sold here, 
too. A. Harrison Billet is the general 
manager of all Bond’s men’s shoe de- 
partments and Joseph Brown is the 
floor manager of the Bond Fifth Ave- 
nue department. 
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Plans Made for 


Southwestern Show 


DALLAS, TEXxAS.— Plans have been 
completed for making the coming 
Spring Shoe Style Show of the South- 
western Shoe Travelers Association to 
be held in Dallas, Nov. 22-25, the big- 
gest and best. This information was 
announced by Tom Collins, executive 
secretary of the association. 

The show will be bigger, Mr. Collins 
says, because the Dallas hotels have 
agreed to provide additional sample 
rooms, and the show will be the best 
because the largest number of lines will 
be shown. Approximately 400 exhibi- 
tors will participate in this year’s show, 
which will be about 40 more than were 
able to register in the last show. Shoe 
lines will be shown in the Adolphus, 
Baker and Southland Hotels. 

The dates set for the Spring Style 
Show by the convention committee are 
right in the opinion of Mr. Collins, who 
explained that they are not too early 
or too late. The dates are far enough 
in advance of Christmas not to inter- 
fere with Yuletide business, and late 
enough to follow the retail business 
buying for Autumn. 

Attendance at the coming market is 
expected to reach 2000 with shoe buy- 
ers coming from eight states. 

At a recent meeting of the conven- 
tion committee, the following pre-ar- 
rangement schedule was completed. 
The mailing of display room applica- 
tions began Sept. 1, with the assign- 
ment for these rooms to be completed 
by Oct. 23. The committee also dis- 
cussed plans for a banquet to be held 
tentatively on Saturday evening, Nov. 
20, preceding the annual meeting. 

The association has worked out its 
own rating system in the assignment 
of display rooms. These ratings, which 
govern who gets the largest and best 
located rooms and in what hotels, de- 
pend on four factors. The four fac- 
tors pertain to (1) the number of sam- 
ples carried by the salesman; (2) 
length of time he has held membership 
in the organization; (3) whether or not 
he has shown at other shows; (4) the 
number of salesmen he has in the room 
with him. The committee functions as 
a board of referees in judging the num- 
ber of samples to be permitted. 

At a recent meeting of the publicity 
committee, an advertising campaign 
was devised. The plan provides for 
three “direct mail” features. The first 
was an attractive card, 9 in. by 6 in., 
announcing the show, which was mailed 
Sept. 25. The second was the “Red 
Book,” containing a list of exhibitors 
with display room assignments. The 
third was devised to contain informa- 
tion about the entertainment features 
of the convention. 
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Mothers know and ask for the 
IDEAL BABY SHOES for their babies. 


Recognition by medical authorities assures 





you of continued sales and satisfied customers. 


MRS.DAY'S 
F 


MRS. DAY'S IDEAL BABY SHOE CO., INC. 


DANVERS, MASSACHUSETTS 


71 WEST 35TH STREET. NEW YORK 1. N.Y. 


1070 MERCHANDISE MART. CHICAGO 54, ILLINOIS 


Shoe Wardrobe Described 
In Store Catalog 


CHIcAGoO—A complete wardrobe of 
shoes and accessories is pictured and 
described in an attractive catalog en- 
titled “Your Shoe Wardrobe,” recently 
issued by Joseph Salon Shoes. This 
booklet is the first of a series to be is- 
sued each season and will be sent to an 
extensive mailing list. Mail orders on 
shoes, hosiery, and handbags are being 
selicited with proper mail order forms 
provided. 

The current catalog present Fall 
shoes and includes a Dior side drape in 
tvo-strap anklet, a wide selection of 
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strap and anklet sandals, several high 
button and bootie styles, flats in vari- 
ous versions, and a wide selection of 
ciassic pumps and oxfords. Carriage 
and stadium boots, hostess slippers, 
boudvir slippers, play shoes, and hosiery 
are also shown. Matching hand bags 
are shown with many of the high style 
shoes. 


New Store Opened 

Sactnaw, Micu.—Albert LaRoss of 
Flint, Mich., and Clarence A. Vallier of 
Bay City, have organized LaRose Shoes, 
Inc., at 130 North Washington Street, 
here. This is a new store. 
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NOW AVAILABLE AGAIN TO SHOE STORES 


Anmerica’s Finest WWE AND BALLET SLIPPERS 


The Selva trade-mark offers you a great new potential market not only for our 
line, but for your regular stock of street shoes. A quarter of a century of quality 
production, national advertising and personal contacts have made Selva products 
the favorite of the dancing teachers in your territory. 


PRINCESS TOE 


Popular Student Toe Shoe ted Toes 

Pink, Black or White Satin Sizes: 8 a pds a s 

(Pleated Kid Tip)...... . $3.60 ae k Kid $2. 
Selva is Ameri- FEATHER TOE White Kid $2.35 I 
as Serge The Choice of Advanced and Fully Lined Long Soles Nationally 
he HEEL Professional Dancers Sizes: — : Width: an to D Advertised! 
Big! i Pi:.k, Black or White Satin $3.60 | White Kid $2.50 Nationally 
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ples and Prices. Sel & So nown! 
va MS INC. °@ 1607 Broadway, N Y. 19 
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FOR EVERY SLIPPER 


and Bridges, with Hard Soles. 
PLAY THIS 


FAVORITE ~ 


LINE 


Careful workmanship and finest ma- 
terials produce this top quality line, 
which is setting such a remarkable 

record for turn-over. Built for com- 
fort and durability, it represents a 
new standard for fine slipper selling. 


FAVORITE roorwear, 


| 318 EAST 32nd STREET 





Men‘s, Women’s, Boys’, Children’s Leather Slippers 
with Padded Leather Soles + Ladies’ Leather D’Orsays 


Moccasin Slipper 


NEW YORK 16, N. Y. 
















Kid Leather 


INCORPORATED 








New Action "Boon Yeead 
Way to Boost 
Your Sales! 





Ard Now . . Introducing Movement with Lights! 


Model "712" 


oto Sho 


ELECTRIC SO 


MODEL "712" ROTO-SHO'S two- 
way, built-in electric outlet per- 
mits novel, self-contained lighting 
effects by means of slip rings .. . 
as well as operation of electrical 
devices while table revolves. Christ- 
mas Tree Turner available too! 
Write TODAY for full information 
and complete new ROTO-PROD- 
UCTS catalog. 


GENERAL DIE AND STAMPING CO., 262-L Mott St., New York 12 











Footwear Output Down 17 Per Cent in July 








Percent of Change, 














Production July 1948 
(thousand pairs) Compared With 
Kind of Footwear a eh a iinasiad 
July 1948 June 1948 July June July 
(preliminary) _ (revised) 1947 1948 1947 
Shoes and slippers, Total. . . 31.978 38,417 33 , 870 —16.8 — 5.6 
Shoes, sandals, and playshoes....| 28,466 | 34,587 | 30,875. | -17.7 | - 7.8 
Fo | 7,002 8,898 8,053 | 21.3 ee. 
yentha’ ome hee <5 ssc i 1,293 | 1,557 1,521 } 17.0 | -—15.0 
| ERG 5 ae } 14,241 | 15,972 14,768 | -10.8 | — 3.6 
Met cnceneie tek ae j 1,773 | 2,373 2,118 —25.3 | —16.3 
as 1,622 | 2,473 1,867 | —34.4 | —12.1 
RE rn aerate at 1,541 | 2,069 1,452 | —25.5 | 6.1 
| Aare 994 | 1,245 1,096 } 20.2 — 9.3 
' 
Slippers for housewear. . hes 3,037 3,374 | <a —10.0 20.9 
SS SE a ee ee 280 281 308 0.4 — 9.1 
Se ree ee 195 175 175 } 11.4 11.4 








Minus sign (—) denctes decrease. 


WASHINGTON, D. C.—Footwear pro- 
duction in July totaled 32 million pairs. 
17 per cent less than the June output 
of 38 million pairs, and 6 per cent less 
than the July 1947 output of 34 million 
pairs, according to the Bureau of the 
Census, Department of Commerce. 


Shipments of shoes and slippers in 
July, totaling 34 million pairs, were 
valued at $124 million, an average value 
per pair shipped of $3.69. June ship- 
ments, 37 million pairs, were valued at 
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$133 million and July 1947 shipments, 
34 million pairs, were valued at $124 
million. The average price per pair 
shipped in June was $3.62, as compared 
with $3.64 for July 1947. 

Shoes, sandals, and playshoes, com- 
prising 89 per cent of the June foot- 
wear output, totaled 28 million pairs, 
18 per cent less than the June output 
of 35 million pairs, and 8 per cent less 
than the 31 million pairs produced in 
July 1947. Women’s shoes, sandals, and 


playshoes produced in July totaled 14 
million pairs, 11 per cent less than the 
June output of 16 million pairs and 4 
per cent less than the July 1947 output 
of 15 million pairs. Footwear of these 
types made in July for men totaled 7 
million pairs, 21 per cent less than the 
June output of 9 million pairs and 13 
per cent less than the 8 million pairs 
produced in July 1947. 

Slippers for housewear produced in 
July totaled 3 million pairs, 10 per cent 
less than the June output of 3.4 million 
pairs, and 21 per cent more than 2.5 
million pairs produced in July 1947. 

Comparative production figures for 
July and June 1948 and July 1947 and 
the per cent of change are shown in the 
accompanying summary. 





Estimate Shows Gains 
In August-September 


NEW YorK.—Shoe production during 
August is estimated by the Tanners’ 
Council of America to have been 42,- 
800,000 pairs compared with 39,000,- 
000 pairs in August 1917; and their 
preliminary September estimate is 44,- 
000,000 pairs, a considerable increase 
over the same month of last year, when 
40,800,000 pairs were made. 

“These anticipated changes for Au- 
gust and September,” the Council com- 
ments, “cannot be accounted for by a 
change in the number of working days 
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YOU'LL WANT TO SEE 
OUR FAMOUS CUSTOM-MADE FOOTWEAR! 


The complete line on display 


“NATIONAL SHOE FAIR” 


Palmer House, Chicago, Room 920W, Week October 25, 1948 


These shoes are sweeping the country and small wonder! 


groomed look, comfortable platforms and medium heels. 
Women prefer their exquisite craftsmanship, perfection of detail and perfect fit. 


These are the shoes 


Women love their well- 


—famous since 1910 for their complete excellence— 





that lend prestige 


Zuckerman & Fox, Inc. 


to famous stores across the country. 


65 Bleeker St. 
New York (12), N. Y. 





inasmuch as there was only one more 
working day in August and the same 
number of working days in September 
as in the corresponding months of last 
year. The sharpest increase was in 
women’s shoes. In August, 20,000,000 
pairs were produced compared with 
14,200,000 pairs in July and 17,500,000 
in August of last year.” 

Noting that “last year the normal 
seasonal pattern was upset by the peak 
in Fall output occurring in October and 
that the estimated high levels of August 
and September production may there- 
fore point to a return to a more normal 
seasonal pattern,” the Council concludes 
that “even though individual manufac- 
turers may be disappointed if their 
production declines in the final quarter 
compared with last year, it will prob- 
ably be unfortunate for the industry 
as a whole if production does not drop 
below last year. It was last Fall when 
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inventories were built up, particularly 
due to retailers placing orders in 
anticipation of higher prices, and the 
stage was set for curtailed operations 
and excessive pessimism early this 
year.” 


Kay New President 
Of 210 Associates 


Boston—I. M. Kay, president of Ber- 
land Shoe Stores, St. Louis, Mo., has 
been selected as chairman of the 13th 
banquet and entertainment of The 210 
Associates, the national philanthropic 
foundation of the shoe, leather and 
allied trades, with headquarters in this 
city. 

A special feature of the banquet will 
be the presentation of the T. Kenyon 
Holly Memorial Award which will be 
given to “the individual who has made 


the most outstanding contribution to the 
shoe and leather industries.” 

The affair, which promises to be the ~ 
greatest in the history of the organi- 
zation, will be held at the Hotel Com- 
modore, New York City, on Tuesday 
evening, November 30. Applications 
for tickets will be mailed out in a few 
weeks to all the advertisers in the 1948 
Program Book. 





Store Adds New Unit 


St. Louis—Diana Shoe Stores Co., 
St. Louis, has announced the second 
addition to their chain since April, a 
new store at 223 Collinsville Ave., East 
St. Louis, Ill. Featuring popular priced 
women’s and children’s footwear, the 
store opened in a newly remodeled 
building. 

In April, Diana purchased Lane’s 
Shoe Store in suburban St. Louis. 
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> Reston: Merchant-Loveys; St. Lowis: Al W. Meier Co.; Philedelphia: Schoenberg Leather Co.; Milwaukee: 
_ A.W. Potton; New York City: Benkert & Samuelson; Chicago: J. K. Reynolds Co.; Los Angeles: A J. & J. R Cook 








Selling Discussed at NYSSRA Meeting 





Clinic Session Held in Syracuse Hears Woman Describe What 
Service Consumers Want in Shoe Stores 


Syracuse, N. Y.—Retail shoe mer- 
chants, managers and store personnel 
of Syracuse and surrounding counties 
have now had opportunity to judge for 
themselves the merits of the experiment 
the association is making with intensi- 
fied, localized service to the shoe trade 
of the state. The first Syracuse re- 
gional meeting was held Sept. 22, at the 
Hotel Syracuse. More than eighty-five 
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men and women engaged in the shoe 
business were present. As was the 
case with previous exploratory meet- 
ings in Rochester, the group generally 
approved the idea of thus bringing as- 
sociation service into home areas by 
holding regional meetings at intervals 
in four or five key cities. 

Attention was concentrated on selling, 
since all stores are more sales-con- 





scious now than ever before. Selling 
policies, plans and technique, as well as 
identities of the people associated in 
the sales transaction, particularly the 
customer and the sales person, were 
under scrutiny throughout the evening. 

The meeting had two co-sponsors, the 
state association and the Syracuse 
Chamber of Commerce. Greetings were 
brought by Association President Rob- 
ert F. Dacey, of Empsall’s Department 
Store in Watertown. Good wishes of 
the chamber were offered by B. E. 
Kempton, chairman of its retail divi- 
sion. 

The agenda included four short talks 
followed by a forum or clinic. Speeches 
and discussion were keyed to the prob- 
lem of how to build and maintain firm, 
pleasant, profitable consumer relations, 
a subject to which management has 
never given more attention than now. 
A sub-topic was assigned each speaker, 
and talks and discussion centered on 
“How Consumer Buying Is Influenced.” 
Following the established custom, two 
women speakers were included. 

The first topic was “The Consumer 
Takes A Look at the Retail Shoe Busi- 
ness.” The speaker was Mrs. Rhea M. 
Eckel, prominent in and beyond the 
city, active in civic affairs, and execu- 
tive secretary of the New York State 
Citizens Council, Inc. From her per- 
sonal experience in buying footwear 
for herself and four children, and from 
research among club and business wo- 
men, she told the meeting what con- 
sumers want in shoe stores—friendly 
and intelligent attention, information, 
advice on footwear fashion, merchan- 
dise quality, value, usability, suit- 
ability, fit—so they can buy intelli- 
gently. 

The second speaker was O. K. John- 
son, executive secretary of the associa- 
tion, who spoke on “Influencing Con- 
sumer Buying by Advertising.” 

The next speaker’s topic was “In- 
fluencing Consumer Buying in the Chil- 
dren’s Department, ably handled by 
Mrs. E. Duffy Acre, manager of Dey 
Brothers children’s shoe department, 
which successfully merchandises a 
large volume of juvenile footwear. 

The final speaker was James H. Mor- 
row, former member of the Syracuse 
University faculty, talking on “In- 
fluencing Consumer Buying by Retail 
Salesmanship.” He offered his defini- 
tion of salesmanship, classification of 
customers, analysis of salesperson 
tvpes, and suggestions on selling pro- 
cedure. 

Chairman of the clinic was Ira I. 
Berman, vice-principal of Monroe High 
School in Rochester, and president of 
the Rochester Teachers Association. 
Question, answer, comment and argu- 
ment marked an active conference. 

Prominent at the speakers’ table 
were Ernest N. Park of Park-Bran- 
nock, elected first president at the 
founding of the association and always 
active in its affairs; and James G. 
Bennett of Auburn, now treasurer. 
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IN STOCK 
STYLES: 


Outfiare Last 
5100 and 5400 


Knox Last 
5106 and 5406 


One of the strongest repeaters you've ever known! 


COPEGS for men and women are the kind of shoes that make their 
wearers supremely happy with them. It’s an extraordinary shoe in 
every way — in design, in craftsmanship, in unique structural fea- 
tures, and in marvelous fitting, wearing and comfort-giving qualities. 
Its sturdy, resilient, hand-pegged arch never lets the foot down — 
one of the secrets of the tremendous popularity of COPEGS! 


Yes! Dr. Scholl’s COPEG is the same footwear made since 1868 by 


Dover Last 
5107 and 5407 





The Custom Crafted See Dr. Scholl’s 
Shoe with the Shoe Exhibit 
“made-to-order” 
feel! ROOM NO. 624 
NATIONAL 
SHOE FAIR 











Inwood Last for Women: 
2407 and 2107 
In Stock — Men's 6 to 16, 
AAA to EE; Women’s, 
4% to 12, AA to EE 
Tim Last 
5144 and 6144 


the old guild of master shoemakers of Copeland & Ryder Co., 
Jefferson, Wis., now a division of The Scholl Mfg. Co., Inc. 


OPPORTUNITY! Open a Dr. Scholl’s Foot Comfort Service Department, 
fitting Dr. Scholl's Arch Supports, Remedies, Shoes. Write for details and 
catalog of Dr. Scholl's COPEG Shoes. 


THE SCHOLL MFG. CO., INC. 
213 West Schiller St., Chicago 10, Ill. * 62 West 14th St., New York 11, N.Y. 








Shoe Collection Contest A Big Success 





Tucumcari, N. M.—This quintet of small fry exhibiting their prizes were winners 
in an old shoe collection contest sponsored by Hall's Shoe Store, Tucumcari. A total 
of 7,440 pairs of shoes were collected for distribution to the needy by the Elk Club, 
Welfare Board and Police Department. Local newspapers and the radio station 
cooperated fully to make the event a success during the 60 days of the contest. 


Chicago Travelers Plan 
Five 1949 Shows 


CuicaGo.—The Shoe Traveler’s Asso- 
ciation of Chicago will hold five shows 
during 1949, it is announced, and the 
schedule of dates has been released. 
One more show is scheduled for 1948, 
which will be held Monday, Tuesday 
and Wednesday, Nov. 29, 30, and Dec. 1. 

In announcing the show dates for 
next year, attention is called to the 
change of days. With the exception of 
the big Fall and Spring shows, which 
are held Sunday through Wednesday, 
the shows will be held Tuesday and 
Wednesday, and on Thursday until 2 
p. m. This change has been made in 
order to cooperate with retailers who 
will now be able to attend the shoe 
shows both nights. They will not have 
to leave their stores on Monday night, 
when practically all of them are open 
for business. 

All shows are held at the Morrison 
Hotel. 


Army Increases Order 
For Women’s Shoes 


New YorK—An additional award of 
2250 pair shoes, women’s, low-quarter 
at $4.50 per pair, has been made by the 





New York Quartermaster Purchasing 





Remodeling to Cost $25,000 


PHOENIX, ArIz. — A remodeling pro- 
gram, to cost $25,000, has been started 


October 15, 1948 


at the Phoenix store of the Leeds Shoe 
Store at 122-124 East Washington 
Street. The project was designed by 
Architect E. L. Alberts, of Los Angeles. 


Office, 111 E. 16th Street, New York, 
under Bid No. QM-30-280-49-57. Award 
was made to Adams Bros., Pittsfield, 
N. H. 


317 














| CREPE 





Pa toe se 
sores | 














|LEATHER SOLES 











A COMPLETE LINE 


OF DISTINCTIVE MOCCASINS 


AND SLIPPERS 








| sorr sores | 





REPRES. J.0. Bud" Wilson 


MINNETON KA MOCCASIN CO. MINNEAPOLIS, MINN. 





Young Girls Still Buying Loafers 





Well-Known Minneapolis Store Reports Difficulty in Keeping 
Adequate Stock—Teen-Agers Like Suede for Dress 


MINNEAPOLIS, Minn.—Shoes for the 
high-schooler and back-to-college girl 
have figured importantly in Fall pro- 
motions of Minneapolis’ leading Nicollet 
Avenue shoe shops. Retailers have 
come to realize that in fitting the teen- 
age girl they are not only serving a 
customer with sure taste and formed 
ideas of style but one who has great 
influence on both younger and older 
members of her family and one whose 
taste casts a shadow on footwear trends 
to come. 

School-going customers have gravi- 
tated to Napier’s, one of the exclusive 
shoe salons on Nicollet Avenue, to in- 
clude loafers as staples for classroom 
and general colege wear. Mr. Napier 
says that antique brown is the classic 
color and that it’s all the shop can do 
to keep this type of shoe, which has 
captured the popularity once held by 
saddle shoes, stocked in an adequate 
size range. 

For dress wear, Napier’s say young- 
crowd customers prefer ankle straps 
and they prefer suede. Next to 
strapped sandals, they’ve enthused over 
the formality of opera pumps. Napier’s 
had looked for the popularity of sling 
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pumps to wane, but there have been 
demands for that type of shoe as well 
as for platforms. 

Both college goers and the general 
public responded enthusiastically to 
Napier’s promotion of “Color X.” 
Many customers who have included 
popular taupe and plum shades in their 
Fall dress wardrobes bought Color X 
to match a specific costume but liked 
its chameleon quality with black or 
brown. 

In spite of the early Fall’s unsea- 
sonal heat, Napier’s younger customers 
have endorsed the novelty of spats— 
bought them more readily than older 
customers. Many, first attracted by 
the three-button’s more diminutive size 
and contrast of velvet banding, tried 
them but bought the six-button length, 
which they considered more flattering. 

Packard’s, long a mecca for the 
school crowd, reports that brown loaf- 
ers lead the parade of requests for 
girls heading to the classroom. Close 
in popularity, however, have been 
casual shoes, strapped and wedged. The 
“dark horse” with sudden and unlooked 
for favor has been the bronze wedgie. 
Its informal air appeals to the girl 


buying on a limited budget, and at the 
same time she has realized it could be 
worn for dress and that bronze would 
team with most any wardrobe color. 

Semi-dorsays have been the pre- 
ferred shoes with Packard customers 
who have bought formal styles, and in 
most cases they’ve selected closed heels 
and toes. Sling pumps have diminish- 
ed little in popularity and ankle straps 
have been high in the running. 

Walk-Over, which moved into its new 
modern-decor shop a little over a year 
ago, reported that girls of school and 
college age have been particularly en- 
thusiastic over open wedgies in multi- 
eolor combinations of suede. Most 
popular of all in the casual type shoe 
has been the low heel, open-toe-and-heel 
style of simulated alligator or lizard. 

Walk-Over customers still like the 
flattery of open-heeled shoes, and one 
of the favorites has been a suede one- 
strap closed-toe style with sling heel. 
Mr. Woodward of Walk-Over’s said 
that green has outstripped the popu- 
larity of all other colors—even red— 
this Fall. Bronze kid, however, is on 
the ascendency list for its adaptability 
with formal or informal wardrobes and 
its wearability with many colors. 

The Shoe Salon at Bjorkman’s, 
catering to a select clientele, advises 
that customers of college age clamor 
for loafers and strollers for classroom 
and informal wear. However, making 
an important bid for first place are flat 
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or low-heeled ankle-strap shoes, which 
serve the same classroom purpose but 
which the school-goer also likes for 
dates and dress-up. 

Bronze is definitely a favorite color 
with Bjorkman customers, with green 
taking an important spot, followed by 
basic browns and blacks. 

For dress, Bjorkman’s say suede 
leads all requests with school-goers, and 
in style they want ankle straps. The 
shop reports that many customers look 
at closed-toe and heel pumps but on 
trying them, remark, “They look won- 
derful on somebody else, but I like 
slings.” Even late in the season Bjork- 
man’s remark many customers stili buy 
gold kid for at-home wear and to have 
on hand for next Summer. 

Stendal’s, long an important name in 
women’s shoes in the Northwest, has 
done a big promotion job in showing 
their shoes in the windows of exclusive 
dress shops on Nicollet Avenue. Many 
sales have resulted from styles shown 
in the windows of Jackson-Graves, 
Menzel Furs and Peck & Peck. Stendal’s 
have brought the name of one line of 
shoes to billboard signs on the edge of 
the shopping district and have sold 
quantities of them to back-to-school as 
well as to other customers. 

Now that the pace has been set by 
school and college fashion makers, Min- 
neapolis retailers look for greater 
popularity of bronze kid, green suede, 
and low-heeled ankle-strap shoes 
throughout the Fall and Winter. 





New Travelers’ Group 
Growing Fast 


BALTIMORE, Mp.—The Associated Shoe 
Travelers, Inc., latest addition to the 
roster of similar organizations in all 
parts of the country, is reported to be 
growing rapidly and now has a total 
paid membership of 73. Organized last 
Spring, this association is dedicated to 
the promotion of good will among 
traveling salesmen, to Charity and to 
furthering gains for members to which 
they are clearly entitled. Membership 
is now open, it is announced, to travel- 
ing salesmen in the allied trades as well 
as to shoe travelers. 

Temporary officers are Lou Berman, 
chairman: Harry M. Pumpian, trea- 
surer; and Edwin Flax, secretary. For 
the time being, headquarters will be 
maintained at the address of Mr. Flax, 
2513 Reisterstown Road, Baltimore 17, 
Md. 


NESLUA Sponsors Special 
Train to Fair 


Boston. — The New England Shoe 
and Leather Association, as a special 
service to its 500 shoe and leather mem- 
bers, is sponsoring not only a special 
train via Boston and Albany and New 
York Central to Chicago, but also sev- 
eral non-stop plane flights. 


October 15, 1948 







DEALERS FIND SHOES WITH 
KISTLER SOLE LEATHER A 
STEADY SOURCE OF PROFIT 





Note the eight outstanding features in op- 
posite panel. If they were told to the customer 
at the fitting stool, can you conceive of him or 
her not being impressed? 


KISTLER SOLE LEATHER 
The Balanced Bark Tannage 
For Men's, Women's and Children's Shoes 


fits right into the present-day need of rapid 
retailing lines. It imparts the extra value to 
shoes which makes price secondary in the cus- 
tomer’s mind. Don’t delay becoming interested 
in lines bottomed with it. They are a potential 
source of immediate and future profitable 
business. 


Write now for names of manufacturers of 
Dress, Street, Work, Sport and Orthopedic 
Shoes, Cowboy Boots and Lumbermen’s Shoes. 

















“LEATHER COMPANY 








The New England Shoe Men’s spe- 
cial train will leave the South Station 
on Saturday, Oct. 23 at 3 P. m. and 
arrive at La Salle Street Station in 
Chicago at 10:10 A. m. Sunday, Cen- 
tral Standard time. 

This special train will be operated ex- 
clusively for New England shoe manu- 
facturers and their salesmen, and for 
members of the leather and allied 
trades. The accommodations will be 
the finest equipment available, and ar- 
rangements have been completed to 
transport sample cases and trunks di- 
rect from train to hotels in Chicago. 


TREET, ‘BOSTON 11 MASS 


Comfort Shoe Store 
Stocking Higher Styles 


DENVER, CoLo.—A higher style shoe 
is being featured at Cramer’s Foot 
Comfort Shop of Denver, Colo. E. H. 
Kinsman, who has been with the store 
for several years, has recently been 
made manager. 

Mr. Kinsman says that business has 
been unusually good recently and that 
the store, in addition to featuring high 
style, is featuring also a moderately 
priced shoe. Prices range from $7.95 
to $16.95 for women and from $7.95 to 
$19.95 for men. 
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Sizes 2/9 


Catalogue and Prices On Request 






DELIVERY 


Warehouse facili- 
ties in key cities 
throughout the 
country, insure 
prompt delivery. 





DISTRIBUTORS IN KEY CITIES 
Boston, Mass. 


Lane Bros... pL ee Se Se ss 
Krohngold Shoe Co... Cleveland, Ohio 
SO) ee Los Angeles, Calif. 
B. Rosenberg & Sons... ‘New Orleans, La. 
Harper & Kirschten Shoe Co......... Chicago, Ill. 





Jo J. Katy & SOM. enon ROChOster, N.Y. 
C. A. Bachman, 3737 Dupont Ave., Minneapolis, Minn. 


Immediate delivery from above sources. 


Write to distributor nearest your city or 
direct to factory for catalog and prices. 





Holiday Displays Sell Slippers 
In California Stores 


SLIPPERS are ideal items for Christmas gifts. Dolled up 
in gift boxes, like flowers or candy, and displayed in a 
holiday atmosphere, sales are vastly increased. A number 
of alert Western dealers have done this to advantage. 

A display that delighted women and caused them to call 
it to the attention of their men was arranged by Buffum’s. 
Long Beach, Calif. Within a large white frame was a 
Gothic caihedral with stained glass window, behind which 
was a light. A young woman in yellow pajamas and dress- 
ing gown sat on a big box wrapped in silver metallic paper, 
tied with broad white ribbons. At one side were slippers 
for men and at the other for women, while showers of 
slippers hung from the ceiling by red ribbons. 

A window that halted passers-by with its brilliant display 
of color was that of K. C. Bushnell, Ventura, Calif. It was 
hacked with silver in fish scale pattern, and had a large 
simulated brick fireplace, in which were banked a number 
of shoe boxes, tied with vari-colored ribbons. Red cur- 
tains were draped back over the fireplace to disclose a 
large bas-relief bust of Santa Claus. On the wall were 
big bows of red ribbon. 
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ARE BACK 


Goodyear Pre-Welt Construction 


A dressy shoe with the “New 
Look"’ for little ones. Three and 
e four straps for ankle support; 
lupe made of one-piece quarter with 
y stitching around strap ae bg 
a leather soles, leather wedge heels 
and leather counters. In stock 
for immediate delivery. 


SURREY FOOTWEAR. Inc. 


143 DUANE STREET NEW YORK 13, N. Y. 





ROMAN SANDALS 


260 2-4 (White Ejk) $1.85 
261 4/2-6 (White Elk) 2.10 
262 6/2-9 (White Elk) 2.35 
263 24 (Patent Leather) 1.85 
264 4'/.-6 (Patent Leather) 2.10 


265 6/2-9 (Patent Leather) 2.35 











Nationally Advertised in Leading Fashion Magazines 
Retailing at Popular Prices Write for 
New Style Catalogue. . Dept. B 


PARKHILL SHOES, Fitchburg, Mass. 








The children’s shoe section of The Broadway, Los An- 
geles, was made exceedingly festive with red and green 
balloons floating from the ceiling, and the white pillars 
wound to simulate big sticks of peppermint candy. In the 
center of the section was a case filled with children’s slip- 
pers, on top of which was a big white reindeer, at which 
two little children in white suits were gazing. 

Innes, Los Angeles, arranged three windows with similar 
settings, featuring men’s, women’s and children’s shoes, re- 
spectively. The background was cherry red, with white 
shadow boxes lined with green. In these boxes were large 
poinsettias, pottery art figures of men and women of the 
Gay Nineties and several pairs of pumps. The floor was 
white and in the center was a white reindeer. Other 
pumps were scattered over the floor. In the center of the 
salesroom was a white Christmas tree, decorated with red 
and blue glass balls, bunny slippers, and a number of boxes 
wrapped and tied with red ribbons. At the base were a 
number of gift boxes, and on top of each a pair of men’s 
slippers. 


Ohio Leather Co. Dividend 


Girarp, O.—Directors of the Ohio Leather Co., Girard. 
declared three dividends at the regular meeting Sept. 21. 
it has been announced by Fred H. Becker, president. The 
regular quarterly dividend of 144 per cent on 5 per cent 
preferred stock was declared, payable Oct. 1 to holders uf 
record Sept. 23. The regular quarterly dividend on com- 
mon stock of 40 cents per share. and an extra dividend of 
$1 per share were declared, payable Oct. 1. to stock of 
record Sept. 23. 
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Opens Shoe Department 
In Apparel Store 


Santa Monica, CALIF.—Sam Baum, 
connected with Edison Shoe Company 
as manager for many years in Southern 
California, has opened his own shoe 





SAM BAUM 


department in Carl H. Hoelscher Men’s 
and Women’s Apparel Store at 1418 
Third Street, Santa Monica. 

Mr. Baum is carrying only better 
grade shoes and is ably assisted by his 
wife, Kathy. 





Snider Heads NESFSA 
Winter Campaign 


Boston.— Hyman Snider, general 
superintendent of the Consolidated Na- 
tional Shoe Corporation, will head the 
1949 Year Book Campaign, President 
Henry E. Meirs of the New England 
Shoe Foremen & Superintendents’ As- 
sociation has announced. 

The campaign got under way early 
in September with a meeting Sept. 18 
at the association headquarters, 111 
Lincoln Street, Boston, of all Regional 
Chiefs and Ad Book committeemen. 
The general meeting opening Fall ac- 
tivities for the entire association was 
held at the Parker House, Boston, on 
Sept. 25. 

Chester Rodenbush and Samuel Mil- 
ler will again head the Entertainment 
committee, and have announced that 
the sale of tickets will soon be under 
way for the annual dinner-dance to be 
held on Jan. 8, 1949, at the Hotel 
Statler, here. 





Clothing Store Adds 
Shoe Department 


ROCHESTER, N. Y.—Bond Stores, Inc., 
has opened a new shoe department ad- 
joining its present clothing store at 
133 Main Street East, in this city. 

The new store adds nearly 35 per 
cent capacity to the present store and 
gives Bond a frontage of 71 feet on 
Main Street. Remodeling of the store 
has been under way for four months 
and represents an outlay of nearly 
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Here are 3 “musts” for your Christmas stock. Each 
slipper is backed by powerful 4-color national adver- 
tising in leading women’s magazines— Ladies’ Home 

_ Journal, McCall’s, Mademoiselle, Seventeen! So this 
year ...don’t gamble! Stock and display these Daniel 
Green Slippers that sell... and sell. . . and sell! 


this Christmas 


stock slippers that sell 
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COME AND SEE US AT THE NATIONAL SHOE FAIR 
OCTOBER 25-28, PALMER HOUSE, CHICAGO, ROOM 8&6 
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$100,000. The space formerly was oc- 
cupied by the Florsheim Shoe Store, 
which moved across Main and a block 
west in the late Spring. 

Manager of Bond’s new shoe depart- 
ment is Robert Bosdyk. 





Promoted to Buyer 
For Chicago Store 


Cuicaco.— Leon Van has recently 
been promoted to the position of shoe 
buyer for the women’s upstairs depart- 
ments at Mandel Brothers, Chicago. 
Mr. Van was previously assistant to 
Charles Barnes, who has resigned. 


Canadian Shoe Production 
Down in June 


MONTREAL, CAN.—Production of 
leather footwear in June amounted to 
2,492,800 pairs, showing a decline from 
the preceding month’s total which was 
2,536,400 pairs. June, 1947, output was 
2,876,200 pairs, according to the Domin- 
ion Bureau of Statistics. For the six 
months ended June 30, the production 
of leather footwear totaled 16,260,600 
pairs, compared with 19,445,500 pairs 
in the corresponding period of 1947. 
There were 654,900 pairs soled with 
materials other than leather in June. 


321 








Alligators 


Reptile . . 


Tones and trim. 


10 Jacob St., N. Y. 7, N. Y. 





Fonsi 


Fleming Joffe, Limited 


The New Spring Shoe Will Be Reptile 


Reptile is wanted for Spring fashion footwear 
. developed by Fleming-Joffe 
In characteristic fine, supple finishes 
Fashion-planned by Fleming-Joffe 
In a dazzling array of colors 
Carefully coordinated with 
Spring costumes. 


Plan Antique Lustres for Spring selling: Pewter, Burnished 
Bronze, Fire Copper, Green Lustre and Rose Lustre . . . in 
Oriental Lizards and snakeskins . . . for all-over styles, Demi- 


p izaros 


Worth 4-1680 














Men’s Ties Sell Rapidly in Shoe Store 


From this eight-foot accessories section in the Fontius men's shoe department move 
150 ties per month. 


DENVER, CoLo.—Men’s ties have be- 
come the No. 2 volume item in the new 
accessories section of the men’s shoe 
department at Fontius Shoe Company, 
here, according to W. A. Rasmussen, 
buyer. 
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The accessories section is an 8-foot, 
inset bay, with several levels of glass 
shelving on which are displayed belts, 
supporters, gift leathergoods, suspen- 
ders, and, on the center level, 8 wedge- 
shaped plastic units, accommodating a 


dozen hand-painted ties each. 

“We have been astonished from the 
outset to see how rapidly ties sell to 
shoe customers,” Mr. Rasmussen said. 
“Turning over far more rapidly than 
belts, suspenders, supporters, etc., we 
average the sale of 150 ties per month.” 

The stock includes ties at $1.50, $2.50, 
$3.50 and $5, the latter hand-painted. 
More ties are sold between $2.50 and $5 
than in the low-priced range, according 
to Mr. Rasmussen. A separate hosiery 
bar opposite sells from 1200 to 1500 
pairs of socks per month. 





Footwear Featured in 
New York Style Show 


New York—Footwear was outstand- 
ing in the fashion shows whicn were a 
feature of the Golden Anniversary Ex- 
position of the City of New York at the 
Grand Central Palace in commemora- 
tion of fifty years of progress in this 
city. The “Jubilee Show of New York 
Fashions” included 325 costumes whose 
total worth was well over half a million 
dollars. 

A parade of banners and symbols of 
the garment and accessory industries 
of New York headed the fashion expo- 
sition. Included in the parade of ban- 
ners were two shoe crests, those of The 
Guild of Better Shoe Manufacturers 
and Shoe Manufacturers Board of 
Trade. The fashion showing opened 
with a prologue entitled “What is Fash- 
ion.” A story was cleverly woven 
through the commentary of the show 
which highlighted fifteen specific groups 
of costumes and accessories. 

Footwear in every pattern type of 
importance today were worn in this 
great Jubilee show. Currently popular 
shoe fashions reminiscent of shoes worn 
at the turn of the century were in a 
scene highlighting period fashions. A 
high satin laced shoe and a one-eyelet 
tie were featured shoes in this scene 
which spotlighted the Gibson girl, 
shirtwaist fashions, Floradora girls and 
1898 inspirations. 

Pumps, straps, sandals and ties; 
tapered and modified toes; high and 
baby Louis heels; buttoned fastenings 
and spats; and rhinestone studded heels 
were among the shoe styles carefully 
selected to be worn with each of the 
325 fashions. 

The shoes for the Jubilee Show of 
New York Fashions were made by shoe 
manufacturers in the New York area. 

On the shoe committee for this Jubi- 
lee Show of New York Fashions were 
Irving E. Grossmann of I. Miller & 
Sons, Inc.; Kate Goldstein Kamen, The 
Guild of Better Shoe Manufacturers; 
Mabel and Charles Julianelli and Ben 
Sommers of Capezio. 


Will Open New Store 
In Miami 


MIAMI, FLa.—Bentley Shoes, Inc., 
Lincoln Road, Miami Beach, has taken 
a lease on a downtown Miami store at 
26 S. E. First Avenue. 
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New Shoe Shop Opened 
In St. Paul 


St. Paut, MInN.— Opening of a 
young-and-gay new shoe shop called 
“The Little Shoe Box” has been an- 
nounced by Field-Schlick of St. Paul. 


The new shop is beamed to the young 
person who likes high-style shoes which 
are offered in high grades from a 
quality fashion house. It is located at 
one end of the shoe department, set 
apart by a color scheme of its own. 
Four colors, coral, green, gray and 
brown are used in upholsteries against 
blonde wood. One end of the shop is 
made up of shadow box displays. 

Stock rooms are directly behind, af- 
fording quick service. 

Casual shoes are also presented be- 
cause these appeal to the same type of 
customer who would be interested in 
young high-fashion stylings. Shoes 
range in price from $10.95 to $12.95. 





Father and Son Open 
Third Store 


CINCINNATI, O.—The Ludwigs, John 
Sr. and John Jr., a father and son 
combination, have opened a third retail 
shoe outlet in the Northside area of 
Cincinnati. Other Ludwig stores are 
located in College Hill and Mt. Healthy. 
The elder Ludwig, who learned the 
bootmaking trade in Europe before 
coming to this country, started his first 
establishment in 1930. 





Children’s Department 
To Carry Shoes 


SAVANNAH, Ga.—Asher Shoes, 22 
West Broughton, announces the open- 
ing of its new children’s department 
under the management of Sidney 
Asher, assisted by Mrs. Carmen Cobb, 
who has had several years’ experience 
in fitting shoes; Earl Johnson and Mrs. 
Margaret Smith, both of whom are ex- 
perienced in fitting children’s shoes. 
The new department occupies an en- 
tire floor and is devoted exclusively to 
children’s shoes. 

According to Mr. Asher, a careful 
record of all shoe fittings will be kept 
by the store and mothers of children 
will be reminded of the size change that 
occurs at varying intervals. A birth- 
day card will be another feature of the 
new department. 





Seuthern Chain Adds 
Another Unit 


HUNTSVILLE. ALA.—Butler’s Southern 
Charm Shoe Store, opened for business 
at 105 Washington Street, recently. 
This new shoe store is one of 70 in the 
Butler chain which operates throughout 
the South. James A. Howard, who has 
been with the company’s branch in 
Birmingham for the past two years, is 
manager. 
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FOUNDED 1899 
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dee 2%. 7 | You are cordially invited to 

ss a play of fine welt, corrective and regular 
shoes at the National Shoe Fair, Room 
755, at the Palmer House, Chicago— 


October 25-28. 


We assure 
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JULIUS ALTSCHUL, 


: DON’T FAIL to see 
os ALTSCHUL’S complete 
; ? line of children’s shoes, com- 
sing an exceptionally fine 

and complete in-stock department 
; plus the needed supplemental shoe; 


for your seasonal selling periods. 


while to visit us. See you at the Show! 


Illustrated Stock 
folder available 
upon written 
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you that it will be worth 


request. 


NATURE’S OWN 
PROP-R-FORM 
SADDLE ARCH 
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Sidewalk Fashion Show 
Promotes Shoes 


Extmira, N. Y.—Publicized as the 
most unusual fashion show that Elmira 
has ever seen, a showing of women’s 
shoe and hosiery styles in the windows 
of the Gorton Co., using live manni- 
kins, music and a commentator, drew a 
large attendance despite the hottest 
weather of the year. 

Played un as a sidewalk fashion 
show. the event was staged on two con- 
secutive afternoons from 1 to 5 o’clock. 
A loud speaker system amplified the 
musie and remarks of the commentator. 


Shoes designed by six well-known com- 
panies were featured along with the 
products of six famous name hosiery 
mills. Tied in with the sidewalk fashion 
show was a special showing of quality 
footwear in the shoe department, where 
60 new models were shown. 





To Open New Store 


Detroit — Ray Ehringer, formerly 
of the Herpolsheimer Store in Mus- 
kegon, Mich., is opening a new salon 
type store carrying women’s shoes ex- 
clusively in the new Davenport Build 
ing at Grand Rapids, Mich. 
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SHOE BUYERS 


of departments grossing 





f$Q 000 | 


FEE ORTHOPEDIC. SERVICE 


or: more... 


use this | 


for extra profits! 


That's right—we pay ALL COSTS pertaining to the sale of Help 


Feet products in your store, bringing in 40% clear profit for you! 


The white-coated, highly trained Help Feet expert is a familiar 


figure in shoe departments and stores throughout the country. His 


service insures more satisfactory wear of shoes purchased from 
you. He is trained to work quickly and efficiently and in no way 


slows up. the operation of your store. Commission arrangements 
at no cost to you will be made with your shoe clerks. 


Help Feet—one of the finest and most complete orthopedic appli- 
ance lines in the country—takes up little space, and guarantees a 
minimum of 8 to 10 turns a year on your investment! No mark- 
down, no depreciation, no selling cost and no risk whatsoever 


for you! 


FOURTH AVENUE ‘ 





Appliance 


NEW YORK 16 


2 Research Group Studies Store Windows 


NADI and New York University Investigating Effect of Various Types 
of Visual Merchandising 


NEw YorK—tThe pilot display-re- 
search program sponsored by the Na- 
tional Association of Display Industries 
and conducted by the New York Uni- 
versity School of Retailing, recently got 
under way, it has been reported by Pro- 
fessor Toward M. Cowee, who is direct- 
ing the study. 

After eight weeks of intensive plan- 
ning, an initial study, the first of a 
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series to be made during the next few 
months, was inaugurated at William H. 
Frear and Company, Inc., in Troy, New 
York. The study in Troy, was made to 
establish window audience circulation 
and concentrated on an analysis of 
store window traffic in terms of quan- 
tity, type by sex and age, direction, and 
time. Fourteen full-time and fourteen 
part-time trained research workers 


were used to record total traffic be- 
havior in front of all store windows 
and access doors. Records were kept by 
the hour, from Monday to Saturday, 
during all store hours. Darrell A. Lan- 
drum, research assistant at New York 
University School of Retailing, super- 
vised the study with the cooperation of 
store executives. 


The city of Troy was selected for this 
first traffic study as a typical Ameri- 
can trading area, highly competitive, 
under 100,000 population. Frear’s was 
selected because it has a 100 per cent 
location, has a keenly cooperative man- 
agement, and has had a comprehensive 
marketing research experience. 


At the time of this report, classifica- 
tion of the findings in Troy is being 
made by research and marketing an- 
alysts at the New York University 
School of Retailing. While these find- 
ings will not be conclusive, it is hoped 
that traffic behavior tendencies will in- 
dicate a clearer relation between the 
stopping power and possibly the selling 
power of visual merchandising in the 
windows and the stopping power and 
possibly the selling power of other 
sales promotion media. 

While it is not expected that the con- 
clusions to this pilot study will carry 
the authority of years of continued re- 
search in other marketing fields, it is 
already known that the experiment in 
Troy has contributed immeasurably to 
the development of a sound technique 
fer observing window audience circula- 
tion. 

Professor Cowee also reported that 
the second study is being made at The 
Cain-Sloan Company in Nashville, Ten- 
nessee, under the direction of Miss 
Jean Erwin, research assistant at New 
York University’s School of Retailing, 
with the cooperation of John H. Dubuis- 
sen, display director at the Cain-Sloan 
Company. This window study will com- 
pare the relative effectiveness of differ- 
ent window display techniques. A dis- 
play consisting of a giant turntable 
equipped with three separately divided 
segments will be installed. In the first 
segment merchandise will be displayed 
without mannequin, or atmosphere, or 
fixtures. The merchandise will consist of 
a popular priced, high-demand Misses” 
Fall coat, together with a hat, shoes, and 
other accessories. The second segment 
will show the same coat on a mannequin, 
and the same accessories well fixtured, 
but without any special atmosphere. 
The third segment will display the same 
coat on the same mannequin together 
with well-fixtured accessories, in an 
atmosphere of special contrast and 
lighting intended to dramatize the style 
importance of the promotion. This turn- 
table will be manually operated, so that 
each of the three techniques may be 
shown separately to the street traffic 
for one hour each. An accurate record. 
of passers, lookers and stoppers in 
front of each type will be made during 
all store hours for one week. Trained 
field research workers will be obtained 
from Vanderbilt University. 
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An identical study will be made in 
Dallas, Cincinnati or Jamaica, New 
York. These experiments in seemingly 
unrelated trading areas will show 
whether traffic behavior follows any 
basic ocular tendencies, regardless of 
geographic definition. 

Nashville was selected because it has 
a trading area of 241,000 and has an 
income and educational mean not un- 
like the average American trading area 
of similar size. Cain-Sloan was chosen 
because of intense management inter- 
est and because it has accumulated 
rumerous traffic counts which will sup- 
plement the material gathered during 
this specific study. 

Part II of the N.A.D.I.-N.Y.U. pilot 
display research program, according to 
Professor Cowee, proposes to explore 
the selling power of various interior 
merchandising presentation techniques. 
Here, as in the window studies, noint- 
of-sale techniques observed will include 
(A) merchandise alone—(B) merchan- 
dise in use—(C) merchandise in dra- 
matized situation or setting. 





Shoes a Feature of 
Brockton Fair 


BROCKTON, Mass.—For the first time 
in 20 years, Brockton and district shoe 
manufacturers and even cut sole manu- 
facturers participated in an exhibit at 
the Brockton Fair from September 11 
to 18. The shoe show, which fea- 
tured the latest styles in men’s, women’s 
and children’s footwear, was sponsored 
by the Associated Shoe Industries of 
Southeastern Massachusetts. 

Twenty-two firms from the Brockton 
district and 19 cut sole and allied shoe 
industries contributed to make the ex- 
hibits one of the high spots of the Fair. 
Besides the display of the latest styles 
in shoes were such interesting items as 
a size 32 shoe, said to have been made 
for Primo Carnera, ex-heavyweight 
champion of the world; a number of 
pictures that were made entirely of 
leather remnants by Norman F. Baker 
of Holbrook, who has made a hobby of 
this unusual kind of picture-making; 
and an automatic folding machine which 
was shown in operation. 

Suede and reptiles in both open and 
closed toe designs as well as open and 
closed backs for women were displayed. 
For men, two-tones and buck or re- 
versed leather were featured. The bold 
look was in evidence with double stitched 
and triple soled shoes in both leather 
and crepe. 

Deane E. Alexander, chairman of the 
Publicity and Development committee 
of the Associated Shoe Industries, was 
in charge of the shoe show. He was ably 
assisted by Howard E. Metcalf, who 
supervised and arranged the color 
scheme and decoration, and Willard 
Horton who arranged the shoes and the 
setting for the show. 
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heels. 


Ts You'll want to stock this 


“quick-sale natural” in 24K gold kid and 
silver kid in both 6/8 and 14/8 wedge 
It’s but one of our current col- 
lection of evening sandals developed in 
metallic meshes, dyeable satins and gold 
and silver kids—including all heel 
heights from flat 6/8 to towering 23/8. 
See them all by sending for our catalog 
showing our complete line now In-Stock 
for prompt delivery . . . 


AT THE NATIONAL SHOE FAIR 
in Chicago—October 24th to 28th 
HOTEL STEVENS, Rooms 1019A-1020A 


ae HANNAHSON 










or see us 


HAVERHILL. MASS. 





Shoe Saleswomen Found 


To Be Well Paid 


Cuicaco.— Women selling shoes in 
women’s shoe sections in Chicago de- 
partment and ready-to-wear stores are 
the best paid among various classifica- 
tions of sales clerks in this area. 

This was revealed in a survey re- 
cently made by the Bureau of Labor 
Statistics, Department of Labor, of 
which Adolph O. Berger is regional di- 
rector. An average of $62.87 per week 
was found to be earned by 45 women 
sales clerks selling shoes and working 
an average of 40.5 hours per week. 


Shoe Wardrobe Suggested 
For College Men 


Cuicaco.—Four pairs of shoes are 
listed as essential for the average col- 
lege wardrobe for men in a special 
pamphlet entitled “College Cues” is- 
sued by the Store for Men of Marshall 
Field & Co., Chicago. This included one 
pair of brown, one pair of black, one 
pair of crepe or rubber sole style, and 
one pair of moccasins. A pair of fleece- 
lined boots for cold and snow and a 
pair of rubber overshoes for warm and 
occasional rain are also listed. Slipper 
suggestions included a pair of leather 
and a pair of clogs. 
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Everett Pattern 


fs the word for it! 


GROSVENOR SLIPPERS (Wine Shade) 











Hylo Pattern. 


Both are padded-sole construction and made by C. A. Grosvenor Shoe 
Company, Worcester, Mass., of American Felt Company's #7034 S Felt 


Smart comfort when evening comes, for 
his dog-tired feet. That's what the man 
gets who wears slippers made of fine- 
fashioned felt. 

And the wise dealer who sells them gets 
not only an-easy, quick-sale profit, but time 
and time again, a satisfied customer. 

Especially when they are these masterly, 
padded-sole Grosvenor Slippers made of 
American Felt! 

Felt-insulated for year ‘round comfort, 
these ultra-modern slippers are cool in 
summer, warm in winter. 

Here quality of material and quality of 
craftsmanship are one and inseparable. 

So from American Felt to Grosvenor 
Slippers a most sincere salute. Felt is the 
word for it! 








Come te AMERICAN 
for FELT 


American Felt Company makes all 
types of felts required for slippers | 
and shoes, and, in addition, produces 
a wide range of felts for such factory 
applications as lubrication, filtering, 
vibration absorption. There is a spe- 
cial felt for every need. Write for 
further information. 


American Felt | 


GLENVILLE, CONN. 











Still Making Cowboy Boots By Hand 





Repair Business, Begun After World War I, Transformed Into 
Thriving Plant Where 120 Pairs Are Made Daily 


Ext Paso, Tex.—Tony Lama, boot- 
maker to the President of the United 
States of America, is a long way from 
Tony Lama, apprentice shoe repair 
worker. Yet this is iterally true for, 
late last spring, President Harry S. 
Truman tugged on a pair of boots made 
by Tony Lama. Named “E] Presidente” 
(Spanish for The President), the boots 
were designed by Mr. Lama and were 
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size 9-D with a kangaroo vamp and kid 
leather tops with gold and silver inlays. 
Many notables were at the presentation 
of the boots and Joseph Lama acted as 
his father’s personal representative. 
While in the Army during World War 
I, Tony Lama was brought to El Paso 
for the express purpose of taking 
charge of the Army shoe repair work 
for Western Texas, New Mexico and 





Arizona. He decided to stay in El Pase 
when discharged in 1919 and opened 
the shop on East Overland that he stil] 
occupies. Here he began to repair shoes 
and to make custom boots. Jose Perez, 
Jesus Olivarez and Antonio Amesquita, 
who started with him then, are still 
with him. 

In 1933, Tony Lama decided io in- 
vade the ready-made boot field. Suc- 
cess was immediate if not spectacular 
and the forty pairs of boots turned out 
daily sold readily. This was during the 
height of the depression yet the demand 
for Lama boots kept growing. 





Toay Lama in his office, inspecting a pair 
of hand-made boots. 


All boots are still hand-made al- 
though production is up to 120 pairs a 
day. Lama ts go to westerners who 
know and demand good boots. They 
have not only found high favor with the 
working cowman but many others. 
Federal Judge Thomason, when he was 
in congress, once brought three other 
congressman in with him to be fitted. 
Lon Chaney, Jr., and his wife once 
came to the shop for boots. Mrs. Chaney 
was quickly fitted with a pair of boots 
but Chaney’s feet were too big for 
ready-made boots. He was measured 
and a pair of boots were made and 
shipped to him. Joel McCrae wears 
Lama boots and only recently Lama 
shipped two pairs of boots to Ken May- 
nard and two pairs of boots to Keenan 
Wynn. Not only the movie colony but 
the rest of California are good cus- 
tomers. 

California leads the United States 
when it comes to buying Lama boots. 
Salesmen of the firm cover the eighteen 
Western states and Lama boots are sold 
in all the leading cities of the East. In 
the past, Lama boots have been shipped 
to Canada, Hawaii, Mexico, Alaska, 
Philippines and many South American 
countries as well as to many more re- 
mote parts of the world. 

Lama works up the designs for the 
boots himself in most cases but some- 
times the customer has a definite idea 
of the design he wants. A student in 
a military school once sent Tony Lama 
a sketch that called for silver stars as 
part of the pattern. The boots cost 
$175 and are among the most expensive 
that Lama has made. 
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* 
Armour's 


SURFTAN 


in Spring Colors 





WRITE FOR SWATCHES 


ARMOUR LEATHER COMPANY 


CHICAGO e NEW YORK . BOSTON 
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Wauted 
Enterprising Shoe Salesmen 
Te Handle pAAdditional Lines 


If your business allows you to take on 
additional lines, here’s an excellent 
opportunity to increase your income 
with liberal commissions from Universal 
Shoe Forms. 


Tops in the trade, Universal Shoe Forms 
literally sell themselves! What's more, 
with every sale you make, you make a 
friend! So don’t delay — write today for 





Superior Shoe Company 
CHICAGO 
Manufacturers of Children’s Shoes 





will unveil a 
COMPLETE NEW LINE OF 


COMPOS 


in addition to our Two, Famous 
Nationally Advertised Lines: 


BAUER'S FOOT TRAINERS 
C. A. Haines Fiex-a-Proved Health Shoes 

















You are Cordially Invited to 


see them, and make your headquarters at 


Rooms 936-937 Morrison Hotel 


full information! 


UNIVERSAL FORM CORPORATION 
30 East 20th Street, N. Y. 3, N.Y. 





NATIONAL SHOE FAIR — OCTOBER 25-26-27 








Superior Shoe Company - 222 S. Morgan St., Chicago 7 

















Designed to Appeal to Sub Debs 





Stock is concealed behind the walls in this new Sub Deb department recently 


opened by Miller's in Knoxville, Tenn. 


But behind the walls, stock is kept on 


removable aluminum shelving which makes rearranging the stock an easy job 
since one shelf carrying nine pairs, can be moved at one time. 


KNOXVILLE, TENN.—‘“For two years 
Miller’s has had in mind establishing a 
complete Sub Deb Shop which included 
a shoe department. Finally this dream 
was realized on Saturday, Aug. 14, 
when this swanky section was opened,” 
said W. R. Mabry, divisional merchan- 
dise manager for all shoes at Miller’s, 
Knoxville. 

“The recently installed escalators 
lead right up to the heart of this new 
section, thus creating plenty of traffic. 
We felt that formerly we could not do 
justice to the nationally advertised 
lines we carry. Segregating such a 
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section as this for the exclusive sale of 
this type of merchandise provides added 
opportunity for display and selling. 

“The sales staff of five has been care- 
fully selected and is under the direc- 
tion of W. C. Holt. The personnel is 
made up of young people who are able 
to speak tne language of the sub deb, 
and who can listen patiently to the 
chatter of the teen agers. Two univer- 
sity boys who are well acquainted with 
the college contingent, work part-time, 
attracting considerable trade from their 
associates.” 

The staff is well schooled in selling 


by suggestion and never miss an op- 
portunity to show hosiery and handbags 
which harmonize with the shoes. 

Regular meetings of the staff are 
held to keep the salespeople up to the 
minute on style trends. The various 
articles in the business papers in the 
footwear field are studied constantly 
and discussed. Not only must the shoe 
department personnel be familiar with 
shoe styles, but those of the «young 
girls’ ready-to-wear as well, so they 
can demonstrate how the footwear fits 
in with the prevailing fashions. 

Knoxville as a whole is rather con- 
servative in taste. It takes considerable 
time and patience to sell such a clientele 
on drastic changes in styles. However, 
it is this younger group which is more 
open to persuasion and more inclined 
to show less hesitancy in accepting 
some extreme item. They, in turn, sell 
their parents on the idea. 


Sales Tax Returns 
Higher in Oklahoma 


OKLAHOMA City, OkLa.—Oklahoma 
sales tax returns for the month of June 
1948, include 160 returns for the shoe 
stores, division of the apparel group. 
The returns total $24,151.42 as com- 
pared to 154 returns and $21,422.56 
for the month of June 1947. This indi- 
cates a 12.74 per cent increase. 
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WU Be There With the Whole Line! 


KESS-KRAFT Pre-Welt Shoes 
are coming to the Fair, and 
you'll have a chance to see 
everything we have from 
First Steps to Pre-school shoes! 
There’s so much to say about 


these fine shoes that we can't 
even begin to put it on paper. 
So come on up to Room 942 
in the Palmer House and 
see what KESS-KRAFT has 
to offer! 
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Kessler Shoe Mfg. Co. + 2200 Sherwood Avenue « Baltimore, Maryland 












National Shoe Fair 
Room 942 

















Shoe Departments Moved 
To Make Buying Easy 


Fort WortH, TEx.—Remodeling, re- 
decorating and rearrangement of de- 
partments proceeds apace at The Fair, 
a major department store at 808 
Throckmorton St., here. And the pro- 
gram applies to women’s and children’s 
shoes as to other items. 

Formerly, the better grades of wo- 
men’s shoes were departmentalized in 
the traditional way, along with chil- 
dren’s and juvenile footwear, on The 
Fair’s third floor. Now they’re on the 
second floor, along with piece goods, 
millinery and lingerie of comparable 
quality. This arrangement, says Alex 
Hesselson, shoe manager, makes for 
greater ease in shopping, and at the 
same time makes shopping a more 
leisurely, unhurried process. With 
much more space allotted to footwear 
than formerly, there are seating ac- 
commodations for 60. Some chairs are 
done in dusty rose, corresponding to 
the color scheme of floor coverings and 
walls, others in a dull green. In the 
remodeling process, marble panels were 
removed from the walls between eleva- 
tor doors, and gold vein antique mirror 
panels put in their places. A series of 
these mirror panels also has been in- 
stalled directly opposite the elevator 
entrances, facing the shoe salon and 
millinery section. 
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Remodeling of the fourth floor still 
is in process. On this floor are sepa- 
rate sections devoted to juvenile and 
children’s footwear and to budget-price 
shoes for women. Children’s shoes are 
integrated with other infant’s items— 
dresses, bedding and layettes—“every- 
thing the small child or infant in arms 
needs,” says Mr. Hesselson. The foot- 
wear alcove features a wall panel of 
alternate red, yellow and blue stripes 
in a special appeal to tots’ visual sense. 
Another feature is a seating fixture in 
which seats for mother and tot are 
alternated. 

Remodeling and redecoration of The 
Fair’s six large floors has been in proc- 
ess for almost a year, under the direc- 
tion of Raymond Loewy Associates, 
New York. 

“The whole idea,’ says Mr. Hessel- 
son, “is to give the shopper a quieter, 
more leisurely shopping atmosphere, 
with less time needed to be given to 
moving from floor to floor and from 
department to department, leaving 
more time for judicious selection.” 





Chain Declares Dividend 


CINCINNATI, O—The Dan Cohen 
Company, Cincinnati shoe chain, dis- 
closes that directors have declared the 
regular quarterly dividend of 25 cents 
per share on common stock, paid Oct. 
1 to holders of record Sept. 20. 


Associated Shoe Merchants 
Elect Officers 


NEw YorRK—At an executive meet- 
ing held recently at the offices of the 
Associated Shoe Merchants, 47 W. 34th 
Street, officers were elected for the com- 
ing year. The newly elected officers in- 
clude Milton Greenspan of Star Shoe 
Store, Union City, N. J., as president; 
Jack Fineberg of Vogel’s Shoe Store, 
Newburgh, N. Y., as vice-president; 
Harold Blumenthal of New Shoe Stores 
in Hempstead and Freeport, Long 
Island, as secretary; Max Bodner of 
Stenchever’s with stores in Paterson, 
Passaic and Hackensack, N. J., as trea- 
surer; and Max Stein as_ general 
manager. 

Other members of the association are 
Harry Uchin of Boston Shoe Store, 
New Brunswick, N. J.; Louis Rosen- 
feld of Rosenfeld Shoes, New Haven, 
Conn.; Joseph Wenton of Wenton 
Shoes, Jersey City, N. J., and George 
Kofsky of Kofsky Shoes, Hartford, 
Conn. 

The association, a group of indepen- 
dent retail merchants, has been func- 
tioning for more than 12 years. Among 
its many other activities, the associa- 
tion provides the members with a re- 
search department, under the direction 
of Mr. Stein, who is always in atten- 
dance at the New York office. Mr. Stein 
collects information on style trends and 
ideas for the members. 
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SPRING BUYING SHOW 


BENJAMIN FRANKLIN HOTEL 
PHILADELPHIA 
November 13, 14, 15, 16, 17, 1948 


Where the Lines you buy will be on Display. 


Acrobat Fortunet E. P.- Reed 
Air-O-| ic in Roblee 
Air-Tred Co — John Schroeder 

-Edmond: veraa Selby Shoe Co. 
fultus SAitechuel Godman 6. Edwin Smith 
Berco Shoe ae: ed — — Shoe Mfg. Co. 
h beb ae Hannahsons Virginia Shoe Co } 
Camitta’ Shoe Co. —— Little Yonkee 
Grosby-Squore nee | 

ife- e | 

Curti S. J. Maistrosky Crescent 
Curtis-Stephens-Embry Metro-Craft M. J. Saks | 
Cortell Shoe Co. P. W. Minor and Sons A. Sandler Co. 
Daytimer Miracle Tread Vitality 
Irving Drew Natural Bridge Ideal Shoe Co. : | 
Desco Nunn-Bush Hollywood Shoe Polish | 
Douglas Lester Pincus Sundial Shoe Co. | 
Enna-Jettick Or. Posner Pied Piper Shoe Co. 
Fleet-Air ymou Star Shoe Co. 
Florsheim Rhythm Step M. K. Weil 
Fortune Red Cross Westport Shoes 


— Sponsored by — 
THE MIDDLE ATLANTIC SHOE TRAVELERS' ASS'N 





Come and see them. 











Obituaries 





John C. Goetz 


Fonp pu Lac, Wis.—Funeral ser- 
vices for John C. Goetz, 66, vice-presi- 
dent of the Fred Rueping Leather 
Company, who died at 5:20 p. m., 
Saturday at St. Agnes Hospital after 
a brief illness, were held Sept. 20 at 
the Candlish chapel, with the Rev. G. 
E. Bergeman officiating. Burial was 
in Graceland Cemetery, Mavville. 

Pallbearers were Arthur Harry, Ed- 
ward F. Fox, Walter Schroeder, 
Charles J. Klima, Leonard Scheibach, 
and Leo Jagdfeld. Honorary pallbear- 
ers included Arthur C. Block, F. J. 
Rueping, C. F. Van Pelt, F. E. Ruep- 
ing, W. H. Rueping, F. W. Chadbourne, 
N. L. Adams, Henry Conlin, E. J. 
Perry, Dr. S. E. Gavin, E. P. Galloway, 
John P. McGalloway, Grover Korrer., 
Howard Bovle. Boynton Miller, Adolph 
Bechaud. William Stephenson. and Dr. 
W. C. Woita, of this city: E. L. Me- 
Kendrew and Howard Diedrich of New 
York; Walter Stern, A. L. Webster. T. 
P. Gibbons, L. H. Weiller. and F. J. 
Stritzel of Chicago: Benjamin Wish- 
ner and William Hug of Milwaukee; 
and Milan Mann of Los Angeles. 


Surviving are Mrs. J. C. Goetz and 
three sons, Dr. Frederick Goetz, Pasa- 
dena, Calif.; Attorney John Goetz, 
Minneapolis; and Robert J. Goetz of 
Milwaukee. 





JOHN C. GOETZ 


The son of Wilhelmina and Charles 
Goetz, John C. Goetz was born in Mil- 
waukee on Feb. 23, 1882. After com- 





pleting his education in that city, Mr. 
Goetz accepted employment with Pfister 
& Vogel, later becoming interested in 
raw stock and hide purchasing. In 
1910, at the age of 28, he came to Fond 
du Lac where F. J. Rueping asked him 
to organize and systematize the raw 
stock department. Two years later, on 
Aug. 13, 1912, he was named secretary 
of the Rueping company. In the in- 
terests of the firm he traveled exten- 
sively, visiting many European coun- 
tries. 

. On July 20, 1931, he was elected vice- 
president of the Fred Rueping Leather 
Company, a position which he held for 
17 years. Recently he completed his 
38th year of employment with the 
leather concern. In 1944, because of 
his fairness and broad experience, he 
was urged by members of the trade to 
accept a position with the O.P.A. as 
Chief of the Hide & Skins Section. 
Later he became consultant for the 
O.P.A. 

Mr. Goetz was a member of the Ruep- 
ing Key Men’s Club, and he also held 
membership in several organizations 
connected with Hides and Skins. Gen- 
erally recognized as one of the best 
informed men in the leather industry, 
he was noted for his untiring efforts in 
promoting improved hide conditions and 
furthering the interests of the general 
trade. 


Paul Alexy, Sr. 


BETHLEHEM, PA.—Paul Alexy, Sr., 
who established two shoe stores still 
in operation here and who was one of 
the best known and most respected 
business men of this city, died recently 
at Atlantic City, N. J., following a 
heart attack. He was 80 years old. 

Born in Austria June 11, 1868, he 
came to the United States in 1884, 
settling in Philadelphia where he took 
up the shoemaking trade and later 
opened a shoe store. He moved to Beth- 
lehem in 1899, establishing a shoe store 
on E. 3rd St., and three years later, 
added another store on W. Broad St., 
both of which are still in operation. 

Mr. Alexy was active in church work 
and served in several official capacities, 
and was prominently identified with 
the South Bethlehem Business Men’s 
Association. His charitable works were 
legion. Following the close of World 
War II, he sent hundreds of pairs of 
shoes to relatives and friends abroad 
and many packages through CARE, the 
international agency for relief in West- 
ern Europe. 

Besides his widow, the former Kath- 
erine Kemmerer, he is survived by 
four sons, Paul, Jr., Samuel M., David 
T., and Robert, all of Bethlehem; two 
daughters, Evelyn, at home, and Mrs. 
Earl Schwartz of Harrisburg, Pa.; 
two brothers, Jacob, of Merchantville, 
N. J., and Samuel. of Collingswood, 
N. J.: and a sister, Mrs. Gustave Knoth 
of Philadelphia. Five grandchildren 
also survive. 
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James W. Midgley 


Kansas City, Mo.—James W. Midg- 
ley, 89, who had been a traveling sales- 
man for more than 60 years, died 
recently in Kansas City. He had been 
ill three months. 

He began his career as a salesman in 
1885 in Nebraska. After sixty-two 
years on the road he retired last year 
from the Huber Slipper Company, 
whose footwear he had sold for three 
years. 

Born near Rushville, [il., Mr. Midgley 
had been a resident of Kansas City 
more than 40 years. He was a member 
of the Central Presbyterian church. 

Surviving are a niece, Mrs. C. R. 
Ferguson, and a nephew, R. D. Fer- 
guson, Chieago. His wife, Mrs. Jane 
Midgley, died in 1941, after the couple 
had been married fifty-two years. 


Dave Urbansky 


St. Marys, Kan.—Dave Urbansky, 
73, who with his brother, Grover Urban- 
sky, owned ‘and operated Urbansky’s 
shoe and clothing store here for 40 
years, died recently of a heart attack 
a few minutes before he was to have 
taken part in the Centennial Celebra- 
tion parade as the oldest native son of 
St. Marys. The town was celebrating 
the 100th anniversary of St. Marys 
Mission. 


October 15, 1948 


His father, the late Aaron Urbansky, 
who died in 1904, founded the shoe and 
clothing business in St. Marys in 1868. 
The business has been continued since 
that time by the Urbansky family for 
nearly 80 years. Dave Urbansky and 
his brother, Grover, were owners of the 
store at the time of Dave Urbansky’s 
death. 

Mr. Urbansky attended St. Marys 
College, and for many years was promi- 
nent in civic affairs here. At his death, 
he held the office of patron of the Order 
of Eastern Star, and was treasurer of 
Pottawatomie Lodge No. 52, A. F. 
and A. M. 

He is survived by three brothers, 
Maurice, Sidney and Grover Urbansky, 
ef St. Marys, and one sister, Miss Lillie 
Urbansky, Great Bend, Kan. 





Arthur R. Moore 


St. Lovis.— Arthur R. Moore, 58 
years old, a sales representative of the 
Vitality Shoe Co., Division of Inter- 
national Shoe Co., died in his sleep 
recently. 

Well known in the shoe trade, Mr. 
Moore had many friends in all parts 
of the nation as well as in his territory, 
which included Minnesota, Wisconsin, 
North and South Dakota and the upper 
peninsula of Michigan. Minneapolis 
was his headquarters. 

A representative of Vitality since 


1930, he had begun his career in the 
shoe business with the Peters Shoe Co. 
in 1909. He is survived by his widow 
and two married daughters. 


Harry M. Smith 


Hooksett, N. H.—Harry M. Smith, 
who was a foreman at the Claremont 
factory of the International Shoe Co. 
for several years, died recently at his 
home in this town, where he had re- 
sided for 50 years. 

Mr. Smith was a native of Man- 
chester, and was prominent in fraternal 
circles, having been a member of the 
Improved Order of Redmen and a past 
great sachem of Redmen in New Hamp- 
shire. He was also a member of the 
Modern Woodmen of America. 

Survivors include the widow, Eva 
Smith; three sons, Milton J. and Gil- 
bert H. Smith of Hooksett, and Gordon 
A. Smith of Claremont; one brother, 
William S. Smith of Hooksett, and a 
sister, Mrs. Alice Daniels of Durham. 


William A. Becker 


ToLepo, O.—William A. Becker, who 
until his promotion to the assistant 
secretaryship of the B. R. Baker Com- 
pany here, was manager of that com- 
pany’s shoe department, died recently 
at the age of 57, after an illness of 
several weeks. 

[TURN TO PAGE 333, PLEASE] 
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derstanding of shoe prices and shoe 
values. 

“A pair of shoes is virtually the 
only item that is sold where the buyer 
and seller sit face to face for 15 or 20 
minutes with an opportunity to talk 
together about the merchandise, its use, 
its price and its value. If shoe sales- 
people were properly educated and 
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availed themselves of this opportunity, 
within a very short time they could 
have a profound effect on the. attitude 
of the shoe buying public. Employees 
reflect to a large extent the attitudes 
of their employers, and the efficiency 
of an organization is dependent on the 
efficiency of the people at the top. 
Wherever shoe salesmen fail to do a 
proper selling job, it is the direct re- 
sult of failure on the part of manage- 
ment to provide (1) the knowledge, and 
(2) the incentive for such a job to be 
done. 


“If both manufacturers and retailers 
do the things that should be done to 
earn the respect of the public, and tell 
an honest straightforward story, good 
public relations will be the automatic 
result.” 

Representing the shoe retailers, Mr. 
Berger said, “We must continue to be 
good-business minded by keeping in 
close harmony with our local organi- 
zation. By exchanging facts and opin- 
ions, we can separately do a better job 
in cementing public relations. We can 
know what conditions exist in our ter- 
ritory and work with plans that can 
change or improve them.” 


Bowman Stores Promote 
Popularity Contest 


RockrorD, Itu.—The 11 Bowman 
Bros. shoe stores in Illinois and three in 
Iowa, forming the Bowman chain with 
headquarters in Monmouth, IIl., staged 
a popularity contest for their young 
customers. The contest opened Aug. 9 
and will extend through Sept. Any boy 
or girl who will be 17 years of age or 
younger on Sept. 30 is eligible to par- 
ticipate in the voting contest. Voting 
ballots are to be given with all pur- 
chases during the contest period, on the 
basis of 10 votes for every dollar of pur- 
chase or fraction thereof. Customers 
are required to mark on the ballot given 
them with their purchase the name, ad- 
dress and age of the contestant for 
whom they desired to record their votes. 
Special ballot boxes were set up in each 
store to receive the ballots. 

Prizes to be awarded those with the 
four highest vote totals in each of the 
Bowman stores, include a Schwinn bi- 
cycle, pair of cowboy boots, roller skate 
outfit and pair of official scout shoes. 
The second highest will be entitled to 
all of the three items excepting the bi- 
cycle; the third award is choice of two 
of the minor prizes; and the fourth 
award is either one of the two. Con- 
testants with the four highest totals in 
the 14 Bowman stores are competing 
for four grand prizes—a series E gov- 
ernment bond with $500 maturity value; 
a $200 bond; a $100 bond; and a $50 
bond: 
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Born in Toledo, Mr. Becker attended 
parochial schools here and joined the 
clothing firm staff in 1905. 

Mr. Becker was a member of St. 
Agnes Church and its Holy Name 
Society and president of the church’s 
credit union. 

Surviving are his widow, Mrs. Clara 


Becker, two daughters, Mrs. Carl 
Bauer and Mrs. Richard Conlin; a 
brother, Matthew, and four grand- | 


children, all of Toledo. 


J. Bernard Mersmann 


CINCINNATI, OHIO—J. Bernard Mers- | 
mann, 90, operator of his own retail | 
shoe business. for 35 years prior to | 


retirement and engaged in the shoe field 
since the age of 17, died recently at his 
home here. 

He leaves four sons, including Joseph 
A. Mersmann, who operates a shoe 
store; Leo Mersmann, retired shoe 
dealer; and Edward Mersmann, shoe 
salesman, all of Cincinnati; and Otto 
T. Mersmann, Sun Valley, Idaho; a 
daughter, nine grandchildren and 11 
great-grandchildren. 





J. H. Martin 


Ruston, La.—J. H. Martin, after a 
protractive illness of several months, 
died recently at his home in Ruston. 
He had been a member of the South- 
western Shoe Travelers Association for 
25 years. 


C. T. Harkreader 


Dauias, TEx.— Charles T. Hark- 
reader died recently of carbon monoxide 
poisoning in his home garage, Aug. 14. 
A coroner’s jury returned a verdict of 
accidental death. He had spent all his 
productive years in the shoe business 
and was well-known to the trade in 
the Southwest. 


Harvey G. Clarke 


DaLuas, TEX.-—Harvey G. Clarke 
jied Aug. 21 at his home in Dallas. He 
had traveled in the South and South- 
west for 30 years and was widely 
known in the trade. He was a mem- 
ber of the Southwestern Shoe Travelers 
Association for 18 years, serving on 
important committees and as a di- 
rector. 


L. Lee Prock 


Dautuas, Tex.—L. Lee Prock died 
Sept. 13 of a heart ailment in a Dallas 
hospital. He traveled in Texas and 
the Southwest for many years but had 
retired three years ago. 
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Carl A. Bofaro 


San ANTONIO, TEX.—Carl A. “Tony” 
Bofaro, owner of the Cinderella Shoe 
Store at 134 Soledad Street, this city, 
died recently at the age of 52. A native 
of San Antonio, he had spent practi- 
cally his entire business life in the shoe 
business and was active, as well, in Ma- 
sonry and in church and Boy Scout 
work. He is survived by his widow, 
Mrs. Florence Bofaro. 





Joseph Evans 


WILKES-BARRE, PA.—Joseph Evans, 
60, who operated a shoe store on East 
Northampton Street until five years ago 
when he went to New York, died in the 
latter city recently. 

Before engaging in business for him- 
self, Mr. Evans was a shoe salesman 
at Pomeroy’s for a number of years. He 
is survired by his widow, a sister and 
a brother. 





Clair H. Lawrence 


GLENDALE, CAL.—Clair Harlow Law- 
rence, 68, shoe retailer of 456 W. Salem 
Street, Glendale, died recently in Cleve- 
land, Ohio. 

Born in Ohio, Mr. Lawrence had been 
a resident of Southern California for 
44 years. 


J. J. Kaltenbrun 


CoLuMBus, O.—James J. Kaltenbrun, 
79, retired salesman for the H. C. God- 
man Shoe Co., Columbus, O., died re- 
cently in a Columbus sanitarium. A 
brother and two sisters survive, as well 
as 10 nieces and nephews. 


Craig Brown 


Los ANGELES, CALIF.—Craig Brown, 
43, California representative for the 
Styl-EEz division of The Selby Shoe 
Co., died suddenly from a heart attack. 
Apparently in the best of health, he 
passed away in his sleep. Previous to 
joining Selby, he represented the West- 
port division of the Brown Shoe Co. on 
the West Coast. His widow, Mrs. Ruth 
Brown, and son, David, survive. 


Charles D. Brown 


ROCHESTER, N. Y.—A memorial ser- 
vice for Charles D. Brown, 76, former 
Rochester tanner, was held Sept. 20, in 
the Emery Funeral Chapel, Fairport. 
Mr. Brown, who had lived in Naples for 
the last eight years, died Sept. 14. 

Mr. Brown operated a tanning plant 
in Smith Sti for many years. He re- 
tired 10 years ago. 
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Circus Decor Helps Sell to Children 





Three-dimensional figures of animals against a background of yellow and biue 
serve fo keep the children amused in the new Woodlee store in Jackson Heights, L. I. 


JACKSON HeEicHTs, L. I. — Truck 
strikes and labor problems didn’t pre- 
vent Woodie Webster and Leon Bloom 
from opening their new shoe store, 
“Woodlee,” at 84-06 37th Avenue Jack- 
son Heights. Mixing imagination with 
sweat, they went ahead and finished 
the job themselves in time to meet 
their ‘scheduled opening date on Sep- 
tember 12. 
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They have performed a decorating 
and designing job that would match 
the skill and artistry of a professional 
interior decorator. Specializing in 
women’s, teen-agers’ and children’s 
shoes, they decided to divide the store 
into two parts: the front section of 
the store devoted to women’s and teen- 
age shoes, and the rear section to 
children’s shoes. 


Although it is in the rear of the 
store, the children’s section immedi- 
ately attracts attention because of its 
circus theme. A unique store divider 
of fancy gold and green twist rope has 
been strung from the ceiling to the floor 
on one side, and diagonally from ceil- 
ing to wall on the other side. (Mr. Web- 
ster expressed some concern about the 
temptation presented to children to 
climb the ropes!) The walls are painted 
in pastel yellow with a wide, ultra- 
marine blue band around the middle 
of the room on which are mounted 
three-dimensional, life-like figures of 
animals. The floor is covered with 
“Theme-Tile” linoleum on which are 
more figures of animals dominated in 
the middle by a grinning clown. A 
large settee covered with a green, plaid, 
plastic material runs the length of one 
side of the section, and a huge fitting 
platform is on the other. To further 
insure proper ‘and correct fitting, an 
X-ray machine has been installed. This 
room is guaranteed to be a delight for 
children, and a boon to both mother and 
merchant, for there’s nothing like a 
circus to keep a child’s mind occupied. 


Leather Settees for Women 


The women’s section at the front of 
the store is painted in pastels of char- 
treuse and red. Large comfortable 
leather settees of black and chartreuse 
line each side of the section, with foot- 
stools to match. The floor has a rose 
beige twist rug on it. Plywood shadow 
boxes holding the latest style shoes, 
and copies of the current fashion mag- 
agines are hung on each wall. Fluor- 
escent lamps provide the lighting, and 
spot lamps highlight the shadow boxes. 
Two moderate-sized mirrors have been 
placed between the settees. 

Mr. Webster and Mr. Bloom have 
been partners in several business ven- 
tures in Brooklyn. Previous to their 
association, Mr. Webster was in mer- 
chandising, publicity and advertising 
work, and Mr. Bloom was in manage- 
ment work. Conscious of the value of 
advertising, they have already prepared 
extensive direct mail lists, and they 
plan to run advertisements regularly in 
local and metropolitan newspapers. 


New Campaign Begun 
For Adler Shoes 


New YorkK—Large space newspaper 
advertising on an expanded schedule 
will be placed for Adler Shoes by the 
Emil Mogul Co., Inc. First insertions 
appeared immediately after Labor Day. 
500 and 1000 line ads feature Adler 
regular shoes while 200 line ads will 
be used for “Elevators” height-increas- 
ing shoes with insertions scheduled 
weekly. 

In addition, a special campaign is in 
the works for Adler Longfellows and 
Adler Wide-Guys based on the theme: 
“Ol’ Man Adler says ‘You are not too 
big for your shoes.’ ” 
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~ New Sun Back Dress MR. SHOE DEALER! 
its ‘ 
These Questi 
= Ask Yourself These Questions... 
or 
il- + What one Infant's Shoe can I stock that will solve my fitting 
b- QUESTION: problems almost 100% ? 
he ° It’s the Number 80 Self-Starter by Carpenter . . . a versatile “first- 
to _ ANSWER: step” shoe which, if stocked in sizes 1 to 6 including half sizes and 
ed widths C and E . . . will enable you to fit practically every normal 
‘a- foot! No more lost sales . . . no more lost profits! 
lle : > 
oa QUESTION: Can I order as many pairs as I want? 
of ANSWER: Yes! Increased production on this ome number now permits delivery 
th from stock in any quantity! 
pe QUESTION: (Thinking out loud) Maybe this is the answer to my problem. 
A P. §.: We couldn’t help overhearing you Mr. Dealer . . . and our answer is— 
id, + a Be 
aa ! ae 
ng Write or wire your order today for this fast-selling Self-Starter Number 80 
er . . . popularly priced to sell around $2.95. 
an 
ris Los Angeles.—Meredith creates a 
‘or smart sun back fashion in gold rayon 
or | smart sun back fashion in gold reyon §=© THE CARPENTER SHOE COMPANY, INC. 
‘ the midriff and hugs the neck. The basic 161 CLARISSA ST., ROCHESTER 8, N. Y. 
ad design is carried to the feet by Cob- 
- bler’s gold strap sandals. The switch 
to a dressier design in flats has caused 
the casual and flat business to pick up 
until these shoes are being worn to 
of town and on the street more than ever. 
ar- 
_ 130th Store Opened by 
ot: Miles Shoe Chain 
a TSA 
SE EtmirA, N. Y.—Miles Shoes has % 
ow opened its 130th store at 210 W. Water d h hil 
eS; Street, here. Located in a new commer- . and these referred to each time chil- 
ag- cial development on the edge of the es- Detroit Shoe Men Plan “ dren are fitted to new shoes. 
ee tablished shopping district, the store Trip to National Shoe Fair Other items carried are children’s 
n has an ultra-modern front and interior. + . will make S°Cks, shoe trees, rubbers, arctics, boots, 
es. Interior walls are finished in irregu- gate eee, Sin the tennis shoes, gym shoes and ballet 
“7 lar areas of black, tan, green and Shoe Fair leaving Sunday, October 24, shoes. 
cream. Display cases and wall racks at 8.05 ~ M. Two cars have been re- Se 
— Ha 4 ae ane with org 4 99 served for exclusive use of shoemen on Successful “Footwear Week” 
n- andbags are shown on small wall fix- : tions are now be- - ° 
eir tures having glass shelves supported pd pr = te aameieads eet teat- Held in Australia 
er- by wooden ends which conceal fluores- elers by Sam Plotler of the Original ADELAIDE, AUSTRALIA—Based on prod- 
ing cent lights. General illumination 1s Sample Shop, president of- the Detroit uct appeal, “Footwear Week,” held re- 
Be fluorescent, highlighted with bullet- Shoe Retailers Association. General cently in Adelaide, was a victory for 
+ shaped reflector lights. _ = arrangements are being handled by cooperative planning. The original aim 
red The store, which is air-conditioned, Byron N. Lieberwitz of David’s, sezre- was to boost sales of a branded product, 
ey seats 71 customers. Seats in one section tary of the DSRA. but boot and shoe manufacturers, re- 
in are upholstered in black leatherette, tailers, footwear repairers and general 
those in another section are done in stores were sold on the idea of a foot- 
er kgs ape ge New Children’s Department wear week and their cooperation ob- 
anager o e new unit is Tony tained. 
Basta, for the past two years assistant Opened by Hess Promoted by newspaper advertising, 
manager of the Miles store in Wilkes- BALTIMORE, Mp.—One of Baltimore’s radio, films, counter aids and stickers, 
Barre, Pa. : largest and most complete children’s jit was an outstanding success. Dunlop 
per There were gifts for every customer shoe departments, recently opened here, Rubber Co. organized the scheme. 
ule at the opening—nylon hose for the fiJJs the entire second floor of the N. It is the first time that the footwear 
the — — af ay eat for Hess & Sons store, on Howard Street. and allied trades have combined in a 
ons girls, roller skates for bovs and girls. od- publicity campaign in Australia. 
ay. footballs for boys and pocket knives and eee peat p thee , 
oe ee ne bers facilities for scientific fitting of little Clothing Store to Add 
| ones’ shoes. A complete stock ranging Sh Sal 
ced New Store Opened from first baby shoes up to the "teen oe on 
| JACKSONVILLE BracH, Fia.—Earl’s 8¢ is carried. SoutH BEnpD, IND.—An expansion 
in Shoe Store has been opened at 119 N. There is a platform where experi- that will add 1800 sq. ft., will include a 
und First Avenue. It is owned and will be enced supervisors check tread, length, new shoe salon for the Frances Shop, a 
ne: operated by Mr. and Mrs. Earl Mar- width, leg balance and heel fit. Indi- clothing store, at 129 N. Michigan 
too tineau. The store will sell men’s, wo- vidual charts for recording growth and Street. The expansion program is to be 
men’s and children’s shoes. development of children’s feet, are filed completed soon. 
der October 15, 1948 335 
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Comfort with quality! That's what a sizeable group of 
women in every locality demand. Meet it with Adelia— 
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1. Combination last for comfort; 
2. All-kid line for wear, comfort, 
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for wear; 4. Long 
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Gypsy Oxford, 15/8 
heel with rubber top lift. 
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Tanners Endeavor to Hold Price Line 





Some Concessions, However, Being Made—Sole Leather Sales Slow— 
Suede Kid Production Reported on Increase, Mostly in 
Light Colors 


Cuicaco.—The leather business 
could be better, with the improvement 
in sales nothing to brag about. In some 
instances, tanners continue to make 
price concessions, but others are trying 
to hold the line. Certainly, sole leather 
sales have been slow, and there is no 
influx of orders for side leather. 

Kid suede is almost certain to be a 
big item for Spring. Production of kid 
suede at some leading sources is said 
to be proceeding in substantial volume. 
This, of course, refers to light colors. 
Navy blue and grey suede are getting 
the call at the moment, but lighter 
shades are apt to be more popular for 
Spring. There is a trend toward tone- 
on-tone. In other words, suede shoes 
in two shades of the same color. This 
is particularly true of blue, with one of 
the largest kid tanners in America pro- 
ducing as many as four shades of blue 
for Spring. Black and dark brown 
suede is nearing the end of the run for 
Fall. Considerable sampling of kid 
suedes for spring is reported. Prices 
are holding steady in suedes, with fancy 
colors in kid bringing up to 80 cents. 
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Bronze is gaining in momentum. 
The ordinary bronze kid is in strongest 
demand in. the metallics, but there is 
some interest in a so-called penny 
bronze, which is a lacquer in fast color. 
Gold kid is making a comeback, and 
it is reported that some business has 
been done in this type of kid leather 
since the Leather Show. Other metal- 
lics that are taking fairly well are 
Chinese brass, golden copper, aztec cop- 
per and bronze luster. 


Black and Brown Calf Selling 


Most of the demand for calf leathers 
is for immediate delivery. There has 
been a tapering off in business for 
men’s weight calf in the Midwest, and 
interest in women’s weight calf has 
generally been around 90 cents, with 
some sales taking place at a nickel 
more, and others for less. Business is 
reported for the better grades of wo- 
men’s weights and increased demand 
for the lower grades. Black and brown 
calf continue in demand, with some 
orders coming in for blue, red and 
green. Men’s calf leathers sell best 





: Taps ‘included with on 
4 Available in White 


around $1.00, with the top grade of- 
fered up to $1.08 and D grade gen- 
erally available from 90 to 95 cents. 

Patent leather extremes are quoted 
at 58 cents and down, and kips bring up 
to 70 cents, with some sales at less. 
Large leather is still offered between 
43 and 49 cents. The receipt of new 
orders was taken by some tanners to 
mean that patent is on the way back. 

Large sole leather tanners claim that 
business has continued rather slow. 
However, occasionally fair-sized sales 
are reported. On the whole, sole leather 
business could be much better. Syn- 
thetics seem to have made greater in- 
roads into this part of the leather mar- 
ket. Good quality light bends are 
quoted at 70 to 72 cents, with medium 
and heavy sole bends at 68 to 70 cents. 
It is difficult to peg this market exactly, 
for almost every sale is an individual 
one, with a certain amount of dicker- 
ing in most cases before sales are con- 
summated. 

Prices have been pared in respect to 
sole leather offal. Steer bellies can now 
be purchased from 37 to 38 cents, with 
the butt yard variety bringing 39 cents. 
Cow bellies bring a flat 36 cents. 
Double rough shoulders sell for 60 
cents, and single shoulders for about 
2 cents less than they did a month ago, 


or for 44 to 46 cents for the heads-on . 


type and 46 to 50 for the headless. 
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Shoe Man Lands Big Bass 





ew 


New York—On a recent fishing trip 
while at his Summer home on Long Is- 


Jand, Joe Schmidt, New York represen- | 
tative of D. Armstrong & Co., Inc:, land- | 


ed this 11-pound bass under the Oyster 
Say Bridge at Bayville, L. 1. “Darn good 
eating,” he commented. 





Fairyland Atmosphere in 
New Canadian Store 


VANCOUVER, B. C.— Kiddie Kobbler 
shoe store, decorated to represent a 
visit to fairyland, recently opened in 
Vancouver in a downtown location at 
2858 W. Broadway. 

The Vancouver store is the second 
of its kind in Canada. The other open- 
ed in Toronto two years ago, and, like 
the new branch in Vancouver, spe- 
cializes in children’s shoes. Fitting is 
guaranteed from the crib to college. 

Entrance to the new Vancouver store 
is through a large “tree trunk” that 
leads into an air-conditioned interior 
filled with the odor of forest pine. In- 
side and out there is an elfin motif. 
with moving figures of little cobblers 
supervising the fitting of shoes. 

Gnomes work amid a background of 
forest and mountains, and a feature of 
the display is a real-life revolving tree 
stump plus a large white boot on which 
a cobbler is working. 

All interior fixtures are in birch 
finish with a sky blue ceiling and floor. 
Chrome chairs are builc like vine-cov- 
ered nests with fitting stools in the 
shape of rabbits. Hassocks with the 
Kiddie Kobbler motif are another in- 
novation. The store has wide, deep 
windows for an unobstructed view. 

There is flush lighting in the ceiling 


and fitting mirrors are built into the | 
sides of the display stump, with spe- | 


cial pullout shelves under the fitting 
stools for easier measuring of smaller 
tots. 

The expert staff 








also supervises © 
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“9 out of 10° 


means repeat sales for you 


9 out of every 10 men who buy Matrix come back to 
buy Matrix Shoes again. Smart good looks . . . and 
the supple, supporting comfort of “‘your-footprint-in- 
leather’ make Matrix their favorite! That's why the 
Matrix franchise is so valuable to you! 










Illustrated: The Brookwood, 
style #123. In stock for immedicte de- 
livery. Send for new In-stock catalogue. 


Se 


se Pi 
atrix Shoes 


BY HEYWOOD 


THE HOUSE OF HEYWOOD, Worcester 4, Mass. * Makers of Men’s Fine Shoes Since 1864 


National Shoe Foir Buyers — You are cordially invited to see the MATRIX lines in 
Rooms 757 and 758 ot the Palmer House, Chicago. 











orthopedic corrections by prescription. | 
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Slippers for all the family that sell 
all year round. Soft and hard soles. | 
Leather and fabric. All colors in 
stock. Order now for immediate | 

or future delivery. 


WRITE FOR 
COMPLETE CATALOG 


A. G. BEHN Sfoc Zo. 


ARLINGTON, 


a een a 


SEND-FOR CATALOG , 








Long, narrow shadew box and location of accessories counter give appearance of 
width to this 15-feet-wide Cropley store in Portland, Me. 


PoRTLAND, Me.—Alton I. Cropley, in 
the shoe business since 1888, opened his 
new shoe store in September in the 
Arcade Chapman Building, 477 Con- 
gress Street, Portland, in the heart of 
the shopping district. The store is ap- 
proximately 15 feet wide, opening on 
the Arcade which runs between Con- 
gress and Preble Streets. It is a par- 
ticularly good location, for accessibil- 
ity, merchandising, and easy shopping, 
because of its close proximity to the 
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many offices and stores within the same 
building. It extends approximately 35 
feet to the rear. 

Mr. Cropley, formerly of Cropley and 
Anderson Company, continues with his 
stand-bys for success—quality shoes 
with good service and expert fitting. 

Mr. Cropley started in the shoe busi- 
ness back in 1888, with Wyer and 
Greene, which later became Center Mc- 
Dowell Co., on Congress Street. He 
was manager of J. R. Libby’s shoe de- 


partment for 7 years. In 1912 he was 
established in business at 510 Congress 
Street, and has since been located at 
the W. J. O’Neil place on Free Street. 
Thirty of his years in the business have 
been spent as proprietor of his own 
store. 





“Yen” Contest Nets 
Woman New Shoes 


INDIANAPOLIS, IND.—On Sept. 16th, 
Marott’s Shoe Store not only fulfilled 
Mrs. Max Munday’s “yen” to try on 
all the shoes of her size in a store, but 
presented her with the pair of her 
choice. 

This request was granted in connec- 
tion with a “yen” contest sponsored by 
a local newspaper, the Indianapolis 
Star, when Mrs. Munday’s interesting 
letter was the entry chosen as winner 
for the week. 

Marott’s stated about twenty-five 
pairs of shoes were tried on and in- 
spected from sleek-looking black dress 
shoes to frivolous satin slippers. The 
choice finally narrowed to a green 
suede and green alligator, with the al- 
ligator given the deciding nod. 

It took about all afternoon, but it 
was good for the morale of the store 
and Marott’s feels it is a lesson for 
the entire industry. A Marott spokes- 
man stated that salespeople must stop 
the war-time practice of showing only 
two or three styles of shoes and 
then going on to another customer. 
Serving Mrs. Munday was good sales 
training, he said, for it stressed the 
need of today—that of showing a cus- 
tomer as many styles in her size as are 
needed to satisfy her. 





Chain Store Manager 
Buys Own Business 


MARYSVILLE, KAN.—M. T. Holmes, 
manager of the J. C. Penney company 
store, shoe dealers here, since 1946, has 
resigned his position there, having pur- 
chased a half-interest in the E. J. An- 
derson-Usher Implement Company at 
Seneca, Kan. ~ 

Mr. Holmes first became associated 
with the Penney firm 19 years ago at 
Neligh, Neb. One of the popular mer- 
chants in Marysville, he has been active 
in the Marysville Chamber of Com- 
merce, being on the trade’s day com- 
mittees. He also has been a member 
of the Kiwanis Club. 





Leaves Department Store 
To Manage Shoe Store 


LoUuISVILLE, Ky.—S. C. Gold, former- 
ly with the Kaufman-Straus depart- 
ment store of this city, has severed his 
connection with that company’s shoe 
department, and is now in charge of 
Brown’s Booterie at 625 South Fourth 
Street. Prior to coming to Louisville, 
Mr. Gold was associated with B. Lowen- 
stein & Bros., Memphis, Tenn. depart- 
ment store. 
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«some of them are — 


Despite an amazing 
Fh geen g of ublicity to the con- 
we don’t believe reports that 
KING SLIPPERS will perform mir- 
acles: They probably won’t banish 
that early morning grouch; or help 
Junior with his homework; or even 
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Theyre actually lasted by hand... 
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via a shiny new pair of KING 


ten years ... but, 
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SOLD BY THE 
FINEST STORES 


AMERICA 


KING 
NO. 6700 








1160 WASHINGTON ST., BOSTON, MASS. 








Regional Office Is 
Established by NCSO 


New YORK.— 
ing conditions among salesmen was 


A program for improv- 


disclosed yesterday when Louis A. 
Capaldo, president of the National 


Council of Salesmen’s Organizations, 
announced the opening of a Northwest 
regional office of the council with head- 
quarters in Minneapolis. Derso Sebeok 
Shybekay, member of the University 
of Minnesota faculty and author of 
nearly sixty textbooks on industrial 
management, market research and re- 
lated subjects, will head the new of- 
fice. 

“Dr: Shybekay will direct NCSO ac- 
tivities in ten states—lIllinois, Indiana, 
Towa, Ohio, Michigan, Minnesota, Wis- 
consin, North and South Dakota and 
Nebraska,” Mr. Capaldo said. “This 
is the first of several regional offices 
to be set up by the National Council. 
Dr. Shybekay has some progressive 
ideas on the selling profession and he 
will be a valuable adjunct to the leader- 
ship of our group of organizations.” 

Dr. Shybekay, who is president of 
the Industrial Research Council of 
America, received the 1944 award of 
the National Council of Professional 
Industrial Engineers for his work on 
new methods of motion and time econ- 
omy and job appraisal. He holds de- 
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grees of Doctor of Economics in Engi- 
neering from the University of Buda- 
pest and Doctor of Philosophy from the 
University of Berlin, and in 29 states 
in this country. 





Spread of Co-Ops 
Being Watched 


Otrawa, OnT.— Cooperative stores 
are on the increase throughout Canada, 
especially on the prairies, where there 
are better than 300 such firms doing 
business on a tax-free basis. One such 
store in Eastern Canada is known to 
gross $1,000,000 yearly. Already sev- 
eral retail groups are bringing pres- 
sure to bear on Ottawa to stop what 
they call “unfair competition.” 

There are cooperative shoe-retailers 
also, but as yet no complaints have 
been received by the CSRA from any 
part of Canada. Apparently the shoe 
co-op has not yet developed to the point 
where it is making serious inroads on 
regular retail business, but the situa- 
tion is under observation by the asso- 
ciation. 


Montreal Shoe Trades 
Form Club 


MONTREAL, QuE.—Formation of the 
Montreal Shoe club, seeking “closer 
understanding” between members of 
the shoe and allied trades in the 





Greater Montreal area, has been an- 
nounced by Douglas Baker, manager 
of Eaton’s basement shoe store. 

Mr. Baker was recently named presi- 
dent of the new club by its tentative 
executive committee. 

Mr. Baker said the club will seek 
closer understanding and foster a bet- 
ter social relationship in the industry. 
Membership is open to retail shoe sales- 
men, store managers, buyers, travelers, 
retailers, chain stores, department 
stores, shoe, slipper and rubber manu- 
facturers, wholesalers and members of 
allied trades. 

As one of its first undertakings the 
club will sponsor a series of educa- 
tional programs for the staffs of retail 
shoe stores. 





Store Name Changed 


Detroit—The name of Stein’s Foot 
Health Shop at 9619 Joseph Campau 
Avenue in the suburb of Hamtramck 
has been changed to The Foot Comfort 
Shop and made a co-partnership. 

Dr. Benjamin C. Stein, chiropodist, 
who also maintains his professional 
offices adjoining, remains as senior part- 
ner, with the addition of William Pal- 
mer as a partner. Palmer, who is in 
direct charge of the shoe department, 
was formerly with the shoe depart- 
ments of the J. L. Hudson Company 
and Crowley Milner and Company in 
Detroit. 
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form, 28/8 Heel 
Widths M & N 


% inch Platform 
B Ss 
Widths M, N, W 


162 
262 
362 
562 
662 
862 


380 Black Suede, ' inch 
Platform, 25/8 Heel 

680 Brown Suede, 1% inch 
Platform, 25/8 Heel 

880 Blue Suede 
Widths M & N 





831 







Patent Trim 
Widths M & N 





THEY'RE HOT! 
and they're IN STOCK! 


SEE THEM AT THE CHICAGO SHOW 
MORRISON HOTEL room 1632 


395 Black Suede, | inch Plat- 


695 Brown Suede as Above, 
26/8 Heel $5.50 
345 Black Suede as Above, 


e as above 


5.25 


5.75 


331 Black Suede, 4% inch 
Plat., 25/8 Heel 
681 Brown Suede as above 
881 Blue Suede as above 
331 Blue Suede, 4% inch Plat- 4 
form, 18/8 Heel f 
631 Brown Suede, 4 inch i 
Platform, 18/8 Heel i/ 
Blue Suede, 4 inch Plat- i 


form, 18/8 Heel 5.75 
e 
i 


397 Black Suede, ! inch Plat., 
— Metal Trim, 28/8 


ee 
697 Brown Suede, Brown 


5.75 


SHANE SHOE 
COMPANY, INC. 


e MANUFACTURERS DISTRIBUTORS 


76 READE ST - NEW YORK 7,N. Y. 





the RIGHT SHOE 
* at the RIGHT PRICE 
at the RIGHT TIME | 


Black Calf, 23/8 Heel 
Black Patent, 23/8 Heel 
Black Suede, 23/8 Heel 
Brown Calf, 23/8 Heel 
Brown Suede, 23/8 Heel 
Blue Suede, 23/8 Heel 


Widths M & N 5.00 

























Shoe Stores Join 
Merchants Association 


ALLENTOWN, Pa.—Three shoe stores 
are represented in the newly formed 
Central City Seventh Street Merchants 
Association, which has been organized 
to promote the two blocks of North 
Seventh Street between Hamilton and 
Turner Streets as a shopping center. 
Shafer & Lohrman, Paul’s Fine Shoes 
and Self Service Shoe Stores are mem- 
bers of the group of some 20 firms 
which are engaging in extensive pub- 
licity to “sell” the street to shoppers. 
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The association is running a full 
page of advertising every Wednesday. 
Eight-inch ads are allotted to each of 
19 stores, with the remaining space 
used for a banner head and a photo of 
the street. One of the opening an- 
nouncements, addressed to residents of 
Lehigh County, said: 

“We have a great deal to offer the 
residents of Lehigh County in almost 
every conceivable line of goods and ser- 
vices, yet we feel that too many of you 
are not familiar with the fine stores 
located along these two blocks of Cen- 
tral Allentown.” 


Shoe Worker 60 Years 
With One Firm 


RocHESTER, N. Y.—Sixty years is a 
long time, but it doesn’t seem long to 
Robert P. Moore, of Rochester. 

On August 13 he completed 60 years 
with one firm—E. P. Reed & Co.—one 
of the country’s oldest shoe manufac- 
turers. 





Charles Fink (left) congratulates Robert 
Moore on latter's 60th anniversary. 


Moore, 72, observed the anniversary 
at his customary job of cutting patterns 
for women’s shoes at the company’s 
Goodman St. N. plant. His routine of 
hand cutting high grade leather for the 
more expensive shoes was interrupted 
long enough for him to receive a gift 
purse from his 450 fellow employes and 
to acknowledge their good wishes. 

Moore joined the firm as an errand 
boy at the age of 12, and has held a 
number of positions and witnessed 
many production improvements. He was 
foreman of the cutting room for 20 
years but gave that up some years ago 
to work on specialty shoes. 

Retirement is far from his mind. He 
thinks he might in 5 or 10 years. 





St. Louis Shoe Man 
On Trip to Europe 

St. Louis — Theodore S. Samuels, 
president of the Samuels Shoe Com- 
pany, sailed from New York on board 
the S. S. New Amsterdam September 
24 for a six weeks tour of European 
fashion centers. 

“It is important that St. Louis manu- 
facturers keep in close touch with the 
needs of foreign markets and with the 
fashion influences at work there,” Mr. 
Samuels said just as he departed. 

“The needs of European customers 
are particularly important,” he said, 
“because their nearness to such fashion 
centers as Paris and London sharpens 
their sensitivity to the swiftly moving 
style picture. The policy of this com- 
pany as well as others in this market 
has long been to keep as fully abreast 
of European fashion developments as 
European creators do of ours, and to 
incorporate into our styles the original- 
ity of both continents.” 
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FURNITURE 
COMPANY, INC. 


J. G. 


317 EAST 32nd STREET, NEW YORK @ 


Write for Attractive Folder of Styles 


Glass Contrasted with Brick in New Front 


Borger, Tex.—A second store, opened here recently by Smith's Quality Shoes, 
the first store of which is in Pampa, Tex., is notable for the unusual contrast of its 
all-glass front with the brick base on which the glass rests. Inside, the women's 
and girls’ departments are furnished with light oak chairs upholstered in wheat- 
colored leather. Red leather upholstery is used in the men's and children's depart- 
ment. Walls are dusty rose on the women's side, light tan on the men's, and pale 


green above the bag and hosiery section. 


Less Price Resistance 
Noted in Canada 


MONTREAL, QuE.— Consumer resist- 
ance to increased shoe prices has les- 
sened during the past year and once 
again “the public is ready to buy 
shoes,” according to an official of the 
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Canadian Shoe Manufacturers Associa- 
tion. 

F. G. Millington, executive vice- 
president, said recently that the gov- 
ernment’s decontrol of leather less than 
a@ year ago was followed by a con- 
sumers’ rush to buy shoes before a 
rumored price hike took effect. 


OFFICE And FACTORY 102 KANE STREET, BROOKLYN 


In a short time the average buyer 
had two or three pairs of shoes on 
hand and stocks were allowed to pile 
up on retailers’ shelves. Consumer re- 
sistance was high. Now, he explained, 
there is still some resistance to prices 
but it is much lower than a year ago. 

In Ottawa, a reduction in this year’s 
shoe sales was blamed on price resist- 
ance coupled with retailers’ high stocks. 
George Dufresne, vice-president of the 
Slater Shoe Company (Canada) said 
his firm’s orders were 25 per cent be- 
low those of last year in testimony be- 
fore the Prices Commission. 

Commenting on Mr. Dufresne’s state- 
ment, Mr. Millington said some resist- 
ance to prices and the abundance of re- 
tailers’ stocks were slowing shoe pro- 
duction in Canada. 


Store Adds Warehouse Space 


Kansas City, Mo.—A lease on a 
building at 2018 Baltimore has been 
acquired by the Jones Store which will 
give this firm more than 16,000 square 
feet. additional warehouse space. 

The Jones Store, one of the leading 
shoe dealers in Kansas City, already 
occupies storage space next door north. 
The newly-leased structure fronts 125 
feet on Baltimore and has a 119-foot 
depth. 

Possession of the space already has 
been obtained by the Jones Store. 
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Plans Under Way for 
1949 Father’s Day 


New YorkK.—The 1949 Father’s Day 
fund-raising campaign will break all 
records if the plans of the Father’s Day 
Council are realized, it was made 
known recently. The promotion cam- 
paign for next Father’s Day, June 19, 
1949 opened at a meeting at the Penn- 
sylvania Hotel, New York, of all the 
industry chairmen of the council. 

Alvin Austin, executive director of 
all Father’s Day publicity, announced 
that the public-service phase of next 
Father’s Day will be to inculcate the 
new generation with the true mean- 
ing of American democracy and liberty, 
through the fathers of the land. The 
slogan, tentatively decided upon, is “To- 
day’s Children are Tomorrow’s Amer- 
ica. Remember Father, Builder of Our 
Nation’s Future.” The cooperation of 
press, radio, theatre, church, industrial, 
patriotic and youth organizations will 
be enlisted, he stated. A complete 
poster, newspaper advertising, radio 
transcription service will be supplied 
by the Council, to help carry out these 
objectives. Posters will be sold at cost. 

Ernest D. Goodman, chairman of the 
council, stated that three records were 
broken for the Father’s Day just 
passed; these were a 20 per cent in- 
crease in members, a 15 per cent in- 
crease in money raised, and a 6.02 per 
cent increase in business volume done 
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by the stores. Mr. Goodman said that 
the total volume of business for 
Father’s Day has reached approxi- 
mately $100,000,000, and that the sur- 
face has barely been scratched. In 
many men’s lines, Father’s Day volume 
equals that of Christmas, as a result 
of the Father’s Day Council publicity, 
he told the group. 





New Florsheim Store 
Opened in Louisville 


LOUISVILLE, Ky.— The new Flor- 
sheim shoe store, at 445 South Fourth 
Street, Louisville, opened recently. Sev- 
eral months ago the Boston building, 
and the former Busath buiiding, hous- 
ing Florsheim and several other stores, 
suffered a severe fire, which destroyed 
most of the stores and offices on the 
upper floors. 

Florsheim moved to temporary quar- 
ters a couple of blocks North and open- 
ed in nothing flat with a new stock of 
merchandise. It then made a deal to 
lease its former location over a period 
of years and after months the new 
building was completed. 

The front looks like two stories, but 
the upper floor is false, similar to early 
western stores and those used in the 
movies, but a few feet of space between 
windows and wall can be used for 
stock. The rest of the building is one 
story. 
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Special attention was given to the 
new store windows, which are vir- 
tually outside display cases in the en- 
trance, flanked by show windows to 
the right and left. Air conditioning is 
one of the features of the new store. 





England Has New Lasts 
For Children’s Shoes 


ToroNTo, CAN.—Britain is paying 
more attention to the correct fitting of 
children’s shoes. 

Florence Ledger, wife of Dick Led- 
ger, well-known in Canadian shoe 
circles and now associated with Bec- 
tive Shoes in England, writes an in- 
teresting story in this connection. She 
tells how, working in conjunction with 
the boot and shoe industry and ortho- 
pedie specialists, manufacturers of six 
prominent brands of children’s foot- 
wear have developed a range of lasts 
that are said to “grow” in shape just 
as the child’s foot develops through the 
stages of infant chubbiness to teen-age 
slenderness. 

“To arrive at these new last measure- 
ments, many fitting and wearing tests 
were carried out,” she writes, “and the 
results of the knowledge gained was 
put into a range of shapes that meas- 
ured up to a near-representation of the 
evolution of juvenile feet. Six draw- 
ings were made of each foot and eight 
measurements taken.” 
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Pattern #330—ca combination binding—soft, beautiful 


grosgrain-type ribbon combined with pliant, easy to handle cotton. 


Pattern #330 comes in standard colors and can be dyed to your 


specifications. When filling your binding needs—remember Pattern $330. 








A-DURABLE TEAM 


... and an essential combination is this non-tipping 
shoe mirror and heavy duty stool by Darling. 

S-16— Highest quality in Materials and Construc- 
tion have been used in this 12” x 18” vertical mirror. 
Two finishes, Chrome $15.30, Silvertone $12.30. 

S-18—Sturdiness, Durability and Streamlined 
Beauty are qualities of this fitting stool constructed 
of 7% "chrome tubing. Padded Leatherette seat. Brown, 
Black, Blue or Red. Height 14”, $17.25. 


Write your Darling Displays Distributor or visit our Display Rooms. New York, 
47 W 34th St., Chicago, 222 W. Adams St., Los Angeles Office, 3114 W. 75th Sc. 





L.A. DARLING co. 


Bronson, Wich. 

















GQ sbebon fo Buyers 


Wenin the MARBRIDGE BUILDING, 
at the world’s most famous cross roads of 
trafic and trade—34th Street and Broadway 
—shoes, play shoes, slippers and footwear of 
every description, as well as shoe materials 
and kindred supplies from all parts of the 
country, are concentrated for your buying 
convenience. 


We extend an invitation to buyers in behalf 
of all of the tenants in the MARBRIDGE 
BUILDING—a continuous Shoe Fair every 
business day of the year. 

Whenever you are in New York, you can 
reach the MARBRIDGE BUILDING with 
speed and convenience. The following sys- 
tems of transportation pass our door: The 
Independent Subway (Sixth Avenue Line), 
the BMT Subway, the Hudson and Man- 
hattan Tubes, Broadway, Sixth Avenue and 
34th Street Busses; and, just one block away, 
you have the Pennsylvania Railroad Station 
and 7th Avenue Subway. 


D. S. MACDONALD, MGR. 


MARBRIDGE BUILDING 
47 West 34th Street, 

1328 Broadway, 

New York 1, N. Y. 





~—eoworwowrerwwwwwwrwweee 


Concentrate 
AT THE 


MARBRIDGE BUILDING | 


Here you have the 

greatest continuous 

display of Men's, aa ; 
Women's and Chil- (ee A wBRAS 
dren's Shoes, Play |pesssenseeennemnes 
Shoes and Slippers eee 


in the country. 
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Palter Named President of 
New York Younger Shoe Men 


New YorkK.—At their first meeting of 
the 1948-49 season in the Shoe Club at 
the Hotel McAlpin, members of the 
New York Association of Younger 
Shoemen, Inc., unanimously elected 
Theodore (Ted) E. Palter of Palter De 
Liso, Inc., as their new president, suc- 
ceeding Howard Fox of Fox Shoe Man- 
ufacturing Company. 

Other officers elected were Joe Alto- 
bellow of Cardone & Baker, first vice- 
president; Jerry Pankin of Schwartz & 
Benjamin, Inc., second vice-president; 
Calvin Sheldon of M. Laurer, secre- 
tary; and Vincent Guida of Guida 
Wood Heel Company, treasurer. 
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Several committees were appointed 
by President Palter to carry out vari- 
ous functions for the new season: 


Program and Planning committee, 
Dave Serling of Sterling Last Com- 
pany, chairman, and Lou Tota of 
Gabriel Wood Heel Company, Jules 
Pincus, Jr., of Pincus & Tobias, Inc., 
and Howard Fox of Fox Shoe Mfg. Co., 
members, with Jerry Pankin as ex- 
officio member; executive committee, 
Howard Fox, chairman, and Dave Ser- 
ling, Arthur Benjamin of Schwartz & 
Benjamin and Maury Delman of Del- 
man, Inc., members; membership com- 
mittee, Hy Rapkin of Bon Tell Foot- 
wear Corporation, chairman, Chick 
Koplin of Palizzio, Inc., and Bob Car- 
done of Cardone & Baker, members; 





finance committee, treasurer Vincent 
Guida, chairman; and labor committee, 
Pat Marino of John Marino, chairman 
and Joe Altobellow, and Jule Gordon 
of Palizzio, Inc., members. 

It was decided by the association that 
it would more than ever concentrate on 
the fundamental objective of its found- 
ing “to maintain New York as the 
leading style and quality shoe market.” 

The next meeting will be held in the 


| Shoe Club at the Hotel McAlpin at 7 


p-m. on Tuesday, October 19. 





Shoe and Leather Men 
To Lecture at CCNY 


NEw YorkK—Guest lectures by lead- 
ing executives in the leather industry 
will highlight the “Shoes and Leather 
Accessories” course given by the Eve- 
ning and Extension Division, City 
College School of Business, New York 
City. 

Scheduled to appear before the class 
are Irving Glass, executive vice-presi- 
dent, The Tanners Council of America; 
Harold Quimby, author of “Pacemakers 
of Progress” and secretary of the Na- 
tional Shoe Manufacturers Association; 
Betty Held, editor of Handbag Buyer; 
and Edward Braverman, educational 
director, W. B. Coon Co., Rochester, 
N. 3. 

In addition to prominent guest speak- 
ers, the course will also feature com- 
prehensive shoe exhibits prepared for 
class discussion by leading shoe manu- 
facturers. The E. P. Reed Company of 
Rochester, N. Y., is preparing a special 
mount which will show the various 
parts used in making the more impor- 
tant types of footwear. It will demon- 
strate the construction of welts, silhou- 
welts, and delmacs. E. T. Wright and 
Company has already prepared a dis- 
play which depicts more than 50 sepa- 
rate units and processes needed to con- 
vert raw leather into finished shoe 
products. 

“Shoes and Leather Accessories” 
covers the structure and care of the 
feet, shoe construction, types of shoes 
and proper methods of correct shoe 
fitting. Beginning with a study of 
leathers, classroom discussions will fea- 
ture sources of raw materials, their 
preparation and manufacture, and the 
selling points and care of shoes, gloves 
and handbags. 





Increase Reported by 
Shoe Corporation 


New York.—Shoe Corporation of 
America and wholly-owned subsidiaries 
report August, 1948, sales of $2,476,894 
compared with $2,348,473 in the same 
month a year ago. For the eight 
months period ended Aug. 28, 1948, 
sales totaled $21,117,465 against $18,- 
809,799 in the same period in 1947, an 
increase of 12.27 per cent. 

There were 323 retail units operat- 
ing in August, 1948, against 316 a year 
ago. 
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COLUMBUS SHOE FAIR 





SPRING SHOWING—SPONSORED BY 
THE OHIO SHOE TRAVELERS CLUB 





DESHLER-WALLICK HOTEL—COLUMBUS, OHIO—Nov. 14-15-16-17, 1948 
ALL SHOEMEN UnviteD TO ATTEND THIS IMPORTANT TRADE 





EVENT MAKE YOUR RESERVATIONS NOW, MENTIONING THE SHOE SHOW. 


ENTERTAINMENT somertHING NEW FOR YOUR PLEASURE — DESH- 





LER-WALLICK HOTEL, GRAND BALLROOM, TUESDAY EVENING, NOV. 16th. 


PRIZES GALORE 





LIMITED SPACE AVAILABLE FOR ADDITIONAL EXHIBITORS 
Address Inquiries to THE OHIO SHOE TRAVELERS CLUB, 12 N. 3rd STREET, COLUMBUS, OHIO 














Simplicity New Note in Store Decor 





Chrome-framed leather-upholstered chairs contrast with floral-patterned wall- 
paper in The Shoe Mart, Jamaica, L. I., high style store for women. 


JAMAICA, L. I.—Jack J. Kimmel and 
Joseph Bloom operate The Shoe Mart 
at 89-65 164th Street as a store for in- 
dividual specialty, high-style women’s 
shoes. The store interior is marked by 
a simplicity of detail. Its walls are 
papered with a cool, pinkish floral pat- 
tern. Two medium-sized shadow boxes 
on each side wall display the latest 
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styles of nationally advertised women’s 
shoes. Leather and chrome chairs and 
fitting stools are placed along the walls, 
and fluorescent lamps provide the 
lighting. 

Mr. Kimmel has been associated with 
the shoe business for 20 years, princi- 
pally as a retail shoe buyer. His part- 
ner, Mr. Bloom, is an advertising man 


who handles the store’s advertisements 
in the local paper as well as assisting 
in the administrative operations of the 
store. 





Sock Size Selector 
Given Approval 


ROcKLAND, Mass.—The N ational 
Foot Health Council has awarded its 
Seal of Approval to Infants Socks, Inc., 
Reading, Pa., for its Revelry sock size 
selector. The award was made in line 
with the council’s newly-established 
policy of recogrzing achievements for 
better foot care, according to an an- 
nouncement by Dr. Joseph Lelyveld, 
chairman of the National Foot Health 
Council, former president of the Na- 
tional Association of Podiatrists, and 
founder of National Foot Health Week 
and Child Foot Health Month. 

Dr. Lelyveld said that approval has 
been based on the selector’s value in 
helping to prevent children from wear- 
ing misfitted socks, one of the causes 
of foot deformities and enlargements of 
the toe joints. 

The selector is a slide chart designed 
to determine the correct size sock in 
comparison with shoe sizes in length 
and width. To use the selector, the 
sales girl or mother simply sets the 
pointer to the child’s shoe length and 
the sock size is revealed on the cut-out 
dial. 
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This Brand Indentifies 


America’s Finest Boots 


Shoes are 


4 generations of Hyers have produced boots 


unequalled for quality, craftsmanship, style. 
Hyer is known the country over for QUICK 
CUSTOMER ACCEPTANCE! Hyer makes 
America’s most-wanted boots. 
They give long service, plus unmatched 

comfort.. 

premium leather is used. 


YER makes Boots 
4 for HIM 


See you in 
Room 652, 
Stevens Hotel, 
during the 
Shoe Fair. 


Write today for 
catalog. 


custom-made sty les. 


rc. A Hyer and Sons 


Makers of Fine Boots Since 1875 
OLATHE, KANSAS 





Men who 
be given 
Reason? ment. 


; lines too. 
. only top quality 


Regular ond 


PENNEYW’S wants 


TOP-NOTCH 
SHOE SALESMEN 


You can sell Penney’s shoes with confidence. 


There are opportunities in other 


@ 21 to 30 years of age 

@ High school education at least 
@ One year of experience at least 
@ Willing to locate in other cities 


If you are interested—write AT ONCE 
giving experience and qualifications. 





an important part of our business. 


qualify will start as salesmen and 
every opportunity for advance- 


We are looking for men: 


H. K. Pemberton 
Personnel Department 


J. C. PENNEY COMPANY 
330 West 34th St. New York City 1. N.Y. 











Wauwatosa, Wis.—The recently opened Spranger Bootery of 8814 W. North 
Avenue, Wauwatosa, includes such features as a mirrored back wall, fluorescent 
lighting, and a no-backdrop front window. A staff of three serves the customers. 
As a goodwill builder, the staff records the name, address, and birthday of every 
young customer, and then on his birthday, sends a greeting card. 





General Shoe Wins Oscar 
For Best Annual Report 


New YorkK.—In the final ratings of 
an independent board of judges for the 
Financial World annual report survey, 
General Shoe Corporation was judged 
as having the best 1947 annual report 
for the third time in the last four 
years. The bronze “Oscar of Industry” 
trophy will be presented to Maxwell 
E. Benson, public relations director of 
General Shoe Corporation, at the An- 
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nual Awards Banquet in the Grand 
Ballroom of the Hotel Pennsylvania in 
New York on Oct. 21. 

More than 4000 corporation annual 
reports were submitted in this national 
survey, the eighth in the series, and 
these were judged in one hundred in- 
dustrial classifications for “Best of In- 
dustry” awards. In the “Shoe Manu- 
facturing and Stores Industry” cate- 
gory, Edison Bros. Stores (St. Louis, 
Mo.) was runner-up for top honors, 
while International Shoe Company (St. 


Louis, Mo.) took third place. 

The jury who made the final selec- 
tions was under the chairmanship of 
Dr. Lewis Haney, professor of eco- 
nomics at the New York University. 
He was assisted by Dr. Glenn Griswold, 
publisher of Public Relations News; 
Sylvia F. Porter, financial editor of the 
New York Post; Elmer Walzer, United 
Press financial editor; and Lester 
Tichy, industrial designer, who served 
as art director. 

Weston Smith, vice-president of 
Financial World and originator of the 
annual report surveys, will present the 
“Oscar of Industry” trophies at the an- 
nual awards banquet, which will be at- 
tended by more than 1000 business 
leaders from all over the country. 





Alabama Court Forbids 
City Sales Tax 


TuscaLoosa, ALA.—The Alabama 
State Supreme Court of Appeals has 
ruled that Tuscaloosa’s one-cent sales 
tax, designed to provide funds for a 
hospital, is unconstitutional. The levy 
has been yielding the city and county 
about $1,000 daily. 





Store Celebrates Birthday 


KNOXVILLE, TENN.—Corkland’s Store, 
26 Market Square, recently celebrated 
its 55th anniversary in business here. 


Boot and Shoe Recorder 








—_———_ | 


Sse © © =" © ATA 


Rn @® © 8S HD © 


a did ofA f 


rr) ry 


wet eet 


oO 








as usual 

look to 
LEDERER 
for the 
unusual 












—— 
Musical Chair 


IN EVERY 
STORE! 


Dealers every- 
where call it a 
leading business 


builder. The Offi- 


two-song 








Entertains the kids while you fit them! 


Plays two songs in one winding, with special locking 
device which prevents overwinding. Available in pink 
or blue. Made of Wood and Rattan. 21'/2" back, 15" 


wide, 12" deep, seat !0!/2" 


from fioor. 


aa Show: Oct 25-28 in our usual lostion in Evaibition 
ALMER HOUSE Hall, at Booth Numbers 87 aad 88 


TH Ere INDUSTRIES, INC. 


39 West 19th Street, New York, N. Y. 


See this 


Available from 


Also 





“MUST" 


cial Trooper is truly an outstanding Boy's shoe. Seles 
Dealerships Still Available! 


in Room No. 957, Palmer House, 
during the National Fair. 


Boys’ Sizes | to 6; Big Boys’ Sizes 6!/2 to 12. 


Manufacturers of Men’s, Young Men's and Boys” Popular Priced Footwear 






Every pair 
has this tag. 


Nationally Advertised shoe 


Stock in A, B, C, D and E widths. 


Available in High Shoe. 


-| amd SHOE inc 


ee WAUPUN, WISCONSIN 











Promotions Announced by 
Johnson, Stephens & Shinkle 


St. Louts.—Johnson, Stephens and 
Shinkle Shoe Co. has named Howard 
V. Stephens, president, to the newly 
created post of board chairman and 
has appointed Norman McDonald, ex- 
ecutive vice-president, to the position 
of president. McCleod Stephens, who 
has served as an assistant to Mr. Mc- 
Donald, has been named vice-president. 

This action, along with declaration 
of a dividend of 25 cents a share, pay- 
able Oct. 1, to stockholders of record 
Sept. 25, was taken at a recent board 
meeting of the company. Other officers 
of the company were not changed. They 
are, in addition to the above, Henry 
P. Newton, treasurer; Ralph Albon, 
secretary; and Leo Wever, assistant 
secretary. 

Board members of the company re- 
elected, in addition to the above (ex- 
cluding Mr. Wever, who is not a mem- 
ber of the board) are Charles Coles- 
worthy, A. W. Johnson, Carl Connor, 
Joseph Katzif and Frank Martin. 


Store Adds Family 
Shoe Department 


YOUNGSTOWN, O.—Fisher’s, 119-121 
E. Federal Street, in downtown 
Youngstown, recently held a grand 
opening after remodeling and enlarg- 
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ing the store. The firm added a new 
family shoe department, a new ladies’ 
ready-to-wear department, and new 
boys’ and girls’ store. A visual front 
makes the entire store a picture win- 
dow. The shoe department is on the 
mair floor. 


Two Salesmen Added by 
Haverhill Company 


HAVERHILL, Mass.—The M & F Shoe 
Company of Haverhill has added two 
new men to its sales staff. Sam Kra- 
mer will cover Wisconsin, Illinois and 
Michigan; and J. L. Owens will travel 
through the South from Virginia to 
Florida. Samuel A. Freedman, style 
and sales manager will continue to 
cover New York and New England. 





New Store Opens 


LINDEN, N. J.—‘‘Where shoes are 
fitted—not merely sold” is the slogan of 
the new shoe store “Babgold Shoes” 
which recently opened under the direc- 
tion and management of Dr. Murray 
Babbitt, D.S.C. and Robert Goldberg, 


at 202 N. Wood Avenue. The store 
will handle women’s, boys’, girls’ and 


children’s shoes. The owners bring 
a wealth of experience to their new 
store. Dr. Babbitt has been a well- 
known chiropodist for 17 years. 


Frank C. Rand Honored 
by AHA 


St. Loutis.—Frank C. Rand, chair- 
man of the board of International Shoe 
Co., was honored recently in Atlantic 
City at a meeting of the American 
Hospital Association, as one of 50 per- 
sons who were cited for their contribu- 
tions to hospitals and medical educa- 
tion. 

In a short speech at the opening ses- 
sion of the meeting, Mr. Rand noted 
that hospitals, medical schools and 
scientific foundations have been the 
contribution of industry to health in 
America. He pointed out that one of 
the great responsibilities of industry 
to health was to maintain itself in good 
times as well as bad to prevent the 
community from suffering disaster. 

He also emphasized that if aid for 
hospitals was assumed by local indus- 
tries, they could prevent the necessity 
for accepting Federal aid for such 
projects, which he described as “seduc- 
tive offers by the Federal Government 
which inevitably carry Federal super- 
vision.” 





Shoe Department Modernized 


Datuas, TEx. — The W. A. Green 
Company has completely remodeled its 
women’s and children’s shoe depart- 
ment, using modernistic decorations. 
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CHICAGO 


PALMER | 
HOUSE | 


EXHIBITION HALL BOOTH No. 62 





SISAL and RAFFIA 


PLAYSHOES 
WITH MATCHING HANDBAGS 


SIMON IMPORT CORP. 


6 East 34th Street New York 16, New York 


NEW YORK 


(A GROSVEVOR SHOE 


SALES OFF 
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| Selling ies in a Colorful Atmosphere 





Sone 


Seated around a marble-top coffee fable, in the newly redecorated sales office 
of the Carlisie Shoe Co., are Ralph Stolimack, assistant to the sales manager 
(left); Miss Audrey Gill, fashion coordinator and publicity director; and Richard 
M. Streiker, sales manager. 


suite on the 74th floor of the Empire 
State Building recently. To celebrate 
the occasion, Carlisle, makers of Made- 


NEw YorkK—Several hundred people 
attended Carlisle Shoe Company’s house- 
warming in its newly redecorated office 
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moiselle shoes, introduced its new pro- 
motional color, “Firebird,” described as 
“an ardent red with orange overtones.” 
Several members of the staff displayed 
the color in one-button and four-button 
strap shoes. 

The suite was redecorated by William 
Pahlmann Associates, Inc., of New 
York City, under the direction of Mr. 
Pahlmann, who has done an effective 
job of combining modern and period 
furniture and deeor. 

There are two reception rooms. The 
first is done in soft blue, and modern 
furniture is matched with Empire 
pieces. For example, a Coromandel 
table, which serves as the receptionist’s 
desk, is surrounded by a mixture of 
pieces. Four modern French water- 
colors on the wall are complemented by 
a large, dark oil painting. The inner 
reception office has an Empire theme, 
and here a Louis XV desk is used by the 
receptionist. 

A combination of Chinese and mod- 
ern provides a working atmosphere for 
the stylist. Her desk is of modern de- 
sign and has a red lacquer finish. For 
customers and guests, there is a long 
banquette of green-textured fabric. At 
each end are end tables on which are 
modern spiral-twist lamps, specially 
designed by Mr. Pahlmann. A mural on 
the walls depicts an outdoor scene in 
Greek ruins, retained from the previous 
occupant, which makes the small room 
seem much larger than it is. 
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SIZES: 4 to 9 
COLORS: BLUE — BLACK — 
WINE. Packed 36 pr. to the 
case of a color 

Smartly detailed in rich 


tie lace .. 


18 pairs of a color. 


everywhere. 


GOLD ON VELVET 


Bedroom Ballet 


SLIPPERS 
$1.6 


velvet with a smooth sloping gold collar and sparkling center 
. Fashion's newest soft sole in a cute, comfy and 
so agpesiing low platform and wedge effect. Minimum order 


Prompt orders filled immediately to boost holiday slipper sales 


GEM FOOTWEAR CO. |. 


261 Fifth Avenue, New York 16, N. Y. 


per pair 
net 


the time. 








LEADERSHIP 
via 


SALESABILITY 


|PRICE! 


| suit your trade. 


STOCKED! 


all kiddies up to 5 years. 
Nationally advertised. Popular with consumers 
since 1894—and growing in popularity all 


Your choice of KREIDER’S “Sweethearts” 
“Komfies” or “Mother’s Favorite” 


The M.S. KREIDER C0. 






Genuine pre-welt construction; 
one-piece lining; choice juve- 
nile leather; expert ‘craftsmanship. 


LOW enough to attract MORE 
sales. Several price ranges to 


Immediate delivery, Many 
sizes and styles for babies and 


WRITE DEPT. B 
FOR FREE CATALOG 


LEBANON, PA. 














The main showroom, however, is the 
center of attraction. It is large and spaci- 
ous, and has been designed to resemble a 
French Provincial library. As a matter 
of fact, the first impression is that it 
is a room in a home rather than a place 
to do business. Along three walls are 
special cases in which display shoes are 
stored. When not in use, these are hid- 
den by the case curtains. One case was 
designed as a very large bookcase, and 
it is flanked by antique cases, matching 
the farge case. The fireplace and book- 
ease, left by the previous occupant, 
were retained. A large, marble-top cof- 
fee table is near the center of the room, 
and, when necessary, is used as a dis- 
play platform for shoes, in conjunction 
with two small end tables. The entire 
room was planned so that several 
groups of people can conduct business 
at the same time without interference 
with one another. Each sales table is 
located beside a display cabinet so that 
it forms a unit. 





Kieckhefer New President 
Of Weinbrenner Shoe 


MILWAUKEE, WIs.—At a recent meet- 
ing of the board of directors, Walter 
F. Kieckhefer, secretary of the Kieck- 
hefer Container Co., Camden, N. J., the 
Eddy Paper Corporation, Chicago, II1., 
and the North Carolina Pulp Co., Plym- 
outh, N. C., was named president of 
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the Albert H. Weinbrenner Co., pioneer 
Milwaukee shoe manufacturers. Mr. 
Kieckhefer succeeds, in the presidency, 
Albert H. Weinbrenner, founder, who 
was elevated to chairmanship of the 
board of directors. 

Mr. Kieckhefer states that the duties 
and responsibilities of his new position 
with Weinbrenner will be assumed in 
addition to those imposed upon him by 
the Kieckhefer Container Co. and other 
interests, none of which will be affected 
by this appointment. 

The retiring president and new 
chairman of the board founded the 
firm in Milwaukee fifty-five years ago, 
and built it to its present influential 
position in the shoe industry, with a 
history of progress typical of the great 
Mid-Western manufacturing pattern. 
From a small hand-shop, in 1893, it has 
grown to become one of the leading 
companies in its field, with modern fac- 
tories located in Marshfield, Antigo, 
and Merrill, Wis. Plans for expansion 
contemplate location of a fourth fac- 
tory, while the company’s headquarters 
and general office remain in Milwaukee. 

Associated with Mr. Kieckhefer will 
be Harold Miller, vice-president and 
general manager; John Dickinson, vice- 
president in charge of sales and adver- 
tising; and Reinhold Diekelmann, vice- 
president in charge of wholesale and 
jobbing sales. Mr. Dickinson, while new 
to the shoe trade, brings to the Wein- 


brenner organization a lifetime of mer- 
chandising experience in allied leather 
goods industries. 

Weinbrenner products include the 
Bondshire line of dress and sport shoes 
for men and boys; a complete line of 
infants’ and children’s shoes; and their 
line of Thorogood work shoes, including 
steel-toed safety shoes, engineers’, log- 
gers’ and hunting boots, specialized 
service shoes, and a broad assortment 
of shoes for farm and industry. 





Shoe Sign and Trans Lux 
Promote Sales 


St. Louis.—A weatherbird shoe sign 
is spotted directly underneath a Trans 
Lux news feature (moving type) sign 
in the heart of St. Louis’ “Times 
Square” theater district at Grand and 
Washington Avenues. 

The Trans Lux newscaster is in op- 
eration from 8 a. m. until 12 midnight 
but the spotlighted position of the 
Weatherbird sign makes for round-the- 
clock advertising. 

Within a few blocks radius of this 
sign are five major motion picture 
houses, three large churches, St. Louis 
University and High School, two radio 
stations, Masonic headquarters, Elks 
and University Clubs, Melbourne Hotel, 
a concentrated shopping and commer- 
cial center and office buildings. 
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All the little tricks of 
fashion—all the masterly 
touches of feminine appeal 
—shadow the INTRINSIC 
VALUE of Heel Gripper 
smart walking shoes. 
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To Retail at , 
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Spring 
Shoe Style Show 
November 22, 23, 24 & 25th 


Adolphus, Baker and 
Southland Hotels 
Dallas, Texas 


Southwestern Shoe Travelers 
Assn. Sponsors 


N. B. Advertisers are requested 
to favor us with copy for Buyers 
Guide before November 10th. 





About Shoe People 


Dann S. Byck, head of Byck Brothers, 
Louisville’s large women’s and chil- 
dren’s shoe and women’s ready-to-wear 
and furnishing store in Louisville, Ky., 
while spending a vacation in Canada 
escaped having to serve as acting 
mayor or Louisville. Since Mayor 
Chuck Farnsley had gone to Chicago, 
Mr. Byck, as president of the Board of 
Aldermen, automatically would have 


become mayor. 
* *~ * 


Robert C. Erb, president of the J. F. 
McElwain Co., shoe manufacturers, of 
Nashua and Manchester, N. H., was 
named to a special committee which is 
to seek new industries for Nashua, fol- 
lowing an announcement that the city’s 
largest textile industry planned to 
move to the South. 


* * x 


Sam Goldsmith, veteran Detroit shoe- 
man, who has just returned from a visit 
of about six months with his brother in 
South America, is back in the shoe busi- 
ness with the opening of a modern 
family shoe store at 8917 Joy Road, 
Detroit. He formerly operated Sam’s 
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Cut Rate Shoe Store on downtown Gra- 

tiot Avenue, and for a number of years, 

Sam’s Shoe Store on Davison Avenue. 

The new store is being operated under 

the name Goldsmith Family Center. 
a x *~ 


The owners of Stephens Store, located 
at 519 Cherry Street in Macon, Ga., 
have announced the appointment of 
Ben Hess as manager of the shoe de- 
partment. Mr. Hess has had 25 years’ 
experience in the shoe business. 

x x x 


Announcement has been made of the 
engagement of Miss Elree Bridges, of 
Atlanta, Ga., to Clyde E. Worley, also 
of Atlanta. Mr. Worley is employed by 
Edison Brothers Shoe Company in 
Atlanta. 

~ * = 

Larry Birch, of Atchison, Kans., is the 
new manager of the J. C. Penney store 
there, succeeding George Liley, who has 
been named manager of the company 
store in Kingman, Kans. Birch is a 
native of Parsons, Kans., and has been 
with the organization since 1936, except 
for 26 months of Navy service. 


Melvin Stephens, associated with 
Rockford, Ill. shoe stores for several 
years, has been named manager of the 
women’s shoe department at Block & 
Kuhl Co. in Rockford. Melvin Ander- 
son has been named assistant manager. 

* x *~ 

George A. Laub, senior partner in 
George Laub Sons, tanners, has been 
elected a director of the Peoples Bank 
of Hamburg, N. Y. Mr. Laub is a 
graduate of Yale University and has 
been active in the tannery business 
founded by his great-grandfather in 
1846. 

* x 

L. B. Ferguson, of Birmingham, Ala., 
has been appointed manager of Gatlin’s 
Shoes in Ocala, Fla. The business is 
owned by Grady B. Gatlin, who also op- 
erates The Bootery at 26 S. Magnolia 
Street. 

* * * 

Robert J. Steele, consultant for the 
Burns Cuboid Co., was host recently at 
a breakfast in the Commodore Perry 
Hotel, Toledo, O., in honor of Anthony 
Taravella, manager of the shoe depart- 
ment at Lasalle & Koch Co., Toledo, 
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Best Value in 


Sponge Rubber Innersoles 


on the market today! 


Improved Quality — Lower Priced 


Always a superior product — NOW GREATLY 
IMPROVED through the use of a remarkable new 
post-war composition topping. Much more durable 
— they positively will not tear or crack. Perspiration 
resistant and washable should they become soiled 
in the shoe. Full sponge rubber bottom made from 
best grade of super-soft sponge available. 


LOOK AT THE NEW LOW PRICES: 
Stock No. 702: Doz. Prs. $4.80; Gro. Prs. $54.70 
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THE BALLET 
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$607 — Black Vobuk—from AAA to B—sizes up to 10 
$601 — Brown Veal—from AA to B—sizes up to 9 
$608 — Green Veal —from AA to C—sizes up to 9 
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MADE ONLY BY yn OF WORCESTER, MASS. 


RASMUSSEN SHOE COMPANY (Division of A. E. Nettleton Shoe Co.) 
69 Hammond Street, Worcester, Mass. (Formerly at Westboro, Mass.) 








who has resigned to join the Davison- 
Paxson Co., Atlanta, Ga. Forty mem- 
bers of the shoe department were 
guests. 

x * ~ 

Reg Dunlap, who has been connected 
with Fallis Department Store at On- 
tario, Calif., for the past thirty years, 
has opened up his own ladies’ ready-to- 
wear and shoe store in the same city 
at B and Laurel Streets. The store 
operates under the name of Musette’s. 
Reg Dunlap, Jr., is taking charge of the 
shoe department. 

~ * * 

After 48 years’ service with the 
Julian & Kokenge Co., Columbus, 0., 
shoe manufacturers, Edward Stevens, 
one of the original employes hired by 
W. A. Julian when he founded the com- 
pany, has retired under the company’s 
profit-sharing retirement plan. Mr. 
Stevens has been head of the firm’s ship- 
ping department for more than 40 
years. 

* ~ x 

H. E. Taylor, formerly of Kingman, 
Kans., where he was manager of the 
J.C. Penney company store for the past 
six years, has assumed the managership 
of the Penney store in Marysville, Kans. 
He succeeds M. T. Holmes who recently 
resigned. Taylor has been with the 
Penney company for the past 18 years, 
having joined the firm at Herington, 
Kans. 
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Maurice Griffin, after completing his 
turn in the army and receiving his de- 
gree in commerce at the University of 
North Carolina, takes over as assistant 
manager of the Roscoe-Griffin Shoe 
Company, in Raleigh, N. C. His father, 
Clyde D. Griffin, founder and manager, 
expects to retire in a few years. 


x ~ * 


Dean Blair, manager of the Karl’s 
Poll Parrot Shoe Store at 430 West 
Wisconsin Avenue, in downtown Mil- 
waukee, Wis., is now making firm 
friends of its young fry customers by 
giving each one a helium-filled balloon. 
Manager Blair bought a tank of helium 
gas with which he fills every sausage- 


*> * # 


Harry Brodleit is opening the Betty 
Alice Shoe Salon at 5738 Wilshire 
Boulevard, Los Angeles, in the Miracle 
Mile, Los Angeles, the middle of Octo- 
ber. The store will feature women’s 
high grade shoes, bags and hosiery. 
Brief’s line of fine casuals will be fea- 
tured. Before coming to Los Angeles, 
Brodleit was making shoes in New 
York City with Murray Geller. 


* *~ = 


Robert Cohen is now salesmanager 
for the Bird Shoe Co. of Los Angeles. 
Several new ideas in children’s and 
growing girls’ shoes have been added 


to the established lines of casuals and 
conventional footwear. Countrywide 
distribution plans for these smart shoes 
for youngsters is being planned. The 
line will be shown at the Chicago Show 
by Cohen. 

~ ~ ~*~ 

Dr. Lee Evitts has opened up his new 

shoe store at 6471 Van Nuys Blvd., Van 
Nuys Calif., and is carrying a number 
of high grade lines for women, girls and 
boys. His former address was 14540 
Sylvan St. in the same city. 

* om = 


Harry Wooten has opened up the first 
exclusive men’s shoe store in the new 
Ventura Blvd. section of Studio City, 
Calif. Mr. Wooten was with Nettleton 
Shoe Co. for fifteen years and with 
Phelps-Terkel for four years before en- 
tering business for himself. 

. = x 


Robert D. Linnett for twelve years 
with Paramount Bootery in Oxnard, 
Calif., has opened up his own shoe store 
at 445 S. Ninth Street in Oxnard. 


= * = 


Announcement has been made of the 
engagement of Miss Gloria Ann Setzer, 
of Atlanta, Ga., to Thomas Reid Hyde, 
also of Atlanta, the marriage to take 
place November 21. Mr. Hyde is as- 
sistant manager of the W. L. Douglas 
Shoe Company in Atlanta. 
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WW. make Moccasin 


That's all we 





yskies 





the Quality Moc 


at the Quantity Price 
$3.95 retail. 


for men, women, boys and girls 
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That's why... 
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HUSKIES DIVISION 


HUSSCO SHOE CO. « 1328 BROADW. 








SALESMEN WANTED 


MANUFACTURER with over 
fifty years of experience in men’s 
welt shoes featuring kangaroo and 
kidskin constructions along with 
| young men’s styles, has openings 
in following territories 


WASHINGTON, D. C. 
MARYLAND 
ILLINOIS 
WASHINGTON 
OREGON 
IDAHO 
MONTANA 
ARIZONA 
NEW MEXICO 
| GEORGIA 
FLORIDA 


J. W. CARTER CO. 


Nashville 1, Tennessee 
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Guests at dinner given recently in honor of Julius Baer, president of Julius 


Baer Shoe Co., 


Los ANGELES.—Sunday night suppers 
in the open are a year around happen- 
ing in Southern California. So what 
could be more fitting than when a group 
of Julius Baer’s friends decided to give 
him a surprise birthday party, the party 
be held right under the huge olive tree 
which arches over’the patio of the Baer 
Beverly Hills home. Spanish musicians 
in costume played during the supper 
and for the dancing. Later in the eve- 
ning during the musical, Milo Guest 
gave a baritone solo. 

Present representing the shoe indus- 
try were: Sam Press, Illing Shoe Co.; 
Moe Goldstein, The Schiff Co.; Earl 
Shorts, Ivers Dept. Store; Martin Lee, 
Martin Lee Shoe Co.; Fred Jisa, presi- 
dent, Clark’s Bootery; Ray Johnson, 
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Los Angeles. 


Johnson’s Shoe Store; Harry R. Ter- 
hune, Boot AND SHOE RECORDER; Alan 
Shireck, shoe merchandiser, The May 
Co.; Preston Arne, shoe buyer, Mill- 
iron’s; Dave Bergman, Mathilda Berg- 
man’s buying office; Kenny Ray, Bul- 
lock’s, and Joseph Setten, The May Co. 
And, of course, Julius Baer, president 
of the Julius Baer Shoe Co. And the 
ladies of all the shoe men also attended. 





Boot Company Expands 


COOKEVILLE, TENN. — Announcement 
is made that the Atlas Boot Company, 
which began operations here about 
eight months ago, is expanding its 
plant and installing new machinery. 


A eompany spokesman said the ex- 
pansion will result in the employment 
of more workers. Ten new machines 
and other equipment will be installed. 

“The plant now employs 125 persons 
in the making of novelty and cowboy 
boots,” he added. “The expansion of 
the plant will include the installation 
of equipment to manufacture boots in 
large sizes. In the past the Cookeville 
plant has made only infants’ and chil- 
dren’s boots.” 





Goerisch Heads Styling 
Department of Vitality 


St. Louis. — Walter Goerisch has 
been named head of the styling depart- 
ment of the Vitality Shoe Co., Division 
of International Shoe Co. He replaces 
Charles E. Goodrich, who recently was 
named sales manager of the Queen 
Quality Division of International. 

Mr. Goerisch is experienced in pat- 
terns, styling and lasts and partici- 
pated in the styling of the original 
Vitality line in 1929. He has been with 
Vitality since that time. 





Children’s Store Opens 


Axron, O.—Junior Bootery, Inc., 67 
S. Main St., Akron, opened July 31, 
with a complete line of shoes for boys 
and girls of all ages. Souvenirs were 
given to children brought to the store 
on opening day. 


Boot and Shoe Recorder 











OS wt a OP ee ee ie ti eh OOO Twa NHC 


mmhtinnhnhwmhmnmemaxnneawee=—naes 969s © 

















= % 


STATEMENT OF THE OWNERSHIP, MAN- 
AGEMENT, CIRCULATION, ETC., REQUIRED 
BY THE ACT OF CONGRESS OF AUGUST 
24, 1912, AS AMENDED BY THE ACTS OF 
MARCH 3, 1933, AND JULY 2, 1946 

Of BOOT AND SHOE RECORDER, published 
— at Philadelphia, Pa., for October 
1, 1948. 

State of New York 
County of New York 





( ss. 


Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
Everit B. Terhune, Sr., who, having been duly 
sworn according to law, deposes and says that 
he is the Business Manager of the BOOT AND 
SHOE RECORDER and that the following is, to 
the best of his knowledge and belief, a true 
statement of the ownership, management (and if 
a daily, weekly, semiweekly or triweekly news- 
paper, the circulation), ete., of the aforesaid 
publication for the date shown in the above cap- 
tien, required by the act of August 24, 1912, 
as amended by the acts of March 3, 1933, and 
July 2, 1946 (section 537, Postal Laws and 
Regulations), printed on the reverse side of this 
form, to wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
managers are: Publisher, Chilton Co., Inc., 100 
E. 42nd St., New York 17, N. Y.; Editor, Ray- 
mond L. Fitzgerald, 9912 Guilford St., Forest 
Hills, L. I., N. ¥.; Managing Editor, Anne R. 
David, 42-20 Kissena Blvd., Flushing, L. I., 
N. Y.; Business Manager, Everit B. Terhune, 
Sr.. 160 E. 48th St., New York 17, N. Y. 

2. That the owner is: (If owned by a cor- 
poration, its name and address must be stated 
and also immediately thereunder the names and 
addresses of stockholders owning or holding 
one per cent or more of total amount of stock. 
If not owned by a corporation, the names and 
addresses of the individual owners must be given. 
If owned by a firm, company, or other unincor- 
porated concern, its name and address, as well 
as those of each individual member, must be 
given.) 

Holders of more than 1% of the capital stock 
outstanding of Chilton Company: Estate of C. A. 
Musselman, 260 Sycamore Avenue, Merion Sta- 
tion, Pa.—Beneficiaries: Mabel M. Musselman, 
Mary M. Acton, David Acton; Charlotte M. 
Terhune, 160 E. 48th Street, New York, N. Y.; 
Cc. S. Baur, Thomas Jefferson Apts. No. B-51, 
69-11 Yellowstone Blvd., Forest Hills, New 
York: Mrs. Beulah Fahrendorf, 59 Drake Road, 
Scarsdale, N. Y¥.; Mary M. Acton, 260 Syca- 
more Ave., Merion Station, Pa.; Mabel M. 
Musselman, 260 Sycamore Ave., Merion Sta- 
tion, Pa.; Dorothy S. Johnson, 1115 Fifth 
Ave., New York, N. Y.; Ann E. Tomlinson, 
c/o Bankers Trust Company, P. O. Box 704 
Church Street Annex, New York, N. Y.; Ethel 
G. Breen, Trustee u-w of Charles W. Anderson, 
Old Greenwich, Conn.—Beneficiaries: Robert C. 
Anderson, Percival E. Anderson, Charles W. 
Anderson, Jr., Annie L. Clark: John Blair 
Moffett, 1608 Walnut Street, Philadelphia, Pa.— 
Agent for J. Howard Pew, J. N. Pew, Jr., 
Mabel P. Myrin, Mary Ethel Pew; Elizabeth J. 
Bailey and Ellwood B. Chapman, Trustees 
Estate of James Artman, Deceased, 930 Real 
Estate Trust Building, Phila., Pa.—Benefici- 
aries: Franklin Artman. Vera Watters, Alvin 
Cc. Artman, Elizabeth J. Artman, Marion A. 
Pratt, George H. Pratt, by assignment, Edwin 
Moll, by assignment; Frederick S. Sly, 149-40 
35th Ave., Flushing, L. I., N. Y. 

3. That the known bondholders, mortgazgees. 
and other security holders owning or holding 
one per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there 
are none, so state.) None. 

4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders. if any, contain not only the 
list of stockholders and security holders as 
they appear upon the books of the company but 
also, in cases where the stockholder or security 
holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the 
name of the person or corporation for whom 
such trustee is acting. is given: also that the 
said two paragraphs contain statements embrac- 
ing affiant’s full knowledge and belief as to the 
cirumstances and conditions under which stock- 
holders and security holders who do not appear 
upon the books of the company as trustees, hold 
stock and securities in a capacity other than 
that of a bona fide owner: and this affiant has 
no reason to believe that any other person, agso- 
ciation. or corporation has any interest direct 
or indirect in the said stock, bonds, or other 
securities than as so stated by him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise to paid subscrib- 
ers during the twelve months preceding the date 
shown ahove is . (This information 
is required from daily. weekly, semiweekly, and 
triweekly newspapers only.) 

E. B. TERHUNE, Business Manager. 


Sworn to and subscribed before me this 27th 
day of September, 1948. 
MAE A. GATZENMEIER. 
(My commission expires March 30, 1950). 
(sEaL] 
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Baby Shoe Bar Devised 
By Manufacturer 


New YorK.—The baby shoe busi- 
ness is such a staple business that only 
rarely does an unusual idea come 
along. Dr. A. Posner Shoes, Inc., 
claims to have such an idea in its new 
“Baby Shoe Bar.” This unit, it is 
claimed, opens up a new era in baby 
shoe merchandising. The bar is built 
of light plywood and is actually a baby 
shoe department in one compact unit. 
It holds 376 pairs of shoes, acts as a 
permanent display, and greatly speeds 
the sale of baby shoes. Children are 
instantly drawn to it because of its red, 
plush seats, and its lively comic-figure 
designs. 

Another outstanding feature of this 
unit is that it permits modern “eye- 
level platform fitting.” The fitter can 
observe the fit of the child’s shoe under 
actual weight-bearing, thus giving him 
the opportunity to fit accurately and 
scientifically. 

According to Herbert Posner, presi- 
dent of the company, “The baby shoe 
bar will focus consumer attention on 
baby shoe departments—stimulate new 
volume and turnover in baby shoes.” 

Dr. Posner’s baby shoe bar will be 
on view at the National Shoe Fair in 
Chicago—Rooms 897-898, the Palmer 
House. It is also on display in Dr. 
Posner’s New York showroom at 116 
West 34th Street, this city. 





Men’s Shoe Store in 
New Location 


St. Joun, N. B. — The only footwear 
store in Saint John, N. B., exclusively 
for men, has moved from the original 
loegtion on King Street, to one on inter- 
secting Germain Street. 

Leigh deVoe, owner, who specializes 
in Hart products has been using spot 
announcements on the Saint John radio 
to announce the change of address. Mr. 
DeVoe’s former store was established 
on King Street about 12 years ago. 





Takes Over Third Store 


BLUEFIELD, W. Va. — W. E. Mea- 
chum, owner of the two H. & M. shoe 
stores, one here and the other in Beck- 
ley, W. Va., has recently purchased the 
Central Store in Welch, W. Va. He 
plans to operate this third unit as a 
family shoe store. 


Store Names New Buyer 


POUGHKEEPSIE, N. Y.—Herbert Hymo 
has been appointed buyer of women’s 
and children’s shoes for Luckey, Platt 
& Company, Poughkeepsie. He was 
formerly associated with R. H. Macy 
& Company, New York City, as execu- 
tive assistant in women’s moderate 
price and better shoes. 








Welcome to the 
NATIONAL SHOE FAIR 


While you're in Chicago come 





SOFT TOE BALLET 


Fully lined, short soles, 
pleated toes. Hand 


made ~.- A‘ OD 
width. Full and half 
sizes, 8 small to ? 
large. White or Black. 


$2.15 


PATENT LEATHER 
TAP SHOES 


Genuine black patent 
leather with wood heel. 
A and C width. Sizes, 
12 to 9 


NATURE SANDALS 


Mellow chrome _ split, 
heavy soles. In Black 
or Fawn. Full and half 
sizes. 9 small to ? 


large. T5c 


Look to Leo for Nationally 
Advertised Dance Footwear 


ADVANCE Theatrical Shoe Co. 


32 W. Randolph Chicago |, Ill. 














THE GREAT WEST 
FELT COMPANY, LTD. 
of Elmira, Ont., Can. 


Announces 


SECOND SHOWING OF 
new improved line of cold- 
proof outdoor and indoor 
footwear in accordance 
with American consumer 
demand. 


NATIONAL SHOE FAIR 
Oct. 25th — Oct. 29th 


HOTEL STEVENS 
ROOMS 
815 — 816 


in attendance 
MR. PHIL BENNETT 
MR. C. J. WEICHEL 
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RIDING BOOTS 


0 er ee eT 






IN STOCK FOR 
PROMPT DELIVERY 
J. M. CONNELL SHOE CO. 


6 


SHOE CLEANERS 


Oe i eal 


SPEED-AX 
SUEDE BRUSH 












Combination 
Rubber Bristle 
and Sponge 
Rubber with 
Beautiful Colored 
Plastic Handles 


Packed | Doz. 
Assorted Colors 
In Display Carton 


Price —$1.75 doz.—$19.20 gross 
ORDER THRU JOBBER OR DIRECT FROM 


S&M CHEMICAL CO. 


2611 So. indiana Ave., Chicago 16, Ill. 














mer mere 


PRICE TICKETS 


lia 


PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT’S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 
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Made Advertising Manager 
Of Prima 


CoLuMBus, O.—Prima, Inc., Colum- 
bus, manufacturer of Ballerinas by 
Prima and a complete line of women’s 
casual and ballet-type shoes, announces 
the appointment of Robert W. High to 





ROBERT W. 


HIGH 


| the position of advertising and public 


relations manager. Mr. High was for- 


| merly account executive with Wheeler- 


Kight & Gainey, Inc., Columbus adver- 
tising agency who handles the Prima 
account. 

Prior to this, Mr. High was con- 
nected with another Columbus advertis- 
ing agency as account executive, and 
was advertising manager of the Leland 
Electric Company, Dayton, Ohio, elec- 
tric motor manufacturer, before coming 
to Columbus. 


Sundial Fall Campaign 


| Has Been Expanded 


| Sunday 


MANCHESTER, N. H.—-Opening with a 
back-to-school promotion that com- 
prised both full color and monotone 
rotogravure, as well as a 


| juvenile shoe newspaper series in black 


and white, the Fall campaign of the 
Sundial Shoe Company, Manchester, 
N. H., has swung into high gear as its 
large space copy featuring “shoes for 
all the family” appears in an expanded 
list of 85 major newspapers throughout 
the Sundial territory. 

In addition, Sundial has been awarded 
the Parents’ magazine Seal of Commen- 
dation on its juvenile line and is adding 
Parents’ to its media list starting with 
the October issue. 

Sundial is also continuing its novel 
methods of merchandising its advertis- 
ing, which last Fall saw actual “Fall 


| foliage” leaves from New Hampshire 
| maple trees mailed to Sundial dealers 


to dramatize its color advertising. A 
series of equally unusual devices are 
currently unfolding for this season, 
launched when each Sundial dealer re- 
ceived a delicious New England-pro- 
duced apple tying in with the Sundial 
back-to-school promotion. 

The Sundial advertising program for 
dealers includes a complete newspaper 
mat service; radio; direct mail; dis- 
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3033 
Retailing 





Ideas 





_ MORE QUICK HELPS 
FOR SHOE RETAILERS 


from the only book of its kind; encyclo- 
pedia of practicable, workable "ideas for 
the experienced merchant. No theories— 
all tried, true . . . NOT just another shoe 
book, but offers in addition to 138 specific 
shoe promotions, the best ideas from the 
entire retailing field for instant adaptation 
to his particular requirements. 
Foreword by PAUL H. NYSTROM, Pro- 
fessor of Marketing, School of Business, 
Columbia University. 
— remit with order. 
%x8 40 Chpts. 

306 Pages 3.50 Postpaid 

BOOT AND SHOE RECORDER 
100 E. 42nd St., New York 17, N. Y. 














plays and special promotions for local 
use. The company is a division of the 
International Shoe Company and all of 
its advertising -activities are directed 
by Hoag & Provandie, Inc., Boston. 





To Sell Vitality Line in 
North Central States 


St. Louis.—Robert F. Dosse has been 
named as a sales representative of the 
Vitality Shoe Co., Division of Inter- 
national Shoe Co., for the North Cen- 
tral territory of Minnesota, Wisconsin, 
North and South Dakota and the upper 
peninsula of Michigan. This was the 
territory formerly covered by the late 
Arthur R. Moore, who died recently. 

Mr. Dosse joined the Vitality Shoe 
Co. in December, 1941, and has worked 
in both the sales and merchandising 
departments since that time. Well 
rounded through his experience in both 
these key departments, Mr. Dosse also 
has been thoroughly schooled in the 
various lines of Vitality and has made 
several road trips with other salesmen 
in various territories. 
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ROMEOS 


VTVvVvVvVvVvVvyYV 
Men’s Leather 


” 





To Retail Profitably at $4.49 


Fine quality, smooth, plump kid leather 
Romeos. Fully formed and lasted. Clear 
street-wear, thick leather soles. Live 
elastic gore. Made in our better-grade 
stitch - down factory. Sizes 6 to 12, 
including holf-sizes. Fast sellers, with 
substantial mark-up! In stock for 
immediate delivery. 


PILOT SHOE CO. 
31 Hopkins Place ‘ Balto. oo | 








MEN'S SHOES 
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Rosenberg Appointed to 


Sell Bristol Line 


BRISTOL, R. I—E. F. Lynch, sales 
manager of Bristol Manufacturing Cor- 
poration here, announces the appoint- 
ment to the sales staff of Dan Rosen- 
berg. 





A 


Mr. Rosenberg will sell the company’s 
line of fabric and waterproof footwear 
to the volume trade in the Chicago and 
St. Louis areas. He will make his head- 
quarters at 503 N. 12th Street, St. 
Louis, where he will have a complete 
display of the Bristol line. 





DAN ROSENBERG 





Laconia Shoe Company 
Adds Two Salesmen 


Laconia, N. H.—The Laconia Shoe 
Company has just announced three ap- 
pointments of interest to shoe buyers. 

Norman Rosen, formerly shoe buyer 
for the Gertz Department Store in 
Jamaica, Long Island, is now the La- 
conia shoe representative in New York 
City and the New Jersey territory. 

In the West Virginia and western 
Pennsylvania area, R. B. Taylor of 
Parkersburg, W. Va., will handle the 
Laconia Debs and Little Laconians shoe 
line. 

It has also been announced thut 
Nathan Slawin, well-known Laconia 
representative in the Michigan area, 
has been appointed assistant sales man- 
ager. 


To Distribute Plastic 
Display Fixtures 

St. Louts.—The Raleigh Display Cen- 
ter, 447 Market Street, Kingston, Pa., 
has been appointed a Roger Kent dis- 
tributor, and will handle their complete 
line of plastic display fixtures for win- 
dow and interior store display. 

Rileigh operates stores in Kingston, 
Allentown, Reading, and Harrisburg 
and is now in position to service all 
accounts in those cities plus the com- 
plete state of Pennsylvania with the ex- 
ception of Metropolitan Philadelphia 
and Pittsburgh. 
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CHILDREN'S SHOES 


ee OF OF ee 


SMOOTH LEATHER UPPERS 


Non-Marking Flexible 
Rubber Sport Soles 


$2.00 


N/10 days 
F.O.B. N.Y. 









Brown Moccasin, Brown Wing Tip, 
Brown with Brown Alligator Saddle. 
Sizes 814-12; 1214-3 
IN STOCK IMMEDIATE DELIVERY 


Ben Marbach Footwear Co. 


107 West Broadway New York 13, N. Y. 











— 


CHILDREN'S SHOES 
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SMOOTH LEATHER UPPERS 


Non-Marking Rubber Soles 
and Heels 


$2.00 


N/10 days 
F.O.B. N. Y. 






Colors: BROWN or BLACK 
Sizes: 81/2-12; 121/,-3 
In Stock immediate Delivery 


Ben Marbach Footwear Co. 


107 West Broadway New York 13, N.Y. 














Buy Savings Bonds 
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BOWLING SHOES 
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Especially : 
low priced! — 

Send for complete catalogue 
Immediate Delivery 


ARNOFF SHOE COMPANY 


Se OF OF FE eS 


MEN'S SLIPPERS 


ll eli edi ei ell 











—s9r™ 


MEN'S KID LEATHER OPERAS 


Fully leather lined, leather sock lining, leather 
outsole, compo construction. 


su 


Net 10 Days 












No. 501 Brown Kid Opera 
No. 502 Black Kid Opera 
No. 503 Wine Kid Opera 
No. 505 Burgundy & Black Combination Am- 
basscdor 
Sizes 7 to 12, 36 pairs to a case. 
IN STOCK NOW! 


$3.10 


Per Pair 
Net 10 Days 
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Vogue Shoe Salesman 
Visits Honolulu 


Los ANGELES — Arthur Meyerson, 
Vogue Shoe representative on the West 
Coast, flew into Honolulu with Olympic 
swimming champion Bill Smith. It was 





Arthur Meyerson (left) poses with Bill | 


Smith, Olympic swimming champion. 


Art’s first trip into lei-lei land and he 
looked happier when he came back with 
orders than he does here—if that’s pos- 
sible. 

Art’s island customers couldn’t make 
the trip to the National Shoe Fair, so 
he gave them a flying preview before he 
boarded the Super Chief to unwrap his 
samples in Rooms 948W-949W, Palmer 
House. 





Brown Proves Television 
Sells Shoes 


St. Louis.—Value of the television 
sports tie-in for selling men’s shoes has 
been proved by and to the Brown Shoe 
Company, St. Louis, in its current pro- 
gram, Roblee Fanfare, over television 
station WABD, New York. 

During the recent baseball season, 


Brown used the fifteen minutes preced- | 


ing the 68 New York Yankee home 
games to promote their Roblee men’s 
line. So successful was this promotion 
that a similar schedule was arranged 
for the seven home games of the New 
York Yankee football team. Starting 
with a night game on Aug. 27, the 
show was also telecast on Sept. 16, and 
will be, also, on Oct. 17, Nov. 14, Nov. 
21, Nov. 28 and Dec. 5. 

An interview type program, celebri- 
ties have been televised with emcees 
Johnny Winkin of Sport Magazine and 
Stan Lomax, radio sportscaster. Among 
these were Pauline Betz, tennis champ; 
Harry Wismer, sports commentator; 
Toots Shor, New York restaurateur; 
Bobby Jordan, of the movie “Dead End 
Kids”; Dick Button, Olympic ice skat- 
ing champ; Grantland Rice, sportsman, 
writer and movie producer; Henny 
Youngman, comedian; Joseph Kauf- 
man, producer of the movie “The Babe 
Ruth Story,” and many big and little 
baseball figures including managers, 
players, wives of players and even a 
bat boy. 

Names of local retailers are men- 
tioned and shown on each program and 
each guest interviewed was presented 
with a certificate redeemable for one 
pair of Roblee Shoes. 
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Also available 
JAYRICH FOOTWEAR CO. with leather sole 


East Lynn, Mass. 
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FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 


Write for Bulletin AT 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 
185 No. Wabash Ave., Chicago 1, Ill. 
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RHINESTONES 
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Rhinestone Side Bow 
Imported crystal stones 
Lap set in silver or gold 
background with bow 
< yee 

clips. 

IMMEDIATE DELIVERY 
Fastest selling Buckle 
retailing at a “DOLLAR” 

_shitingstone Creations 


. 39th St. Phila, Pa, 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchondise. Better for Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
70-81 Reade St. New York 7, N. Y. 
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J & M Makes Changes in Sales Staff 





Fee 


FRANK T. LLOYD 


NewakRK, N. J.—The transfer of one 
salesman to a new territory and the 
addition to its staff of a new salesman 
are announced by Johnston & Murphy 
of this city. 

Frank T. Lloyd has been appointed 
Southern representative for Johnston & 
Murphy and assumed his new duties 
early in September. Mr. Lloyd has had 
many years experience in the shoe busi- 
ness, having been associated with the 
Wanamaker stores in New York and 






ELMO S. ONSTAD 


Philadelphia. Mr. Lloyd will make his 
headquarters in Newark. 

Elmo S. Onstad has become the Mid- 
dle Western representative as of Sept. 
15. Mr. Onstad has covered the 
Southern territory for the past few 
years and prior to becoming associated 
with J & M, was buyer for the Hast- 
ings Clothing Company in San Fran- 
cisco for a number of years. He will 
make his headquarters in Chicago. 





Colonial Holds Big Sales 
Meeting in New York 


New YorkK—The semi-annual sales 
meeting of the Colonial Tanning Com- 
pany was held at the Waldorf-Astoria 
Hotel, here, on the evening of Sept. 13. 

The theme of all the speeches stressed 
the fact that greater sales effort will 
have to be used in the coming year, al- 
though Colonial anticipates good busi- 
ness in the near future. Present at the 
sales meeting were the following: 

Kivie Kaplan, Archie Kaplan, Carl 
Ganter, John Mercon, George Silva, Jo- 
seph Doherty, Samuel Rubin, Paul Con- 
neville, Samuel Davis, Harry Goldberg, 
Hank Sleeper, Alden Sleeper, Abraham 
Cohen, all of the Boston office; Frank 
Hartnett of the Hartnett Tanning Com- 
pany in Ayer; Charles Heckel and 
James Leach of the Leach-Heckel Com- 
pany in Salem; Mark Bortman of the 
Bortman Plastics Company in Boston; 
Gus Sokol of the Glove Division of the 
Colonial Tanning Company in Milwau- 
kee; Horace Beaven of Nashville, 
Tenn.; Joseph Hess, R. Lleullier and 
Alan Love, Canadian Leather Company, 
Montreal, Canada; Walter Cost of Cin- 
cinnati, Ohio; Ward Holcomb of Cincin- 
nati, Ohio. 
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Representatives of the Irving J. Fife 
Company of New York City were 
Irving Fife, Philip Fife, Aaron Zucker- 
man and Gus Daniels. Both Ervin 
Manske, Senior and Junior of the E. C. 
Manske & Company of St. Louis, Mo., 
were William Newmark, Nat Newmark, 
J. Newmark and Sons Company, New 
York City, attended the meeting. They 
were William Newmark, Nat Newmark, 
I. Schultz and A. Motelson. 

Also present were Edward Perry, Sr., 
and Edward Perry, Jr., of A. E. Perry 
& Sons, Rochester, N. Y.; Mike Stiles, 
Pete Stiles and Robert Stiles of the 
R. L. Stiles & Company, Philadelphia, 
and Irwin Wehmeyer of the I. C. Weh- 
meyer Company, Milwaukee. R. D. 
Northrop and John Stone of the R. D. 
Northrop Company were also at the 
meeting. 





Shoe Man Honored by 
Chamber of Commerce 


OmaHA, NeB.—A. N. Adams, repre- 
sentative for Arch Preserver shoes, has 
been named chairman of the Omaha 
Chamber of Commerce committee in 
charge of cultivating good will for 
Omaha stores in this trade area. 


Huiskamp Brothers Co. 
Names New Stylist 


Keokuk, Iowa—The association of 
Miss Anne Barr Huiskamp, as stylist, 
with the Huiskamp Brothers Company 
has been announced. Miss Huiskamp 
graduated this past June from Welles- 
ley College in Wellesley, Mass., and for 
the past few years has been doing some 
work in shoe styling while in college 
and during the Summer months. She is 
the daughter of “Gerry” Huiskamp, 
president of the Huiskamp Brothers 
Company, and represents the fourth 
generation of this family, in direct line, 
which has been operating shoe factories 
since 1854—a period of 94 years. Her 
association with the company, therefore, 
represents a continuing tradition of 
long standing. 

The Huiskamp Brothers Company 
more recently has been known for its 
styling in the low heel welt field, and 





ANNE BARR HUISKAMP 


has recently announced its plans to 
produce in addition to its welt styles, a 
line of shoes in slip-lasted construction 
in the medium price field, these shoes 
being considered by the company as 
complementary to its present operation. 
A separate production line has been set 
up on a separate floor in an unused 
section of the Huiskamp Brothers Com- 
pany factory here, employing the most 
modern production methods and geared 
to produce 1000 pairs daily of slip- 
lasted shoes. 


Nevelk Co. Opens 
New Office 


New York.—The Nevelk Co. of Hal- 
lowell, Me. has opened their new office 
at 101 W. Broadway, New York City. 
The three salesmen in the New York 
area, Max Sank, S. Stone, and Paul 
Greenwald are in attendance each 
Wednesday. 
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General Shoe Sets Safety Record 





“They're off!" in General Shoe's plant housekeeping race where the track results 
show the department standings in the latest inspection in the company drive for 
greater industrial safety through cleaner plants. 


NASHVILLE, TENN.—According to Na- 
tional Safety Council figures recenily 
released, General Shoe Corporation, 
with headquarters here, leads the way 
in safety among the nation’s leather 
shoe manufacturers. Labeling it an 
cutstanding achievement, National 
Safety Council pointed to the all-time 
world record of the Atlanta, Georgia, 
plant of General Shoe with 5086, 861 
injury-free man-hours. The plant at 
Pulaski, Tennessee, rates second in 
world records with 1682, 894 man-hours 
without injury. 

In competition with companies hav- 
ing plants of over 500 employees, Gen- 
eral Shoe plants took the first five 
places. First and third places were won 
by General Shoe, competing with 13 
companies having plants of less than 
500 employees. The plants at Lawrence- 
ville, Georgia, and McMinnville, Ten- 
nessee, were the respective leaders. 
There were 13 General Shoe plants 
from Georgia, Tennessee, Kentucky, 
and Alabama competing. 

The General Shoe lost time average 
of 4.32 accidents per million man-hours 
worked was less than one-half of the 
national average of 10.2 for all leather 
shoe manufacturers. 

Miller Hunter, General Shoe’s Direc- 


tor of Safety, attributes the showing to 
the plant rating system installed over 
a year ago. From January to June of 
1948, since the installation of the rat- 
ing system, the company cut the num- 
ber of lost time accidents by over 25 
per cent compared to a similar period 
of a year before. 

The plant ratings are quarterly in- 
spections based on industrial house- 
keeping. Cleanliness, ventilation, light- 
ing, and health and sanitation facilities 
are carefully graded. A certificate with 
the individual plant’s rating is dis- 
played in each plant office. Also a 
plaque is presented every plant com- 
pleting a million man-hours without a 
lost time accident. Safety Director 
Hunter states that since this system has 
been put into operation, plants are at 
least 50 per cent cleaner. 

To stimulate plant housekeeping, a 
committee of foremen regularly awards 
two banners to be hung in the cleanest 
and the dirtiest departments in the 
plant. Further competition is shown 
by a racing board where cut-out horses, 
representing each department, fight for 
position according to the results of the 
latest housekeeping inspection (see 
photo). The board is displayed in a 
prominent spot in the plant. 





Scholl English Executive 
Visits United States 


Cuicaco.— Edmund Temy, director 
of The Scholl Mfg. Co., Ltd., London, 
spent four weeks at the home office in 
Chicago recently, and also visited the 
company’s shoe factories, Copeland & 
Ryder Co., Jefferson, Wis., men’s shoes; 
and the Dr. Scholl Shoe Co., Cincinnati, 
Ohio, women’s shoes. Mr. Temy has 
been with the organization 25 years. 

He stated business was very brisk in 
England and that conditions have 
greatly improved in the British Isles 
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the past twelve months. The company 
operates a factory and 112 retail foot 
comfort shops in England under his 
direction. 





Morton Freund to Handle 
Nettleton Advertising 


SyRACUSE, N. Y.—A. E. Nettleton 
Company of Syracuse, makers of Net- 
tleton Shoes for men and Lady Nettle- 
ton Shoes for women, announce the 
appointment of the Morton Freund Ad- 
vertising Agency, Inc., of New York 
City, to handle their advertising. 





Two New Additions 
To Pfeiffer’s Staff 


WorcESTER, Mass.—Ralph E. Cary, 
sales manager of Pfeiffer’s, Inc., Wor- 
cester, has announced the appointment 
of two new salesmen to the Midwest 
territory. 

Frank Nitchy has been given the 
Midwest area and H. A. Andersen is to 
handle the Illinois territory in addition 
to Iowa. Frank Nitchy was formerly 
with the Grove Shoe Co. 





Holmes Promoted by 
Davidson Rubber Co. 


CHARLESTOWN, Mass.—The appoint- 
ment of Theodore M. Holmes as assist- 
ant to Russell M. Little in the sponge 
rubber pads and cushions division for 
the shoe trade, in addition to his cur- 
rent work on industrial lines, has been 
announced by the Davidson Rubber 
Company, Charlestown. 





THEODORE M. HOLMES 


Mr. Holmes will concentrate his ef- 
forts primarily on the New York and 
Pennsylvania territory but he will also 
assist Mr. Little in the New England 
area. - 

He was recently associated with the 
Consolidated Electric Company of 
Lynn, where he did sales research and 
development. His past association with 
the United Last Company of Boston 
and the J. C. Penney Company of New 
York, have given him an intimate 
knowledge of the shoe industry. 





Son of Shoe Man Enters 
Shoe Business 


HAVERHILL, Mass.—Jack Schoenfeld, 
son of “Manny” Schoenfeld, sales 
manager of Unity Shoemakers of this 
city, has begun his career in the shoe 
industry by entering the employ of the 
Jenrose Shoe Company of Lawrence, 
Mass., where he will learn the business 
from the ground up. At present he is 
under the guidance of Joe Stillman and 
Al Perotti. Eventually he expects to 
follow in his father’s footsteps and sell 
on the road. 


Boot and Shoe Recorder 

















Whee Vy 


Duy o, 


6 FE 


SKI BOOTS 
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PROEESSIONALLY STYLED 








“ASCO" Presents 
full line of 
quality 
SKI-BOOTS 


from 


$4.70 


and up 


LADIES’ SIZES 3-9 | MEN'S SIZES 6!/,-12 
2/10 N/30 Send for Catalog 


ARNOFF SHOE COMPANY 
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WORK SHOES 
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Men’s Popular Priced Work Shoes 
Men’s Steel Toe Safety Shoes 
Union Made 


GOODWILL SHOE COMPANY 


Holliston, Massachusetts 
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WOMEN'S BOOTEES 











Registered 
Pat. No. D-144,596 


@SHU-TECS are scientifically designed booties 
worn INSIDE WOMEN’S GALOSHES and 
BOOTS. They protect women’s shoes from 
matting, scuffing and abrasion. They protect 
hosiery from dirt and runs. 

Individually, Smartly Packaged. 

$5.75 perdoz. Terms 2/10 ¢ Retail 79¢ per pair 

SHU-TECS COMPANY 
509 FIFTH AVENUE - NEW YORK 17 
=> Please send me ( ) doz. SHU-TECS 
TAN 0 NAVY 0 RED O 


Packed in assorted sizes—Small, Medium, Large 
One dozen solid color to the box 
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Co-Sponsor Ads Tested by 
Roberts, Johnson & Rand 


St. Louris—Roberts, Johnson & Rand 
Division of the International Shoe Com- 
pany is currently using “co-sponsored” 
newspaper campaigns to promote its 
Trim Tred Shoe for women in Chicago, 
San Francisco, Portland, Minneapolis 
and St. Louis. Dealer response to the 
new campaign is said to be highly en- 
thusiastic. 


/ hee 





ad used in San Francisco 
Examiner 


Co-sponsored 


The “co-sponsored” campaign differs 
considerably from the usual cooperative 
advertising procedure. The co-spon- 
sored campaign advertises and is paid 
for by not just one, but a number of 
dealers in the same market. Thus more 
money is available, the ads run larger 
and the dealer gets prominent mention 
in large size ads. 

The Trim Tred advertisements, as 
created by Krupnick & Associates, Inc., 
St. Louis advertising agency, place im- 
portant emphasis on the dealer listing. 
This feature has contributed much to- 
ward getting dealer cooperation in the 
cities tested so far. 

The “co-sponsor” type of dealer ad- 
vertising program has proved excep- 
tionally well suited to Roberts, Johnson 
& Rand’s dealers, the agency says. It 
helps the dealer spend his available co- 
operative advertising allowance in the 
most intelligent manner, and gets the 
money spent whereas in the past it fre- 
quently was left unspent by the dealer. 
It provides the smaller dealer, with lim- 
ited advertising funds, an opportunity 
to appear in “big-time” retail fashion 
ads and thus garner business that pre- 
viously went to other types of outlets. 

Newspapers getting the initial test 
campaigns include the St. Louis Post- 
Dispatch, Chicago Tribune, San Fran- 
cisco Examiner, Portland Oregonian, 
Minneapolis Star. Five ads are appear- 
ing in each paper over a 60-day period, 
ranging from quarter to half pages, 
some in colorgravure. 
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MEN'S BROWN KID ROMEOS 


Leather lined quarter, leather insole, heavy 
heel. 


leather outsole, brown rubber 


$2.15 


per pair, 
Net 10 Days. 






No. 510, Sizes 6 
te 13, 36 pairs 
to a case. IN 
STOCK NOW! 


No. 515. All leather lined Romeo @ $3.10 per pair. 


MEN'S BROWN KID EVERETTS 


Fully leather lined, soft brown kid upper, 
leather sole, leather sock lining, compo con- 
struction, brown rubber heel. 


$3.10 


per pair, 
Net 10 days. 







No. 507, Sizes 7 
te 12, 36 pairs 
te a case. IN 
STOCK NOW! 


S4MPLES UPON REQUEST. 


Yo 


Milwoukee 2, Wis. 





785 N. Weter St. 














Air Service to Chicago 


New York.—United Air Lines an- 
nounces regular service between this 
city and Chicago for the benefit of any- 
one attending the National Shoe Fair. 
Premium fares have been eliminated on 
the DC-6 Mainliner 300’s and a 5 per 
cent discount is offered on round trips. 
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GLAMORIZERS 


y 
Ace Bows, Ine. 





Genuine Cut Steel Bead Center trimmed in black or 
brown suede; , brown, navy, green calf; bronze 
id. Center can also be had in JET, 


dozen pair. Samples sent on request. 


ACE BOWS, INC. 
212-20th Street Brooklyn 32, N. Y. 
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America’s Finest Slippers 
FOR WOMEN 


THE KING suiprer 


KING SLIPPER MFG. CO. 
1160 Washington St., Boston, Mass. 
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ICE SKATES 





} 
} 
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FIGURE and HOCKEY OUTFITS | 
Men's, Women's, Children's omen! | 


ay 








ICE SKATES ie: 
12 Styles INSTOCK 2 | 
ee | 
Available Ps | \ 
from ee 
$5.00 
ond up 





Terms: 2/10 N/30 SEND FOR CATALOG 


ARNOFF SHOE COMPANY # 


Spring Line Viewed by 
Vitality Salesmen 


St. Louts.—The Spring line of the 
Vitality Shoe Co., Division of Inter- 
national Shoe Co., was displayed at the 
company’s sales meeting here during 
the week of September 27. 

Highlight of the meeting, according 
to Clem Hein, general manager, was a 
presentation of the line by professional 
models on a runway. The sales staff 
also evinced much interest in the talk 
of A. L. Johnson, advertising manager 
of International, and of representatives 
of Henri, Hurst and McDonald Adver- 
tising Agency, who described the new 
advertising plans. 

Members of the sales force present at 
the meeting were: M. P. Bringardner, 
Michigan-Indiana; J. R. Burriston, 
California; Park O. DeWitt, Southern 
states; R. F. Dosse, North Central; 
E. J. Evans, Rocky Mountain states; 
J. W. Field, Charles Carr, Jr., New 
England; R. D. Fletcher, Eastern 
Pennsylvania; W. J. Harney, Ohio; 
W. L. Jonakin, Middle Atlantic states; 
F. M. Keener, Missouri, Kansas and 
Ohio; J. L. Locke, Heyward Dilling- 
ham, Southeast; J. G. Maxur, Illinois 
and Iowa; W. M. O’Bryen, Texas; 
H. E. Summers, Western Pennsylvania; 
J. C. Thomas, New York; A. K. 
Umphrey, Northwest; M. A. Weiss, 
V. S. Carton, Greater New York. 


Handel With Koss 


NEw YorK—Harry A. Handel, shoe 
salesman with more than 25 years of 
experience in the industry, has become 
associated with the Koss Shoe Com- 
pany of Auburn, Me., and will cover 
the entire country with that company’s 
line of men’s dress shoes made by the 
welt, Goodyear welt, compo and Little- 
way processes. He will make his head- 
quarters here. 
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The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the 14th — is 
available again! 
This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75c per copy, prepaid 
BOOT and SHOE 


RDER 100 East 42nd Street 
RECO New York 17, N. Y. 
























Colonial Tanning Team Again “Champs” 





AYER, MASS.—Twenty-four wins without a loss is the great record of Colonial 
Tanning Company's championship baseball team, the Ayer Tanners, who have 
captured the 1948 Massachusetts Village League title for the second consecutive 
year. When Manager Paul Gardner and his champions aren't walloping their base- 
ball opposition, they are helping to manufacture Colonial merchandised elk leathers 


at the Hartnett Tanning Company of Ayer. 
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MEN'S SLIPPERS 
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LOUNGE MASTERS for MEN 


Calfsted Lined - Leather Sole $_ 
No. 415 Brown and Brown Kid Comb. 
No. 414 Blue and Wine Combination 


Se 





7 






Same in Full 
Leather’ Lined 
$3.25 


Solid Colors: Brown Blue, Wine 
2 Calfsted Lined $2.50 : 
> Same in Full Leather Lined 


$3.10 $ | 
: SAMPLE PAIRS ON REQUEST. 
SIZES CAN BE HAD. 


KANDEL SHOE CO. 3 


Wholesale Distributors of Men's and ; 
4 Boys’ Fine Shoes and Slippers : 
2 114 Reade Street New York 13, N. Y. « 
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INFANTS’ SLIPPERS 
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Infants’ BUNNIES. 


RED © BROWN « WHITE 
Shearling Lined, 
Grain Leather 
Upper & Sole 
Exceptionally 
Priced 


AT 40c PAIR 


NET FOB PHILA 
ONLY CASE LOTS 








36 prs. to case. 
Sizes: 14-4’s; 12-6’s; 10-8’s. 
IN STOCK—QUICK DELIVERY 


CAMITTA SHOE CO. 








120 No. 4th St. Phila. 6, Pa. 
Tannery Buys Building 
ALBANY, GA—The Dixie Leather 


Corporation, a Delaware firm and a sub- 
sidiary of the Graton & Knight Com- 
pany of Worcester, Mass., has pur- 
chased a $50,000 piece of property in 
Albany. The building will be remodeled 
and developed for tanning operations. 


New Store Planned 


BuFFALo, N. Y.—Bailey Slipper Shop, 
Inc. has been granted a building permit 
to erect a store building at 3124 Bailey 
Ave., Buffalo. 
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Side Saddle Tie 
Selected for Promotion 


BROCKTON, Mass.—The latest “pack- 
age” of style promotions received by 
Walk-Over dealers throughout the 
country features a “star billing” build- 
up for one of its most successful and 
timely designs—the side saddle tie, a 
Walk-Over “Easi-Gait.” Walk-Over’s 
“Easi-Gait” line has achieved popu- 
larity in the division of women’s foot- 
wear variously referred to as “specta- 
tor sports,” “walking shoes,” “day- 
time,” or “semi-dress,” it is reported. 

The side saddle tie was singled out 
for special emphasis after consultation 
with fashion magazine editors, who 
agreed that this shoe was particularly 
well-keyed to this season’s “Victorian 
influence.” Fashion’s look-backward 
trend is reflected in the high cut, the 
silk bow tied on the side and laced 
through a single pair of eyelets. 

The promotional package includes re- 
prints of four national magazine ads, 
window display poster and suggestions, 
local newspaper ads, radio and news- 
paper publicity stories, and other high- 
powered promotional material. It was 
prepared by Hanly, Hicks & Mont- 
gomery, advertising agency for the 
George E. Keith Company, manufac- 
turers of Walk-Over shoes. 

Prizes of $50 each have been offered 
by the company for the best window 
display and the best local newspaper 
advertisement, to be judged on the basis 
of effective co-ordination with the na- 
tional advertising. There will be four 
prizes in all, as duplicates will be 
awarded to independent and company 
stores. 


H. H. Brown Shoe Co. 
Opens New York Office 


WORCESTER, Mass.—The H. H. Brown 
Shoe Co., Inc., of this city, announces 
the opening of a permanent sales office 
in Room 631 of New York’s Marbridge 


Building at 47 W. 34th Street. The of- © 


fice is in charge of Lawrence F. Ma- 
honey, who has been a member of the 
H. H. Brown sales staff for 18 years 
and who is well known in the shoe 
industry. 

Included in the line which he sells 
are men’s and boys’ work shoes, hunting 
boots, safety shoes, moccasins and 
loafer types, both Goodyear welts and 
nailed construction. 





Peters Shoe Company 
Announces Ad Plans 


Sr. Lovuts.— Peters Shoe Company, 
division of International Shoe Com- 
pany, manufacturers of Velvet Step 
shoes, have announced that their con- 
sumer advertising plans include inser- 
tions in January Charm and Red- 
book; in February Cosmopolitan and 
Photoplay; in March Charm, Good 
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CHILDREN'S SLIPPERS 
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SOFT SOLE SLIPPER 


| All Leather Upper 
Shearling Collar 
Soft Suede Leather Sole 


$1.65 


N/10 F.O.B. 
N. Y. 






Sizes: 
5-3 


Red with White Shearling Collar 
Blue with White Shearling Collar 
Brown with Brown Shearling Collar 


-HERSH SHOE COMPANY 


| 2078 White Plains Road, New York 60, N. Y. 
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America’s Finest Slippers 


FOR MEN 
THE KING super 


KING SLIPPER MFG. CO. 
1160 Washington St., Boston, Mass. | 














Housekeeping and Redbook; in April 
Cosmopolitan and Photoplay; in May 
Charm, Good Housekeeping and Red- 
book; in June Cosmopolitan and Photo- 
play; in August Charm, Cosmopolitan, 
Photoplay and Redbook; in September 
Charm, Good Housekeeping and Red- 
book; in October Charm, Cosmopolitan 
and Photoplay; in November Good 
Housekeeping and Redbook; and in De- 
cember Cosmopolitan and Photoplay. 





Wholesale Firm Organized 


New YorK—The White Cross Shoe 
Co., Inc., is the name of a new whole- 
sale firm which recently opened for 
business at 114 West Broadway, this 
city. The firm will specialize in child- 
ren’s and infants’ shoes. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMAN WANTED 








brand. 


different from list below. 
All correspondence confidential. 


WANTED: 2: Top Shoe Salesmen 


Capable of earning between five and ten thousand per 
year with an outstanding Sideline. Requirements: 

e Now selling non-conflicting shoe lines. 

* Selling to department stores, small chains, and 
independent retailers. 

e Covering territories listed below, by car. 


WE MANUFACTURE: infants’, children’s, and misses’ two-sole and three- 
sole stitchdown shoes, carried in stock in two widths. Nationally advertised 


WE OFFER: a long line of staples and novelties, with settlement every month 
on a 6% commission and guaranteed 100% delivery. 

WRITE US AT ONCE givine details of your sales background and the 
lines you are now carrying. Please reply even if your present territory is 


The following territories are now open: 


1. Illinois and Wisconsin. 2. Ohio and Indiana. 


BERCO SHOE, INC. © PO. BOX % 


© BROCKTON 26, MASS. 











NATIONALLY ADVERTISED. 


CHILDREN'S SHOE SALESMAN WANTED 


By leading manufacturer of Children’s and Misses’ Shoes. 


We operate an extensive in-stock department. 
Lines retail from $5 to $6. 


TOP RATED MEN ONLY NEED APPLY. 


Open territories: 


1. Wisconsin 3. Michigan 5. Florida 
Minnesota Illinois Alabama 
2. Virginia 4. Kentucky Mississippi 

West Virginia Tennessee 6. Texas 
Oklahoma 


ADDRESS BOX 817, CARE BOOT & SHOE RECORDER 
100 EAST 42nd STREET, NEW YORK 17, N. Y. 











WANTED 


MEN’S SHOE SALESMAN 
Timely opportunity for progressive 
producer to represent so 
Factory known for Specialized VALUE 
. a complete line with 
strong emphasis on 


High Style toung Men’‘s Shoes 


in stoc 

. . - to retail profitably at $8.95 
Write complete details of your experience, 
earnings, present territory, etc. 
All inquiries held in strict confidence. Our 
own sclesmen know of this advertisement. 

Bex 798, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York {7, N. Y. 


SALESMEN WANTED 


Experienced and aggressive salesmen wanted 
by leadirg Eastern manufacturer to sell a 
complete line of women's novelty and dress 
shoes to ‘department and retail store trade. 
37.95-$8.95 retailers. 

Territories Open: 

(1) Louisiara, Alabama, Georgia, 
Florida, South Carolina, Tennes- 
see, Mississippi. 

(2) New York City and State. 

(3) IMinois, Wisconsin, lowa, and 
Minnesota. 

Send detailed letter of qualifications and 
experience. All replies heid in strict con- 
fidence. 


Address Box 801, care BOOT & SHOE RECORDER 








100 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED 


Managers and assistant managers 
for chain, operating popular and 
medium-priced family shoe stores in 
the Mid-West, who are willing to be 
located anywhere in the chain. Good 
salary and bonus arrangement. 
State all references and give full 
personal qualifications in first letter. 
All replies confidential. 


Address 788, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








WANTED: Salesmen with good following to 


carry a line of Women’s high grade casual 


shoes to retail for $6.95 and $7.95, commission 
basis, Address #778, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
N. Y. 





47 West 34th Street, New York 1, N. Y. 


TWO SALESMEN 


to Sell WILBUR COON In-Stock Line 
of Shoes on Liberal Commission, in 
(a) Ohio, Kentucky, Tennessee and 
West Virginia. 
(b) Minnesota, Iowa, North Dakota 
and South Dakota. 
Applicants will be judged on past sell- 
ing records. 
Our Sales Manager will be at the 
National Shoe Fair, Room 964 W and 
965 W, Palmer House, Chicago, IIL, 
from October 24-28. 


Or reply in strict confidence to 


W. B. COON CO. 








Address Box 818, care BOOT & SHOE RECORDER 





SALESMEN WANTED 


To Sell Imported British Men’s Shoes 
from our American In-Stock Depart- 
ment. Retailing from $14.00 to 
$16.00. Many territories still open for 
men who enjoy selling an exception- 
al product. Please give full particu- 
lars and experience in your reply, 
which will be kept confidential. Our 


salesmen know of this advertisement. 


100 East 42nd Street, New York 17, N. Y. 











CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, covnt each word (street number is one word) at word rate. Classified adver- 
tising is payable in advange. Send check or money order w.th your copy. No accounts are opened for classified ad- 
vertising except for regular advertisers on contract. 
The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


iS Advertisements for this page must be in our New York Office 10 days preceding publication date “=2J 
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SALESMEN WANTED 





SALESMEN WANTED 


FOR SALE 








SALESMAN WANTED 


Experienced, to sell Quality Line of 
Orthopedic and Dress in Women’s and 
also Men’s Shoes. Nationally advertised, 
one of country’s top ranking Lines. 
Salesman who has traveled with similar 
Line will be given preference. Territory 
from Cleveland, Ohio east, including 
western Pennsylvania, West Virginia, 
Virginia, North and South’ Carolina. 
Our organization knows of this adver- 
tisement. Furnish complete details of 
past experience. 


Address Box 815, care BOOT & SHOE RECORDER 
160 East 42nd Street, New York 17, N. Y. 











S ALESMEN—one for Indiana—another for 
Iowa and Nebraska—and another for the 
State of Michigan to sell Fast Styled Women’s 
In-Stock Fashion Footwear. Line sold in these 
territories more than twenty-five years and well 
established. This offers a fine opportunity to 
salesmen who want a money making and perma- 
nent connection. Need salesmen with shoe ex- 
perience, etc. Address SHU-STILES, INC., 
1214 Washington Ave., St. Louis 3, Mo. 





WOMEN'S NOVELTIES 


and Staple Shoe Line, popular 
priced, is available to experienced 
men as main or side line in CAR- 
OLINAS, TENNESSEE, TEXAS, 
PENNSYLVANIA, OHIO, MICH- 
IGAN, ILLINOIS, NEBRASKA, 
MINNESOTA and OKLAHOMA. 


Write at once in confidence giving details to: 


BENJAMIN WALK & CO.., Inc. 
205 ESSEX ST. BOSTON 11, MASS. 








EXCEPTIONAL OPPORTUNITY 


Live-Wire Salesmen for territories still open in 
Texas, Qklahoma, Kentucky, Alabama, Georgia, 
Iowa and Nebraska, to travel with outstanding Line 
of Women’s Novelties, Sport Oxfords and Nationally 
Advertised Casuals. Can be carried with Sideline. 
pan 7 aoagmad weekly. All replies treated in strict 

lence 


Address Box 802, care BOOT & SHOE RECORDER 
1221 Locust Street, St. Louis, Mo. 








WANTED—SALESMEN 


to cover Midwestern and South- 
western territories, on commission 
basis; to handle Line of Holly- 
wood and Single Sole Sbicca 
Construction to retail for $12.95. 
Factory located in Massachusetts 
and in operation for three years. 
Line has been proven and well 
accepted in the East. All replies 
confidential. 


Address Box 810, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











§ ALESMEN— ALL TERRITORIES OPEN 
—To carry as Non-Conflicting Side Line, 
24 Styles in Popular Priced, Fast Styled Young 
Men’s Shoes. Also twelve Styles in Smart 
Men’s Slippers. These Lines are right in Style, 
Quality and Price. In Stock proposition; Com- 
mission basis. Live wires can earn $400 month- 
ly. Write giving full particulars. Address 
care Boot & Shoe —— 100 East 
42nd "Street, New York 17, N 


October 15, 


1948 














WANTED: SHOE SALESMAN, GOOD 
FOLLOWING, to carry outstanding Line 
of Popular Priced Women’s Casuals and Play 
Types. Full time and commission basis. Excel- 
lent Line of Fast-Selling Styles. Can be han- 
died exclusively or on non-conflicting _ basis. 
Write, giving age, experience, territory, cover- 
age and references. Address #799, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





ALESMEN WANTED tto represent Popular 

Priced Line of Infants’ and Children’s Qual- 
ity Prewelt Shoes, on a commission basis. Line 
displayed at Room 942, Palmer House, Chicago 
Shoe Fair. Please call for interview. 





ATIONALLY KNOWN MANUFAC- 

TURER OF MEN’S FINE SHOES is in- 
terested in securing the Services of a Capable 
Representative for the New England States. 
The man wanted for this job should have a 
background of Retail and Wholesale experience. 
He will inherit a well-established business with 
unusual expansion possibilities. Our own men 
know of this advertisement. Address #807, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y 





SIDE LINE SALESMEN WTD. 


ANUFACTURER OF METAL, RHINE- 

STONE AND CUT STEEL SHOE 
BOWS desires salesmen calling on Ladies’ 
Shoe Trade, to carry on small tray of terrific 
Metal Ornaments, RHINESTONE CREA- 
TIONS, 751 No. 39th Street, Philadelphia 4, Pa. 








WANTED: "GO-GETTERS" 
To Handle an Excellent Sideline of Chil- 
dren's and Baby Shoes. Choice Terri- 
tories Still Open. With This Line You 
Can Make a Buck! Write— 

WHITE CROSS SHOE CO., INC. 











114 West Broadway New York City 
WANTED: SIDELINE SALESMAN and 
Distributors. BABY LEE SHOE CO., 


3824 Olive Street, St. Louis 8, Mo. 





OR MISSOURI, KENTUCKY, AND TEN- 

NESSEE. Women’s McKay Comforts and 
Arches—Make ups—by Manufacturer. Address 
#809, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y¥ 





SIDELINE SALESMAN 


Manufacturer of Fine Line of Baby Soft Sole and 
Cement Shoes wants Salesmen calling on retail trade. 
Top quality shoes; Priced right. Territories open: 
Montana, North and South Dakota, Minnesota, Wis- 
consin, Michigan and all States east of Mississippi 
River. In your reply give age and manufacturers you 
now represent. 

Address Box 812, care BOOT & SHOE — 

100 East 42nd Street, New York i7, N. 














LINE WANTED 


EXPERIENCED NEW YORK SALESMAN 
looking for Popularly Priced and Styled New 
England Playshoe House. 
Boot & Shoe Recorder, 
New York 17, N. Y. 





Address #800, care 
100 East 42nd Street, 





OR Mail Order Houses, Chains and Jobbers. 

Territory Mid-West and South. Address 
2804, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





S UCCESSFUL RETAIL SHOE SALESMAN, 
with 18 years’ selling and merchandising 
background, is desirous of making permanent 
profitable connection selling shoes on the road. 
If necessary will make the Chicago Show for 
personal interview. Address #823, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


F OR SALE: wer ESTABLISHED FAM- 
ILY SHOE STORE, Located in Northern 
New Mexico in — of 16,000 population; 
Low .rent and Long Term Lease: Annual 
75,000. Reason for Sale is because owner is 
interested in another business elsewhere. For 
further details and information refer to: Box 
3735, care of Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. 





FOR SALE: FAMILY SHOE STORE— 
suburban; Best Town in Nebraska. Posses- 
sion January 1st. BOX 12, Havelock Station, 


Lincoln Nebraska. 


ES! ABLISHED SHOE STORE in Southern 
Mississippi town of 15,000 carrying Branded 
Lines of Men’s and Women’s Shoes. Good 
lease, modern fixtures, and clean stock at inven- 
tory. About 14,000 should handle. Owner has 
other interests. Address +805, me Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
Mack: 








STORE FEATURING LADIES’ AND 
JUNIOR MISS Shoes, in Upper New York 


State. Will sell at Inventory. Gross 65 Thou- 
sand last year. Address #806, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
po a 





EN’S, WOMEN’S ALL-LEATHER ARCH 
SUPPORTS; also Women’s Metatarsal 
Arches. Very reasonable. Quantity lots if 
desired. Address $808, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York -1, 


OR SALE: ESTABLISHED FAMILY 
SHOE STORE in Central California, 80 
Miles from San Francisco; in Community of 
90,000 population. May be purchased with or 
without stock. For details write Address 
$813, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 


AND CHILDREN’S SHOES. In 
Ready-To-Wear Department Store. 
Population 10,000; 
Address 4819, care 
100 East 42nd Street, 








ADIES’ 

Ladies’ 
Have operated for 14 years. 
College town in Missouri. 
Boot & Shoe Recorder, 
New York 17, N. Y. 





HELP WANTED 


WAREHOUSE Superintendent: Large mid- 
western manufacturer wants experienced man 
to superintend operations of Warehouse a 
Receiving and Stores for plant shipping volume 
of five million dollars finished goods per month. 
State age, experience, qualifications and salary 
desired in letter of application. Address #796, 
care Boot & Shoe he 100 East 42nd 
Street, New York 17, N. 


MIDDLE West Wholesaler of juvenile foot- 
wear wants man to assist in buying and 
Excellent opportunity. State age, 
and all pertinent information 
Address 803, 
100 East 42nd 








management. 
experience, salary, 
whick will be held confidential. 
care Boot & Shoe Recorder, 
Street, New York 17, N. Y. 


SPLENDID OPPORTUNITY FOR EXPE- 
RIENCED SHOE BUYER and Department 
Manager in Modern Department Store in in- 
diana. Salary and Bonus. Address #816, care 
Boot & Shoe Rectan: 100 East 4?nd Street, 
New York 17, N. Y. 








FOR LEASE 


OR LEASE: SHOE DEPARTMENT IN 

SPECIALTY STORE im Fastest Growing 
Town in Mississippi: 100% Location, catering 
to Better Type. Excellent opportunity for an 
Individual or Chain. FIELDS OF JACKSON, 
Jackson, Miss. 








WANTED TO LEASE 





HILDREN’S SHOE STORE: Also desires 

Partner. Address #820, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
¥. -¥. 
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BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITIES 


WANTED TO PURCHASE 








2. Boys’ McKay and Welt 
dren’s stitchdown 


HL 


MOREY 
BS 


- Men’s Casuals, 


production. 





ATTENTION SHOE MANUFACTURERS-—We are interested 
in making contacts with manufacturers of the following items: 
1. Men’s Welt Dress Shoes to retail $6-$7 
Dress Shoes—all grades 


s—all grades 
’s and Boys’ Nailed and Welt Work Shoes—all grades 
"s McKay Dress Shoes to retail $5 


omen’s Play Shoes to retail $3-$4 
Sandals, Loafers, peewee ents al etc.—all grades 


8. Men’s, Women’s and Children’s Camp M 
Our purchasing volume is large and to such factories we can or a steady, substantial 


We cre omply financed and discount all bills. 


FOOTWEAR BUYING CORPORATION 


32 N. 4TH ST., PHILA. 6, PA. 


Address communication to 








USTOM SHOE UPPER MAKER, Expert 

Orthopedic, Men’s, Ladies’ fancy, Model 
cutting, Pull-overs. Mail orders promptly 
filled. Selection includes imported leathers. G. 
Gross, 310 East 80th St., New York City 21, 
REgent 4-7058. 





ROWING, WELL ESTABLISHED CHIL- 

DREN’S AND TEEN AGERS SHOE 
STORE, Wilmington, Del.; Good Clientele; 
Branded Lines. Must sell; Partners di " 
Good value. Address #821, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
is 





POSITION WANTED 


TORE MANAGER: Capable, Honest, de- 
pendable; 38 years old; Thorough knowledge 

all ‘phases of store operation, including window 
trimming. Family shoes or specialized, from 
Quality to Low-End merchandise. Must have 
assurance of living quarters for three, and good 
salary. Address #814, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 








WANTED TO PURCHASE 


G2eoD FAMILY SHOE STORE IN CEN- 
TRAL CALIFORNIA. Give full details. 
ADDRESS #811, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 








ANTED TO PURCHASE—Arch Shoes— 

Men’s—Women’s — Arch Support 
Shoes. Send samples. pay top prices. 
STRAHL SHOE COMPANY: 1230 Fifth 
Avenue, San Diego, California. 





WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 7-7887 








WANTED TO PURCHASE 








MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 
76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 











CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 











JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 


Children. 
For Cash 
BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 


132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 














WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 
Address Bex 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















GET TOP VALUE 


in Selling Your 
e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 














MERCHANTS’ NEEDS 








THE 
INVISIBLE 


SHOE 
FORM 





For More Attractive Displays 


Made to display the shoe and not the form. 
Forms open ied pumps perfectly and 
easily in less time. No bulkiness, fits 
either shoe and brand names are not con- 
cealed. Made from high quality clock 
spring steel. $3.00 per dozen pairs. Dis- 
count on 12 dozen pairs or more. 


F.BF. DISPLAY CO. 


Route 2, Box 646, Indianapolis 44, Indiana 














MAKE THAT SHOE FIT 


SHOE DOCTOR SHRINKERS 






FIT COMES FIRST. Make shoes 
fit around the ankle. Step gap- 
ping at the sides and slipping in 
the heel (ne more heel liners 
necessary). All fullness or wrink- 
les in leather or fabric easily 
shrunk without harm. Assure feot 
comfort for hard-to-fit feet. 


Curved type iron 


Special combination offer $42.50 
(fluids included in above prices) 
Send your order or write for detail information. 

E. C. SMELTZER CO. 
121 E. Sist Street, indianapolis, ind. 








Buy Savings Bonds 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS 














BARIS 


Quality Shoes for Men, Women 
and Children 
Scrupulous Protection fr 


eS Meade St. 


BUYS for CASH 






ores 


* Short Term Leases Assumed 
ur Name and Brand since 1932 


ARIS SHOE CO., Inc. 


Ce ae ee 





Tel.: WOrth 2-5180 








SELL US YOUR OVERSTOCK OF BETTER QUALITY SHOES 
QUICK ACTION — FAIR PRICES 
Wire—'phone or write immedictely 
FINE FOOTWEAR 
Over a Quarter Century 
MOSINGER-COHN, 1235 Washington Ave., St. Louis, Mo. 





NAT'L SHOE 
FAIR 
Rooms 


1125-1126 
Morrison Hotel 

















Shoe Department Moved 


MILWAUKEE, Wis.—Ted Greupner, 
manager of the women’s shoe salon at 
the Rosenberg Ready-to-Wear store on 
Third and North Avenue, in Milwau- 
kee, has just moved his department to 
a new location in the store in line with 
the firm’s recent remodeling. 

His new location on the mezzanine 
gives him triple the space his section 
had before, so he has divided it into 
two departments, with one devoted to 
women’s shoes and the other given over 
to children’s shoes. Features of the 
latter section are gay Walt Disney 
plaques on the wall back of the kiddie 
chair line-up; and two hobby horses 
upon which the young fry can either 
rock themselves while waiting, or even 
be fitted upon. 








MERCHANTS’ NEEDS 














V/ 
ws 
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yA ERTISING 
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—here's how to get 
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More Business! 


JHE _Vincent Edwards Idea_ Clipping 
Service has over 2,000 satisfied users. 
Each order filled according to what 

you want; wholesalers usually request best 

retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 
World's nme Advertising Service 
rganization 
342 Madison Ave., New York City 


Please tell me more about your news- 
paper ad clipping service and special short 
term trial offer. 


City 





Name 








Company 











October 15, 1948 


Large Canadian Shoe 
Stores Sold 


HAMILTON, ONT.—One of the largest 
shoe retailing firms in the city, Seigel’s 
Shoe Stores, Ltd., has been sold to the 
J. A. Johnstone Company, Litd., of 
Brockville at a reported price of 
$300,000. The sale involves the real 
estate and stock of the stores at 549 
Barton Street East, 1077 Barton Street 
East and 15 Market Square. 

The Brockville company operates a 
shoe factory and 49 retail stores 
throughout Ontario, under the name of 
Reward Shoes, Limited. 

The transaction was one of the larg- 
est in the history of the retail shoe 
trade in Ontario, Sam Seigel, general 
manager of the Seigel Shoe Stores, said. 

Meantime, Mr. Seigel will retain his 
one remaining store in London, Ont. He 
launched his business in this city on 
May 1, 1918, opening a little store at 
Emerald and Cannon Streets, which he 
rented for $10 a month. 


Good Trade Reported 
In Children’s Shoes 


MUNCIE, IND— Most encouraging 
“Middletown” development this Fall 
has been the rush for children’s shoes. 
One manager pointed out that while 
this demand was to have been expected, 
it was at least 35 per cent above prewar 
for infants’, children’s and youths’ 
classifications. 

The pre-school boomlet in children’s 
shoes was regarded as a welcome ex- 
ception to the general stiffening of con- 
sumer resistance. Apparently mer- 
chants with the right shoes at the right 
price will be able to sell in the youth 
classifications for a number of months 
to come, regardless of what happens to 
adult lines. 

New styles, one merchant said, have 
helped a lot in moving children’s shoes. 
His best was a brown elk oxford selling 
at from $3.99 to $4.99. Prices gener- 
ally 25 per cent higher than prewar are 
being accepted by the parents, who of- 
ten buy three or four pairs and buy 
winter rubbers, too. 





NEW ADJUSTABLE 


Price «is Pony Cup 


remains in 


desired posi- : 
tion tagger for Price Tickets 
times. 


This is an ex- 
clusive pat- 
ented feature. 


$5 gross 


$2.75 
half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 

























HN 


HANK CLame 


For displaying more men's shoes. Screws in 
walls - shelving, etc. $3.00 per doz. 


M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LOUIS, MO. 


Auto Model Display Helps 
Sell Boys’ Shoes 


DENVER, COLO.—A unique display of 
scale models of automobiles, jet planes, 
gas-powered flying models, and “an- 
tique automobiles” was utilized during 
the first week in September by W. A. 
Rasmussen, men’s and boys’ shoe buyer 
for Fontius Shoe Company here, to 
create an excellent back-to-school sales 
volume. 

Laying out the window to attract 
youngsters shopping for back-to-school 
clothing with their parents, Mr. Ras- 
mussen chose his models carefully. All 
came from a second floor “Hobby Shop” 
in the store, and included a completely 
upholstered model of a 1928 Chevrolet 
coach and an old-fashioned carriage, 
contrasted with flying gas-powered 
model Cubs, Navy fighters and jet 
P-80’s. “The scale model of the 1928 
automobile caught more attention than 
anything else,” Mr. Rasmussen said. 




















New Store Opened 


INDIANAPOLIS, IND.—A new Bunte’s 
Shoe Salon has been opened at 38th 
Street and Meridian Avenue with two 
entrances, one on 38th Street and the 
other on Meridian with plenty of free 
parking space in the rear of the store. 

The store features quality footwear 
for women and children. The women’s 
range from $6.95 to $22.95 and the 
children’s from $3.95 to $7.95. 
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“Watson, our missing man was of 
high intelligence, great discrimina- 
tion and most careful of his appear- 


ance and comfort.” 


“But, Holmes, how do you 
gather all that, you never met 


the man." 


“Elemental, my dear Watson, ele- 
mental—I see by these shoe prints 
that he was wearing a pair of Allen- 


Edmonds shoes.” 





SHOES for men who 


know and require 
superior footwear. 





We are broadening our dealer base into selected 
cities and solicit applications from shoe merchants 
for appointment as Allen-Edmonds exclusive 
representatives. 


Care will be used in the choice of dealers, to secure 
only those worthy of the line and who will appre- 
ciate actively the heavy advertising promotion 
that we shall give them. 


ALLEN-EDMONDS SHOE CORPORATION 


BELGIUM, WISCONSIN 
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onsrallifogy 
Bright asa firefly 
m the darh 


No more stubbed toes searching for 
Slippers at night. A SPOTLIGHT IN 
THE DARK. Only Slippercraft brings 
you this PATENT PENDING feature. 


See our sales representatives in 


your territory, or write Julius 


Goldstein Sons Co., Boston, Mass. 





TRADE MARK 
REG.U.S. PAT. OFF. 
PAT. PENDING 


~ DESIGN PAT. NO.149.549 









Yes! Slippers that are readily located 
in the darkest room! Here are slippers 
: : if 
a man can see-in-the-dark—locate ‘em 





in a hurry if Junior wants a drink at 
2 A.M. or the ’phone rings in the deep, 


dark hours. See-able slippers in the 
dark—what a selling feature! , 


On Display Room 924, Morrison Hotel 
National Shoe Fair, Oct. 25 to 28 





JULIUS GOLDSTEIN & SONS CO., BOSTON II, MASS. 


Makers of SLIPPERCRAT end BOOTCIA? 7 Men's Five Wel? Shoes 
OVER 50 YEARS OF SERVICE 














Nunn-Bush | 


Awble Fashicned Oxfords 


You can be sure your Nunn-Bush shoes will be a 
gratifying expression of the shoemaker’s art. It is 
never the Nunn-Bush nature to compromise with 
quality. Ankle-Fashioning offers you more style miles 
and snug “heel pocket” comfort which we believe 


only Nunn-Bush shoes provide so enduringly. 


See what you get because Nunn-Bush 
deliberately strives to build the world’s 


most satisfying shoes for men. 


Style 2347 


COMMANDER Last 
Style 2327 
Tan Scotch Grain 
Harness Stitched 
Winterweight Sole 
Rubber Heel 


CLYDE Last 
Style 2347 
Brown Scotch Grain 
Medallion Tip 
Winterweight Sole 
Rubber Heel 


CLYDE Last 
Style 4300 
Genuine Shell Cordovan 
Reverse Welt 
Winterweight Sole 
Leather Heel 


CLYDE Last 
Style 805 
Brown Arctic 
Full Leather Lined 
Hand Stitched Vamp 
Winterweight Sole 
Leather Heel 


Style 4300 


Style 805 


NUNN-BUSH SHOE CO . Manufacturers + MILWAUKEE 1, WISCONSIN 





ete % 


ick a Customer- 
and Multiply by 


BETTER STILL, take a// your customers and multiply by 4— 


then consider how big your business could be! 


YOU know children’s feet grow so rapidly that they 

require re-fitting about four times a year (the younger ones, even 
more often!) If you can successfully pass on this knowledge 

to your customers, you can make a large percentage 


of “transients” into year ‘round “repeaters”. 


STRIDE RITE paves the way for you. Make the 

fullest use of our carefully planned merchandising aids... 
reminder cards for size check-ups, newspaper mats, 

display cards and booklets all stress STRIDE RITE’S national 
advertising theme: “Growth does not wait for seasons”. 


Increase their effectiveness by point-of-sale follow-up. 


It’s easier than you think to “multiply by 4”! 


GREEN SHOE MFG. CO., Boston, Mass. 


At the Chicago Show; Palmer House, Rooms 776-777 
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